: FIFTY CENTS 
LIC ATION 


A GOOD SALESMAN MUST BE MANY THINGS TO 
MORE SALES BRING MORE PROBLEMS — 
alain OT 





THE BEAVER MODEL-A 
IS ALWAYS NEWS... 
> — 


@ Performance is what counts in a pipe 


machine and, successful performance is always 
news year after year 

Beaver Mo A Pipe and Bolt machine gives your 
users quick, clean threads, precision cutting and 
reaming. It is right handed with all controls in front 
Your customers get © greater working space, gear 


jriven power in abundance, and a full range from 


Reversible Universal motor, safety “shear pin,” rack 
ind pinion feed, self-centering wheel and roller cut-off, 
heavy duty chuck, adjustable opening die heads, inter- 
changeable die segments and an easily accessible oil 
pump all add up to top performance. 

When you sell Model-A, you sell successful pipe 
tool operation and that makes friends for you. 
Keep your information file up to date—write for 


current catalog. 





Eccentric spool pipe support — Safety switch lock—makes it im- 
centers pipe and prevents “spindle possible to start machine until chuck 
rock.” wrench is removed. 


“NER 


PIPE“TOOLS 


216-300 DANA AVE. . WARREN, OHIO, U. S. A. 
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AIR GUN, made from SNARING SALES is just 
distributor sold items, like snaring rabbits at Mill 
shoots arrows on a Iolly : 4 & Factory Supply Co., 
wood movie set. Why the ‘ 7 Toledo. A series of nov- 
movie making industry is a? elty nailings keeps the 


HAPPY 
make 


agement 
happy with a simple, two 
pomt program 
are on Page 86 


Defense Topics 
Talk of the Trade 
Editorial 


Washington Bulletin 


one of a distributor’s best 
friends is outlined in the 
story on Page $2 


EMPLOYEES 
for increased sales 
efficiency at Grand 


Rapids Supply Co. Man 


keeps them 


The facts 


_— 


DUAL DISPLAY JOB is 
accomplished by displays 
at R. C. Duncan Co., 
Minneapolis. How man- 
agement there “low pres 
sures” prospects into buy 
ing industrial supplies 1s 
told in the story on Page 
98. 


L A R 


How You Can. 


WHAT'S A_ SALES- 
MAN? Many things, ac- 
cording to four different 
customers of one supply 
salesman. Their ideas on 
what makes a good sales 
man can provide some 
valuable selling tips. Page 


94 


customers smiling, Mill & 
Factory's name in their 
minds. Page 84. 


a 


NO BED OF ROSES is 
the present seller's market. 
Management at James 
McGraw, Inc., Richmond 
has found good times 
bring almost as many 
problems as bad. How 
they solve them is the 
topic of the story on Page 





Supply Sales Trends 
The Outlook for Business...... 118 
Selling Is My Business 120 


104. 


114 
Pl Shieh ec cna cele oe als 
Door Openers to Sales......... 


New Products 


128 
130 





COMING IN INDUSTRIAL DISTRIBUTION NEXT MONTH 


From Cleveland, Ohio— 

\ salesman for The W. M. Pattison Supply Co. unfolds 
his method of allocating his time between established 
accounts and new customers and prospects. Look for 
How to Hold Old Customers While Getting New.’ 


From Tacoma, Washington— 

Che story of how a Washington Belting & Rubber Co 
salesman is building up sales volume in an unsuspected 
field, the plywood industry. He sold $30,000 worth of 
materials handling and power transmission equipment te 
one plant alone 


From Savannah, Georgia— 


How another salesman, clear across the country from his 
l'acoma fellow salesman, has made a good thing out of 


another phase of the expanding lumber industry. Sawmills 
all over the South are enlarging their facilities to meet 
defense needs, and alert supply salesmen are cashing in on 
the boom 


From Kalamazoo, Michigan— 

The story of how management at Bard Steel & Mill 
Supply Co. is cutting inside costs by combining operations. 
\ good method of handling rated orders has evolved from 


these “combining” procedures 


Plus— 

Stories of distributor operations from all across the 
United States. Next month, every month, InpusTRIAL 
DISTRIBUTION reports to you on the cost cutting, sales 
boosting methods of distributors and distributor salesmen 





IS THIS your FASTENING PROBLEM? 


H< Internal W renching solved it/ 


Problem. 


® Primary fastening point located in 
narrow channel with minimum 
clearance for fastener head. 


® All fasteners must permit high 
torque application to insure permanent 
rigidity. 

® Fasteners must not deform under 
frequent tightening and loosening. 
Must have high fatigue resistance. 


Solution... 1088/4) ee 
Holo-Krome Socket Cap Screws; TLL 

H-K Flat Head Cap Screws and 

H-K Button Head Cap Screws 

quickly solve this unusual Cap Screw 
and demanding problem. peas Jens agen 
H-K internal wrenching — plus 

the high quality of Holo-Krome 

Socket Screws — aid Industry's 

designers every in the 

development of cfikient 

compact designs. 


If you have a fastening prob- 
lem — need a screw fastener 
which permits the greatest 
freedom for creative ‘design- 


ing... USEHOLO-KROME 


. —— 
a Industrial Distributors 
saves TIME save? ACE g av Cav Holo-Krome advertising and 
° ? ao i 
Y%, Distributor Sales Poli 
H-K Socket Screws are Completely Cold H-K Completely Cold Forged Socket nO 10 _— _ ™ sn 
Forged from alloy steel by an exclusive, Screws . . . scientifically heat treated—held §!Ve H-K products a preferre 
patented Holo-Krome process which retains to Class 3 Thread Fit — —e hand in- position in industrial sales. Are 
the uncut, uninterrupted fibre structure. spected ... support and justify the ; * gs 
Every step of H-K production is controlled Holo-Krome Guarantee of Unfailing you = the list of a 
and checked by metallurgists and technicians Performance. Holo-Krome Distributors? 
in Holo-Krome’s own Physical and Chemical 


ha ae —— 
SOCKET ScREWS 


THE HOLO-KROME SCREW CORP. HARTFORD 10, CONN. U.S.A. 


e5 WEIGHT e5 MATERIAL 
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Electrofluid Drive’s Constant Cushion 


Action Saves Machinery Wear and Tear 


As efficient, as modern as the automatic | 
transmission in today’s automobile, Link- 
Belt Electrofluid Drive constantly pro- 
vides a smooth flow of cushioned, shock- 
free power transmission. | 
It is ideal for loads of the 
high-inertia, repetitive 
shock or high-starting- | 
torque type. There are five 
distinct advantages compared with the 
conventional direct motor drive 

SMOOTH ACCELERATION—Cush- 
ion Action smoothly and gradually loads 
the motor even on heavy inertia loads. 
Motor approaches maximum torque be- 
fore output shaft revolves. 

OVERLOAD PROTECTION—Even 
if driven machine jams, no damage can 
result. Torque applied is limited to fluid 
drive capacity—no need for mechanical 
break-pins. 

HIGH STARTING TORQUE 
WITHOUT OVERPOWERING—Be- 
cause motor accelerates free of load, it 
reaches maximum pull-out torque that 
might otherwise require a special type 
of oversize motor. 

LOW STARTING CURRENT—Mo- 
tor starts instantly—accelerates to 70% 
of full-load speed before engaging load 


* Sales 
Meeting 
in Print 





Type ED Electrofluid Drive 


takes less than half normal starting 
current with less heating 

SHOCK ABSORPTION — Constant 
Cushioning Action minimizes shocks and 
torsional vibrations. That means longer 


No 
| That's why Link-Belt builds a type and 





life for both motor and driven equip- 
ment. And because shock load service 
factors can be disregarded, smaller, less 
expensive power transmission equipment 
can be used 

The Link-Belt Electrofluid Drive is a 
packaged” unit with NEMA mounting 
and shaft dimensions to facilitate ready 
installation. Book 2485 has complete 
information 





Apply the Right Screw 
Conveyor for the job 


One of the simplest conveyor forms in 
use today is that old stand-by, the Screw 
Conveyor. Yet even here the complete- 
ness of the Link-Belt line offers distinct 
advantages. 

Link-Belt builds the widest range of 
conveyor screws, including sectional 





Screw conveyors are simple (only one mov- 
ing part), compact with no return run, 
dust-tight, low in first cost and maintenance. 





Helicoid conveyor screw is the most pop- 
ular design in Link-Belt’s complete line. 











flight, ribbon, double flight, mixing pad- 
dle and many other types. Each is de- 
signed for certain specific conditions 
such as particle size, abrasiveness, vis- 
cosity. All are made in a full range of 
diameters, pitches and gauges. 





Another important benefit you offer 
the customer—and one that gives you 
a larger sale—is Link-Belt’s ability to | 
supply all the parts required for a com- | 
plete installation. These include, in addi- | 


plings, hangers, box ends, flanges, thrusts, 
drives, spouts, saddles, covers, etc. 


tion to screws—collars, troughs, cou- || 


Meet Every Need 
With Link-Belt’s Most 
Complete Chain Line 


one chain serves every 


purpose. 
size to match every requirement, helps 
you satisfy your customers’ exact needs. 
Shown below are three typical applica- 
tions. Thousands of others prove the 
claim—"Large or small, Link-Belt builds 
them all.” 


Universal crescent flat-top chain carries jars 
on irregular path, each jar riding on its 
own plate. 


This Link-Belt chain conveyor for hand 
trucks boosts rolls of cotton duck, weighing 
up to 600 pounds, to shipping platform. 


Link-Belt SS-40 steel chain and gearmotor 
driving combination scrubber and screen. 








] 


Chicago 9, Indianapolis 6, Philadelphia 
40, Atlanta, Houston 1, Minneapolis 5, 
San Francisco 24, Los Angeles 33, Seattle 
4, Toronto 8, Springs (South Africa). 


nen 12,591 


LINK-BELT COMPANY 
| 
| 
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“Threadwell 
Tools do 


* Appearing mont 


hly in leading metalworking 


Threadwell Sales Tools... 
GOOD Wilt AMBASSADORS 


Threadwell Cutting Tool Refer- 
ence Charts* are popping up 


everywhere, near machines, 


on desks, in reference files 
_ everywhere in fact where 
there are men who specify, 
buy and use fine cutting tools. 
The tremendous response 
we've had indicates the inter- 
est being built up in Thread- 
well Tools, and the good will 
being created for Threadwell 
Distributors. Have you over- 


looked the Threadwell story? 


and industrial publications. 


THREADWELL TAP & DIE CO. GreeNnFietD, MASS. 
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The Cover 


Anonymous — but true as a die. 
We're referring to the meaty state- 
ment given such prominence on the 
cover. Ponder on it and we think 
you'll agree. And please don’t over- 
jook our other cover element. Sup- 
port the red feather campaign—it’s 
most worthy of your attention and 
action. 





Publisher 
A. M. Morris 


Editor Walter F. Crowder 
Managing Editor Raymond W. Barnett 
Associate Editor John A. Wertis 
News Editor John F. Farley 
Assistant Editor Albert R. Henry, Jr. 
Assistant Editor 
Assistant Editor 
Assistant Editor 


Leugel Foss 
Robert M. Slater 
Holdsworth 
Washington Bureau G. B. Bryant, Jr. 
Editor, World News Russell F. Anderson 


District Managers: E. N. Grantvedt, Chi- 
cago; E. J. McOsker, Cleveland; H. E. 
Thayer, New York and Boston; John P. 
Ora, New York and Philadelphia; John 
W. Otterson, San Francisco; J. H. Allen, 
Los Angeles; J. Cash, Dallas. Business 
Manager, W. A. West. 
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SELL @:4c+- SHAPERS 


oe 
WW “a 


MOST PLANT 
SHAPING NEEDS 


LOW PRICE 


DELIVERY 


PROMPT : eo ee $410.°° + 


BROADENS YOUR 
MARKET — INCREASES 


Ws e VOLUME 
| ” M SS 
Atlas 7” shapers are a “natural” for today’s expanding production. Many plants in 
your territory are waiting month after month for delivery of large, expensive shapers. In case 
after case the Atlas 7” shaper meets their requirements. 


=" 


The Atlas handles all shaping within a 7” stroke — the biggest percentage of all plant 
shaping needs. It saves your customers time, expense, labor, floor space. It is easy to set up, 
inexpensive to operate, and dependably accurate. 

Sound out this retooling situation. It’s tailor-made for extra sales to tool and die shops, 
tool rooms, research departments, and school shops in your territory. If you need new cata- 


logs or literature, write today. 


*Price, less motor, F.O.B. Kalamazoo. 


ATLAS PRESS COMPANY 
1010 N. PITCHER ST. 
KALAMAZOO, MICHIGAN 


DEPENDABLE QUALITY TOOLS 
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PERFORMANCE 


That Builds 
Bearing Business 
For You 





DODGE-TIMKEN 


@ Even under layers of grime, dirt and abra- (four different types) to deliver a minimum 
sive dust encountered in many production of 30,000 hours uninterrupted service. 
operations, the Dodge-Timken Type C bear- @ Dodge Timken Type C Pillow Blocks are 
ing carries its power load smoothly, effi- fully self-aligning, with both radial and 
ciently, without interruption—because it's thrust carrying capacity. 
@ Triple-sealed to prevent the entry of dust, @ Delivered fully assembled, adjusted and 
however fine. Accurately machined steel lubricated, ready to lock on shaft. Locking 
seals keep dirt out and lubricant in. collars at both ends insure firm fastening. 
@ Dodge mounts, seals, houses Timken pre- @ Normally available from Dodge Distribu- 
cision bearing units in rugged assemblies tors’ stocks, sizes from 1-7/16''to 4-15/16". 


DODGE MANUFACTURING CORPORATION, 500 Union Street, Mishawaka, Indiana 


THE TRANSMISSIONEER is 
featured in every Dodge ad- 
vertisement. oe are 
urged to call the Transmis- 
sioner for information about 
the products advertised and 
news of latest developments 
in power transmission ma- 
chinery. 


<p 


V-BELTS AND TAPER-LOCK SHEAVES  TORQUE-ARM SPEED REDUCERS ROLLING GRIP AND DIAMOND D CLUTCHES SOLID STEEL CONVEYOR PULLEYS 











The Dodge Distributor’s franchise is backed by 
73 years of specialized experience in manufacturing and merchandising Power Transmission Machinery 
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DEFENSE PRODUCTION— 
AND 150 WINGS 


By the Economics Department 
McGraw-Hill Publishing Company 


Tue Unirep States Air Force, which has been struggling upward toward a 
strength of 95 wings, is now likely to expand to 150 wings. 

Chat kind of a step-up will bring major changes in the defense program. 
Close to half of all the equipment that industry is building for services is 


geared to airplanes 

As yet, a 150-wing Air Force is only 
a tentative plan. But it is important 
enough so that we have assembled this 
report to outline for you the impact 
the accelerated program will have on 
defense production, the level of de 
fense spending, the materials outlook 
for industry, and on strategy for the 
Western World’s defense. 

Expansion to 150 wings (a wing 
has from 15 to 75 planes, depending 
on their type, from 2,000 to 3,500 
combat personnel, plus ground sup- 
port units) will change the outlook 
in these ways: 

1) The defense program will be 

stretched out over more vears. 
Where defense production is 
now scheduled to peak out in 
the second half of 1952, it 
might not reach its peak until 
well into 1953 and it would 
stav relatively high well into 
1954. 
Defense spending will climb 
somewhat in the next 18 
months—but perhaps by no 
more than $5 billion a year 
over what is now scheduled. 
Most of the astronomical dollar 
figures (Senator Lodge esti- 
mates the expansion would cost 
an extra $10 billion a year now 
and would run total Air Force 
spending up to $37 billion a 
year in 1954) have been on 
the high side. 

But, instead of tapering off 
sharply in 1953, spending 
would stay high well through 
1954—thus prolonging the mo- 
bilization boom. 

Expanding the Air Force won’t 
radically change the military 
take of basic materials in the 


so the air program can wag the entire defense set-up. 


next two years. Supplies of 
steel, copper, and other metals 
should begin to expand by 
1953—pretty much as expected 
under the current mobilization 
program. 

Aside from this question of Air 
Force expansion, there’s a real possi- 
bility that fundamental changes in 
strategy—based in part on new weap- 
ons such as atomic artillery shells and 
the atomic-powered submarine—may 
sharply reduce the burden of defensc 
on the civilian economy. It'll be two 
years Or more before these weapons 
make their impact felt. But they can 
have a far greater effect on strategy 
and on industry’s role in mobilization 
—than will today’s plans for a bigger 
Air Force. 


Aircraft Production 


The aircraft industry is straining 
to step up production—but today’s 
program is about all the industry can 
handle now. Charles E. Wilson, Di- 
rector of Defense Mobilization, has 
reported that the rate of deliveries is 
up two-thirds from a year ago and is 
scheduled to triple in the next year. 
Figures on aircraft delivered are secret, 
of course. But it is a fair and informed 
guess that production this year will 
run to about 4.500 and that next vear 
mav see 12,000 planes come off the 
lines. 

Even if appropriations were tripled 
tomorrow, output won’t go up much 
faster in 1951 and through most of 
1952. The electronics industrv already 
has a backlog of about $3.8 billion 
in military orders—enough to keep it 
busy a vear. Aircraft builders are 
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buried even more deeply under orders. 
Nineteen leading companies now have 
backlogs equal to more than four 
times their 1950 sales. And orders 
based on the appropriations Congress 
is making now will raise these back- 
logs sharply. 

Jet engines—and the tools to make 
them—are a bottleneck that limits 
the rate at which production can be 
stepped up. Apparently it will be a 
year before the engine builders have 
all the machine tools they need. In 
addition, the rarer alloying metals- 
like cobalt and columbium—set a 
ceiling on production. 


Complexity Adds Problems 

The very complexity of today’s 
weapons limits the possibility of boost- 
ing production. A mobile search radar 
set, for example, costs $782,798 and 
contains more than 500 vacuum tubes 
and 10 miles of circuits. It took thirty 
highly skilled engineers two and one- 
half years to design it—and the engi- 
neering work in improving it probably 
never will stop. 

In the aircraft field, J. H. Kindel 
berger of North American Aviation 
enlightened the House Appropriations 
committee with some comparisons of 
manufacturing problems on World 
War II’s top fighter plane, the P-51 
Mustang, and today’s jet-driven F-86. 
The P-51 weighed 9,340 pounds, the 
F-86 weighs 13,885 pounds, about 
half again as much. The P-51 turned 
up 1,461 horsepower, the F-86’s thrust 
horsepower is 10,400. At comparable 
production rates—both planes being 
turned out at the rate of 20 a dav in 
runs of 4,000—the P-51 airframe alone 
cost $14.117 against a projected cost 
of $47,954 for the F-86 airframe todav 

Problems all along the line multiply 
as aircraft become more intricate. But 
the sharpest difference cited by Mr. 
Kindelberger was in cnginccring: It 
took 41,880 engineering man-hours to 
develop the first P-51 in 1940. The 
first F-86 in 1951 required 1.131.992 
hours—27 times as much. And _ the 
quality of the engineering had to be 
much higher. A good draughtsman 
could do a good many engineering 
chores in 1940—but he can’t qualify 
on today’s aircraft. 

In the same way, all the gear that 
is hung on the aircraft has multivlied 
in complexity and cost. In fact, when 
the F-86 is completely rigged out as 

(Continued on page 10) 











PREPARED BY LUNKENHEIMER 


ESPECIALLY FOR 


LUNKENHEIMER DISTRIBUTORS 
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INSTANTLY to the data 





you need in your 





LUNKENHEIMER 





GUIDE 





Split-second reference ... convenient size ... complete information. 
You get all three advantages from the Guide that only 
Lunkenheimer offers. 


Slip it in your briefcase when you make a call. Keep it near 

the phone on your desk. It will pay big dividends in minutes 
saved —and in making sure you can recommend the exact 

valve needed for every specific application. 


It’s a natural for those who specify valves. They will find it 
the greatest time-saver they have ever used in specifying valves 
for their jobs. And that will lead them naturally to call 

for your Lunkenheimer valves. 


Your Guide is one more “plus” in the Lunkenheimer program 

of complete distributor cooperation. Nowhere else in the 

valve industry will you find a source of information as convenient 
. as usable . . . as full of easy-to-locate data. 


Just refer to the thumb-index, put your finger on the pressure- 
rating or product class, and flip the Guide open. There’s your valve 
or engineering device, complete with the essential information. 


Take full advantage of your Lunkenheimer Guide. If you need extra 
copies, drop us a note, and we'll see that you get them promptly. 
The Lunkenheimer Company, Box 360U, Cifcinnati 14, Ohio. 


ENHEIMER 
ONE VCO NAME IN VALVES 
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DRILL CAPACITY 
No. 70-4” 


Another MONEY MAKER 


for Dumore Industrial Distributors 


Here's a new Dumore profit 
maker — a fast, compact, super- 
accurate drill sharpener for No. 
70—%" twist drills that will 
pay for itself in short order in 
any shop you place it. 

With the Dumore Drill Grinder 
you offer your customers (1) in- 
creased production, (2) lower 
drill costs, (3) lower scrap losses, 
and (4) a means of maintaining 
maximum drilling production 
even with “green” help. 


You'll like the boost this new 
Dumore product gives your sales 
volume. The savings it affords 
the user are easy to demonstrate, 
and the price is right. 


Get your order tau “Today! > 


ee ee 


1300 17th St., RACINE, WIS. 
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DEFENSE TOPICS 


Starts on page 7 





an all-weather fighter with radar, gun 
sighting systems, an engine and spare 
parts, the cost runs up to $624,652 
many times the cost of the airframe. 

The bombsight is a spectacular ex- 
ample of growing complexity. The 
famed Norden sight of World Wai 
II cost $2,500. ‘Today's all-weather 
radar sight capable of operating accu- 
rately at attitudes of 50,000 feet and 
above costs $250,000—one hundred 
times as much. 


Tooling Is Expensive 


Tooling up to produce a new plane 
is a long, expensive business. ‘The 
Air Force has one design for a huge 
new plane that involves $50 million 
in tooling. The first four planes turned 
out will cost $21 million each. But 
as volume grows and tooling costs are 
amortized over more units, the cost 
will come down to about $3.8 million 
a plane—which is still an awful lot 
of money. ‘ 

‘These are the things that lead to 
“shortfalls” and “slippage” in produc- 
tion programs. Apparently, the en- 
tire plane production program is 
slightly behind schedule—but much of 
that is due to the constant search for 
better materials and better design to 
give U. S. pilots the highest possible 
performance from their planes. 


Program Will Stretch Out 


For all these reasons, actual produc- 
tion of combat aircraft in the next 18 
months can't be stepped up much 
above the rate now planned. So going 
to 150 wings will mean stretching out 
the program. Most of the planes to 
equip the new wings would have to 
be delivered in 1953 and ’54. 

The Navv, too, would like to ex 
pand its air arm. Chairman Carl Vin- 
son of the powerful House Armed 
Services Committee is one of the 
strongest advocates of a bigger air pro 
gram. He would like to sce the Ai 
Force go to 163 wings and the Navy 
set up with two additional super 
carriers, sister ships to the 59,900-ton 
carrier recently authorized bv Con 
gress. But carncr building schedules 
run well beyond two vears. So if the 
Navy’s program is extended, it. too, 
must be pushed fotward in time 


Impact on Business 


Defense spending can be stepped up 
in the next year or two—though actual 
production and delivery of planes can’t 
be increased too much. The Air Force, 
for example, would speed up its re- 
cruiting and training programs in 
order to have pilots ready as the 

(Continued on page 14) 





Tube Swelling 
t Happen 


NO TUBE SWELLING...NO 
PRESSURE LOSS...WITH 
THIS SPECIAL STAINLESS 
STEEL INNER WIRE BRAID 


Here’s the special stainless steel inner 

wire braid that puts CONCORD #20 
Steam Hose in a class by itself. The 
constant inside diameter assures 
full steam pressure at all times. 


Concord ‘20 


STEAM HOSE 


Most steam hose fails for one main 
reason: tube swelling. But this failure 
will never shorten the life . . . or lessen 
the dependability... of patented 
CONCORD #20 Steam Hose. 

For this hose is constructed with a 
special stainless steel inner wire braid 
that cannot swell. 

This means that you will always 
have a full pressure flow because tube 
constriction can’t occur. 

Too, when re-coupling becomes 
necessary, you'll be able to do it 
easily, quickly, with no complications. 

Other construction features of this 


great steam hose: alter- 

nate high tensile steel 

wire and rubber layers 

firmly bonded over the 

outside of the tube for 

maximum burst pro- 

tection. Asbestos braid provides pos- 
itive cover adhesion and acts as cover 
insulator. And the tough, abrasion- 
resistant cover withstands the most 
severe abuse. 

CONCORD ?20... flexible, tough, 
dependable...is the steam hose you'll 
want to have working for you! 

If you're handling BWH products 
now — more power to you. If not, 
put them to work for you! 





Another Quality Product of 


BW Boston Woven Host  russer company 


Distributors in all Principal Cities 


PLANT: CAMBRIDGE, MASS. « P.O. BOX 1071, BOSTON 3, MASS., U.S.A. 
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“MILWAUKEE INDUSTRIAL BRUSHES 


sure help out in the manpower problem” 
_ ae 


THE LINE THAT GIVES 
YOUR CUSTOMERS THE 
RIGHT TOOL QUALITY FOR 


EVERY 
INDUSTRIAL 
NEED 


Power Driven Wire Wheel Brushes 

“Mono-Bilt” 

“Steel-Clad” 

“Duro-Bilt”’ 

“Di-Biit”’ 

“Peerless” 

“Twis-Tuft” 

Fine Wire Polishing Wheel 
Brushes 

“Sturdi-Bilt” Wire Cup Brushes 

Fibre Wheel Brushes 

Wire Scratch Brushes 

Boiler & Furnace Brushes 

Foundry Brushes 

Platers Brushes 

Bench Brushes 

Floor Sweeping Brushes 

Push Brooms—wire and fibre 

Miscell Maint e 


Brushes 


YOUR MARKET 


ro 
Steam & Electric Railroads 








THIS IS THE 


DURA-BILT 
WIRE WHEEL BRUSH 


that insures smooth opera- 
tion on high speed power 
equipment 


Marine Industry 
Aviation 

Power Companies 
Public Works 
Quarries 

Mines 

General Contractors 


It’s but natural for your customers who use MILWAUKEE Industrial Brushes to 
be happy over the big hand these brushes are giving in today’s production. This 
appreciation of good performance is bound to have sales value for you in the years 
directly ahead. Bulletin 42-61R describes the complete Power Driven Brush line. 

Food Industries 


The MILWAUKEE BRUSH MANUFACTURING Co. Packing Pion 


2212-36 N. 30TH STREET MILWAUKEE 45, WISC. Dairies 
Textiles 


Metal Working Industries 
Wood Industries 
Glass 


Chemicals 
Ceramics 

Public Buildings 
Paper Mills 


INDUSTRIAL 
BRUSH PROBLEMS ~ 
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PROTO me 
PROfits 





Time, trouble and money savers 
are PROTO heavy-duty industrial 
wrenches, which master tough 
jobs. Besides those shown, there 
are short slugging, heavy-duty 
box and jumbo standard box, 


open end and combination 
wrenches, plus ¥,” and 1” drive 
socket wrenches. U O LS 


REG US 


PAT OFF LO 
=] ANG = MADE 


INUSA 


‘ 





OFKIN “LEADER” 


chrome-clad steel tapes give 
your customers... 


EASY TO READ 
MARKINGS 


THAT ARE Du 
D 
SUYRABLE 


UFKIN gut 


SACinaw, mich 


CHOICE OF 
STANDARD 
OR 
FOLDING 
HOOK 
RING The Lufkin “Leader” is precision 
made .. . built for service. Fa- 
mous Chrome-Clad finish on tape 
line assures accurate non-glare readability ... will not chip, crack, peel or 
corrode. The black markings are permanent ... they are bonded to the steel 
and sunk deeply below the hard chrome-white surface . . . preventing wear. 
Vinylite covered case protects against water, stains and scuffs. For fast, easy 


steel tape sales, show your customers the Lufkin Chrome-Clad “Leader”. 


ae Sh SELL JUFKIN 


4 
7 


Te Ae “ 
Ga ey Nationwide Advertising and Acceptance! 


Lufkin Tapes, Rules and Precision Tools are nationally adver- 
tised in Roto sections of leading Sunday newspapers, General and Industrial 
magazines urging readers to: “BUY THROUGH YOUR INDUSTRIAL DISTRIBUTOR.” 
It pays to sell and promote the Lufkin line — the line that promotes you 


THE LUFKIN RULE CO., SAGINAW, MICHIGAN 
132-138 Lafayette St., New York City— Barrie, Ont. 14] 
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DEFENSE TOPICS 





~ (Starts on page 7) 

planes were produced. And it would 
reopen and rebuild bases—jet fighters, 
for example, need runways twice as 
long as World War II fighters used. 

The aircraft industry, too, will need 
limited amounts of new facilities. 
Broadly speaking, the industry has 
most of what it will need in the way 
of buildings—bricks and mortar. Be- 
cause the production program would 
have to be stretched out, too, the in- 
dustry won’t need huge amounts of 
new tools. 

All this will raise spending in the 
next few years—if the program is 
stepped up. It is still far too early to 
say precisely how much. But $5 bil- 
lion to $7 billion a year is probably an 
outside limit. The important thing, 
in considering the impact on business, 
is that defense spending will stay at 
a high level for vears to come. In- 
stead of tapering off fairly rapidly in 
1953-to, say, $40 billion a year from 
a peak of perhaps $65 billion during 
the build-up period—it would stay at 
a high level through 1953 and ’54, 
perhaps through 1955. 

All of which means that business 
men planning ahead three or four 
vears can expect that expansion of the 
air program would underwrite a con 
tinuing high level of business. Possi- 
bilities of a post-mobilization recession 
would be delaved for vears. 


Materials Outlook 


The military squeeze on most in 
dustrial materials—under today’s pro 
gram—will begin to ease after mid 
1952. Under the plan outlined by 
the Director of Mobilization, the huge 
program to expand industrial plant 
capacitv will be easing back. Produc- 
tion of most weapons will be over the 
hump about a vear from now. 

That picture won’t change verv 
much if the Air Force goes ahead with 
its expansion program. The Air Force 
program would take a relatively small 
share of the supplies of aluminum in 
prospect for 1953 and later vears. 
Shortages of other critical materials— 
titanium, cobalt, columbium = and 
others—will continue, but thev have 
been expected to be tight for vears to 
come in anv case. And industry in 
manv cases has found wavs of using 
smaller quantities of them, or has 
found substitutes. So the worst of the 
shortaces will dicappear about on 
schednle—unless we get involved in 
general war in the meantime. 

The auestion as to how—and how 
much—the Air Force should expand 
is now being decided. within a cocoon 

(Continued on page 18) 





Joe ELYIITG Ly Weeds 


LYON offers more than 
1500 regularly cataloged items 
of Steel Equipment to meet 


* your customer’s regular needs. 
* 


Your customers will find 
many standard Lyon products 
(listed below) of vital help in 
increasing their defense production. 


2 STRATEGIC PLANTS... AURORA, ILL., AND YORK, PA. 
LYON METAL PRODUCTS, INCORPORATED 


General Offices: 1053 Monroe Avenue, Aurora, Illinois 
Sold Nationally through Factory Branches and Dealers 












































A PARTIAL LIST OF LYON PRODUCTS 
@ Shelving © Kitchen Cabinets ® Conveyors nomy Locker Racks ® Display Equipment ® Filing Cabinets 
® Lockers * Cabinet Benches * Bor Racks at Drawer Files e Drawing Tables oF 
* Stools * Storage Cabinets © Tool Boxes > m Equipment eR 
® Bin Units © Welding Benches ¢ Parts Cases © Wood Working Benches © Ha 
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Sales Tins 


by Oeing 


Current issues of leading industrial 
publications that reach your customers 
and prospects are telling about the new 
line of Deming “MOTOR-MOUNT” Con- 
densation Return Units and the Deming 
Centrifugal Jet Units illustrated in the 
advertisement at the right. 


Sales Tip! 


Many of your present customers may 
need new condensation return units for 
returning the condensate from steam 
coils, radiators, or steam operated 
equipment back to the boilers. 


Tell them about this new line of Deming 
“MOTOR-MOUNT’” units and the com- 
pact Centrifugal Jet units. 


Read Bulletin No. 4400 


Know the features of these new units. 
Then read the useful information on 
page 6 of Bulletin No. 4400 for the 
quick. easy way to determine the most 
suitable condensation return unit for 
each specified requirement. 

If you have not received copies of 
Bulletin No. 4400, write for them now. 


A “Clean-Cut” 
Sales Booster 
That’s right! These new Deming Con- 
densation Return Units are easy to sell. 
In 30 minutes (or less) Bulletin No. 
1400 


information you need to make the sale. 


can give you all the essential 


THE DEMING COMPANY 


511 Broadway, Salem, Ohio 


Deming ‘’MOTOR-MOUNT” Con- 
densation Return Units (Above 
and at right). Single and Duplex 
units for 2,000 to 40,000 sq. ft. 
of radiation. 


Deming Fig. 4958 Centrifugal 
Jet Units (below) for 500 to 
10,000 sq. ft. of radiation. 


@ These modern, efficient “fuel- 
savers” return the condensate from 
steam coils, radiators, or steam 
operated equipment back to boilers. 


Motors on the “MOTOR-MOUNT” 
units have standard NEMA type”C”’ 
mounting flange and are furnished 
for single phase, two or three phase 
or for direct current, as specified. 


Fig. 4958 Centrifugal Jet Units are 
unusually compact, requiring very 
little floor space. 

Illustrated BULLETIN NO. 4400 
includes performance tables which 
simplify selection of the right units 
to meet your specific requirements. 
Write for a copy. 


THE DEMING COMPANY 
511 Broadway * Salem, Ohio 
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STAINLESS STEEL 


CHECK 
VALVES. 


ys DESIGNED FOR 
LONG LIFE AND 


EASY MAINTENANCE 


ONE-PIECE 
BODY DESIGN 





INTERNAL 
HINGE-PIN 


TWO SIDE EXTRA LONG 
PLUGS BEARING 


1. One-piece body design eliminates the bonnet flange, cover gasket 
and bolts. 2. Internal hinge-pin construction provides additional pro- 
tection against leakage. 3. Two side plugs permit removal of hinge- 
pin from either side. 4. Extra long bearing surface on disc-arm 
guarantees disc alignment. 5. Extra heavy disc arm prevents bending 
or dishing. 6. Full-floating disc assures positive seal even after years of 
severe service. 7. Oversized body provides unusually quiet operation, 


minimum turbulence and freest possible flow. 


@ YOURS FOR THE ASKING! 


Write for new Cooper Alloy Catalog 
No. 52 which gives full information on 
our complete line of Stainless Steel 
Valves, Fittings and Accessories. 


OVERSIZED 
BODY 


FULL-FLOATING 
bISsc 


EXTRA HEAVY 
DISC ARM 


Cooper Alloy “Certified Swing Check 
Valves answer the major requirements of 
the chemical, food, paper and pulp, petro- 
leym, pharmaceutical and related industries 
for a corrosion-resistant valve that provides 
one-direction flow for corrosive liquids and 
gases. Created by leading valve engineers 
and specialists in stainless foundry techniques, 
Cooper Alloy “Certified” Valvés are sturdy 
in construction, reliable in performance and 
economical to maintain. 


THE COOPER ALLOY FOUNDRY CO  uwittsive, New JERSEY 
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BILLINGS DISTRIBUTOR 
Well tell you why! 


INDUSTRIAL DISTRIBUTION © OCTOBER, 1951 


DEFENSE TOPICS 





(Starts on page 7) 


of secrecy, by the Air Force. The 
program must then be approved by 
the Joint Chiefs of Staff and by the 
Secretary of Defense. In the end, of 
course, it will go to Congress. All 
along the line the plan can be 
changed, of course. We may end up 
with 130 wings—or 160. In any case, 
it will be months before the details 
are reasonably well fixed. 

The big question is: Will the Army 
and Navy expand proportionately? 
One way or another, the three services 
have managed to share defense budgets 
almost equally since the end of World 
War If. Top Air Force officials now 
believe, however, that their case is 
strong cnough so the old three-way 
formula can be modified. 

If the Army and Navy should also 
get substantial increases, however, the 
whole defense program would be 
lifted. Then a much broader segment 
of industry would get bigger orders 
and shortages of metals for civilian 
products would be prolonged. 


New Weapons—New Strategy 


A much more optimistic possibility 
is shaping up, however. As it is now, 
an expanded Air Force is the biggest 
change in sight. A much more im 
portant change may come through the 
new weapons~artillery shells and 
guided missiles with atomic warheads 
and submarines with atomic propul 
sion. 

Of atomic weapons of tremendous 
striking power that could be brought 
to bear directly on the enemy’s ground 
forces, Secretary of the Air Force, 
Ihomas K. Finletter, has said: 

“We shall use all the imagination 
we possess to see to it that effective 
use will be made of atomic weapons 
against profitable targets in the ground 
battle area. 

“And it is not too much to hope 
that . . . we may be able to assure 
our European allies of a much greater 
striking power on our part than we 
hoped for, and even, indeed, make it 
unlikely that an enemy attack on the 
(North Atlantic Treaty Organization) 
forces on the Continent of Europe 
would have a hope of success.” 

The importance of those weapons 
is a first class reason for expanding 
the Air Force program in order to have 
the planes to deliver them. They also 
hold the possibility of giving the 
Western World enough strength to 
offset Russia at a long-run cost con- 
siderably below what is expected now. 
In any case, they promise to change 
radically U.S. strategv—and industry's 
role in defense—within a few years. 





CONTINENTAL SCREW COMPANY 
New Bedford, Mass. 


Manufacturers of famous HOLTITE-Phillips and Slotted Head 


Screws and Bolts and Allied Fastenings, both Special and Standard 


HOLTITE PRODUCTS 
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Grinding an ordnance piece in the world's longest cylindrical grinding 
machine. in addition to the high tensile strength of the steel and the de- 
gree of finish required, an important factor in selecting wheels for this 
O. D. operation is the type of machine. 


Cylindrical grinding of four diameters at once. The close wheel- 
uniformity required for this operation is another good sales-argument 
for Norton wheels, with their proved ability to grind multiple diameters 
to exactly uniform size with a minimum of dressing. 


can prove how 


A plunge-cut grinding job on a centerless grinder, showing use of a 
hand-operated sliding work rest. Units being ground are high speed 
steel drills for which wheels of Norton ALUNDUM® (fused alumina), in 
the correct grain size and grade, give best results. 


Through-feed grinding of hollow tubing in a centerless machine. Point 
out to customers that the use of Norton wheels is their surest way to 
peak production and quality in O. D. grinding — on every size job 
and every type of material, from softest aluminum to hardest steel. 


Stress The Advantages of Norton 
Wheels For Crush Truing. Photo 
shows how a wheel is shaped by the crush 
truing process, with hardened steel crush- 
ing roll in raised position. Both Norton 
ALUNDUM and CRYSTOLON’ vitri- 
fied wheels can be crush 
dressed, to give excellent 





results in this widely grow- 
ing method of grinding in- 
tricate O. D. contours. 
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Norton O. D. Grinding Wheels 


per dressing - per hour 
per wheel 


Your customers in the field of cylin- 
drical or centerless grinding want 
wheels that will produce exactly the re- 
quired tolerances and finish . . . hour 
after hour . . . with a minimum of 
wheel dressing and adjustment for size. 


So, this month, as part of our exten- 
sive advertising campaign to industry, 
we're playing up these reasons why it’s 
easier to get the results they want with 
Norton wheels: 


1. Norton Range of Specifica- 
tions Covers All O. D. Grinding 
Jobs. Whatever the material or job 
specifications — in the complete line of 
Norton wheels for O. D. grinding, 
there’s sure to be the one wheel with 
the right combination of abrasive and 
bond for top cutting performance and 
extra long wheel life — and Norton 
uniformity assures top performance in 
every wheel. 


2. Norton Applicational Aid 
Covers All Grinding Problems. 
In practically every case you have the 
necessary experience and information 


to quickly tell which types of wheels 
are needed. Backing you is the Norton 
Abrasive Engineer in your area. And 
behind you both is the Norton tech- 
nical staff, representing the resources 
and know-how of the world’s largest 
manufacturer of abrasives and abras- 
ive products. 


3. Norton Stocks Cover Delivery 
Requirements. Besides your own 
ample stocks of popular O. D. wheels 
and sizes, there are the larger stocks 
maintained in Norton warehouses in 
key cities throughout the country. 
And your customers can always count 
on prompt shipments from Norton 
Company's complete stocks in 
Worcester. 


NORTON COMPANY 
Worcester 6, Mass. 
Distributors in all principal cities 


WNORTONF 


ABRASIVES 








Making better products to make other products better 


Abrasives + Grinding Wheels + Grinding and Lapping Machines + Refractories + Porous 
Mediums «+ Non-Slip Floors + Boron Carbide Products + Labeling Machines. 


*Trade-Marks Reg. U.S. Pat. Off. and Foreign Countries 


YOU HAVE THE 
ABRASIVE FIELD'S 
3 BEST BETS 
FOR CUSTOMER- 
SATISFACTION 


Your Norton Distributors’ Manvel 
enables you to pick the right wheels for 
just about every grinding job, without 


Your Norton Educational Material, 
both literature qnd training films, is un- 
beatable for helpful treatment of the 
whole range of abrasive applications. 


Your Norton Technical Backing in- 
cludes prompt cooperation from your 
Norton Abrasive Engineer, plus the spe- 
cialists at Norton headquarters — big fac- 
tors in your “edge” over competition, 





Kowewbyv In Norton Wheels You're Selling The Best In Abrasives... 


Bonds... Manufacture . . . and Service! 
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HIGH SPEED STEEL 
TOOL BITS eee 


Keay 
Nade 


These bits give you convenience 


economy, dependability 


AVAILABLE in a COMPLETE RANGE 
of TUNGSTEN and “MOLY” Types: 


SUPER PANTHER, PANTHER SPECIAL, ML, LXX, SUPER DBL and DBL-2 








Pocket Price List 
NOW READY! 


Just send a postal-card 
request—giving name, 
position, company, and 
address. Ask for “A-L 
Tool Bit Price List,’’ 
pocket edition. While 
you're writing, also in- 
clude the illustrated four- 
page folder, “A-L Mill 
Treated High Speed 
Steel Tool Holder Bits.” 
Yours for the asking. 


Write Today 
ADDRESS DEPT. !D-22 








These better tool bits, packed in the 
famous blue-and-gold boxes, are im- 
mediately available in standard sizes 
from stocks located at 28 convenient 
points throughout the country. 

Ready Made—this means that bits 
are: (1 , Freer cut to correct lengths, 
with clearance bevel at both ends; (2) 
already heat treated uniformly by mill 
experts; (3) furnished with either reg- 
ular finish or ground finish; (4) in- 
spected individually for hardness, size, 
and surface. “Finish-ground” bits are 


extremely accurate in dimension, en- 
tirely free from decarburization and 
scale, and ready for instant use upon 
grinding the cutting point to desired 
shape. 

With six popular grades to choose 
from, you can cover a wide range of 
cutting needs by specifying these tool 
bits. Our informational service will 
be useful to you in selecting grades. 
Call A-L, or an A-L distributor. 

@ Allegheny Ludlum Steel Corporation, 
Henry W. Oliver Bldg., Pittsburgh 22, Pa. 


For complete MODERN Tooling, call 


Allegheny Ludlum 


INDUSTRIAL DISTRIBUTION © OCTOBER, 1951 








BE SURE- 
BE SATISFIED- 


ECISION 


IOUX - VALVE FACE 
GRINDING MACHINE 














More Dollar Value Than Ever Before 


Wet Grinding eliminates heat and distortion, pro- 
ducing finest finish and factory precision. Wet Grinds 
Valves, Valve Ends, Tappets and Rocker Arms. 


louxX PERFECTED 
DUAL ACTION 


Valve Seat Grinder 
with Ball Bearing Holder 


Precision work in fast time with al- 
most unbelievable speed is made 
possible by this valve seat grinder. 
Perfected dual action provides a 
controlled fine vibration for grind- 
ing accuracy and dispersion of cut- 
tings—wheel mounted for full valve 
seat contact. Uniform finish all the 
way round is assured. 


STANDARD THE 
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ARMSTRONG 


TOOL HOLDERS... 


for every operation! 


There are ARMSTRONG TOOL HOLDERS in sizes and types 
for every operation on lathes, planers, slotters and shapers— 
for the heaviest cuts; for the most delicate cuts. 

With Standard Shaped cutters bits and blades of 
ARMSTRONG HIGH SPEED, ARMALOY (Cast Alloy) and 
ARMIDE (Carbide-Tipped) they provide a system of tooling 
that assures maximum production per machine hour, lower 
tool costs, and high machining profits. 


Comprising the basic tools of practically every tool room 
and machine shop, ARMSTRONG TOOL HOLDERS are being 
bought continuously . . . are a constant source of profit to 
the Industrial Distributors who catalog, stock and display 
them. It is a profitable practice to put the question, ‘What 
ARMSTRONG TOOL HOLDERS do you need?” 


Write for Catalog 


ARMSTRONG BROS. TOOL CO. 
“The Tool Holder People” 
5205 West Armstrong Ave. Chicago 30, Illinois 


d 
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Va you sell Goodyear, you’re selling 
the line of Industrial Rubber Prod- 
ucts preferred by industry. In conveyor 


belts, for example, 45% of people replying 


to a nation-wide survey preferred Good- 
year belts—a 2-to-l preference over any 
competitive belts. 

One reason for this outstanding preference 


is the complete range of conveyor types 
and constructions designed to solve your 


Sell the Conveyor Belts customers’ problems. The long check list 


at left shows how you can select the belt 


preferred by industry 2 to ]* that’s right for conveying any type of 


material, over any kind of terrain. 


Whether you sell conveyor belts, V-belts, 

hose, or any other product in the Goodyear 
GOODYEAR INDUSTRIAL RUBBER PRODUCTS ae ay Se yee Png yr 
line, you get proved quality, coupled with 


. 
@-Sspecified CONVEYOR BELT CONSTRUCTIONS leadership in new product development. 


ave . > ageressive nationé 
COMPASS STEEL CABLE—for single flights measured in miles; lifts to You have the he Ip of ‘Bere _— —_ nal 
1500 ft. and over advertising, hard-hitting direct mail, and 


COMPASS CORD CONVEYORS—for less extreme hauls and lifts the reputation of “The Greatest Name in 


STACKER CONVEYOR —highest resistance to cuts, . abrasi 9 aa 
and flexing . et Rubber.” You can call on the G.T.M.— 


i CONVEYOR—for handling abrasive materials, ores and the Goodyear Technical Man—for technical 

ike . 

STYLE W CONVEYOR—meets most average conditions throughout sales assistance. And above all, you get the 
industry unrivaled advantages of one of the top 

COAL-FLO BELTING—for tough, underground service in coal mines three industrial supply money-makers. So 

STYLE HT CONVEYOR—handles materials from 150°-250° F. : ‘ 

STYLE 6740 CONVEYOR--resists temperatures over 250°F. 


GLASS CARCASS HOT CONVEYORS—designed especially for carry- 
ing hot materials 


STYLE 8 GRADER—for rugged service on grading machinery «p- Based on impartial study of preferences in 
CANNERS CONVEYOR—sanitary handling of foods in canneries / © Industrial Rubber Products conducted 


000 buyer: 
CHEMIGUM CONVEYORS—for operations needing extreme resistance among 8, buyers 
to oil ° 
RAYON CARCASS CONVEYORS—extreme troughability, low stretch, 
no loss of fastener holding strength 
NVEYORS—for handling of 
g boxes and package 


d of bagged i 


stay with the leader—in preference, in 





quality, and in your sales. 


“soupy” materials like 


RIBBED ToP CO’ 
cement 
PACKAGE CONV 

and stores 


pouch TOP CONV 


rial of inclines 


s in plonts 
EYORS—for handlin 


ors—for handling package 
‘ai — 
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We think you'll like 


a a 
proo® 
4 “THE GREATEST STORY EVER TOLD” 
Every Sunday — ABC Network 
¢ 
a | 


THE GREATEST NAME IN RUBBER 
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UNDERWRITER'S Elect ric Saw 





LABORATORY 
APPROVED 























‘900 Lexington Ave:, 
Homer City; Pa:** 








Rs Rieorse inst 


"Rigid 
,)) Economy, 
Mont" 


It’s the line of lines for Distributors and Distributors’ 
Salesmen. You can talk it on every call. Rust is a 
universal problem in industry—any time. But today 
the urgency of conserving steel builds up the pros- 
pect’s awareness of his need. Initial sales are easy, 
showing how well RUST-DLEUM fills the need. 


And RUST-OLEUM is right behind you at the point 
of sale As a product with 25 years of splendid per- 
formance behind it, RUST-OLEUM delivers the fe- 
mgults which bring repeat orders in) ever-growing 














ore ap- 
pre a in Factory, Mill 
and Factery, Medern industry, 
Time, jweek—eover 30 papers 
in all which reach the industries 
yeu call on. sToP RUST is the 
te tn- 
dustry—particularly lmportont and 
timely now te conserve for 
defense purposes. 

















Beautifies ee tia 

os it COLORS 

protects ileal sstuel aeleiva 
volume. As a sales organization, Rust-Oleum Corpora- 
tion is placing large, colorful, sales-stimulating ad- 
vertisements every month before industrial users— 
with additional special effort on architects, corrosion 
engineers, and painting contractors. 


We ate taking care of our present distributofs first 
as a matter of policy, but our recently-doubled plant 
facilities are again being added to. Won’t you grow 
with us? 


RUST-OLEUM CORPORATION 


2414 OAKTON STREET, EVANSTON, ILLINOIS 
i 
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“*™ Fastens steel or wood to 
| concrete or steel in seconds! 


MODEL 450 


REMINGTON 
STUD DRIVER 


Sets fastening studs up to 100 times faster than con- 
ventional methods...needs no outside power source 


You can speed construction and maintenance fastening jobs and 
cut costs with the amazing new Remington Stud Driver. This 
simple tool attaches steel or wood pieces and fittings to concrete 
or steel . . . easily sets as high as 5 fastening studs in a minute. 
No outside power source or other equipment needed. It’s com- 
pact, rugged, safe. Test-proved to be the world’s finest fastening 
system, the Model 450 Remington Stud Driver is made by 
Remington Arms Company, Inc., America’s oldest and foremost 
sporting arms manufacturer. For detailed information and the 
name of your nearest distributor, fill out and mail the coupon 
below. There may be slight initial delays on delivery until 
production and distribution catch up with demand. 


LOOK AT THESE EXCEPTIONAL FEATURES 





« 


Press loaded Stud Driver firmly 
working surface, depress safcty butto 
pull trigger 


T.Hanging steel sash and door 
bucks to concrete and brick. 

2. Anchoring wood plates to con- 
crete floors and ceilings for setting 
partitions. 

3. Fastening wood furring str ps to 
concrete for attachment of metal 
loth. 

4. Anchoring suspended ceilings, 
sprinkler systems and lighting fix- 





How to operate the Model 450 Remington Stud Driver 


A Hand-assemble stud and power cart idge, 
‘r load a 


nit in easy-to-open Stud Driver, 


yl ow, Oak 


y 


4 Explosive charge imbeds stud solidly 

Open Stud Driver with twist of the wrist 

eject empty shell, load again. Whole 
j ob takes seconds! 


Speeds all these jobs . . . and many more 


tures to concrete, 


5. Attaching conduit and panel 
boxes to steel and masonry 


6. Anchoring light machinery to con- 
crete pads, 


7. Erection of signs, ownings and 


venetian blinds on steel or masonry. 


8. Hanging radiator housings to con- 
crete or brick. 








“If It’s Remington—It’s Right!’’ 


Remington 
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COMPACT AND PORTABLE — Weighs 
only 5% pounds, ideal for scaffold, 
ladder, overhead work, inaccessi- 
ble places. Comfortable to use in 
any position. 


SPEED—One man can set up to 5 
studs per minute, as much as 100 
times faster than other methods. 
Sets stud at whatever depth is re- 
quired up to 2%4 inches, depend- 
ing on material. 

ELIMINATES INVESTMENT IN OUTSIDE 
POWER —Self-powered. Especially 
useful in isolated places. 


TRIPLE SAFE — Plainly visible red dot 
indicator shows when it’s cocked; 
safety must be depressed before 
and during squeezing of main trig- 
ger; permanently attached safety 
shield must be compressed against 
work before Stud Driver will op- 


erate. Trigger can’t be acciden- 
tally tripped. Slight recoil. Low 
noise level. 


WIDE VARIETY OF STUDS are avail- 
able for every fastening job. Gen- 
uine Remington studs are trade- 
marked for user’s protection. Pull- 
out resistance as high as two tons 
in good concrete, depending on 
stud used. Cartridges are available 
in 5 power loads covering prac- 
tically all fastening needs. 


UNIQUE, FAST ASSEMBLY OF STUD AND 
CARTRIDGE — Tough plastic heel cap 
permits lightning assembly of any 
cartridge with any stud, identifies 
power load, protects head and 
thread of stud during driving. 


PRICE for Model 450 Remington 
Stud Driver complete in rugged 
steel carrying case—only $119.50. 


MAIL THIS COUPON TODAY FOR FURTHER INFORMATION 


Remington Arms Company, Inc. 


Industrial Tool Division 


v9 Barnum Ave., Bridgeport 2, Connecticut 


I am interested in obtaining detailed information on the 
Model 450 Remington Stud Driver. 


Name 





Firm 





Position 





Address. ee ee 


State 





STEM LIFE INCREASED 20 TO 30 TIMES 
Valve stems of the new OIC Alloy 40 offer 
greatest resistance to corrosion, wear and 
galling; no seizing. 


This special, extra large duct permits complete 
drainage of the bonnet and prevents damage 
by freezing. 





Thick, scientifically designed walls make OIC 
Valves strong and sturdy. No distortion. 


Wide wedge prevents warping and allows plenty 
of space for accurate seating. OIC Clip Gates 
pass rigid tests; no oil or wax on seating 
surfaces to hide leakers. 


Exclusive in OIC Clip Gates, 2” and under: Seats are 
cast in place and then rolled to make doubly sure 
they are tight and secure. Greatly superior to 
simply rolling in against machined surfaces. 


e ey, 
J \ te . 
Les Wy 
Li 


oe 


N 
-™ - : 
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To be certain of the best, ask for OIC Clip Gates. 
The Ohio Injector Company, Wadsworth, Ohio. 


VALVES 


FORGED AND CAST STEEL- IRON - BRONZE 
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Vertical 

Air Hoists 

for Low Cost 
Lifting or Lowering 
of Materials 

or Machines 


IT’S IMPORTANT 


To SAVE MAN HOURS 
REDUCE PRODUCTION COSTS 
INCREASE EFFICIENCY 
That’s Why It Will Pay You to Investigate 


AIR COMPRESSORS 
AIR-OPERATED 
CYLINDERS & HOISTS 


Tank Mounted 
Up to 15 H.P, 
Inclusive— 
Air Cooled 


Water-Cooled Compressor, 
Up to 50 H.P. Fully Enclosed 
@ Dust and Dirt Proof 

@ Carbon Free Valves 

@ Timken Bearings 


Curtis equipment has 

stood the test of time, 
because it is precision 
made from top quality 
raw materials with 97 
years of “know how.” 


Horizontal 

Air Cylinders for almost 
any Pushing, Pulling or 
Hoisting Operation 


r eS a == oe a a a 
CURTIS PNEUMATIC MACHINERY DIVISION 


1911 Kienlen Ave., St. Lovis 20, Mo. 


1 am interested in items checked below: 


4 of Curtis Manufacturing Company 


{_] AIR HOISTS 
Stroke? {| Capacity? ["] 


[_] AIR CYLINDERS 
Stroke? [-] Capacity? |} 


[_] AIR COMPRESSORS 
Capacity? [-} Pressure? [_] 
Current? (1) 
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eee can nef you $50-maybe more! 


Small in size. Small in price. Yes! But it’s this 
4c fitting sale that’s really the Bic one in the sale 


of lubrication equipment. Bic because it turns your 
fitting customers into good, steady prospects for 
Alemite mechanized lubrication equipment barrel-to- 
bearing. Bic because it paves the way to more “big 


ticket” sales, more often for you! 


By selling genuine Alemite Fittings for every bear- 
ing point, you assure fast, clean, positive lubrication 
anywhere on any machine. Save plant-men time, work, 


Alemite Hydraulic 
Fitting Systems 


Alemite design permits 30° con- 
nection between gun and fitting. 
Case hardened body. Spring 
and ball check inside for dirt- 
proof leakage seal. All angles 
and thread sizes. 


Alemite Pin-Type 
Fitting Systems 


The original Alemite Fitting. Gun 
coupling locks onto pin of fitting 
for leakproof seal. Made from 
brass, 4% and “4 P. T. 








Alemite 
Button-Head 
Fitting Systems 


Widely used on heavy machin- 
ery. These case-hardened steel 
fittings are built to stand abuse 
and to allow volume flow of 
lubricant. 





Alemite Standard 
Dot Fitting 
Systems 


For heavy machinery. Gun 
coupling screws on to heavy 
fitting thread making leak- 
proof seal. Ye and % P.T. 
Straights and angles. 





money. And, by concentrating on standardization of 
Alemite Fittings throughout every plant you can fur- 
ther simplify, further reduce lubrication costs. 


Start the ball rolling for more sales of Alemite guns, 
pumps, loaders, carts on every later call. 


Why wait longer? Check your fitting prospects to- 
day. Move in fast with the easy-to-make fitting sale 
that brings in the Bic ones. Sell Standardization of 
Alemite Fittings for every plant in your territory! 


fl 
TRANSFER PUMPS » - 


A $25 to $50 sale 








4@BUCKET PUMPS 
A $29 to $80 sale 








PORTABLE 
POWERGUNS > 


A $184 to $500 sale 











Anather Product 


WARNER 
baad 


7; 
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. to blend welds and similar jobs, at a 

lower cost with greater productivity, investigate the 

vast possibilities of DuraCut Abrasive Discs. These new multiple 

layer abrasive discs, are flexible, strong, safe, offering many advantages 
over the ordinary single layer type of coated discs. 


MAXIMUM FREEDOM OF CHIP DISPOSAL (segment patterned) 
INCREASED LABOR SAVINGS (less disc changing) 
FASTER, SUSTAINED RATE OF CUT (built to grinding wheel 
specifications) 
10-25 TIMES LONGER LIFE (over 1/, million more cutting particles) 
WITHSTAND LONG CONTINUED FLEXING 
(extra matted reinforcing) 5 
The only really flexible 
grinding wheel 
ever offered / 
Order Today for a Trial: 
Sizes available for immediate shipment 


7x%x 7% \ In any of these Removing weld 
9x%x% } grit sizes: 36, 54, 80 Spatters, 


rust and 
Scale, 


“ 


BAY STATE ABRASIVE PRODUCTS CO., Westboro, Mass. 


Branch Offices and Warehouses — Chicago, Cleveland, Detroit, Pittsburgh 
In Canada: Bay State Abrasive Products Co. (Canada) Ltd., Brantford, Ontario 
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Weather Report 
ined cold with snow 
fone late tonight and 
tomorrow 





Ciade faperd Lo nbmird frroslicld 
pow firoducd and fy LUCE 


OUTSIDE: snow and colder 


INSIDE: continued fair and warm 


w» SPANG © PIPE 


RADIANT HEATING INSTALLATIONS 
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Spang CW Pipe is performance- 
proved for closed hot water heating 
systems. For over half a century, the 
ease of fabrication—welding, bend- 
ing, cutting, threading—has made 
Spang CW Pipe a favorite. 

Spang CW is not only easy to 
form, but it’s strong, too. The co- 
efficient of expansion of Spang pipe 
is practically the same as that of 


concrete and plaster. Add the ad- 
vantages of /ow cost and long life, 
and you'll see why Spang CW Pipe 
is in great demand. 

Call on your friendly Spang CW 
Distributor the next time you need 
pipe, fittings, valves, fixtures and 
other piping materials: You can 
rely on him and the Spang CW 
Pipe he sells. 


SPANG-CHALFANT 
Division of The National Supply Company 
GENERAL SALES OFFICES: Grant Bidg., Pittsburgh 30, Pa, 


District Sales Offices: Atlanta, Boston, Detroit, Houston, Los Angeles, 
New York, Philadelphia, Pittsburgh, St. Louis 








~~ your PHILLIPS HEADquvarters 
for THREAD-CUTTING SCREWS 


This Type 1 Thread-Cutting Screw is one of 
American's complete line of Phillips and Slotted 
Fastenings . . . designed to tap its own thread in 
metal as it’s driven ...so0 saving extra tools and 
an extra operation. 


Made by American craftsmen, under American 
standards of quality control, in one of the indus- 
try’s most modern high-production plants, Amer- 
ican Screws and Bolts are one of the stoutest 
assurances of quality control for your own product. 











AMERICAN 


COMPANY 


PHILLIPS HEADaquvorters 
WILLIMANTIC, CONNECTICUT 
Main Office & Plant 
Willimantic, Conn. 


Office & Plant, Norristown, Pa. 
Office & Warehouse, Chicago, Ill. 
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drills hole | 31/2 in.| deep 











in 18-8 stainless steel 


This was a slow and difficult job. There 
was considerable tool breakage, even though 
the operator made several pull-outs for chip 
relief on each hole. <> When a CGeoeland 
Service Representative was called in, he care- 
fully analyzed the set-up... and recommended 
the CLE-FORGE High Speed Drill illustrated 

at the left. This is a stock drill with a heavy 
web, and with flutes designed for easy chip 


removal. Now— because of the greater 


| 
\. strength and rigidity of this drill—the deep 


holes are drilled in one pass. Breakage 





has been greatly reduced. <> Whenever you 
have a drilling problem, get the advice of a 
Cleveland Service Representative. Contact our 


nearest Stockroom, or... 


Telephone Your Industrial Supply Distributor 


THE CLEVELAND TWIST DRILL CO. 


THE MARK V OF QUALITY 1242 East 49th Street Cleveland 14, Ohio 
FOR 75 YEARS Stockrooms: New York 7 * Detroit 2 + Chicago 6 * Dallas 2 * San Francisco 5 
Los Angeles 58 + London W. 3, England 


WAAL 


ASK YOUR INDUSTRIAL SUPPLY “ISTRIBUTOR FOR THESE AND OTHER Cleveland TOOLS 


This advertisement reaches your customers who read the leading magazines in the metal-working field. 
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SPECIALIZE) | 
LUBRICANT? | 


co 

KEYSTONE LuBRICATIN, 

PHILADELPHIA, PA : 
ESTABLISHED ! 


ics” 


NTS 


No Guesswork In Selecting The Right Lubricant 


HEN a plant engineer—your prospect— 

actually breaks down the facts and keeps 
check on what his overall lubrication costs 
really are, he becomes even more aware of the 
importance of selecting the right lubricant for 
each job. 


The Distributor Salesman who knows what 
problems a plant engineer has to meet—how 
well bearings stand up, how much lubricant 
is needed and how often required—can help 
the engineer specify the right lubricant for the 
job. For your reference there are Specific In- 
dustry Recommendation forms, or the Selec- 
tor in the Application Guide, which will tell 
you precisely what oil or grease to use—for 
each type of bearing or gear, and condition of 
operation. It’s wise, too, to explain exactly 


™"SPECIHEALIZED 


what Keystone Specialized Lubricants are... 
how they are engineered for precise solution 
of individual job requirements—which is why 
performance is high and maintenance costs 
are low. 


Be sure to have your Keystone Selector and 
Guide with you on your sales calls—plus one 
for your prospect. And whenever possible, 
set up a date for yourself and a Keystone 
Engineer to make a complete plant lubrication 
survey. KEYSTONE 

LUBRICATING COM- 

PANY, 21st, Clearfield 

and Lippincott Sts., 

Philadelphia 32, Pa. 

Est. 


a. Ger. OM. 


LUBRICANTS 
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Culling (uartz—Tormica-Copper lubing-and other 
unusual materials OFFERS RICH FIELDS FOR 


~ PROFITABLE SALES of Delta Power Tools 


For Cutting Quartz - SELL DELTA 


National Scientific Products Co., Chicago, built a special 
mounting for Delta 14-inch drill presses, fitted them with 
abrasive wheels, and now use them to cut wafer-thin quartz 
crystals for communication instruments Side-mounted, 
pivoted drill press heads are actuated by a hydraulic-cylinder 


power feed. Curtain prevents lubricant splashing. 


For Cutting Copper Tubing - SELL DELTA 


LeRoi Co., Milwaukee, fitted an adjustable reel to a Delta 
cut-off machine to cut copper tubing to length. Reel cuts 
handling time, labor costs and permits under-bench storage 


of a variety of sizes 


Through their own ingenious adaptation of Delta 
machines or component parts for processing out-of- 
the ordinary materials, resourceful shop superinten- 
dents and tool engineers are creating golden sales 
opportunities for you. Recommend Delta tools for 
working not only with wood and metals but with 
“unusual” materials—and list the Tool Engineer as a 
“must” man to be seen. 


For Processing Formica- SELL DELTA 
Boothcraft, Inc., Jamestown, N. Y., cuts Formica for 


restaurant counter and table tops on Delta Unisaws. Booth- 
craft also uses Delta disc sanders for finishing the edges of 


sheets of Formica, which has a hardness approaching steel. 


Theres a Delta Power Tool for gkesy Customers JSob- 
WOOD OR METAL WORKING 
53 MACHINES — 246 MODELS — MORE THAN 1300 ACCESSORIES 





f DELTA POWER TOOL DIVISION 


“Se. Rockwell 


oS MANUFACTURING COMPANY 


625L E. VIENNA AVENUE MILWAUKEE 1, ene 
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IT’S : 
PACKED WITH 
SATISFACTION 

WHEN IT’S 
y Xa 44) 
WITH R/M 


Gaskets like this for Freon con- 





densers may not be your packing 
problem, but whatever it is... 
high pressures, high temperatures, 
chemicals, refrigerants, petroleum, 
food or other products... 
Raybestos- Manhattan has a pack- 
Ing or gasket designed for the job. 
Your nearby R/M distributor will 
help you solve your problem. Or 
write for the new R/M Packing 
Catalog. 


PACKINGS 


RAYBESTOS-MANHATTAN, INC. 
PACKING DIVISION, MANHEIM, PA. 


FACTORIES: Bridgeport, Conn.; Manheim, Pa.; No. Charleston, S.C.; Passaic, N.J. 


RAYBESTOS-MANHATTAN, INC., Manufacturers of Packings . Asbestos Textiles . Mechanical Rubber Products . Abrasive and Diamond Wheels . Rubber 


Covered Equipment . Brake Lining . Brake Block . Clutch Facings . Fan Belts © Radiator Hose « Powdered Metal Products «¢ Bowlhng Balls 
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DURKEE-ATWOOD PLAYS SQUARE with distributors; take 
it from Al Wommack, president of Bearings-Belting & Supplies 
Company, St. Louis. He says: 
"Since we took on the Durkee-Atwood line of V-belts, we 
don't worry about home office competition ... or competition 
from other D-A distributors. Durkee-Atwood guaranteed 
us a protected territory and they've lived up to their promise.” 
Every distributor who sells Durkee-Atwood V-Belts is given the 
same guarantee—in writing. That means you won't lose “back- 
door” sales to D-A home office men. That means you can forget 
about other Durkee-Atwood distributors calling on your accounts. 
This protected territory policy is only part of the Durkee- 
Atwood program... the fairest, squarest V-belt program going 
today. Why not get the complete story? Write today for our 
Master Industrial Distributor Proposal. 


DURKEE-ATWOOD COMPANY 


Dept. A6-10, Minneapolis 13, Mi t 








Durkee-Atwood Multiple V-Belts: 
Iso-Dynamically matched with belts running 
under full load for top performance. 
Durkee-Atwood General Duty V-Belts: 
“High Cord Line” makes equal 
compression ... reduces slippage and wear. 
Form No. 515 
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and better manufacturing methods 
contribute imprayement to a product no less than new 
and better design. How can the manufacturer know when 
there is something new that applies particularly to 
his product or operation? 


Just leave the door open and a man will call to tell all 
about the new things—machines, materials and methods— 
in modern manufacturing. Often he will bring to your 
attention something that is “right up your alley”. It is 
his business to know, and he is constantly on the 
lookout for new things you can use. 


If you don’t want to wait for his call, phone him. 


Responsible 





i$ MAN is on industrial distributor or o spe- 
cialist in certain industrial items. You will find him 
listed in the classified section of your telephone 
book—most likely under the heading Bars, bronze 
or Bearings, bronze. If he is the leading distributor, 
he almost certainly is the Bunting Distributor. He 
carries in stock for your money saving convenience 
Bunting Standard Stock Industrial Bearings, Elec- 
tric Motor Bearings, and Precision Bronze Bars—ask 
him for catalog. 


eS Sot 


— pais 


There are approximately 
2000 Industrial Distrib- 
utors serving every in- 
dustrial section of the 
United States. In 1948 
their total sales were 
more than $3,000,000,- 
000. They carry an aver- 
age inventory o 
$500,000,000, turn their 
stocks 5 to 6 times 
year, fill 200,000 orders 
per day, have 12,000 
outside salesmen and 
engineers, 10,000 inside 
telephone order expedi- 
tors, operate 8000 trucks 
delivering merchandise 


» on which their average 


net profit is .0292 cents 
per dollar of sales. 


Kw nting, 


BRONZE BEARINGS - BUSHINGS - PRECISION BRONZE 


- 


BARS 


co., TOLEDO 9, OHIO 


Copyright 1950 By The Bunting Brass & Bronze Company, Toledo, Ohio 
No. 5 of a series — As advertised in Factory M t and Maint * Steel + Machinery 
American Machinist « iron Age + Mill and Factory « * Southern Power and Industry « Industrial Distribution 


THE BUNTING BRASS & BRONZE 
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YOUR CHICACO-LATROBE DISTRIBUTOR 


INVEST WITH CONFIDENCE... 








FOR GREATER DIVIDENDS-SELECT CHICAGO-LATROBE 


Build and strengthen your reputation by handling 
Fine Quality Tools that give Top performance. 
Specify CHICAGO-LATROBE and eliminate spec- 


ulation. The answer to obtaining ‘More Holes 
Per Grind” 











THE WORLOS FINEST TOOLS 





CHICAGO-LATROBE 


411 W. ONTARIO ST. @ CHICAGO 10, ILLINOIS 


Branches: New York @ Philadelphia © Detroit ¢ Los Angeles 
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... thru any machineable 
material up to 1/8 INCHES thick! 


Here is a premium tool which makes it pos- 
sible to saw holes in one short operation 
... large holes which heretofore had to be 
laboriously machined “a-chip-at-a-time.” 


MARVEL High-Speed-Edge Hole Saws have strength to 
withstand the terrific peripheral strains of heavy duty opera- 
tion in lathes, drill presses or portable power tools. They have 
a high speed steel cutting edge which is electrically welded 
to a tough, alloy steel body, high speed steel pilot drills, 
heavy hexagonal shanked arbors and sufficient set for deep 
drilling. They are self-aligning, as the larger diameter saws 
float on their arbors and are driven by double drive pins. They 
will saw round holes accurately in any machineable material. 


MARVEL High Speed-Edge Hole Saws come in 35 sizes, 
from %”" to 444". They are carried in stock by leading indus- 
trial distributors. 


WRITE FOR BULLETIN ST-650 


"MARVEL" Zac Aluays had the edge! 





AL OUT Te 





wy, "7 Meal Cutt 
Ais) 


ARMSTRONG-BLUM MFG. CO. 
“The Hack Saw People” 
5700 Bloomingdale Avenue : Chicago 39, U. S. A. 
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/ m = . “3 eh Ad 
PACKAGED Conitial FASTENERS 
A strong, attractively de- WOOD SCREWS e STOVE BOLTS e TAPPING SCREWS 


signed telescope-type pack- MACHINE SCREWS e DRIVE SCREWS e THUMB SCREWS e SEMS SCREWS 
age. Color coded labels. Fine- STANDARD SLOTTED AND PHILLIPS RECESSED 


ly fabricated products that WING NUTS e CAP NUTS e HEXAGON AND SQUARE NUTS e WASHERS 


generate: quick repeat sales. THE CHOICE OF BETTER DISTRIBUTORS 


LOS ANGELES, CALIF. CHICAGO, tit KEENE NOH 


Vee See ee on - -  e  e- 2 


Crea CENTRAL SCREW COMPANY 


Ra, 3501 SHIELDS AVE. CHICAGO 9 ILLINOIS 
3028 E— ELEVENTH ST. LOS ANGELES, 23 CALIF 149 EMERALD ST. KEENE NH 
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“Carborundum” and "Aloxite’ are registered trademarks which indicate manufacture by 
The Carborundum Company, Niagara Falls, New York 
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Non-Stop Pre-Selling” 


The CARBORUNDUM distributor almost 
never starts ‘‘cold” on a customer call 
since introductory selling has been done 
in advance! Your franchise includes the 
pre-selling benefits of continuous adver- 
tising and promotion that have helped 
establish the CARBORUNDUM brand as a 
by-word for quality in all quarters. 


PROMOTING THE DISTRIBUTOR 
This pre-selling characterizes the active 
Support CARBORUNDUM provides at all 
times as part of an integrated sales and 
promotion program. Merchandising ma- 
terial, editorial columns in leading busi- 
ness publications, movies, catalog sheets 
—all help the distributor of products by 
CARBORUNDUM maintain a high volume 


of profitable abrasive business. 





A Complete Line of Abrasive Products... from 
which the one that’s best for any specific application can 
be recommended impartially. 

The Best Known Name in Abrasives... 60 years of 
proved quality that has earned almost universal customer 
acceptance. 

Attraction of Other Quality Lines... has been a val- 
uable factor with many distributors who sell products by 
CARBORUNDUM. 


New Developments... keep the CARBORUNDUM distrib- 
utor on top as advances in abrasives and their application 
result from continuing research and development programs. 


Intelligent Technical Counsel... is available to our 
distributors from a fund of engineering experience gained 
in solving widely varied problems through development 
and application of the right abrasive products and methods 
for every job. 

Integrated Sales Advantages... through close sup- 
port of comprehensive distributor sales training courses at 
headquarters and the co-operation of our highly trained 
staff in the field. 

These advantages, valued by CARBORUNDUM distributors, 
could be yours. 3 


MARK 


DISTRIBUTORS 


supply ALL Abrasives under one brand name 
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TO BOOST YOUR } ie 
BEARING \ Cae Se [tie 
SALES / saa Industries 





Jonsson BEARINGS and Bearing Bronze are 
easier to sell because they are so well known. Month 
after month, year after year, leading trade, tech- 
nical and business magazines carry the story of 
Johnson quality and service to buyers and users in 
every type of industry. 





‘Tee JOHNSON BRONZE cooperative advertising 
enables Johnson Distributors to capitalize on this 
extensive promotion. Each piece is so designed and per- 
sonalized to give the distributor the maximum benefits. 


* 


4 JOHNSON CATALOG, the most comprehensive 
in the field, enables you to build volume sales. Johnson 
quality, established through more than fifty years 
experience, guarantees complete customer satisfaction. 
Isn't this the bearing franchise for you? 


SLEEVE BEARING HEADQUARTERS Since 1901 


535 SOUTH MILL STREET*NEW CASTLE, PA. 
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it’s easier to sell a Line... 





R-P & C VALVE DIVISION 
AMERICAN CHAIN & CABLE 


More valves open more 
doors. You get new custom- 
ers, sell more to present cus- 
tomers—and keep them all 
satisfied because you don’t 
have to substitute. 

@ The R-P&C line is complete. 
It includes bronze, iron, and 
steel—globe, gate, angle, and 
check—bar stock—iron cocks 
—and cast steel fittings. Wide 
range of pressures. Two new 
numbers are PRESSURE SEAL 
BONNET and FORGED STEEL 
GATE. More new ones to come. 


@ Add to this R-P&C’s unex- 
celled quality, engineering and 
sales help, 2-color ads in eleven 
popular trade journals, ad re- 
prints for you to mail, attrac- 
tive, easy-to-use literature. 
Then you'll agree—it’s easier 
to sell the Line of R-P&C 
Valves. 

® Get in touch TODAY with 
the nearest R-P&C district office. 
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When insulation customers 
want both efficiency and 
economy... 


“FEATHERWEIGHT:” 85% MAGNESIA 


Keasbey & Mattison ‘‘Featherweight”’ 85 °% Magnesia 
is one of the complete line of K&M Insulations 
covering the low pressure field. We'll be glad to send 
you information on any or all of these 
insulations. 


Recommend “‘Featherweight’”’ 85 % Magnesia Insula- 
tion for its triple economy .. . its greater efficiency. 


‘“‘Featherweight”’ saves right from the start! The initial 
cost is moderate. And ‘Featherweight’ 85% 
Magnesia Insulation is easy to handle, easy to 
apply. It can be shipped, stored, and used without 
any special precautions. It fits snugly to contours 
without breaking; is easily sawed and cut; can be 
applied with a minimum number of tools. Quick, 
easy application saves on installation costs! 


There are further savings on maintenance costs—be- 
cause there are virtually none! ‘‘Featherweight”’ 
85°, Magnesia is structurally strong; can with- 
stand vibration and reasonable amounts of 
compression. Even alternate wetting and dry- 


In this boiler room of a school 

building “Featherweight” 8594 Magnesia 
was used to insulate boilers, flues, uptakes 
from boilers, steam and return piping. 


Nature made dsbestos... 
Keasbey & Mattison has made it 
serve mankind since 1873 


KEASBEY & MATTISON 


COMPANY + AMBLER + PENNSYLVANIA 





ing, heating and cooling do not affect its 


RANGES OF KEASBEY & MATTISON LOW PRESSURE INSULATIONS 





efficiency. Being entirely mineral by nature, it 
will not burn. In fact, once applied, ‘‘Feather- 


INSULATION a th 


| 





weight”’ 85°; Magnesia Insulation lasts the life 


DUPLEX 





of the heating system! 


Alm CELL 











And consider the economies in heat saving! The 


FINE CORRUGATED AIR CELL 








high insulating qualities of ‘‘Featherweight”’ 
85°% Magnesia make it the most efficient 


SPECIAL FINE CORRUGATED AIR CELL 








insulation for all applications up to 600° F. 


SIMPLEX “SUPER SHRUNK” 








When heat is kept where it’s wanted, there are 





“FEATHERWEIGHT" 85% MAGNESIA 























real dollar savings in heat production costs! 
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THE UNION TWIST DRILL COMPANY 


Dyijborh, CR . Vileoy 


We realize the economic value of the We will Provide our Distributors 
tvices performed by Industria] Dis- with catalogs, educational helps and 
utors and believe they provide the ith the Distr 
i nd economical chan- 
aggressively 
of our line. 
We will advertise nationally to your 
nd Prospects with an ag- 
Consistent campaign built 
Our Sales Policy: around the “Buy Through i Dis- 
We will refer all inquiries and orders tributor theme. 
i irect to our Stocking Dis- We will Provide the Services of 
to advise Prospects and factory-trained Salesmen to assist our 
Customers accordingly. Distributors, 
e will appoint no We will Carry a complete Stock (for 
immediate shipment) of the tools listed 
Ore than can get ade. in our catalog. 
quate volume with profit We will list each Union Distrib. 
We will sel] direct only where cus- utor in the Purchasing Agents’ bible, 
tomers or National, State, or City gov- THOMAS’ REGISTER, on a Union inser} 
ernments insist. under “Drills, Twist.”’ 





. i i i i gea ed to 
i i Distributor Policy 1S , 
. t Union . 
These § y, oints help boost your profits. The 8 poin we r r 
Ss outst nding for cooperation and fair treatment, this policy 
make your sales go UP. Applauded as 0 a 


ently followed through by ve yo very possible sales suppor t. 
edt 5*4 Union to give iu eve 
is consistently fo 


ts i to your 

Kit of sales aids in ges ag : 

‘ nen oun we and directs them to con 
cluding ” " Me 


helps keep you and Union in the spot- on 
light with your prospects. 


No other cutting tool 
will outperform a 


SSACHUSETTS 
RILL COMPANY, atHolL, MA am, 
UNION TWIST D . P Y Za vee 
Milling Cutters SS Gear Cutters Twist Drills —— Hobs vAe 
SS ¢ ~ 
Lf. Carbide Tools —- 
Reamers P 


R, 1951 
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Flexon identifies 
CMH products that 
have served industry 
€or over 49 years. 


CMH  seamless-type corru- 
gated metal hose, illustrated 
at the left and in installa- 
tions above, is only part of 
CMH's distributor serviced 
line that also includes inter- 
locked hose, expansion joints 
for piping and specialty hose 
items. 


t+ 


depentalite solution 


awd profit for you 


As distributor for CMH flexible metal hose products 
you will be able to offer your customers the solution to 
scores of otherwise difficult connection problems 
where there is movement between parts, misalignment, 
vibration or expansion and contraction. Virtually every 
plant you call on is a prospect for one or more CMH 
products ... creating almost unlimited profit possi- 
bilities. 

Write today about distributor arrangements and ask 
about CMH’s attractive distributor policy. 


CHICAGO METAL HOSE Corporation 


1314 S. Third Ave. * Maywood, Ill. * Plants at Maywood, Elgin, Rock Falls, and Savanna, Ill. 
In Canada: Canadian Metal Hose Co., Ltd., Brampton, Ont. 


INDUSTRIAL 
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J 1eldioy, 


THE FERRY CAP & SET SCREW CO. 


2153 SCRANTON ROAD e e CLEVELAND 13, OHIO 





1 
\ 
\ 


a 


“SHINYHEADS” 
America’s Best Looking Cap Screw 
Made of high carbon steel — AISI 
C-1038—to standards for Full Fin- 
ished hexagon head cap screws— 
bright finish. Heads hined to 


“HI-CARBS” 

Heat Treated Black Satin Finish 
Made of high carbon steel — AISI 
C-1038. Furnished with black satin 
finieh due to double heat treatment. 
heads die made, not ma- 





and bottom. Hexagon faces clean 
cut, smooth and true, mirror finish. 
Tensile strength 95,000-110, 
p.s.i. Carried in stock. 


“LO-CARBS” 


Made of AISI C-1018 steel—bright 
finish. For use where heat treatment 
is not required and where ordinary 
hexagon heads are satisfactory. 
Hexagon heads die made to size — 
not machined. Points machine 
turned. Tensile strength 75,000- 

95,000 p.s.i. Carried in stock. 


FILLISTER CAP SCREWS 
Heads completely machined top 
and bottom. Milled slotse—less 
burrs. Flat and chamfered machined 
point. Carried in stock. 


“SHINYLAND” STUDS 


All studs made steam-tight on ta 
end unless otherwise specilied, 


chined. Points machine turned; flat 
and chamfered. Tensile strength 
130,000 - 160,000 p.s.i. Carried 
in stock. 


SET SCREWS 


Square head and headless — cup 

int. Case hardened. Expertly 
made by the pioneers in producin q 
Cup Point Set Screws by the col 
upset process. Cup points machine 
turned. Carried in stock. 


FLAT HEAD CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots —less 
burrs. Flat and chamfered machined 
point. Carried in stock. 


’ 
ADJUSTING SCREWS 


Valve tappet adjusting screws — 
Hexagon t ead style —to Nene e print 





with flat and 
pete. Nut end, oval point. Land 
etween threads shiny, bright, 
mirror finish. Carried in stock. 


oe 
CONNECTING ROD BOLTS 


Made of alloy steel — heat treated — 
threads rolled or cut — finished to 
extremely close thread and body 
a Tapert! ground where 

y made by t the 


polished if specified - - ends soft 
to close tolerance— points machine 
turned; flat and chamfered. 


* 


SPRING BOLTS 


Case hardened to proper depth and 
ground to close tolerances. d 
end annealed. LS plied in various 
head sha ora oil holes and 
grooves o' thereat kinds, and flats 





-% 
pow bolts by the cold upset process. 


FERRY PATENTED ACORN NUTS 


For ornamental purposes. Stee! in- 
sert — steel cover Finish: plain, 
zinc p lated, cadmium plated. Size: 
9/16", 3/4",15/16”" across the flats. 


Tapped 1/4” to 3/4” inclusive. 
Cross section of Ferry patented 
acorn nut, showing how steel heza- 
gon nut fits snugly into shell. 


TANDARDS 


carried by 
LEADING 
DISTRIBUTORS 





SPECIALS 


furnished to 
BLUE PRINT 
SPECIFICATIONS 


WRITE FOR 
INFORMATION 


SEND FOR SAMPLES 





Pioneers and Recognized Specialists, Cold Upset Screw Products since 1907 
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Join the march to bigger sales! 


You'll just naturally sell more . . . because you answer more 
requirements with BLACKHAWK — the world’s most com- 
plete line of Portable Hydraulic Equipment. 

Today, your customers require the utmost in production 
and maintenance efficiency to meet growing mobilization 
demands. And you open new time-saving horizons for them 
by offering this great parade of Blackhawk products . . . all 
sold under a policy that meets the highest ideals of the 
industrial distributor fraternity. Blackhawk Mfg. Co., 
Dept. W/17101, Milwaukee 1, Wisconsin. 


Hydraulic Hand Jacks — up to 100 tons @ Gauge-Equipped Jacks 

Wheeled Service Jacks @ ‘‘Porto-Power’’ Remote-Controlled Jacks 

Hydraulic Pumps, Rams, Valves, Fixtures, Ram Attachments, Gauges 
“Porto-Power"’ Maintenance and Electricians’ Assortments 


HYDRAULIC TOOL HEADQUARTERS 

















arown & © 


_—__ Adaptable Foundation 
Now ava f be —— 
~ Gable for oil } 
n entire range of tt Precision aging Set-Ips 


Brown & Sharpe 


© 
Ground Flat Stock 2) ; 


Solid Sales Help 
stands behind this 


famous line! 


Brown & Sharpe not only manufactures one of the 
most complete lines of small tools sold through 
distributors today ... but also backs them up with 
a continuous national advertising program in 35 
leading Industrial, Machine Shop, Purchasing, 
Engineering and Management publications. 

Every year, literally millions of individual adver- 
tisements promoting Brown & Sharpe Small Tools 
blanket the industrial market .. . carry the story of 
the complete Brown & Sharpe Line to every cus- 
tomer and prospect in your territory. That's why 
doors open easier to Brown & Sharpe Distributors 

. . even on “cold turkey”’ calls! 

Add this solid sales support to the unusual 
breadth of the line, and the Brown & Sharpe Dis- 
tributor Protection on numerous types of products 
usually sold direct. You get a total that means: 
Brown & Sharpe is the profitable line to handle 
and push! Brown & Sharpe Mfg. Co., Providence 
1, R. 1, U.S.A. 


WE URGE BUYING THROUGH THE DISTRIBUTOR 


(|BS 
Brown & Sharpe 


Machinists’ Tools * Cutters * Permanent Magnet Chucks 
Johansson Gage Blocks * Electronic Measuring Equipment 
Pumps * Arbors and Collets * Machine Tool Accessories 
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BuUTORS é 


re-sell Condor 





To DISTR! 


Gondoz COMPENSATED BEL 











Users tell us Compensated Belts outlast ordinary transmission belts—as much as 3 to 4 
times on some drives. * * * There are sound engineering reasons for this. With our 


patented Compensation construction, as diagramed on the right in panel above, you get 





more power, more belt-life, bacause each ply pulls an equal share of load around the 
pulley. * * * Longer life and trouble-free service are assured, as Compensation prevents 
outer ply ruptures, fastener troubles, ply separation, which often occur in regular belts 
as diagramed at /eft above. Write for Bulletin 6808-), which explains these and other 
features. * * * Extra long life is also engineered into R/M hose, V-belts and conveyor 


belts. See your R/M distributor. 


V >I ON PASSAI‘ N E W JERSEY 


RAYBESTOS-MANHATTAN, INC. 


Manufacturers of Mechanical Rubber Products « Rubber Covered Equipment * Radiator Hose + Fan Belts * Brake Linings « Brake 
Blocks + Clutch Facings * Packings + Asbestos Textiles « Powdered Metal Products * Abrasive and Diamond Wheels « Bowling Balls 








MEANS THE BEST IN LAMPS! 
CHAMPION MEANS BUSINESS! 


For detailed information, write to 


CHAMPION LAMP WORKS 


Lynn, Massachusetts 
A DIVISION OF CONSOLIDATED ELECTRIC LAMP CO 
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Today's Right Combination 


for selling more Taps, Drills and Reamers 
... TOMORROW! | 





ALL Tools Through 
Distributors 





MORE Tools Through 
Distributors 


MORE Field Calls for 
Distributors 





A MORE Selective 
Distribution Policy 





The distributor’s surest hope of profitable business tomorrow, 
is the kind of support his sources give him today. 


Besly distributors are benefiting from the steadily increasing 
volume of tools made available to them by Besly. They 
are using Besly drills, reamers and taps to establish new 
accounts and consolidate their position with older customers. 
They are using Besly Servicemen, with their detailed 
knowledge of cutting tools, to provide customers with sound 
application advice for meeting today’s ever-changing 
production needs. 





These sales-building advantages — plus 
careful selective distribution — are helping 
Besly Distributors to stabilize profitable 
operations for next month, next year and 


the years to come. They could help you to do How rts E Ss LY Aids Distributors 


the same . . . ask Besly to show you how. 


1. ALL TOOLS through distributors — every tool from Besly produc 
y> tion will go to a Besly Distributor or his customer. 


2. MORE TOOLS through distributors — because Besly has stepped 
up output, is producing more tools today than at any point in the 
long growth of the company. And, quality is being maintained — 
continuing the engineering leadership in the improvement of precision 
cutting tools that has been a major factor in putting Besly in the 
forefront in this field. 


3. MORE FIELD CALLS— Besly is expanding its tool advisory serv- 
ice organization to assure maximum effective use of Besly Taps and 
Drills in the shops and plants of the nation. 


4. MORE OF THE SAME carefully selective policy of distribution 
that has given the Besly Distributor his fair profit. This will be strictly 
maintained. 


CHARLES H. BESLY & COMPANY 
118 N. CLINTON STREET CHICAGO 6, ILLINOIS 
FACTORY: BELOIT, WISCONSIN 
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THE SOFT RUBBER 


What Does RUBBER Do 
In Widening Your Abrasives 


Sales, Service, Profits ? 


You'd be surprised! Rubber-cushioned Brightboy 
abrasives have created an entirely new and wider 
concept of time-saving finishing of lightweight and 
semi-precious metals, plastics, laminated materials, 
wood, glass—and maintenance of machinery, tools, 
dies, and mechanical equipment. 


The abrasive is completely and uniformly dispersed throughout 
the rubber binder which gently retards, cushions, controls the 
light-grinding action. Rubber and abrasive work together, simul- 
taneously, in burring, cleaning, finishing and polishing in one 
operation. Time savings. compared to conventional one-by-one 
burring, cleaning, finishing and polishing steps frequently amount 
fo as much as fifty percent. 


In a single operation Brightboy can bridge the gap between the 
rough grind and the buff. It works to close tolerances and can be 
shaped to curved surfaces and contours. It produces a wide 
variety of conventional and special surfaces—damaskeening, for 
example—the surface effect being achieved by speed and/or 
Pressure of the Brightboy wheel, stick, rod, or block. And fre- 
quently the final polish. Requires no before-use dressing or prepa- 
fation: no skilled labor to handle it. General uses include remov- 
ing light digs, tool and heat marks, cleaning welded and soldered 
joints, finishing dies and molds, burring and finishing stampings. 


Castings, machined and molded parts. 


Brightboy is a time-saving boon to your customers who are 
@dding defense work. Because of its wide adaptability it is a 
sales-natural for you—and a profitable tie-up item. also, to related 


products: cutting tools, coarse abrasives. 


Inviting dealer franchises are available in good 
industrial territories. Write for details. 


BRIGHTBOY INDUSTRIAL DIVISION 
Weldon Roberts Rubber Co. 
6th Ave. & No. 13th St. Newark 7, N. J. 


America’s Pioneer Manufacturers of Rubber-Bonded Abrasives 


al 
ROBERTS 


Brightboy 


REG. uv S PAY. OFe, 


BINDER 


CUSHIONS ABRASIVE 


Tapping a_ rubber 
tree, Buitzenzorg, 
Java. Note sap run- 
ning down tree trunk. 


WHEELS, STICKS, RODS, BLOCKS 
for Machine and Manuul! Operations 








BRIGHTBOY IS ALREADY PROVED FOR DEFENSE- 
PRODUCTS MANUFACTURE & MAINTENANCE 
Ordnance * Internal Combustion & Jet Engines 
Airplane Parts @ Electrical & Electronic Equipment 
Transportation Equipment © Instruments 
and for the production of basic tools, 
dies, molds, jigs, patterns, etc. 





58 INDUSTRIAL DISTRIBUTION ©* OCTOBER, 1951 








SAFETY 


There’s safety in positive, 
non-slip driving, weld- 
like grip under vibration 
and stress and absence 
of protruding heads. 
These features protect 
your own employees, the 
product you make and 
the people who use it. 
Allen o Head screws and 
keys help keep both men 
and machines on the job. 


ARNI N : 

aes 
Allen-Type crews ' 
gecessoril] Allen-Made. 
f fund 


| screws it 


Get genvne 
aleeOWe, silver bet 


this black 0” 











* * * 


| 
OUR STORY 


(and 


YOUR STORY 
» 


..add up to something 
of vital importance to 


precision screw users 
* * * 


It is true that when the available 
supply of needed industrial pro- 
ducts is short, the Industrial 
Distributor is not so much a 
middleman as ‘‘the man in the 





middle.” 


There is many a case history in | 


our files to indicate the almost 


unbelievable lengths to which a 
Distributor will go to find the | 


materials his customers require. 


We know from experience of forty 


years that we can distribute our | 


products more fairly and speedily 
because we have the finest possi- 
ble Distributor organization—men 
who know their local socket screw 
product users intimately, and men 
in whose judgment we have reason 
to respect. 


In sharing our advertising with 
our Distributors we hope to con- 
tribute to better understanding 
and recognition of the part Allen 
Distributors are playing in the 
well ordered flow of the Allen 
products available. 


* * * 
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He does more than carry 
the fullest possible stock 
for promptly filling your 
needs. He has a wealth 
of data at his finger-tips 
on the applications and 
correct use of precision 
screws, dowel pins and 
pipe plugs. He wants to 


serve, as well as sell you. 














NSERTED 
TOOTH 
SAWS 







METAL CUTTING 
BAND SAWS 













Regular—Skip Tooth 4 
NY slalale Temper 






—— = — —— ‘ 


If You Cut Metal % 
CUT MORE “<\ 


Q Also Furnished with Carbide Tips 
9 MON Ds Over 100 years devoted to the 
















: ideal of developing the foremost 
_<— ' line of cutting tools in this country 
° ® ... that’s what underwrites every 
: ni TRY fats its purchase of any product in the 

: Simonds Line. 
he ; \ \ ‘ And don't forget this: 100% 
\ R \ 4 Simonds Quality Control begins 








with steels specially processed in 
Simonds own steel mills .. . and 


going all the way through Simonds 


famous Windowless Plant (first in 
this country ). 





The Simonds Line rs 














ED TANG 
FILES RED ENC 
HAND BLADES 
2 @) 46) 40 3 T 
ROTARY SHEAR KNIVES 


ypes 


RED END 
E'POWER BLADES ~ 


2 Types 


TUNGSWELD 
SQUARING SHEARS 3%@ 


FLAT GROUND DIE STEEL 
36° Length K: 
FLATS 

GROUND: : 

DIE STEEL &®: 


‘ 


18 Lengths 


Here, in this completely con- 
trolled-conditions plant, modern ‘ 
straight-line production methods 
are implemented by special equip- 
ment to produce cutting tools of SAW AN 8) STE E L ‘a o} 
one quality only . . . Simonds 
TOP Quality. 

And your customers can bank on 
it that these Simonds Tools will 
deliver top performance on any 


‘ob reun hand Gilling, euiil Seni. Branch Offices in Boston, Chicago, San Francisco and 


; : Portland, Ore. Canadian Factory in Montreal, Que. 
sawing, to production machine cut- 


ting with saws of all types and sizes. 


MLM ee 





Ansthor aduaitige you con sell with 


UPSON-WALTON 
Tackle Blocks. 


Extra strength at no extra cost 


AFE working loads of Upson-Walton tackle blocks exceed 
usual safe working loads by wide margins. (See table below.) 
They are engineered to withstand not only the weight of the load, but 
hoisting strength as well. In many cases a shackle is not required. 


Specify this extra strength at no extra cost. It pays to specify 
Upson-Walton tackle blocks—wire rope and fittings too. Only 
Upson-Walton manufactures all three. 





COMPARE THESE SAFE WORKING LOADS! 


Usual Upson-Walton's 
Safe Working Safe Working 
load load 


3” Single 200 Ibs. 265 Ibs. 
3’ Double 300 Ibs. 400 Ibs. 
3” Triple 400 Ibs. 540 Ibs. 
400 Ibs. 510 Ibs. 
550 Ibs. 730 Ibs. 
700 Ibs. 925 Ibs. 


500 Ibs. 675 Ibs. 
ie 750 Ibs. 1000 Ibs. 
5” Triple. . 1000 Ibs. 1325 Ibs. 


6” Single . . . . 1000 Ibs. 1320 Ibs. 
6” Double . . . trons, ae 1900 Ibs. 
Oo wee...» ‘ 2640 Ibs. 
7’ Single . 1700 Ibs. 
7” Double " 2575 Ibs. 

3000 Ibs. 


8”’ Single " 2200 Ibs. 
8’’ Double . 2850 Ibs. 
8”’ Triple \° 3500 Ibs. 
10” Single " 2750 Ibs. 
10”’ Double . 3650 Ibs. 
10” Triple. . . . " 4900 Ibs. 
12”’ Single 
12” Double 
12” Triple 











NOT THIS HOOK — but THIS HOOK THE UPSON-WALTON COMPANY 


Nol pson-Walton hoist hooks are formed by 
bending. All are drop-forged to size and CLEVELAND, OHIO 


shape, with substantially heavier section at 
critical points. NEW YORK ° CHICAGO . PITTSBURGH 
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Industrial 
Rubber Products 














Power—at Lowest Cost Per Hour 
with Thermoid Multi-V Belts 


Thermoid Multi-V Belts are pre-stretched to insure maximum power transmission without 
adjustment. They are constructed for flexibility and ability to absorb repeated shock loads 
... thoroughly impregnated with special rubber compounds to withstand moisture and 
abrasion, resulting in longer belt life. 





Thermoid Multi-V Belts are available in matched sets—uniform in size and cross section. 
Their longer life and non-slip performance add up to “Power—at the lowest cost per hour.” 


Thermoid is recognized as one of the leading suppliers of industrial rubber products. And 
Thermoid backs its distributors with competent field and factory service. That’s why more 
and more distributors are learning that it pays to specify Thermoid. 


fhermoid | 








ey 


oS 


Thermoid Company « Offices & Factories: Trenton, N. J., Nephi, Utah 
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BOLTS AND NUTS 





Clean, accurate 
threads...sound, full Pa 
heads. ..straight, strong 

shanks! These qualities 
never vary in Republic Upson 
Products . . . sound assurance of 


proper fit every time and a tight hold 
on every assembly. 


More than 20,000 shapes and sizes provide 
a full-line assortment for standard bolt and nut 


needs. Why not make it your source of supply? 


REPUBLIC STEEL CORPORATION 
Bolt and Nut Division 
CLEVELAND, CHIO + GADSDEN, ALABAMA 
Export Department: Chrysler Building, New York 17,N. Y. i 
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W X00 BOND FUR GARBID 
LAND GUTTER GRINDING 


Assures Efficient f mance at Far Lower Cost! 


It's really big news... this new “XL” Bond! 
“XL” is the name of Chicago Wheel’s remark- 
able new line of silicon carbide vitrified grind- 
ing wheels . . . especially made for carbide tool 
and cutter grinding. 

“XL” wheels come in the most popular tool 
and cutter sizes and steel backs. They're de- 
signed for efficient, economical, rough and fin- 
ish grinding... offhand or precision automatic. 
And they're already proving themselves on the 
job, helping to keep the nation’s carbide tools 
and cutters in first-class shape for the mobiliza- 
tion program. “XL” is unexcelled . . . and an- 
other Ist for Chicago Wheel! 





NEAREST THING WE 
KNOW 70 A 


DIAMOND WHEEL 


WRITE NOW! 


Send for literature and engineering report on the : 
new “XL” Bond Silicon Carbide Grinding Wheels. 1000 Woes Monroe Guenet, Caeang Ts Slate 


CHICAGO 
WHEEL « » 


1101 West Monroe Street, Chicago 7, Illinois 














OFFICES IN PRINCIPAL INDUSTRIAL CENTERS 
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they nab Din 


like a JACOBS CHUCK!” 


FITS A 


a 


IT HOLDS 


THE JACOBS MANUFACTURING CO., WEST HARTFORD 10, CONN 


breakage 
teeth. T 
Parker- 
ing. Br 
inated. 





rectan 

utility 
In 1 

neer 











Jacobs advertisements 
like this 


KEEP YOU 
IN THE SPOTLIGHT 


When you sell Jacobs Chucks, you not only get the bene- 
fit of a world-famed product — you also benefit from 
Jacobs advertisements aimed at keeping your customers 


focused on Jacobs and YOU. 


The current Jacobs advertising campaign in AMERI- 
CAN MACHINIST, MACHINE & TOOL BLUE BOOK 
and MODERN MACHINE SHOP utilizes a series of 
entertaining cartoons that register the superiority of the 
Jacobs grip in a manner not easily forgotten. You're in a 
pleasant spotlight when you start your calls by mention 
ing Jacobs. It gets well-earned attention. The Jacobs Man 
ufacturing Company, West Hartford 10, Connecticut. 











IFIT’S A 


BJAcogs 


If HOLDS... Business for You 
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OFFERS YOU 


nS 


Actual Size 


A REVOLUTIONARY S 


ARO’s new push-button valve means instant reverse action ...no need 





to remove from work . .. no stopping to turn levers . . . no wasted time. 
Adjustable clutch (available with positive clutch). Length 7-11/16” 
.. outside diameter 1-5/16’ ... weight 1.4 Ib. 
This outstanding tool must be seen in action to appreciate 
its amazing action. We will be glad to arrange an on-the-job 
demonstration. 
Pe emma aan ‘ects 


THE ARO EQUIPMENT CORPORATION, BRYAN, OHIO 


I am interested in learning more about the new ARO - 7500 
Screw Driver and Nut Setter wit! th push-button reverse action . 


O Please arrange an on-the-job d ation. No obli 
O Please send literature. 





Name__ 


AIR TOOLS | 2 


Also. . . LUBRICATING oa 


EQUIPMEMT ... HYDRAULIC ier prereset 
EQUIPMENT ... AIRCRAFT PRODUCTS . . . GREASE FITTINGS 
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ear about 
the revolution 


in 
Cleveland ? 


Rolling out of Cleveland these days is 
a revolution in armored warfare. 

It's the T-41 “Walker Bulldog”—the 
first U.S. tank to be built around a gun 
instead of an engine. 

But the T-41 is involved in a produc 
tion revolution, too! Though assembled 
in Cleveland, its actual parts and mate- 


68 





rials come from two thousand factories 

. in nearly every state! 

This “production team” system is pro- 
ducing miracles. But it produces new tim- 
ing problems, too. How do you bring in 
two thousand units... at the right time? 

These production experts know the 
answer. When they want parts and mate- 
rials fast, they use the service that gets 
there first. They use Air Express! 

Whatever your business, Air Express 
speed can make your deadlines, increase 
your profits. Here’s why! 


IT’S FASTEST — Air Express gives the 
fastest, most complete door-to-door pick- 
up and delivery service in all cities and 
principal towns, at no extra cost. 

IT’S MORE CONVENIENT —One call to 
Air Express Division of the Railway 
Express Agency arranges everything. 
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IT’S DEPENDABLE — Air Express pro- 
vides one-carrier responsibility all the way 
and gets a receipt upon delivery. 

IT’S PROFITABLE—Air Express expands 
profit-making opportunities in distribu- 
tion and merchandising. 

For more facts call Air Express Division 


of Railway Express Agency 


SANA LOPES 


GETS THERE FIRST 











Jacking Up Sales 
sg 


SALES CHART 


—_——————— 


— 
> 


Ss 





FAIR WHEATHER 
. RISING SALES 


Nothing's like a shot of In 

dian summer to put new 
life into sales. Jacks, in particular should have a big sea- 
son. Defense demands, plus high peacetime needs, point 
to new sales peaks. Mining, public utilities and industries 
in general are prime markets for aggressive selling. Make 
sure you're well supplied with TK’s “junior salesmen” 
catalogs, folders and data sheets and bear down on all 
prospects. 


MINES USE JACKS—PERIOD! 
— 


(AZ 


That's the tip-off to keep ‘em on your hot prospect list 
Roof-bolting, mining’s latest technique, requires several 
types of jacks. Simplex Mine Timber Jacks are readily 
adapted to feed electric coal drills used in drilling the roof- 
bolt holes. Simplex-Hydraulic Pullers follow up to test the 
holding strength of the anchored bolts. Mine roof jacks 
and round pipe fittings are other good sellers in this field 
Mine operators lend a willing ear to facts on Simplex 
lever, screw and hydraulic jacks. 


( 1M NINE POUNDS LIGHTER M 
— BUT JUST AS STRONG/ /} 
: _ ; ee ad 


ee 
> 


No wonder the popular Sim 
plex A2510 Aluminum hous- 
ing Journal Jack is a top 
seller. The Simplex-engi- 
neered aluminum housing 
makes this jack easier to carry and set up. It’s very con- 
venient for high places when used with a Simplex Alumi- 
num Light Weight Jack Support. Nine pounds have been 
trimmed off the standard model—the aluminum version 
weighs only 26 pounds. All stress points are reinforced. 
This jack handles 25 tons with ease, speed and safety. 


BUILT TO TAKE PUNISHMENT 


Like a hard-hitting full-back, a Simplex Screw Jack can 
carry on when the going is rough. It's a top performer for 
heavy-duty lifting and lowering. A single, large pivotal 
chrome-molybdenum ball cuts friction 88%. The load can't 
flatten this ball! Simplex Screw Jacks operate easily at 
top speed—for construction, in shop and factory mainte- 
nance, for rigging, drilling and other uses. Each capacity 
is painted a different color for quick identification. 


THAT STORY OF THE FARMER’S DAUGHTER ... 


couldn't be half as helpful to 
you in selling jacks as the new 
Simplex advertising material 
now available. This includes 
three enclosure-size folders fea- 
turing Simplex Hydraulic, Screw 
and Mechanical Jacks. They‘re 
useful for personal distribution 
and as envelope enclosures 
imprinted, of course, with your 
name and address. Coming off 
the press, too, is our new 4-page 
catalog sheet—"Industrial 51” 
insert punched for salesmen’s 
catalogs. Remind us to supply 
you! 


!T DOES MANY THINGS WELL! 
Fis) 


quessed it! ... we're talking about the versatile 
Simplex Emergency Ratchet Lowering Jack. From the ojl 
fields to industry, it's the standard jack for fast, safe jack- 
ing—also lifts vertically—pushes or lifts at any angle. 
Also, can pinch-hit in pole pulling and straightening. 
You're talking the buyer’s language when you put in a 
good word for this handy 310A”. 


A product's good reputation ranks with its features and 
performance in closing sales. Most salesmen who handle 
the TK line capitalize on the good name of Simplex Jacks 
that are nationally-known and advertised. 


TEMPLETON, KENLY & CO. 


1036 S. Central Ave., Chicage 44, Ii 
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STRAND-LAID 


Made from right regular lay 
preformed wire rope of 


. ty 
gives your customers Wi improved plow stéel with IWRC. 


For general sling use. 


[| th | CABLE-LAID 
ey Ya Made by laying up seven 
a individual preformed é 


improved plow steel 
wire ropes all with IWRC. 


pay for F | Gives extreme flexibility. 


--- and MORE! 


because... 


ALTE 0S 


ACCO Registered Wire Rope Slings are 


CS built for safety. Safe for men to handle be- 
cause wire ends are permanently secured under 
a steel collar. Safe to use because the endings will 
not pull out. They will outlast the rope. 
yh STRENGTH, the full catalog strength of the rope is 
assured, because in making the DUALOC ending the 
rope is not damaged or distorted. Safety factor is 5 to 1. 
Proof-testing at twice rated capacity is further assurance 
of satisfactory service. 
EFFICIENCY of DUALOC is high. By developing rope’s full 
strength, frequently smaller diameter rope costing less can be 
used. The neat DUALOC ending snubs closely, is easy to rig, and 
is always ‘“‘open”’ for inspection. 
How this helps You— acco gives you a full line of stock and special 
wire rope slings guaranteed to give satisfactory service. You get repeat 
orders, build a fine volume with rapid turnover on a low-cost inventory. 
Writ today for full information on acco Registered WIRE ROPE SLINGS. 
*Trade Mark Registered 


MEMBER THE NATIONAL SAFETY COUNCIL 


Wilkes-Barre, Pa., Chicago, Denver, Houston, Los Angeles, New York, 
Philadelphia, Pittsburgh, San Francisce, Bridgeport, Conn. 


AMERICAN CHAIN & CABLE 


WIRE ROPE SLING DEPARTMENT 
In Business for Your Safety 
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Gate, Check, Globe and Y Valves, in 
Bronze, Iron, Steel and Corrosion- 
Resisting Metals and Alloys 


Fig. 2608—200-pound Bronze Globe 
Throttling Valve, designed to permit 
full flow through the seat when wide 

open. Has special bronze stem and 
stainless steel disc and seat hardened 
to approximately 500 Brinell 





The WM. POWELL CO., 2525 Spring Grove Ave., P. 0. Box 106, Station B, Cincinnati 22, Ohio 
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* NEW DIE-CAST ALUMINUM HOUSINGS... 


LIGHTER WEIGHT...PERFECTLY BALANCED 


* NEW HELICAL CUT STEEL GEAR TRAINS... 


MORE 


*x NEW — LOWER PRICES 


POWERED EXCLUSIVELY BY 


Muluaukee Bult 
9-POINT MOTORS—FAMOUS FOR 
MORE “MOTOR GUTS” 


UGGEDLY built and of simple functional design, 
these new MILWAUKEE “SUPER” HOLE-SHOOT- 
ERS assure unmatched power and new cost-cutting per- 
formance for today’s production requirements, as well as 
heavy duty maintenance. 

Outstanding advantages of their Milwaukee-Built 9- 
point motors are — higher load speeds in continuous use, 
four times the customary volume of cooling air, vibration- 
free armatures, unequalled electrical efficiency, lifetime 
lubrication of ball and roller bearings — a combination 


POWER...HIGHER TORQUE 


¥2” - $59.50 
ye” $69.50 
Y”’ $79.50 
7a” $89.50 


READY NOW — Ask for free folder D-1" 


of notable features that guarantee longer service-life, 
more hours of service-free operation, lower operating 
costs, and dependable heavy-duty performance. 

It costs you nothing to get complete information on 
the many advantages of “SUPER” HOLE-SHOOTERS. 
Write us today for Folder D-1.” 


MILWAUKEE ELECTRIC TOOL CORP. 
5340 WEST STATE STREET © MILWAUKEE 8, WISCONSIN 


Canadian Distributor — MATTHEW MOODY AND SONS CO. 
740 Inspector Street, Montreal, Quebec 
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on 
B-RIGHT-ON 
SOCKET SCREW PRODUCTS 


You'll find Brighton is your kind 
of supplier . . . giving you the 
same prompt service and assist- 
ance you aim to give your cus- 
tomers. A compact organiza- 
tion devoted exclusively to 
the manufacture of top-quality 
socket screw products, 
Brighton can readily give 

this kind of cooperation to 
dealers — cooperation that 
simplifies your sales job. 











Look to Brighton for... 
e Socket Set Screws 


e Socket Head Cap Screws 


e Socket Pipe Plugs 


e Socket Head Stripper Bolts ' 


e Socket Screw Specials 
Socket Screw Key Kits 


1827 Reading Road 
Cincinnati 2, Ohio 
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= customers are pre-sold 
with these typical Disston Sales Helps: 


Sound ... practical .. . the kind of material users of woodworking 
tools need... keep...and use! And every piece sells Disston 
Products—make your job easier! 


DISSTON CUTTING ANGLES —a regular series of Cut- 
ter Head Service Bulletins and special binder sent to 
buyers and technical men in planing mills. Contains 
practical, down-to-earth information on how to increase 
production, get better quality, and reduce costs. 


WOOD PATTERN WALL CHART-~—sent to planing 


mills upon request. Contains standard woodworking pat- 
terns and dimensions—acts as a constant reminder in the 


plant that ‘‘for best results—use Disston Cutter Heads’’! 


SPECIAL CIRCULAR SAW PROMOTION PIECE 
—typical of the regular and timely support Disston gives 
you in selling products that are new or in special demand. 


tool prospects respond to 
Disston Sales Aids like these: 


In the metalworking field too, Disston emphasizes practical helps 
for customers. And, at the same time, every piece helps you sell 
more Disston Files, Hack Saws, Band Saws, etc. 


The folders illustrated are typical Disston Metalworking Sales Helps. 
Subjects: DISSTON METAL CUTTING BAND SAWS— describes 
various Disston types; contains valuable reference material on better 
Band Saw operation. DISSTON HACK SAW BLADES — tells cus- 
tomers how to get the most out of both hand and machine Hack Saws 
and lists Disston Blades for all operations. WHAT FILE AND HOW 
TO SHARPEN YOUR SAW-~—a “how to do it” booklet that works 
wonders in creating demand for Disston Files. These and other 

working” aids make Disston Tools easier to sell—more profitable 
to handle! 


BAND SAWS FOR WOOD AND METAL © FILES AND RASPS © HACK SAWS © CUTTER HEADS 











MAKE YOUR JOB EASIER— He, p 
YOUR SALES AND PROFITS Gpoy,, 


THE FAMOUS DISSTON INDUSTRIAL DISTRIBUTION SALES 
POLICY "LAYS IT RIGHT ON THE LINE” IN ASSURING YOU 
OF STRONG COOPERATION IN YOUR SELLING EFFORTS. 
HERE’S HOW DISSTON SUPPORTS YOU WITH “...NATIONAL 
AND TRADE ADVERTISING ... PLUS PLANNED PROMOTION 
..- PLUS A VARIETY OF EFFECTIVE SALES TOOLS.” 


@ 


s acceptance 
of Disston Products—the famous 
DISSTON ‘‘FIGHT WASTE’’ Program! 


Industrial Distributors are really enthusiastic 
about the way Disston’s “Fight Waste’’ Pro- 
gram helps them make more contacts with 
the men actually in the plants. Already more 
than 650 leading companies—including cus- 
tomers in your own territory—have been 
introduced to the pian... liked it...are 
using it. Real proof that customers want this 
valuable tool conservation plan in their plant 

welcome the distributor who promotes it! 


Sales Aids 


are available to Disston 
Distributors FREE! 


You can give your customers any or all these Disston Sales 
Aids: material for both metalworking and woodworking 
customers and the Disston ‘Fight Waste’’ Program will be sup- 
plied you upon request. It’s all FREE—all material that can 
help you turn cold prospects into customers! 


- 


The benefits of Disston’s 
consistent national advertising! 


Your customers get the Disston story often 
. and regularly through hardhitting Disston 
rr) ; advertising in such sales-making national 
iis = publications as MILL & FACTORY, 
AMERICAN MACHINIST, and PUR- 
CHASING. These and many other specially 
selected publications carry the story of 
Disston products to customers everywhere— 
men with the influence and authority to 
swing an order. And all Disston advertising 
to industrial customers carries the urge: 
“BUY THROUGH YOUR INDUSTRIAL 
DISTRIBUTOR”! 


YOUR STRONGEST SALES 
HELP OF ALL— 


Disston Quality in Every 
Disston Product! 


Disston’s reputation for quality backs you up 
wherever you go. When you sell Disston Prod 
ucts you are selling Disston Steel... Disston 
Skill . . . Disston Service—sales makers all! 





THE DISSTON INDUSTRIAL 
DISTRIBUTION POLICY 


], Direct Factory Sales Representation 
means prompt, thorough, expert ser- 
vice to you and your customers. 


2. Disston Market Analysis of your ter- 

ritory’s current tool demands and 
sales potential helps you direct your 
sales effort where it will do the most good 


3, Disstoneers (Sales Engineers) avail- 

able to help your customers improve 
their tool applications and productivity 
Result: added good will and sales for you. 


4, Disston National and Trade Adver- 
tising—plus Planned Promotion 
plus a variety of Effective Sales Tools 
speed up selling, build repeat business 
and steadier volume, put you in line for 

bigger income 








HENRY DISSTON & SONS, INC. 
1023 Tacony, Philadelphia 35, Pa., U.S.A. 


Branches: Chicago, Seattle, Portland, Oregon, Van 
couver, B.C. Canadian Factory: Toronto 3, Ont. 
Australian Factory: Sydney, N.S.W. 


CARBOLOY-FITTED SAWS AND KNIVES © SOLID AND INSERTED TOOTH CIRCULAR SAWS © MACHINE KNIVES © CHAIN SAWS © TOOL STEELS 

















ee ae - 
LZ 
QEAZ 
THE BOSS STILL AIN'T 
CAUGHT ON THAT EVERY TIME 
HE LAYS HIS CANE DOWN, CLANCY 
GRINDS OFF A QUARTER-INCH ! 


tale 
_— 





NO WONDER ! NOTHIN’ CUTS 
SMOOTHER AN’ QUICKER THAN 
THEM NEW 3M ABRASIVE 


" 
. by Croll 
4 Zj4, LOOK ' MORE pe THAN Fa 


A CHORUS GIRL ... BUT | gs 
SMOOTHED HER DOWN IN NO i 
TIME WITH THAT FORMED-WHEEL [Yh 
BELT GRINDIN RIG ! " 


NOT ONLY THAT, BUT 
THEM 3M BELTS LAST 
LONGER THAN A LOVER'S 

GOODBYE ! THEY'RE 

REALLY RUGGED ! 

















3M Service 
means more 


sales for you! 


SALES COOPERATION—3M Sales Engineers work for you! 
They’re qualified to analyze your customers’ grinding and 
finishing problems, help you close a sale, supervise installations, 
and advise on many similar problems. 


ADS THAT SELL—Eye-catching, hard selling advertising is 
going behind closed doors to reach MEN THAT BUY. And 
they see how 3M Abrasives save money, speed production, give 
better results for manufacturers large and small. 3M Service 


means easier selling for you! 


76 


MARKET DEVELOPMENT—Research to uncover new uses and 
markets for coated abrasives gives you many extra sales oppor- 
tunities. 3M Demonstration rooms are available where abrasive 
engineers will actually demonstrate how your customers can cut 
grinding costs by converting to the 3M Method. 





Vitti 


Made in U.S.A. by Minnesota Mining & Mfg. Co., St. Paul 6, Minn.— 
makers of “Scotch” Brand Pressure-sensitive Tapes, “Scotch” Sound Re 
cording Tape, Inderseal”” Rubberized Coating, ‘“Scotchlite” Reflective 
Sheeting Safety-Walk Non-slip Surfacing, “3M” Adhesives. General 
Mu Mining & Mfg. Ce International Division, 270 Park 
New York 7. N. Y. In Canada: Minn. Mining & Mfg 
Canada, Ltd., London, Canada 
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Talk of the Trade 


FORE: It was near the end of their vacation when 
rank Treiber (Clark Bros. Bolt) and Pete Thayer (Ix 
pusTRIAl. Distripurion) set out to play a round of 
golf. . . It didn’t end so well, though. . . Frank was hit 
by a sliced ball from an adjoining fairway It took si 
stitches to close the gash but even so Frank was foi 
tunate His glasses were not broken 


SHUTTERBUG: | had an opportunity the other day 
to see a complete set of convention tour pictures taken 
by E. N. Wirthlin, Jr. (Wirthlin-Mann Co., Cincinnati 

They are beauts. . . The next time you're in Cin 
innati get E, N. to show them to you. 


SELLING STORY: McGraw-Hill’s monthly bullet 
for its own salesmen came up recently with a selling 
story (source unknown) which might interest vou 


» “GO YE AND DO LIKEWISE” 


And in those days, behold, there came through thx 
gates of the city a salesman from afar off, and it camc 
to pass he sold plenty. 

And in that city were they that were the order takers, 
and they spent their days adding to their alibi sheets 
Mightily were they astonished. They said to one another, 
“What the hell, how doth he get away with it?” And it 
came to pass that many gathered in the back office and a 
soothsayer came among them, and he was one wise guy 
And they spoke and questioned him saying, ‘How is it 
that this stranger accomplished the impossible?” 

Whereupon the soothsayer made answer: “He of 
whom ye spoke is one hustler. He ariseth very early in 
the morning and goeth forth full of pep. He com 
plaineth not, neither doth he knock. He is arrayed in 
purple and fine linen while ye go forth with faces un 
shaven and pants not pressed. 

“While ve gather here and say one to the other, 
‘Verily, This is a terrible day to work,’ he is alread) 


throad. And when the cleventh hour cometh, this man 
needeth no alibis. 

“He knoweth his line, and they that would stave him 
off, they give him orders. Men say unto him, ‘Nay’ 
when he cometh in; yet when he goeth forth he hath 
their orders. 

“He taketh with him two angels, ‘inspiration’ and 
‘perspiration’ and worketh to beat hell. Verily, I say 
unto vou, ‘Go ve and do likewise’.” 


GOOD NEWS: After months of being confined to bed 
with a back ailment, Hugh Hirshon (W. S. Wilson, 
New York) is now getting into the office two and threc 
days a week. . . Keep up the good work, Hugh. 
Speaking of W. S. Wilson, remember that item last 
month about an extra set of clubs showing up after the 
Wilson outing. . . Eddie Hirshon finally found the 
owner. . . He was a club member who had nothing to 
do with the outing but left his clubs near what he 
thought was a “‘friend’s” ca I'he friend turned out 
to be one of the Wilson guests who thought the clubs 
belonged to one of his friends Just a friendly mixup. 


CHAIN LETTERS: Mathematically you can prove that 
chain letters arc unsound but maybe this one will interest 
you: 

“This chain was started in the hope of bringing hap 
piness to all tired business men. Unlike most chains this 
one does not require money. Simply send a copy of this 
card to five married male friends. Then bundle up your 
wife and send her to the fellow who heads the list. 

“When your name comes to the head of the list you'll 
receive 188 women. some of them ought to be 
dandies. Have faith . don’t break the chain. One 
fellow broke the chain and got his wife back.” 


THOUGHT FOR THE MONTH: How can I get 
tickets to the World Series? 


R. W. B. 
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GLOBES 


300 Ibs. O. W. G. 14” to 3” 


Fitted with Jenkins 


Renewable Composition 


Discs for any specified service. 


GATES 
225 Ibs. and 300 Ibs. 
0. W.G. 36° to 3”. Available 
with solid or split wedge, 


stationary or traveling spindle. 


CHECK 
300 Ibs. O. W. GG, 14” to 3 
Regrinding. May be 


easily reground without 


removal from line, 





e EASY INSTALLATION , 


Solder End Valves pays off for . 


POSITIVE CONTROL « 


LASTING ECONOMY 


JENKINS DISTRIBUTORS 


Valves for copper line service must provide 
an accurate fit to tubing, and castings must 
have proper proportions to take the intense 
heat of soldering without warping. Because 
flexible tubing does not afford as rigid a 
support as standard pipe, the valve must 
withstand unusual strains in operation espe- 
cially in the smaller sizes. 

Jenkins valve specialists, with these factors 
in mind, designed Solder End Valves to 
equal the performance of comparable valves 
of this type... then gave them a PLUS of 
extra durability to meet every test in the 
toughest service. At no higher cost, valve 
buyers get this extra measure of warp and 


wear resistance, along with the dimensional 


accuracy and operating efficiency they ex- 
pect in all valves of Jenkins quality. 

That’s why Jenkins Distributors have a 
solid advantage when they talk up Jenkins 
Solder End Valves for dependable and 
economical control of hot and cold water, 
oil, gas, low pressure-low temperature steam, 


or any other copper line service. 


Since Solder End Valves are only one group 
in Jenkins complete line, all with an equiva- 
lent “performance-PLUS”, is it any wonder 
Distributors find it pays, and pays well, to 


sell Jenkins Valves? 


Jenkins Bros., 100 Park Ave., New York 17. 
Jenkins Bros., Ltd., Montreal. 


JENKINS 


VALVES 


LOOK FOR THE DIAMOND MARK 


SINCE 4 


NEW FOLDER ON SOLDER END VALVES 


Now being furnished to Jenkins 
Distributors with their imprint 
on cover, Form No. 198. Another 
handy “sales tool’’—it describes 


the complete line, shows con- 
struction details, and gives illus- 
trated instructions for correct 
installation. 











w 
time to prepare NOW for big winter sales 


REPUSLIC’S 5-POINT POLICY 


% A LINE of rubber items sufficiently complete 
to permit effectively supplying the requirements of 
the trade solicited 

% A QUALITY of product uniformly good and 
capable of delivering service results that should ree- 
sonably be expected 

WA PRICE basis inducing and making possible ag 
gressive competition with reasonable profit return 
% FREEDOM from competition from his source 
of supply, either direct or indirect, among the trade 
covered by his day to day solicitations 

% SELLING helps of reasonable amounts so that 
his sales Force may be given the advantage of spe 
cialized training and @ knowledge of the product 


sold 


Those hurry-up orders for Republic Steam Hose are being 

written right now, and they'll be coming at you faster than ever 

next month . . . and the next. 

The big winter market is opening up . . . a market loaded with profit 
for Republic Distributors who prepare now. 

We're going to do our level best to keep you supplied, but 

it’s going to take plenty of planning on your part to capitalize on 
this record sales opportunity. 

Check your stocks against Republic's catalog today. Remember that 
there’s a Republic Rubber Steam Hose made for every requirement, and 
remember too, to get priorities wherever they're available. 


INDUSTRIAL RUBBER PRODUCTS BY 


REPUBLIC RUBBER DIVISION 


Lee Rubber & Tire Corporation 
YOUNGSTOWN, OHIO 
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Industrial Distribution 





P. A. For A Day 


po teed I’m going to be a purchasing agent. I’m 
going to stop being an editor for a moment and 
pretend I’m an industrial buyer. I want to talk a 
little bit about industrial distributor salesmen as a 
p. a. might see them. 


Crowder As P. A. 


My concern is a major producer of electronic com- 
ponents. We are located in a mid-western city of 
more than 800,000 population. During the past 
year we were granted a certificate of necessity that 
will enable us to double our capacity. I’m called on 
regularly by seven or eight salesmen from industrial 
supply firms—five from local concerns and two from 
firms located in neighboring cities. 

I’m a little vague, however, on the exact number. 
I'll tell you why. Since we’ve been building our 
addition, one fellow has been in to see me four 
times. I think he’s a supply salesman. Each time, 
however, he mumbles his name and connection and 
leaves no card. It’s become a game now with this 
mysterious fellow. I’ve told the receptionist to send 
him in each time he calls. We're waiting to see how 
long it will be before he finally identifies himself. 

As you can well imagine, there is a tremendous 
difference in the job these seven distributor salesmen 
do. I try to be fair in dividing up the business but 
the volume is far from evenly apportioned. Our 
record would show that three salesmen—two local 
ind one from a neighboring town—get 85 percent 
of the business. These fellows always seem to know 
what we're going to need, sometimes about as fast as 
we know it ourselves. The other fellows get in after 
the orders are already placed. How do you account 
for the fact these three salesmen get 85 percent of 
our business? 

Let’s take a particular look at Joe Weymack. To 
my way of thinking, he’s a good supply salesman. He 
does a “selling” job in this peculiar business from 
which any salesman could learn. He’s only been 
calling on us for about a vear and a half, maybe two 
years. Yet we probably buy a third of our total supply 
requirements from him. When he first came in he 
gave the receptionist his card and he gave me one. 
“The name’s easy”, he said, “just like ‘show me the 
way, Mac’.”” He had some literature about his firm 
ind explained how his outfit was set up to be of 
service to us, the lines they carried, their policy on 
stock and the facts on delivery. Then he asked a lot 
of questions about what we made, where it was 
used, how we made it, how many people we had 
working in the plant and a lot of other questions I 
was glad enough to answer. On that first call he even 
had a portable power tool along which he felt could 
be helpful in our assemblv operations. And he got an 
order that dav. 


On his second call he was bursting with facts ° 
about the outlook for the television industry—that 
was our most rapidly growing market at that time 
before we got swamped with war work. He had 
torn articles from a couple of magazines on the 
growth prospects in the television industry. While I 
welcomed the information, the information itself 
wasn’t the important thing. Here was a salesman who 
thought enough about us and about our business to 
dig up some information that helped him and helped 
us. You like a guy like that. 

As he was leaving that day he explained that he felt 
he could be of greater service if he could go through 
our plant to actually see what we were doing and how 
we did it. I arranged that for him and he came in 
one afternoon a couple of days later. 

Joe learned mighty fast. He’d had some engineer- 
ing training and plant experience but, most of all, he 
kept his eyes open. The first time I saw him after the 
plant visit, he said he thought he had a suggesiton 
that would help us speed up one of our grinding 
operations, and could he talk to the head of that 
department. He pointed out that he had been back 
to a factory school put on by the manufacturer of the 
line and that they had worked out a solution to the 
same problem we faced. It turned out that Joe did 
have the answer. 

I remember when we got our certificate of neces- 
sity covering the expansion of our plant. Joe was in 
a couple of days later congratulating us. There had 
been nothing in the local papers about it and I asked 
Joe where his information came from. “Oh, we have 
one of the girls go over to the Department of Com- 
merce Field Office once a week to check their re- 
ports,” he said. “She pulls off all information of that 
kind about happenings in our area”. Then Joe 
started talking delivery dates on all the hard-to-get 
things we would need. Some of the other salesmen 
never found out about it until they saw the bull- 
dozers at work next door. 


Who’s Your Competition? 


I've talked about Joe because he was new—and he 
was good. A couple of the other salesmen didn’t 
lose business when Joe moved in. They’ were in 
there all the time too. But some of the other sales- 
men who didn’t keep up with the parade did a lot 
of talking about competition. To my way of thinking 
the toughest competition a distributor salesman faces 
is another salesman who really “‘sells’’. 
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BEHIND THE GATES to movie studios lies a distributor salesman’s paradise. 
Studios buy everything in the book,” Los Angeles distributors say 


ACCURATE ARROW SHOOTING is accomplished at Universal-International 
with a special machine, made up of distributor-supplied items. CO, cartridges supply 


the power. 
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FOR SALESMEN 


Lights! 


By James Joseph 


I'HAT THE INDUSTRIAL SUPPLY indus- 
try’s claim to serving all types of in- 
dustry is based on solid fact certainly 
is proved in California. Although gen- 
erally thought of as a “glamour” busi- 
ness, the motion picture industry, 
nevertheless, is one of the most versa- 
tile buyers in all industry. As one Los 
Angeles distributor summed it up re- 
cently: 

“There just isn’t anything in the 
book a studio doesn’t buy.” 

Studio carpenters, for instance, are 
in the market for powered woodwork- 
ing machines and tools, in addition to 
hand tools. 

Studio woodworkers use a lot of 
tools, both stationary and portable. 
Property men use ladders, chain 
blocks, hand trucks and fork lifts. 
Ihey’re the fellows responsible for 
furnishing the big stages—and those 
stages have a way of using everything 
in a distributor’s catalog. 

Take the painters. They're in the 
market for ladders, hoists, electric mix- 
ers, torches and sanders, in addition 
to regular painters’ needs. Here again, 
both power and manual equipment is 
used. 

This doesn’t mean that the motion 
picture industry buys wildly. Far from 
it. ‘Today the industry, as never be- 
fore, is economy-minded. But in the 
course of shooting anywhere from 20 
to 40 full-length pictures a year, a 
major studio’s engineering and tech- 
nical staffs come up with some unique 
requests, most of them specialized and 
made-to-order. 

To get a better idea of what a studio 
buys and what it doesn’t, we went out 
to Universal-International Pictures, in 





THIS IS THE FIRST of a series of arti 
cles on “different” customers served 
by industrial distributors. The arti- 
cles are designed to stimulate your 
thinking about new customers while 
vou continue to serve your old cus- 
tomers. Some of the articles will 
furnish you with direct leads on 
new customers; others, such as the 
accompanying story, will serve their 
purpose by giving you “food for 
thought.” If you think you are serv- 
ing a “different” industry, tell us 
about it—'The editors. 











IN HOLLYWOOD, IT’S... 


Camera! and Sales 


University City. Jack ‘Tait, who is head 
of the technical department (which 
means he’s a wizard at concocting 
studio specialties) showed us around. 

A problem came up just the other 
day which called for all kinds of in 
dustrial equipment—heavy stuff, the 
best money can buy. In two pictures, 
“Fiddler's Green” and “The Lady 
Pays Off” there are boat scenes. 

The problem: How to make a 15 
ton boat rock and roll as if actually on 
the ocean. 

he boat was moved by crane to the 
studio’s big 60x80-water tank. Now 
in other days, the boat would have 
been rigged upon a ball and socket, 
but they've got a better idea now. The 
technical staff, with help from outside 
suppliers, have built a two-way rocker, 
a gimbal. Two hydraulic jacks, oper 
ated remotely, lift and rock the boat. 
Lines to the jacks are 24-inch high 
pressure fire hose, double-jacketed, and 
tested to withstand 800-Ibs pressure. 
The boat itself (two different boats 
were used, one of them a 26-ft. long 
cabin cruiser) is mounted on 12-inch 
I-beams, and these in turn rest on a 
steel carriage made movable by four 
8-in. diameter, heavy-duty casters, each 
capable of sustaining 6}-tons 


Still Another Problem 


he need to change the boat's posi 
tion for various angle shots presented 
another problem: how to take some of 
the pressure off the casters so that 
studio hands could move the vessel 
easily. The technical department 
came up with an idea which involves 
an aircraft hydraulic landing gear strut. 
This 44-in. diameter cylinder is capa- 
ble of lifting the entire 15-ton rig 
enough to take the weight off any 
pair of wheels. Other high pressure 
hoses serving the rig are 800-Ib. jet 
lines, the same kind used for hydraulic 
mining. Why such heavy equipment? 
Well, the heaviest and best obtainable 
is a by-word with studio purchasing 
agents because anything less than the 
strongest could burst during a shoot- 
ing, which would delay production, 
and keep expensive talent sitting 
around. Studio technicians figure that 
a little extra spent for the most dur- 
able equipment pays off. 

J. W. Minder Chain and Gear Go., 
Los Angeles, a long-time supplier to 
the motion picture industry, has 

(Continued on page 180) 
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STUDIO PURCHASES cover a wide range, according to Gilbert R. Hammond, 
salesman for J. W. Minder Chain & Gear Co. Here he’s checking over an order 


being prepared for a studio. 


TELEPHONED SPECIFICATIONS are not always too specific but when a studio 
presents a problem, a solution is wanted and wanted fast, says J. J. Aubineau, sales 
manager of Minder Chain & Gear. 
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We've taken a lesson from 
the rabbit -- 


- and we use it every time you telephone Adams 7232 for QUALITY 
1 Supplies. 


secret that we really “HOP “ when we mow you need supplies 
That's why you can always put your confidence in ue for pegulie 





ling MILL AND FACTORY always add up to saved time and money ... 
faster, more prompt delivery service anywhere in the 


part of our aim to serve you better. 
be fully setiefied with everything you get from our complete 


t exactly what you expected, or doesn't seem to do the job 
le, please let use mow. We'll send « skilled trouble-shooter 


help solve the probdlen. 


“rabbit's foot" to bring you all the Mill Supplies you 
t - there's no luck to it. It's all part of our cooperative 
service to get everything to your plant as fast as possible. 


We're ready to —_ to it* now 


OL GB CRimrtek- 


Mitt & Facrory Suppty Co. 317 TENTH STREET TOLEDO, OHIO — Prone ams 7232 


sage on the back. Hole punched in card enables customers 
to hang pictures above desks and in shops 


ANIMAL’S PICTURE  alwavs has a catch line underneath, 


Idea is then tied in with sales mes- 


with company's name 
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CAT IS SALESMAN for Mill & Factory Supply Co., 
Toledo. ‘This is one of a series of novelty animal mailings, 
with sales messages on back, that pays off for distributor 


NEW MAILING IDEA is outlined by R. A. Parachek, 
president, to his secretary, Mrs. Elsie Foist. Acceptable ideas 
are sent to artist for sketching, then to printer 


WHY KEEP SENDING CUSTOMERS THE SAME OLD THING WHEN 


Novelty Mailings Bring Results 


lO GET THE MAXIMUM RESULT from direct mail, you've 
got to use a little imagination, according to R. A. Para- 
chek, president of Mill and Factory Supply Co., Toledo. 

One of the best responses he has ever gotten from di- 
rect mail resulted from a series of novelty animal cutouts, 
each with a catch line on the front and a related sales 
message printed on the back. Each animal, measuring 
about eight by nine inches, and printed in one or two 
colors, has a hole which allows customers to hang it in 
their offices or shops. 

“We've gotten an excellent response from the use of 
this device,” says Mr. Parachek. “If one of the main 
goals of advertising is to keep your firm’s name _ before 
your customers, we've certainly succeeded with these ani- 
mal mailings.” 

Mill and t actory Supply Co. salesmen report that cus- 
tomers aud prospects invariably comment on the latest 
mailing, and that one or more of the animals are hang- 
ing above the purchasing agent’s desk in many offices 


Company's Service Stressed 


The sales message printed on the back of each animal 
is tied in directly with the animal, and usually stresses 
some phase of service. For example, one mailing was the 
cutout of a monkey, with the legend on front, ““We don’t 
monkey around at Mill & Factory Supply Co.” The 
message on the back begins 

“You know from past experience—that you can’t afford 
to ‘monkey around’ when you need mill supplies in a 
hurry. We realize that, too. That’s why our service is 
planned to help save you time and money.” 

The message goes on to point out how each customer's 
order is speeded through the distributor’s plant when it 
is received. 


The pictures are mailed in plain brown grocery bags, 
with such legends as “Don’t Get Caught Holding the Bag 
.. . Call Mill & Factory Supply Co.” and, “When You 
Call Mill & Factory .. . It’s In The Bag.” 

Once, when the animal in the bag was a cat, the line 
on the front of the mailing bag read, “You Can Let The 
Cat Out Of The Bag Anytime” 


Ideas Are Original 


Ideas for various mailings are strictly original with 
Mill & Factory Supply Co. personnel. After Mr. Parachek 
or some employee thinks up the original idea for a new 
inimal mailing, a local commercial artist sketches it, and 
it is sent to a printer. 

\ mailing concern handles the mailing of the advertise- 
ments. Mr. Parachek estimates that it costs about one 
cent per piece for this firm to maintain a mailing list and 
handle all of Mill & Factory Supplv Co.’s direct mailing. 

“If we did it ourselves,” savs Mr. Parachek, “somebody 
would have to spend a lot of time typing addresses, or 
else we'd have to buy equipment to handle it mechani- 
cally. And it would still take someone’s time to run the 
machine. So we figure that having someone else handle 
the actual mailing is the cheapest way out. 

As another promotion piece, Mr. Parachek is distribut- 
ing oversized scratch pads to his customers. The — 
measures 17 by 22 inches, about the same size as a desk 
blotter, and it serves the same purpose. The name and 
iddress of the firm is printed in large red letters on the 
top of each sheet. 

The first batch of pads also included a calendar on each 
side of the firm’s name, but Mr. Parachek believes that, 
in the next printing, he will use this space for a listing of 
the lines Mill & Factory Supply Co. handles. 
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STRATEGY BOARD at Grand Rapids Supply Co. plans morale boosters. They are: 
L. L. Cooper, R. R. Wenger, president, A. Grover, Jack Hager, R. E. Cribley 


THIS MICHIGAN DISTRIBUTOR SAYS... 


To Increase Profits, 
Increase Employee Interest 


BLUEPRINTS for recreation room 
are drawn up by Mr. Wenger. 


Management at Grand Rapids Supply Co. makes employees feel they work for 


themselves, not for bosses. Results: Higher morale, increased profits for all 


MANAGEMENT AT Granp Rapips Suppiy Co., Grand 
Rapids, has boosted profits and overall company efficiency 
by increasing employee morale according to a definite 
plan. 

As a result of the plan to make both employees and 
salesmen more interested in their jobs, management has 
gained these three principal objectives: 

1. The value of sales per invoice line is steadily 

increasing 

2. Both average sales per employee and average sales 
per salesman are much higher than the figure 
periodically reported by INpusTR1AL DistRIBUTION. 
he firm has fewer employees per outside salesman 
than average, indicating higher efficiency among 
inside employees. The firm has less than four inside 
employees for each outside salesman. 


In addition to these easily measured results, there have 
been other, less tangible, benefits from Grand Rapid 
Supply's “take an interest in your job” campaign. 

“We never have to worry about sticking around to see 
that the work is done,” says Jack Hager, :etiring presi- 
dent. “Every one of our employees is as conscientious as 
the boss. This is mainly because we try to stress the idea 
that all of us, warehouseman, billing clerk, treasurer, stock 
boy, president, are working for just one fellow—the cus- 
tomer. He’s the one that pays your salaries, we tell 
employees, not the management. As a result, everybody 
is out to please the customer all the time, not just to 
please the boss.” 

To gain these results, management instituted a simple, 
two point plan: 

Compensation for both salesmen and inside employees 
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NEW ORDER FORM is discussed by Mr. Cooper, assistant treasurer, and Bill 


Klassen, buyer. The new form was based on concerned employees’ recommendations 


is based partly on total sales volume, partly on a flat rate, 
and partly on the amount of time spent working. This 
last factor applies only to inside employees. 


And, second, management consults with employees 
each time a change in operation is being considered that 
will affect the employees. 


Sales Determine Par 


Compensation for outside salesmen is on a relatively 
simple basis. Each salesman is paid a flat salary, based on 
ige, experience, length of service, etc. Each salesman 
also has a quota assigned to him, which he is expected to 
produce from his territory. 

He receives a commission on all sales above this quota. 
This system provides an incentive for the salesman to 
produce more, and, at the same time, guards against 
hardship when business is poor. 

If a salesman regularly fails to meet his quota, of 
course, both the quota and the salesman are checked to 
find out why results aren’t up to par. 

Inside employees are compensated by a flat hourly 
rate, plus overtime, plus a quarterly bonus based on the 
total of the first two. 

For example: If a warehouseman earns $1,200 in the 
first quarter of the year from his flat hourly wages, plus 
$400 overtime, he is paid a bonus amounting to a prede- 
termined percentage of $1,600. The percentage, decided 
upon in advance, varies with the total volume of the 
company’s sales during this quarter. 

If sales are, say, $100,000 or less during this quarter, 
the bonus will amount to a certain percent. If they are 
between $100,000 and $200,000, the percentage is higher. 
The percentages are on a sliding scale, with the premium 
increasing as sales increase. 

This means that an employee may receive a bonus of 
X dollars on the firm’s total volume of $100,000, and 
receive a bonus of three times as much if sales go to 
$200,000. 

Since the bonus is based on total compensation, includ- 


CURTAINS behind Ila Dygert’s desk 


are result of employee's preference 


ing overtime, the management does not allow any em- 
ployee’s bonus to amount to more than a fixed percentage 
of total company sales. This is to guard against an 
employee’s padding his work and building up excessive 
overtime, thus providing a larger base for his bonus. 

The second part of the plan, consulting with employees 
on operational changes that will affect them, is purely 
a human relations program. 

If new curtains are needed for office windows, they 
are selected by the girls working in the office. 

When a new recreation room was planned recently, 
ideas were solicited from all of the employees. Nearly 
everyone had thoughts about how the room should be 
fixed up, and many of the ideas were incorporated into 
the plans. Most of the work on the new room, which 
will be large enough for parties and dances, is being done 
by employees, salesmen and executives. 

Not long ago, the management felt that some improve- 
ments could be made in the firm’s order forms. The 
changes were discussed with the employees concerned, 
and the new forms were laid out the way they thought 
best. 

When the offices were repainted recently, the employ- 
ees working in the offices selected the color of paint. 


Intangibles Add Up 


“All these things add up,” says R. R. Wenger, new 
president of the firm. “If you make people feel that the 
more interest they take in their jobs, the better they will 
be paid, and also that management is very interested in 
their ideas on running the business, you’re bound to have 
a better organization.” 

Other morale boosting devices that management uses 
include free hospitalization insurance, partially free life 
insurance, and regular vacations with pay. 

And, management doesn’t think it has a perfect plan 
for increasing employee output yet. As new opportunities 
for boosting efficiency come along, they are immediately 
added to the firm’s present plan. 
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WHAT CROWDER’S QUESTIONNAIRE 


Told About One Manufacturer’s Man: 


1. That he called on the firm to the saturation point. 

2.'That apparently he overplayed both quality and 
delivery of his product to at least one Crowder 
man. 
That he has called on accounts of at least two 
of the firm’s salesmen without first advising them. 
That one of its salesmen would work more often 
with this particular manufacturer’s representative 
“only if our profit increases.” 


Implied About Another: 


1. That he has worn out his welcome with at least 
two Crowder men. 
That he has made unwarranted promises about 
the quality and delivery of his product. 
Chat in the case of two Crowder men he failed 
to follow through and expedite promises from the 
factory for merchandise 
That two Crowder men had strong reservations on 


whether they'd let this fellow go alone to call on 
their customers. 

5. That despite these four criticisms, Crowder sales- 
men indicated they were willing to give the 
manufacturer's man another chance. 


And Suggested About Themselves: 


1. Vhat some Crowder salesmen “‘invited’’ several 
of the so-called faults they found in manufac- 
turers’ men who called. 

.That “arming” manufacturers’ men with con 
densed catalogs wasn’t enough. They worked best 
with product in hand. 

3. That there was more business in Crowder’s terrti- 
tory than even they had estimated. 

+. That their expectations on advice and help in the 
field were higher, in some cases, than their poten- 
tial warranted. 

5. That it was now possible to cue other manufac- 
turers’ men on where to spend time and effort 
most profitably for all concerned. 





Do Manufacturers’ Men Help Or Hinder You? 


Some were an asset, some weren't, this distributor found, but couldn’t learn 


“why’’—until he worked up this salesman questionnaire. It’s yours to borrow. 


[HERE WERE THREE THINGS Fred Taverna wanted to 
know from the salesmen at H. N. Crowder, Jr. Co., 
Allentown, Pa., about their trips out in the field with 
manufacturers men 


1. Why did some of them come back saving: ‘‘I don’t 
want to go out with that guy any more!”’? 

2. Why didn’t Crowder get better results from some 
of these factory men when thev knew the busi 
was there to get? 

3. What, if anything, could be done about the situ 
ition? Where was the remedy? 

Mr. Taverna knew the questions were “sticky”; that 
he would probably be accused by some manufacturers’ 
men of throwing his weight around. It didn’t worry him 
long, that notion, for against it could be posed the many 
things to be gained by a solution of the puzzle. Then 
again, it was always possible the Crowder company ex 
pected too much of its manufacturers’ men; mavbe then 
salesmen’s sights were aimed too high 

It was one thing to recognize the problem, anothe: 
to figure out a solution that would be kind to everyone 
involved. For Mr. Taverna had two purposes in his proj 
ect, and they were equally important to him: (a) “to 
uncover faults and remedy them” and (b) “to enable 
the firm to give praise where praise is duc’ to the manu 
facturers’ men who ranked high with Crowder salesmen. 
His project might be critical, but it must be creative; 
despite its psychological and emotional aspects, it must 
be a practical plan, and simple 


The Plot Thickens 


he plan that finally was evolved took the form of a 


questionnaire. It was worked up by Mr. Taverna (who 
heads up the advertising and public relations department 
for H. N. Crowder) in cooperation with E. W. Kuhns- 
man, general manager, Treasurer Charlie Crowder and, 
of course, all the Crowder salesmen. It was the product 
of sales meetings, dinner-table conversations and small 
talk; it was derived from all the ideas, notions and 
gripes every salesman at Crowder had ever had, or 
heard, or read. And when it was all in, when everyone 
had had his say and the wheat had been separated from 
the chaff, Mr. Taverna sat down with Mr. Kuhnsman 
and together they reduced the “best ideas” to just 30 
pertinent questions. 

Mr. Taverna’s covering memo, explaining the new 
torm to his salesmen, and its purpose, is worth repeating: 

“The attached form has been prepared in an effort to 
uncover faults and to enable us to give praise where 
praise is due 

“In the future, when you work with a salesman, you 
will be given this check list at the end of the day. When 
check lists have been prepared on a salesman by each of 
our men, the check list will be analyzed and unsigned 
copies will be prepared for discussion with the sales 
epresentative im question. 

“We feel this will enable us to eliminate some of the 
shortcomings of the sales representatives who call on us. 

“Please cooperate when you receive these lists.” 

heir comments have been short and to the point and, 
in one case, a Crowder salesman learned something about 
himself that he hadn't realized; that he was himself 
responsible for the fact that none of the manufacturers’ 
men who called ever reported through the receptionist 
(Question 2 on the questionnaire) but barged nght up 
to his desk. He’s working on that one right now 
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Behind The Scenes 


Some examples of the kind of thinking that went into 
each question might be in order: 

Questions 5, 6 and 7 all refer to non-scheduled calls 
when trouble crops up in a salesman’s territory. How 
does the manufacturers’ man react? Does he try to help? 
Is he bright enough to remedy the situation when he 
does try to help?—or was it: “I got Bill Jones today 
on that National Tool job. Some day! He might as well 
have stayed in Philadelphia for all the good he did!”. 

In a sampling of their salesmen after field calls with 
cach of six manufacturers’ men, the following informa 
tion was obtained: 

Representatives 2, 3, 4 and 5 rated very favorably with 
Crowder men. The salesmens’ answers to Question 28: 
“If this report is favorable, would you like to work with 
him more than you have in the past?”— indicated that 
the company should make an effort to have the men (2, 
3, 4 and 5) call more often to work with Crowder sales 
men. 

Representative 1 got tripped up by the question- 
naire because of bad personal and business habits or 
idiosyncrasies. The points Crowder men marked off as 
“against him’”’ were discussed with the man himself and 


after his initial astonishment (never realized he had 
these bad qualities) he set about, with the help of the 
Crowder salesmen, to remedy the practices. 


Thumbs Down On Sixth Man 


Representative 6 was “a case.” Thirteen of the 30 
questions asked found him at fault. He was thought to 
be “brash”, “‘a long talker”, “rambling”, “overstays his 
welcome”, “falls down on delivery promises”, “won't 
call in factory engineer when he’s stuck”, and “can’t be 
trusted to go it alone’. One Crowder salesman had 
pencilled in at the bottom of the page: “Needs a good 
spring tonic to bring him alive. Has been in a coma 
for years.” 

All these comments notwithstanding, Crowder sales- 
men voted to give him another chance. As in the case 
of Representative 1, Crowder management has taken 
up each of his “faults”, in subsequent sessions with him; 
is attempting to counteract their effects. Already there 
has been some evidence of their mutual success as re- 
flected in the changing opinions of their salesmen and 
customers. and in the slowly rising curve of sales turned 
in by him 
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H. N. Crowder’s Check List for Manufacturers’ Representatives 


Name of manufacturer’s representative 
Representing 


Please answer the following questions carefully, 
elaborating, when necessary, on the reverse side of 
this page. A few questions will not be answerable 
by vou, since some apply to the reaction of our 
salesmen and others to the 
personnel. 


reaction of our inside 


1. Does he arrive at our office carly enough to enabk 
you to maintain your schedule? 
Does he report to you through our receptionist 
or does he barge up to your desk? 
Does he carry the proper sales tools to effectively 
promote his product with you? 
Does he help you with your problems concerning 
his product? 
Have you ever had to call on him for a specific 
problem which could not be put off until his next 
visit? 
.If so, was he willing to cooperate with you? 
Was he able to help you? 
Does he permit you to make necessary calls where 
it is impractical for him to make an appearance 
before your customer? 
Does he permit you to carry on your business 
without interrupting vou until you indicate it is 
his turn to speak? 
10.Does he stick to his product, within reason, 
when he is talking to you? When he is talking 
to your customer? 
.Or does he stray too far from his field? 
If he does stray, does he talk about recreational 
activities? Other products you are selling and 
which should not concern him? What else? 
3. Does he talk too long? 
. Does he talk too little? 
Does he wear out his welcome with you? With 
vour customer? 


16. Docs he make unwarranted promises about the 

quality of his products? About the delivery of 

his product? 

7.Does he make unwarranted statements against 
his competitors? 

.Does he make an effort to adjust complaints 
about his product? 

. If a customer is having trouble using his product, 
does he try to teach the customer proper meth- 
ods of usage? 

If necessary, does he call on factory engincers 
for further help? 

When a customer urgently needs delivery, does 
he go out of-his way to expedite the factory’s 
promises? 

Do vour customers appear to accept him favor- 
ably? 

If not, please elaborate on reverse side, giving 
reasons. 

. Does he give a good sales story to your customer? 
Has he sold you on his product? 

.Do you feel he knows his product? 

.In an emergency, would you have enough faith 
in him to ask him to call on one of vour cus- 
tomers alone? 

If not, why not?—Elaborate on reverse side. 

.Does he ever call on your customers without 
telling vou about it, or without having been 
asked? 

.In general, do vou like to work with him? 

3. If this report is favorable, would you like to 
work with him more than you have been? 

. If this report is finfavorable, are you willing to 
give him another chance? 

. What do you suggest we do to correct this con- 
dition? 


Date 


Name 
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WORKING UP PLAN of the “Case Day” 


“Case Day” Comes 
to Strong, Carlisle & Hammond 


lH 


+ 


i nine 


BOYS WERI 
that 


ot Oper 


proMPr—all there, Johnny-on-the-spot, 

Walchli, vice president in 

, knocked his knuckles on the desk to 

ittention and the meeting jumped off precisely 
heduled at 9:10 Cc Day” had beg 

is scheduled at a. m. 1SC ay vad begun at 

Strong, Carlisle & Hammond, in Cleveland, Ohio. 


he pace was fast. In the next hour the boys from the 


morming. F« 
harge itions 


| 
get thei 


LAST MINUTE BRUSHUP on how to make the grinding 
wheels go round to the greater profit of distributor and 
manufacturer was given Bill Sharpe of SC&H (right) by 
Walter MacMillan, Simonds Abrasive man 


meeting, Tom Ballantine, Ed Stvan, 
Ed Walchli and Bob Douglas iron out the time gimmicks to keep things moving at a 
smart pace for host Strong, Carlisle & Hammond, distribution firm in Cleveland, Ohio. 


SPEECHMAKER and Case alumnus 
Ed Mack, 20 years out of school is 
manager of SC&H’s Machinery Dept. 


Institute of Technology heard Ed Walchli sketch the 
firm’s origin in 1887 and its growth. 

He was followed in quick, brief succession by Walter 
MacMillan, speaking for the manufacturer’s choice of the 
distributor as the more effective sales and service outlet 
to customers. Mr. MacMillan’s with Simonds Abrasive 


CASE ALUMNI at Strong, Carlisle & Hammond included] 
(front row) Tom Ballantine, asst. mgr., supplies dept., Bob 
March and Clayton Ryback; (back row) Jack Hammond, 
Lon Eisemann and Steve Balaban 
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CASE UNDERGRADS, guests of the distribution finn, 
made their “day” at SC&H a full one; heard eight depart 
ment heads outline “What Makes a Distributor Tick.” 


Bill Sharpe, Abrasive Div. head at CS&H told of the 
engineering services available from his division; Ed Mack, 
manager, Machinery Dept. told why and how to sell tool 
room and production machinery. 

The boys were then subdivided into five groups, with 
a guide for each, and toured the warehouse and offices. 
The two-hour tour was broken at selected stop-off points 
where key SC&H people explained products and services 
—then back to the Conference Room to hear from Tom 
Ballantine (asst. mgr. supply dept.) on the “why” of 
paperwork; from Carl Steigerwald, treasurer, on where 
the money comes from and goes to; and from Ed Martin 
of Fuller & Smith & Ross (ad agency) on why distribu 
tors must advertise. 

Incidental Intelligence: 

The boys were offered old catalogs of the firm, to be 
used as reference books. About half took them home for 
study. 

Giveaway novelties included pencils, pads, tie chains 
ind sharpening stones. 


AT ELEVATOR DOOR, Jim Case, store manager of the 
firm, greets Case men and directs them to third floor sales 
training room. The day clicked off smoothly due to pre 
meeting dovetailed coupling of hours and events 


“Vittles” were served the boys buffet style. Going-away 
gifts included the firm’s out-dated catalogs, abrasive stones, 
the usual pads, pencils, tie chains and whatall. 


Buffet lunch at 12:30 ($75.00) was catered, included 
cold cuts, tuna fish salad, potato salad, ice cream and 
coffee. Case alumni and executives ate and mingled with 
undergrads, got an extra opportunity to answer the boys’ 
interested questions. 

\What was in it for SC&H? 

Vice president R. C. Douglas saw it this way: 

a) “Case graduates make good employees” 
has six of them). 

b) “We want to be favorably known to more people.” 
“Manufacturers indoctrinate college men while they 
still are at school. So can we; and what is more, 
we can localize it.’’ ' 
“Distribution is a community as well as a customer 
service. Case Day demonstrates that effectively.” 
“Many know distributors only as ‘middle-men’ and 
malign them for that reason. Case Day nips that 
idea in the bud; it proves distribution’s Be: «taney 
shows just what it is, proves it’s a growing business 
that has persisted in good years and despite bad.” 


(SC&H 


GUIDES GET BRIEFING by Paul Heller (far left) of 
SC&H Cutting Tool Dept. on what to say about stocks of 
drills, taps, carbide tools. Guides are Bill Aring, George 
Scoville, Bob Vonachen, Lou Eisenmann and Tom Ritter 
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MAKING ORDER MASTER is first COPIES are reproduced on forms of INVENTORY CONTROL is adjusted 
step in handling orders at Mill Supph various colors indicating uses. Mrs on stock shipments from shipping 
& Machinery Co., St. Louis Helen Schneider operates machine order by Royce Cheney 


CHECKING AND PRICING of the orders is the nex 


p. This work handlee itv desk by Paul Moore 


iid Gene Mittendorf 


Cutting Costs 
of Paperwork 


A St. Louis distributor worked out a 
flexible system of order handling that 
cuts his personnel requirements in half 


\ Sr. Louis pisrript ror has discovered the simplest 
methods of handling paperwork don’t necessarily get the 
yest results. ‘The management of Mill Supply & Machin 
erv Co. has cut its ‘order handling staff in half, and 
processes 60 orders in two hours time each day by using 
1 multiple corm process of reproduction 








How the System Operates 


\WHEN AN ORDER IS RECEIVED by Mill Supply & Ma 
hinery Co., it goes through one half of a Ditto process 
to reproduce forms for getting the goods to the cus 
tomer. If the order is to be filled from stock, these 
forms consist of shipping order, packing list and ad 
dress label. If the order is to be filled by direct ship 
ment from a manufacturer, the forms are purchase 
ders 

The order goes through the second half of the 
process when it is billed, and copies are made for vari 
yus accounting purposes. The forms in this half are 
the same for both shipments from stock and direct 
shipments. 

One master copy is prepared in Ditto ink for each 
half of the process. The master for the first half is 
labeled ‘‘order master”, while the master for the billing 
phase of the process is labeled “billing master”. 

Here is the complete process 


If shipment is to be made direct from a manufacturer— 
1. A full order master is filled out, with the manu 


facturer’s cost to the distributor entered in the price 
columns. The upper right hand corner, with space for 
invoice number, etc., is left blank. From this order 
master a purchase order, acknowledgment, and two file 
copies are run off. The reproductive process is simple, 
since the order master is typed in a typewriter with a 
Ditto ribbon. 

The purchase orders are numbered by hand at 
the city desk. Two copies are mailed to the source of 
supply, and two are filed, one alphabetically and one 
numerically 

3. Each order master has a perforated line separat- 
ing the “description” half of the form frem the pricing 
half. At this point, the right half of the order master 
is discarded and one shipping order is run off from the 
left half. Actually, this copy is not used as a shipping 
order at all, since the goods are being shipped direct 
from the source of supply. Purpose of the form is ex- 
plained in the next step. 

he left half of the order master, still capable of 
reproducing more copies, is clipped over the left side 
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ORIGINATOR of the one form system for handling orders 
at Mill Supply & Machinery Co. is Ralph FE. Eckert, office 
manager, here checking stock shipment. 


‘At first glance, there’s more paperwork,” says Office 
Manager Ralph Eckert, “but other than the forms the 
only thing we need is a garden variety Ditto machine 
And the system has worked wonders in cutting overhead 
ind speeding up our billings.” 

Mill Supply & Machinery Co. handles about 15,000 
orders per year. Formerly, the firm required two full-tim« 
der typists, one full-time accounting clerk, and one full 
time billing clerk to handle the paper work involved 
Now, the number has been cut in half. The two typists 
work only part time, and a half-time billing clerk handles 
the invoicing. Further, no billing machine is required 

Ihe process involves reproducing copies of the orders 
on special forms for various accounting and _ statistical 
purposes. One of the best uses the management has put 
the system to is slashing its accounts receivable overhead 

Formerly, individual ledger accounts were maintained 
by a clerk for each customer, and postings were madc 
from copies of invoices. Payments were individually 
posted in the ledgers, and trial balances had to be taken 
frequently. 

Now, when the Ditto machine operator is running off 


LEDGERLESS BOOKKEEPING is an offshoot of the 
system. One copy of each order is filed under the customer's 
name, acts as accounts receivable entry 


copies of the orders for invoices, she prints one on a 
special accounts receivable form. ‘The top half of this 
form is, of course, a reproduction of the invoice. The 
bottom half has columns for cash payments and credit 
memoranda. This form is filed under the customer’s name 
ind takes the place of a ledger entry. Subsidiary ledgers 
are thus eliminated. 

When the customer makes a payment, the amount and 
date are entered on the form. When payment has been 
made in full, the sheet is removed and placed in an 
inactive file. An accounts receivable control ledger 1s still 
maintained, but figures for it are checked against the 
copies of the invoices, rather than ledger entries 

Other copies are run off for the salesmen, and commis 
sion copies go to the accounting department, where they 
ire accumulated monthly for figuring salesmen’s com 
pensation 

“The beauty of the operation is that it’s so flexible,” 
says Mr. Eckert. “We can run off as many copies or as 
few as we need on each order. We don’t have the waste 
we used to have, and it’s much easier to satisfv indivi? ial 
customers’ requirements.” 





How the System Operates (Cont'd) 


f a blank billing master for later use. This avoids the 
need of retyping the “description” part of the ordet 
when it is billed. Shipping copy and billing master are 
filed. 

4. When the manufacturer's invoice for the goods 
utives, the billing master and shipping order arc 
removed from the file. Using the shipping order as 
1 work sheet, the order is priced and extended at the 
city desk by hand, and the information is typed in 
Ditto on the right half of the billing master. Since the 
left half of the original order master, showing items 
sold and the customer’s name and address, is attached 
to the billing master, the billing master beccmes, for 
billing purposes, a new order master. 

5. From it invoices, salesman’s copy, sales journal 
copy, commission copy and accounts receivable copy 
ire run off and distributed 


If shipment is to be made from stock— 
1. The night half of a blank order master is torn off 
ind discarded. This half is used only in case of a direct 


shipment. On the left half, the order is typed in Ditto 
ink; the name and address of the customer, salesman, 
route and number and description of items ordered 
ire shown. 

2. From this order master a shipping order, packing 
list and address label are run off 

3. These three forms go to the city desk for credit 
checking and inventory control adjustment. Notations 
ire made as to which items are in stock, and which 
have to be back ordered 

4. The forms go to the shipping department for 
shipment. When shipped, the shipping order is re- 
turned to the city desk for use as a work sheet for 
billing, as it is in the case of a direct shipment. From 
this shipping copy a billing master is typed in Ditto 
ink, and the process from here is the same as for direct 
shipments. 

\t this point, items that have to be back ordered are 
treated as direct shipments, and the regular direct ship- 
ment process is carried out for them, beginning with 
a new order master. 
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A Good Salesman Must Be 


“He is a persistent young man. He 
knows what he is in business for and 
is patient and helpful. What can 


you do with such a young man 


but give him the order?” 


Salesman Paans, with H. G. Nordquist, learns chain potential. 


Memo From: H. G. Nordquist, treasurer, Scandia Mfg. 
Co., N. Arlington, N. J. 

Subject: Sales to us by Garry Paans, H. W. Mills Co., 
Passaic, N. 4 

Comments: You might find it of interest to know how 

Mr. Paans opened up his account with our firm. 

He has been calling on us, I should say, for about four 
years. Mr. Paans himself might not agree on this: He 
might tell you he has been selling to us only a short time. 

The story is this: Mr. Paans has been calling at my 
office for a year. Every second week he comes, faithfully. 
I am afraid that I did not encourage him too much on 
these calls. I think sometimes he must have wondered 
whether he had, as the salesmen say, “made his points”. 
He sold us, at that time, almost nothing. One day 
when he came in, he saw on my desk some color film. I 
was about to send them to the Kodak Co. for develop- 
ment. 

We began to talk on the subject of taking pictures. He 
asked me what success I had had. “Not too good,” I told 
him. He asked: “Do you use a light meter?” I con- 
fessed that I did not—and he promptly offered to lend 
me his own. 

I kept his meter for three weeks. When I sent my 
pictures away for development, I think Mr. Paans was 
as interested in what they would show as I was myself. 
When they came back they were perfect, every one. He 
then arranged for me to buy a light meter for myself. 

It occurred to me then that perhaps I ought to listen 
more closely to Mr. Paans when he spoke of his prod- 
ucts. If he was so familiar with the way things ought 
to be done in his picture-taking hours, he might be 
equally intelligent about the products he sold to eam 
his living. 

I asked him to call in weekly. That was three years 
ago and he has gotten an order on almost every call. 


‘“‘He’s no plumber. He always comes 


equipped with the proper tools. 
And he knows how to make 
points when he uses them.” 


Bench grinder Mr. Paans lent Al Lynch sold itself by test runs. 


Memo From: Albert J. Lynch, P. A., International Nickel 
Co., Bayonne Works, N. J. 

Subject: Garry Paans, salesman, H. W. Mills Co., Pas- 
saic, N. J. 

Comments: Can’t think of a better illustration of why 

we like and buy from Mr. Paans than is contained in 

this picture. 

I had inquired at Mills recently about a two-wheel 
bench sander. Mr. Paans followed up the call, went out 
of his way to learn exactly what was my grinding prob- 
lem. He suggested ways of meeting that problem and 
specified the bench grinder which he felt would come 
closest to our requirements, then volunteered to bring one 
down to us. 

He came equipped with the machine, a descriptive 
bulletin on it, a quoted price, and some information on 
where grinders of this type had been installed locally, 
and how they had performed on the job. He talked well 
about the advantages of the tool, and offered us the use 
of it for a day or two. 

We availed ourselves of the offer and did give him the 
order for the bench grinder. 

This type of service by Mr. Paans is not at all unusual. 

Several weeks ago we were badly in need of contact 
rolls for use on our belt sanders, None of the type were 
available locally; the firm that supplied us was out on 
Long Island, some 40 miles distant. 

Somehow Mr. Paans learned of our out-of-supply situ- 
ation. Without instruction of any kind from us, he called 
“Long Distance”, got in contact with the firm on Long 
Island that supplied us with the rolls, drove out himself 
to pick up a quantity of them, and delivered them at 
our door. We had no idea what he intended until he 
stood in the office, burdened with the contact rolls. It’s 
only natural that we tend to think of him when we need 
industrial supplies. 
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Many Things to 


*‘He’s willing to be more than an order 
taker. He gets for us some of the 
things he doesn’t have on the shelf. 
He finds the stuff we need.” 


Fd tiughes’ grinding problem was solved by Garry Paans. 


Memo From: Ed Hughes, gen. mgr. machinery depart- 
ment, L. & R. Mfg. Co., Arlington, N. J. 

Subject: Why we buy from Garry Paans, salesman, H. W. 
Mills & Co., Inc., Passaic, N. J. 

Comments: He finds the stuff we need, that tells the 

whole story. All kinds of salesmen come in, but only 

Garry finds the stuff. 

Remember the end of the war? when there were no 
materials shortages, no more priorities? I needed steel 
shelving for storage bins. I asked other salesmen to get 
me some. They didn’t. Scarce, they said, too scarce. 
Garry got it tho’. 

One time I needed equipment for a production job. 
Garry found it. 

Another time I was having trouble with a gear box, 
couldn’t get the grease to stay in—or when it did, it 
wouldn’t lubricate properly. I told them all about the 
problem, every salesman who called. But it was Garry 
who got hold of the manufacturer’s man, who helped to 
trouble shoot the job, specified a special grease gun and 
different grease. And, to make sure we'd be able to get 
it again when we needed it, H. W. Mills stocked in a 
supply. We use quite a bit of that stuff. 

Garry comes in every second week, just like the others. 
Oh sure, they'll sell me cutting tools, socket screws— 
what ever they have, what I can get from any dis- 
tributor in the area. But Garry’s the guy who makes a 
little effort to sell what he doesn’t have, what he may 
have to look up somewhere, or hunt around for. 

I guess he has built up our account with Mills to ten 
times the volume of four years ago, when he first began 
to call here. He did it by service, by little favors that 
didn’t take too much of his time, sometimes meant only 
a phone call. 

Do you think it pays him to give us these services? I 
suggest you ask Mr. Paans himself. 


His Customers 


*‘He’s a termite, but in reverse. He 
works quietly, the way termites do, 
but where they destroy, he builds 

up. He’s helped us to grow.’ 


s 


Toolwise John Pascale needed cutter and catalog data to sell him. 


Memo From: John J. Pascale, president, Quality Tool & 
Die Co., Hoboken, N. J. 

Subject: Salesman Garry Paans, H. W. Mills Co., Pas- 
saic, N. J. 

Comments: Tony Fabiano (director of engineering and 

production) tells me you're interested in how Garry 

Paans got started here. Hey, that’s a long story. How 

long? It goes back to maybe 1942 or ’43. 

The first order I gave him was for a special T-slot mill- 
ing machine bolt. Pretty small order, hah? But we were 
a small plant then. Fifteen hundred, that’s what we 
were worth in ’42. Just me and my partner. Today? No, 
I won’t tell you our net worth today—just give you our 
weekly payroll. That tells plenty. 

It’s $4300 a week. And 43 workers. We've got over 
60 machines going out there in our shop. All that since 
Garry Paans began to call here. He helped us to grow. 

I remember during the war we needed a compressor 
in a hurry. Garry put it in his car and brought it over. 
So we gave him all the business to hook up the air lines 
and blow guns. He even designed an air layout for us. 

We like him, and buy from him, because of what he 
does for us. You’d be surprised how much business he 
gets from us just on “follow-through”. 

After the war we went into precision grinding; started 
building stator and rotor lamination dies. As anyone will 
tell you, it’s delicate stuff, plus and minus a tenth. We 
had a helluva job getting the right wheel. One salesman 
had a shot at it and fell on his face. Garry learned about 
it, looked up the specifications, and said we were using 
the wrong bond and grit for what we wanted to do; 
that’s why the wheel lost its form. Garry was right, too; 
the new wheel did do the job. 

All I’m saying about that one is that if the other sales- 
men had followed it up he’d have gotten orders for a 
lot of grinding wheels since 1945. 


INDUSTRIAL DISTRIBUTION © OCTOBER, 1951 95 








House Organ Sells Itself By Making Sales 
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I'YPICAL ISSUES feature goings on at Campbell Supply Co., care of products, industrial achievement stories. 
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Seattle distributor learns of tangible re- 


sults of publication after determining 


costs were running too high for good 


will building. 


Ir CAMPBELL’S Industrial Supply News is an active mem 
ber of the sales staff at the Campbell Hardware & Supply 
Co., Seattle, Wash., today, it’s no accident. The housc 
organ earned its place. 

A year ago the neat 8-by-11 in. book was headed for 
the axe—an intended victim of cost analysis. Not that 
it hadn't fulfilled its original mission, which was to spread 
good-will among Campbell’s customers. It had done the 
job too well. 

What price good will? As the thouse organ circulated 
among the plants and shops which buy or are prospects 
for Campbell’s products, its popularity grew by leaps and 
bounds. More and more plant and shop personnel asked 
to be placed on the bulging mailing list. It was this 
expanding list which caused Wallace Campbell, presi 
dent, some concern as to whether or not it was reaching 
the point of diminishing returns. 

And since every attempt was made to keep the booklct 
at a quality level as to printing and layout, it was an 
expensive item. The Industrial Supply News is a 16-pag: 
job published on the average of once every two month 
or so. Its inside pages show a feature story, usually of 
some great industrial achievement such as the laying of th« 
Trans-Continental Pipe Line; a column called “Getting 
Acquainted”, which is a brief biography of a member 
of the Campbell staff with a picture; product articles tell 
ing about use, care and maintenance of industrial sup 
plies; news of Campbell activities, internal operations, 
facilities; product advertisements and a personal column 
on general interest topics contributed by Mr. Campbell 
Pictures are used extensively throughout. Covers vary, 
and are illustrative of either the season or product 

As the mailing list mounted to almost 4,000 copies 
per issue, the costs began to look formidable to Mr 
Campbell. His initial reaction was to try to whittle the 
list down to around 3,000 copies. But this expedient 
wasn’t too successful. Finally, Mr. Campbell decided to 
hold a meeting with the sales staff to decide on whether 
to continue publishing the Industrial Supply News. 

Objections by the salesmen were unanimous. In fact. 
the salesmen’s reasons for continuing publication wer« 
pretty convincing. The salesmen said they relied on th« 
publication to stimulate product inquiries because it fea 
tured several key lines in each issue and news of new 
products when they are taken on. In addition to its value 
as a good-will builder, it was also a conversation piec« 
which stimulated interest in Campbell Hardware & Sup 
plv bringing the firm closer to big customers 

These were intangible benefits, but the earnestness 
with which the salesmen pleaded the magazine’s causc 
prompted Mr. Campbell to go along and continue the 
News. However, he insisted on a stricter supervision of 
the mailing list, to assure that the magazine reached 
people important to Campbell Hardware & Supply. Sales 
men were given the responsibility to check constantly on 
names, spelling, positions. plant personnel changes, etc.. 
to make the list as up-to<late and as efficient as possible 

Prior to each mailing, the addressograph plates would 
be run off for proofs. Mr. Campbell then sat down with 


SILENT SALESMAN wins buyers’ interest with appropriate 
reading matter about industry, products and personalities in 
Campbell Supply Co.’s News 


the salesmen and went over the list name by name. Each 
name was evaluated on the basis of buying influence, 
position and potential. 

It was at one of these sessions, however, that the real 
practical value of the Industrial Supply News was demon 
strated to Mr. Campbell’s satisfaction. In going over the 
ist, Mr. Campbell came across the name of a cemetery 
\lthough he knew the cemetery superintendent person 
illy, Mr. Campbell couldn't imagine any practical value 
n sending the house organ to him. He suggested that 
the addressograph plate be destroyed. 

rhe suggestion was approved and “kill” was marked 
cross the name of the cemetery. At that point, how 

ver, one of the salesmen expressed some doubt as to 
vhether or not the name should be eliminated from 
the list. He suggested that it might be a good idea to 
see if the cemetery was “on the books” as a customer be 
fore “killing” it. The suggestion was adopted. 

Before the group could go on to the next name, an 
other salesman came up with another idea. He pointed 
ut that a salesman’s call cost about $2 and it cost only 
15 cents to mail a copy of the News. Since the expens¢ 
f a salesman’s call on the cemétery wasn’t justified, why 
not let the News make the call for only 15 cents instead 
The argument was impressive but it was decided to 
check the order book before further action. 

But, before the check was made, Mr. Campbell met 
the cemetery superintendent in the display room. The 
superintendent wanted to congratulate him on his “col 
umn” in the News. Mr. Campbell was pleased but in 
quired as to what the superintendent found interesting in 
the book besides the column 

“Why,” replied the superintendent, “I was just going 
to ask vou about that flexible rubber hose you featured 
m the back cover of that last issue. I could use a lot of 
it. I always look over your ads, they give me ideas.” 

Further inquiry revealed that the superintendent had 
looked over the previous issue in which there was an ad 
for an electric hammer. He had gone directly to Camp 
bell’s showroom, looked it over and had bought it. He 
had obtained an electric drill the same wav. 

\ quick mental recap of those sales was the clincher as 
far as Mr. Campbell’s estimate of the News was con- 

erned. This was tangible evidence of the magazine’s 
effectiveness that he apvreciated. He got busv on the 
der books, checking some dubious names and found out 
that thev were well represented with orders. 
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GRINDING WHEEL DISPLAY at R. C. Duncan Co., firm pushes abrasives 


Will Erie arranges display. Displays 


Minneapolis, occupies whole front window during the month are changed completely twelve times yearly 


Double Job For Display 


Don’t expect overnight results from display, says Russ Duncan of R. C. Duncan 


Co., Minneapolis. Try the “‘low pressure” approach instead for long term gains 











R. C. Duncan Co.’s Display Schedule 


Display, both window and counter, is tied in at this company with the promo- 
tional material currently being mailed, as well as with salesmen’s efforts to push 
certain lines during each month. ‘The schedule for 1951 covers all of the firm’s 
major lines 


January—Boiler room supplies. Jume — Hose and_ accessories, 
Heaters, steam traps, pack- sprinklers and hose reels. 


ing, scoops, and insulating . 
material. July—Shop supplies. Ladders, 
; pipe tools, vises, wire 
February—Cutting tools. Drills, brushes, fire extinguishers. 
taps, cutters, saws, hacksaw . 
blades, files. August—Valves and fittings. 


March—Abrasives. Both wheels September — Materials handling 
and coated abrasives. supplies. Wire rope, cable, 


: . ‘ . hoists, casters trucks. 
April — Transmission — supplies. roists, casters and 


Gear reducers, V_ belts, 
leather belting, and _ belt 
dressing and lacing. November—Electric tools. 


October—Lubrication materials. 


May—Paints, brushes and spray- December—Pumps and com- 
ers. pressors. 
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“Don’t sett the value of display to 
an industrial supply firm short,” says 
R. C. Duncan, president of R. C. 
Duncan Company, Minneapolis. 

This distributor knows from his 
own firm’s experience that good dis- 
plays, properly planned, have two im- 
portant selling jobs to do for an indus- 
trial distributor. 

“The main function of display is, of 
course, to sell merchandise,” says Mr. 
Duncan. “What many distributors 
don’t recognize is that it sells in not 
one, but two ways. 

“The first is sight selling. That is, a 
buyer visiting the ‘will call’ depart- 
ment passes through the display room, 
sees some item on display, decides he 
wants it, and buys it. Or a driver, 
picking up an order for a customer, 
will carry word back to his purchasing 
department of some piece of equip- 
ment he’s seen displayed. 

“This works very well in the sale of 
consumer goods, as in department 
stores. Cndestunstehy in our type of 











business it cannot be expected to work 
as well. Industrial buyers just don’t 
buy industrial supplies and equipment 
on the spur of the moment, as they 
would soap, toothpaste or shirts, be- 
cause they see them on display. 

“But the sale of a good many items, 
particularly new products which do a 
new job, can be boosted immediately 
with display help. The short run ef- 
fect on the sales of standard items is, 
admittedly, considerably less.” 

Mr. Duncan feels that this first 
purpose of display is a “high pressure 
display selling’’ approach. Because this 
“high pressure” approach is successful 
in only some supply lines, there is a 
tendency for distributors to write off 
the value of display completely. Or 
else they just make a gesture toward 
display by setting up a miscellaneous 
collection of industrial items on the 
display floor and forgetting them. 


A More Important Use 


According to the management of 
R. C. Duncan Co., display does have 
another and very important job to do 
for an industrial supply firm. This is 
the “low pressure” approach in ac- 
quainting industrial buyers and mem- 
bers of the business community in 
general with just what an industrial 
supply firm is, and what it sells. 


“Ask any ten men you meet on the 
street what an ‘industrial supply’ or 
‘mill supply’ house is, and you will 
probably find only one who knows,” 


according to Mr. Duncan. “If we 
could get two out of ten or five out of 
ten businessmen aware of our industry, 
what we do, what we sell, and what 
services we Offer, the long run effect on 
our sales would be very beneficial.” 

For this reason, when the manage- 
ment was making plans for a new 
building, it paid close attention to the 
importance of “low pressure display 
selling”. Although the building was 
erected away from the center of town, 
it is located on one of the busiest ar- 
terial streets of Minneapolis. It was 
constructed within 15 feet of the 
sidewalk, and its long side parallels the 
street. And most of the front of the 
building is a huge display window. 

During the day, the displays of large 
stock items are obvious to passers-by. 
At night, when the window is illumi- 
nated by fluorescent lamps and spot- 
lights, the effect is even more striking 
to passing cars and pedestrians. 

The primary purpose of this over- 
sized display is to associate, in the 
minds of pedestrians and motorists, 
the name “R. C. Duncan Co.” with 
the supply and equipment items be- 
hind the window. Mr. Duncan feels 
that they have been very successful in 
accomplishing this purpose. 


DISPLAY SCHEDULE is laid out by R. C. Duncan, president, and Mr. Erie for 
the next year. Schedule allows Mr. Erie to anticipate needs, get needed materials. 


FLOOR PLAN of all supplies and equipment to be displayed is drawn up in advance. 


Company workers make the monthly floor changes in a minimum of time. 


“Of course, it is not enough to have 
a place to display merchandise,” says 
Mr. Duncan. “You've got to make 
use of ‘live’ display. By this I mean 
it’s not enough to throw a few pumps 
and gear reducers behind the window 
and forget them, except for a semi 
annual dusting. And ‘live’ displays 
means, too, associating the products 
as much as possible with their use.” 

At R. C. Duncan Co., displays are 
systematically rotated in order to tie 
them in with current sales efforts. 
Each month, according to a schedule 
laid out before the first of the year, 
the salesmen push one or two major 
lines. During that month, the line is 
displayed prominently in the window 
and on the counters. 

When the end of the month comes, 
the displays are changed overnight. 
This rotation of display gives a ‘live’ 
quality to the window, and the passers- 
by don’t have a chance to — the 
building because it always looks the 
same. 
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Mr. Duncan has appointed one em- 
ployee, Will Erie, to have complete re- 
sponsibility for all displays. Once Mr. 
Duncan and Mr. Erie, together with 
the sales staff, set up a schedule for 
the year, Mr. Erie immediately begins 
plans for each month’s display. 


Suppliers Provide Help 


He must consider what type of 
product within each line will attract 
the most attention from the street. 
After deciding what it is to be dis- 
played, Mr. Exie often contacts the 
suppliers for help. They have been 
very cooperative in supplying special 
display material, according to Mr. 
Duncan. 

Mr. Erie draws a floor plan, show- 
ing the location of every item to be 
displayed, before it is brought out of 
the warehouse. So, when the time 
comes to change the display at the 
end of the month, the changeover can 
be made with a minimum of time and 
confusion. 











FLYING COMPANY of John Swanson, Jr., J. ‘I 


ind Mr. Swanson, Sr., of American Supply Co., Alexandria, fice 


Sumrall 


La., and the ‘‘Navion” which helps to cut down “away from 
time on business trips 


What About The Airplane In This Business? 


That depends on what an industrial supply firm would expect 


from a plane, according to Louisiana distributor who has one 


WHETHER OR NOP an airplane is a 
profitable investment for an industrial 
supply firm is a question which each 
individual firm must answer for itself, 
iccording to John Swanson, president 
of The American Supply Co., Inc., 
Alexandria, La. The answer, Mr. 
Swanson indicates, will depend on 
what you expect the airplane to do for 
your company. Mr. Swanson’s com 
pany owns one and uses it to advan 
tage. 

The question is more than aca- 
demic. Not all industrial supply firms 
are located in concentrated industrial 
territories. Many of them have to 
cover far and wide to get the business 
Many of their salesmen are based in 
towns away from headquarters in order 
to cover their territories more efh 
ciently. Some distributors own or use 
planes in their business as has been 
reported at times in INpustrriat Dis 
rRIBUTION, but here is a case history 
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of a decade of practical application of 
rapid aero transportation exclusively 
for industrial supply selling ends. 

In the first place, Mr. Swanson 
doesn’t believe that a company can 
work a territory with a plane, at least 
not in the South where he is located. 
But he does think that it can save lots 
of time in assisting others, particularly 
customers. “I know one company in 
this state,”” \Ir. Swanson said, “which 
operates three planes and this firm 
claims the planes are more than pay- 
ing for themselves. However, this com- 
pany operates about six branches 
which means a lot of getting around.” 


Company Owns Plane 


Mr. Swanson’s company owns a 
Ryan “Navion”. It is a 205 hp., four- 
passenger executive type with a cruis- 
ing speed of 150 mph. He had owned 
personally two other planes, both of 
which were used exclusively for com- 
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pany business. To simplify accounting, 
the company owns the present plane 
outright. It is used entirely for busi- 
ness purposes, not recreation. 

As a matter of fact, Mr. Swanson 
took up flying about 11 vears ago as a 
hobby. As he developed in flying tech- 
nique, he began to use it as a means 
of rapid transportation for business. 
Even the first plane he owned was 
used almost entirely for securing hard 
to get materials. It made personal con- 
tact with factories quicker, and he 
learned that personal contact with sup- 
pliers was far more effective than writ- 
ing letters. Now two others in the 
company are pilots also, including Mr. 
Swanson’s son who is in the Air Force. 

The original cost of a plane of the 
type owned by American Supply Co., 
with radio and equipment, is some- 
what high, Mr. Swanson said. The 
ship represents an investment of about 

Continued on page 174 








A Foot In The Door 
For Sales 


Valuable sales leads are uncovered for 
the salesmen of The Kacena Company, 
Cedar Rapids, Ia., by drivers of the com- 
pany’s welding supplies route trucks 


FOR FIFTEEN YEARS The Kacena Company, Cedar Rapids, 
Ja., has sold welding equipment and supplies at the cus- 
tomer’s door, from regularly scheduled route trucks. 

The experience gained over this period has convinced 
the management that it is not only a highly profitable 
way of selling welding supplies, but it is a very valuable 
foot in the door for the salesmen of the company’s 
general line of industrial supplies. 

According to H. B. Young, sales manager, four big 
benefits have piled up as a result of this selling operation: 

|. The customers called on, mostly welding job shops. 
grow to anticipate the truck’s arrival regularly (every two 
weeks). This means that they anticipate their needs, 
ind usually have an order ready when the truck arrives 
Since their buying habits fall into a pattern, the driver 

ible to fill the order right off the truck. The habit 
factor of buying from The Kacena Company's trucks 
definitely limits the effect of competition, according to 
\lIr. Young. 

2. Door-to-door supply of welding equipment and 
supplies is a big service to Kacena’s customers. They 
ippreciate this service, and express the appreciation by 
placing orders for the company’s general line of indus 
trial supplies. 

3. The truck drivers, over a period of time build 
up strong contacts with customers, and are able to 
upply the general line salesmen with sales leads. As 
far as the salesmen are concerned, having the truckers 
make regular calis is the same as having advance men 
going into all the job shops just to survey them for sale 
opportunities 

+. Even if the trucks were used only for selling weld- 
ing supplies and equipment, it would be a profitable 
operation. The management of The Kacena Compan 
has been able to make it even more profitable by also 
using the trucks, whenever possible on their regular 
calls, to deliver items ordered by mail, telephone, or 
through the general line salesmen 

The Kacena Company operates branches at Ottumwa 
and Burlington, Ia., and by working trucks out of these 
two cities, as well as Cedar Rapids, are able to blanket 
Eastern Iowa. The routes are laid out so that the trucks 
are able to return to their bases each night, which holds 
costs to a minimum 

A truck will call on a welding job shop once ever 
two weeks. The calls are scheduled for the same day of 
the week on each trip, and are made at as nearly the 
same time of day as possible 

The same shops are called on, in addition to other 
industrial customers not using welding equipment, every 
four or five weeks by the company’s general line sales 
men. It is on these calls that the salesmen are able to 
exploit the sales opportunities uncovered by the truckers 


&* 


LOADED UP and ready to go is this route sales truck, one 
of the five operated by The Kacena Company, Cedar Rapids, 
la. ‘Trucks make scheduled calls every two weeks 


5. 


LOAD IS CHECKED before the day’s run 


DAY’S ROUTE is checked by Wallace Nelson, driver, and 
H. B. Young, sales manager. Driver calls on same day of 
veek on each trip, tries to make it the same time of day. 


Truck carries 


oxygen, acetylene, welding supplies, together with industrial 


supplies previously ordered by customers 


INDUSTRIAL DISTRIBUTION © OCTOBER, 1951 


101 











PITTSBURGH DISTRIBUTOR 


Seven Ways 
Suppliers 


Suppliers can be a major 


ume and profits, says man- 


PERSONAL CONTACT between supplier’s representative, inside personnel is big 


factor in promoting better relations, says management of Harris Pump & Supply, Supply, Pittsburgh. Here’s 
Pittsburgh 





SUPPLIER-DISTRIBUTOR COOPERATION 
is essential to a successful distributor 
operation, according to Tom Hubbard, 
sales manager of Harris Pump & Sup- 
ply Co., Pittsburgh. And you can’t ex- 
pect your supplier to help you if you 
don’t help him. 

Some time ago, the management of 
this company decided that it was miss- 
ing chances for profit by failing to cul- 
tivate thoroughly this essential sup- 
plier-distributor cooperation. 

To solve the problem, the manage- 
ment first listed all the possible ways 
it could help its suppliers do a better 
job of marketing their products, and 
then saw to it that Harris personnel 
measured up to this list of objectives. 

The result has been a harmonious 

PURCHASING PROBLEM is discussed by Gene Sillaman, purchasing department, relationship with the company’s manu- 

ind L. C. Kaefer, Black & Decker representatis uch conferen ire held regu facturers, and this teamwork has pro- 

larly duced increased sales and higher prof- 
its for both the distributor and _ his 
suppliers. 

Harris’ list of seven ways to “help 
yourself by helping your suppliers” in- 
cludes: 





1. Management convinced its sup- 
pliers that it was interested in 
doing a real job for them by 
properly covering its trading 
area. Harris salesmen present 
their suppliers’ lines to every 
known prospect and customer, 
and management keeps sup- 
pliers informed of this by pre- 
senting them with detailed plans 
and procedures for the coverage 
of its trading area. 

Harris’ management maintains 
its inventories in well balanced 
and fully stocked condition. In 
PRODUCT MEETINGS between manufacturer's man and the distributor's sales abnormal times (such as the 
staff are scheduled often. Main idea is for the two to become acquainted, build present market) this objective is 
confidence. difficult, if not impossible, to 
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LISTS .. 


To Gain 
Cooperation 


asset in building sales vol- 


agement of Harris Pump & 


MANAGEMENT PROBLEMS affecting sale of supplier's products are discussed 
freely. Here Mr. Kaefer talks over local problem with Tom Hubbard, Harris’ sales 
manager. 


how Harris gains their help 





reach; but in “normal” times 
the distributor assures suppliers 
of maximum sales from his 
stocks by building inventories 
on the knowledge of his cus- 
tomers’ requirements. 

The salesmen are urged to 
make a special effort to find out 
from their customers about any 
likely big changes in their pur- 
chasing habits. This informa- 
tion is passed along to suppliers 
to help them schedule their 
production. 

Management acts on its sup- 
pliers’ suggestions as to the ware- 
housing of their products. 
Recommendations, and even ine 
structions in connection with 
the proper storage and handling 
of individual products, are car¢ 
fully studied and acted upon 

The distributor uses manufac mum amount of help in thes¢ 
turers’ promotional _ literature promotion programs from his 
carefully and wisely. Booklets, supplicrs’ representatives. In- 





SALES POLICIES of distributor are carefully developed, presented in writing to 
manufacturer's representative. This points up distributor's ability to sell thoroughly 
7. Harris’ management gets the 
most out of its suppliers’ field 
representatives. The pictures 


pamphlets and other direct mail 
pieces reach those who influ 
ence the purchase of the met 
chandise they advertise. Harris’ 
management has _ eliminated 
duplications and wasted mailings 
from its list, in order to hold 
direct mail advertising costs t 
1 minimum. And, direct mail 
programs are tied in with gen- 
eral sales promotion programs 
ind sales drives. 
Harris’ management develops 
well organized sales promotion 
programs. The words “well o1 
ganized” are used here because 
Mr. Hubbard feels that a half- 
hearted, poorly thought out at 
tempt at a sales drive can be 
worse than none at all. 

The distributor gets a maxi- 


cluded in the programs are the 
scheduling of major lines and 
products, product sales meet- 
ings, and joint calls between 
salesmen and manufacturers’ 
representatives. 

The distributor uses manufac 
turers’ training schools to the 
best possible advantage. Mr. 
Hubbard feels that he gains in 
creased cooperation from ‘his 
suppliers and, at the same time, 
increases the product knowledge 
of his salesmen by sending them 
to manufacturers’ training 
schools. The schools help sales- 
men find new applications for 
products, and help them pre- 
sent these applications to pur- 
chasing agents and plant per- 
sonnel 
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that accompany this article sug- 
gest some ways in which this 
distributor uses factory men. 
Mr. Hubbard feels that distrib- 
utors can miss the boat if they 
don’t make supplier representa- 
tives feel that they are an actual 
part of distributor operations. 
And the best way to give them 
this feeling, as the pictures 
point out, is to let them know 
what’s going on in the distribu- 
tor’s business. 

These are only seven ways in which 
distributors can help their suppliers, 
and, in so doing, help themselves. 
There are probably many more. The 
important thing, according to Harris’ 
management, is to do more than real- 
ize the facts; it’s necessary to act 
on them too. 
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Richmond, Va. store manager 


puts new customers, alloca- 


tions and customer educa- 


tion on priorities as top prob- 





lems of selling today 


INCREASED SALES TODAY are as wel- 
come to Roy Smith, store manager, 
James McGraw, Inc., Richmond, Va., 
as to anyone else in the business of 
selling industrial supplies. But while 
the sharp rise in sales over the past 
year cured a lot of previous ills, Mr. 
Smith pointed out, it brought about 
others. These new problems have to 
be solved just as urgently as the pre 
vious ones if the company is to hold 
its position over the long pull as well 
as over the prosperous short haul. 
Ihe chief problems as Mr. Smith, 

in his capacity of store manager, sees 
them are: 

How to treat the influx of new 

customers. 

How to allocate scarce items and 

materials. 

How to educate customers to 

use advantages offered them un- 


der control regulations 
NEW FACES appear in supply houses daily and Roy Smith, James McGraw, Inc., Store manager is a title that is ap 


Richmond, Va.. (abov learns about them im counter interview 





pearing more and more in industrial 
supply organizations and Mr. Smith’s 
? _ os position may be taken as typical. Al 

though the title is not as impressive 

More Sales Bring is sales manager or director of sales, 
its functions are important. These 

include supervision of city sales, stock 
room, customer service and direct 


sales promotion such as display, dem 
onstration, etc. 


Naturally, the problems cited by 
Mr. Smith are considered and solu- 
tions decided by top management 
after discussion. But Mr. Smith’s 
position is one that involves direct 
contact with many customers and 
local sales and it is an advantageous 
one from which to view the impact of 
the problems on his own organization 
and the results of the solutions on 
customers. 

For a time, Mr. Smith said, the 
influx of new customers was as sur- 
prising as it was inconvenient. He 
explained that many purchasing agents 
who were in a good position to take 
advantage of a competitive market 
such as existed in early 1950, making 
it difficult for suppliers not on their 
regular lists to obtain some of their 

: - business. But, just after Korea, these 

a ” — . p.a.’s anticipated there might be some 

.. 2 : shortages of products and materials 
NEW BUYERS call up Mr. Smith to inquire about product availability but regular which they would require and began 
ustomers Come first to take means to protect themselves. 
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This was by increasing the number of 
supply firms from which they were 
willing to purchase. The, purpose, of 
course, was to be able to fill requisi- 
tions in the future from as many 
sources as possible instead of relying 
on a select few. 

“Tt’s surprising,’ Mr. Smith com- 
mented, “how many new friends you 
have now whom you haven't seen for 
a long time and never knew you had.” 
The threat of such an influx of new 
business, he pointed out, was in the 
diminished service which you could 
give to your regular customers. If you 
deplete your inventory in grabbing up 
all this new business, it’s quite likély 
you won’t have enough to give to 
your old stand-by customers. 

Consistent with the company’s 
policy, Mr. Smith’s job is to take 
care of the regular customers first. But 
new customers’ requests aren't en 
tirely disregarded. They are weighed 
carefully as to the possibilities of 
turning such buyers into regular cus- 
tomers. This involves many considera- 
tions, such as potential, type of men 
who are buying factors, the type of 
products they purchase and your own 
company’s ability to such 
operahons. 


service 


Spread Scarce Items 


lhe allocation of products for which 
demand far exceeds the supply is a 
headache for all distributors, but as 


far as the McGraw company is con- 
cerned, it is again, regular customers 
come first. The requirements of each 
customer are studied and each ship- 
ment is spread among the regulars as 
far as possible 

To facilitate orderly distribution, 
Mr. Smith keeps a “Hold For Stock” 
file of back orders. As a shipment of 
such goods is received, the file is con 
sulted for the sequence of orders as 
per date entered. Then the quantity 
that will be shipped to each custome: 
is determined on the basis of how 
much and how urgently it is needed 
This information is picked up from 
salesmen and from inquiries about 
back orders received by Mr. Smith at 
his desk. 

The job of educating customers 
about government priorities and rat 
ings is a continuing ohne for a dis 
tributor’s organization, Mr. Smith be 
lieves. And it pays off. The more rat 
ings you acquire from your customers, 
the happier your suppliers are with 
your orders when you extend the rat- 
ings. But there is another considera- 
tion. Often some advice to a customer 
can keep him operating. 

Mr. Smith cited the case of one 
customer who obtained a Government 


* 


SCARCE. ITEMS shipments start Mr. Smith on back order file so that regulars get 


their share of what's available 


CUSTOMER EDUCATION is constant 
Mr NPA order 


Smith discuss new 


job which required some galvanized 
sheet. He was entitled to use a rating 
but did not know it. Moreover, he had 
some sheet in stock which was ade 
quate for the job and didn’t worry 
much about the matter of ratings. 

Che customer used the sheet on the 
job but, when he tried to replace the 
sheet he had used, he found that it 
was virtually impossible without a 
“DO” rating. He then applied for per 
mission from the Government cus 
tomer for permission to replace the 
sheet stock through the use of a rat 
ing and was refused. 

In this case, Mr. Smith added, it 
wasn’t simply a question of whether 
this customer could apply his rating 
for the products which McGraw sold 
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and here John Marion, city salesman, and 


to him, but a question of whether the 
customer would keep in operation. A 
customer who doesn’t operate, doesn’t 
buy many supplies. 

Under the circumstances, Mr. 
Smith regards keeping up with devel 
opments im the production controls 
picture quite essential. By keeping up 
with the developments, he and his 
staff are in an excellent position to 
advise their customers and often help 
them avoid trouble. 

lowards this end, copies of Govern 
ment orders and regulations are stud 
ied by Mr. Smith and the salesmen. 
Together they discuss the effects on 
various customers and, where indicated 
as important, often call on the cus- 
tomer to discuss it further. 
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IN ELECTRICAL SHOP, bearing 
problem crops up when shaft size 
was misquoted to Salesman Willard 
Fister, Brown Engineering Co., Read- 
ing, Pa. Customer learns the alterna- 
tives; re-bore, or wait for another. 








What Steel-Makers Buy 


In large quantities: Wire wheel 
brushes, jacks, flexible shaft ma- 
chines hand and band saw 
machines and blades, wire rope 
and fittings, flat rubber belting, 
graphite and graphite products, 
chain of all types, grinding 
wheels, tool bits and tool holders, 
sling chains, portable tools, hand 
and lift trucks, wheelbarrows, etc. 


In medium-large quantities: Coated 
abrasives, arbor presses, bearings 
and bushings, belt fasteners and 
dressings, belting, V-belts and 
sheaves, blowers and exhaust fans, 
bolts of all kinds, roller, screw 
and gravity conveyors, couplings, 
rotary files, electric and hand 
hoists, air fire and water and 
steam hose and their couplings 
and fittings, lathes and other ma- 
chine tools, lubricants and lubri- 
cating equipment, etc. 


In fair quantities: Car movers, car 
wrenches, conveyor chain, drill 
and lathe chucks, air compres- 
sors, cutting tools, drill presses, 
fire extinguishers, grinders and 
buffers, sheet metal cutting and 
forming machines, woodworking 
machines, pipe and fittings, ro- 
tary pumps, screws of all kinds, 
solder and soldering irons, unit 
heaters, vises of every variety and 
socket wrenches 








IN FURNACE DEPARTMENT, 
flexible coupling sold by salesman pa- 
tiently drives shaft that turns giant 
grinding wheels that pulverize fine 
sand-dust used in casting. Master me- 
chanic was man to be sold on idea. 


IN MAINTENANCE AREA, “sight 
selling” photos of successful installa- 
tions before him, Salesman Fister dem- 
onstrates to maintenance head some of 
the applications of his products in 
neighboring steel plants. 


Want More Sales “Pay-Dirt”? 
Sweep The Corners 


Reading salesman’s three-way stretch reaches into every 


department of steel-making, even including the research 


labs, to multiply plant purchases 


THE PLANT STRETCHED LOw for sev- 
eral blocks along the main highway 
and looked big enough (guessed sales- 
man Willard Fister) to buy and use 
every product on the shelves at Brown 
Engineering Co. in Reading, Pa. He 
lifted a hand to the door of the main 
entrance and stepped inside—and that 
was how Mr. Fister discovered the 
treasure chest that any salesman can 
find at every steel plant in the coun- 
try. 

It was a treasure chest, however, 
that needed the right combination to 
open it. Salesman Fister, on that first 
courtesy tour through the plant, was 
aware only that he walked through 
long high caverns of sound, flame and 
bubbling metal. Looking about him, 
that first visit, it was difficult to find 
where he fitted in; there didn’t seem 
to be— 

But hadn’t he read somewhere that 
steel mills were a major market for 
many kinds of industrial supplies? He 
tried to recall some of them; flat rub- 
ber belting, wire wheel brushes, chain 
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of all kinds, flexible shaft machines, 
grinding wheels, portable tools. Now 
he could see some of them in the steed 
plant. It was knowing what to look 
for that suddenly made them stand 
out of their grey background. 


The Library Helped 


Knowing what to look for provoked 
him to his next step. En route home 
that night he stopped in at the local 
library. “I’m interested in learning 
how they make steel,” he told the 
lady with the eye-shade. “Do you have 
any books on the subject?” 

The librarian led him over to a lit- 
tle-frequented area of the room. “Any 
of these do?” she asked, pointing to a 
row of books an arms-length long. 

Mr. Fister grinned. “Looks as 
though I’ve got some heavy reading 
coming up.” 

But when he left, a half hour later, 
he had only two books under his 
arm. One of them, printed in 1918, 
he had chosen because it was simply 








IN RESEARCH LABS, almost over- 
looked in his early calls at the plant, 
the salesman inspects some of the disc 
wheels he now sells there for “high 
polishing” metal and specimens before 
they are micro-photographed. 


written. (Stcel-making then was sim- 
ple—before industry’s high speed, high 
quality, precision machines became 
so demanding in steel tool require 
ments). The other book, written only 
five years ago, seemed to include every 
thing that the older volume lacked. 


Self-Oriented Salesman 


The next time Mr. Fister called in 
at the steel plant he had a rounded 
idea of what to look for and knew, 
without asking, what it was he was 
looking at. A month later he could 
talk the shop language, which upped 
his sales volume potential with the 
hard-bitten men-in-charge. It was at 
that time he discovered how “‘depart- 
mentalized” is the average steel plant, 
and how sufficient unto itself is each 
department. 

Each superintendent ordered for his 
own department, whether the item 
was intended for production or main- 
tenance. All requisitions, however, 
were pooled in the purchasing depart- 
ment, who actually placed the order. 
That meant, Mr. Fister reasoned, that 
every sale would need two “okays”; 
one from the department head (who 
might, if he wished, recommend 
where to place the order), the other 
by the head of purchasing. The sys- 
tem was necessary, of pourse, other- 
wise there would be duplication, as 
when the furnace department and the 
machine shop would both order abra- 
sives on separate requisitions; would 
receive separate shipments. 


How To Sell Them? 


The technique of selling was the 
same for each department, despite the 





Willard Fister Learns About Steel-Making 


The Questions He Asked: 


Q. Are steel-makers a_ legitimate 
market for industrial supplies? 


Q..What is the internal organiza- 
tion? 


- Do I sell the central p. a. or to 
each department head? 


. What are these departments in 
the steel-making process? 


Any other departments that can 
be ‘‘sold’’? 


This was a specialty maker. Do 
these things apply as well to 
other types of steel-making? 


The Answers He Got: 


A. Yes. For every item in the cata- 
log. 


A. Departments divided according 
to operation. Each dept. makes 
own tool and supplies requisi- 
tions; but single purchasing dept. 
orders for all. 


A, Cultivate and “‘sell’” all. Get each 
dept. head on your side so he'll 
suggest your house gets the order. 
The p. a. howevér is the man 
who signs the order. Win Him, 
too, 


. Furnace rooms; forging or ham 
mering; hardening; tempering; 
annealing; pickling; finishing. 


A. Yes. The grinding room, the 
storehouse, the electrical shop, 
research labs, etc. 


. Yes. Stecl-making process is basic. 
subsidiary steps may add shape, 
harden etc. to fabricate on par- 
ticular specifications. Just call in 
at the proper departments 





diversity of the work being done. You 
sold to a direct need, seldom were re- 
quired to meet emergencies: (Though 
when the plant said “rush”, you 
could hear the exclamation point at 
the end of it). You sold standard 
items, stock off the shelf. Both prac- 
tices were in your favor, they simpli- 
fied your selling habits. 

But the same practices could defeat 
you, could get in your way when you 
tried to sell a new product to the 
plant. Here it was pure salesmanship 
you must rely on, determined plug- 
ging of your sales points all the way. 
And the “benefits” of your new tool 
or machine had to be basic, simple 
and solid, and above all dependable. 

But it was some time before Mr. 
Fister could jump off on the “new 
product” problem. First he had to 
learn what was being bought. His li- 
brary books posted him on the work 
done and the tools used in each step 
of tool-steel making; a little reasonable 
thinking on each step suggested some 
of the products and supplies that 
might be needed. 

[he furnace rooms, for instance, 
could use hose, couplings and clamps, 
face shields, leather belting, couplings 
and similar power transmission items, 
grinding wheels. 

The rolling mills (or forging ham- 
mers) needed V-belts for their swing 
grinders, sheaves and bearings. 
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he finishing department could use 
vises and hammers, pipe fittings and 
pipe tools, etc. 

The storehouse needed steam hose, 
water hose, rubber gloves and other 
products in the safety line. 

The electrical shop, which also in- 
cluded a complete machine shop with 
lathes milling machines, grinders, etc., 
could use cutting tools, chucks, bench 
grinders to keep the cutting tools in 
condition, etc. Ditto the machine 
shop. 

Even the plant’s testing and re- 
search laboratories bought industrial 
supplies from him, though it was six 
months before he ventured to ask 
whether he might tour the area. To- 
day they buy sanding discs, among 
other things, 500 at a time, for polish- 
ing stainless steel and other samples 
preparatory to micro-photographing 
them. 

Mr. Fister’s experience of learning 
about the steel-makers renewed his 
sales interest in other industries in his 
territory. In the self-same way he re- 
surveyed and organized his informa- 
tion about each of them, and discov- 
ered his potential was very much 
greater than he had ever guessed. 
Moreover, his experience with “steel” 
had proved to him that all he need do 
to realize his potential to the full 
was “sweep the comers”. He has done 
just that. 
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SAME WRITER-same pen—but what a difference in read 
ibility! Three month's time between the date of this neatly 
vritten order and the preceding puzzle. Letters are clear, 
well formed; whole order can be read in a glance. 
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SCRAWLED ORDER illustrates problems which faced 
J. Russell & Co., Inc., Holyoke, Mass. Illegible writing 
aused delays and errors in filling orders; nec essitated fre 
quent check backs; often caused involved correspondence 








ST a ane 


HERE’S A COMPANY THAT DECIDED TO... 


Gach them Frou Te Ubile 


Holyoke house speeds distribution, cuts costs, by pro- 





viding writing lessons for its salesmen, office personnel 


Stuart A. Russet, president of J. 
Russell & Co., Inc., Holyoke, Mass., ar- 
ranged for his salesmen to learn how 
to write all over again—and he learned 
right along with them. The hand- 
writing of J. Russell salesmen and 
office personnel was no better (or 
worse) than that of any other indus- 
trial distitbutor employees—but now 
key men in this Holyoke house write 
i clear, uniform, casily-read hand that 
enables orders to be filled quickly, 
ind without question. 

Ihe idea was already 
eral large department ind 
schools throughout the country: in 
struction in a special form of print 
writing which cut down crrors because 
of its legibility 

Mr. Russell wrote to W. L. Rine 


In use in Sey 


stores 


GROWNUP STUDENTS attended classes with enthusiasm. Salesmen, executives 
Above: S. A. McElheny; H. E. Chaffee; 


hart who had compiled the Rinehart 
Rapid Lettering Alphabet—a 
posite alphabet of both cursive and 
print forms. The inventor conducted 
classes in the use of this form of 
writing, closely following each pupil 
through the course until _ had mas 
tered the method, and wri 1 cl 
simple hand. 

The first class was attended by 29 
inside and outside salesmen and office 
personnel—including executives. The 


com 
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completed by 
warded to the Rinehart staff for cor- 
rection and marking. 


and office workers participated in the course 
A. Schmitter; 


L. C. Allen; R. E. Aldrich; J 


schedule called for one Rinehart-con- 
ducted class followed by 


i series of 
be 
for- 


lessons, to 
student and 


correspondence-type 
the 


Each letter in the Rinehart alpha- 


bet had been selected on the basis of 
its higher speed and legibility possi- 
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and, H. P. Vogt 


bilities, determined by the inventor 
through extensive tests. Its simplicity 
of form was designed to insure easy 
mastery, greater legibility, and maxi- 
mum speed. Its compactness proved a 
real advantage in printing in small 
spaces. It is modern, individual and 
practical. 
(Continued on page 176) 





WASHINGTON BULLETIN 


SEPTEMBER: New super priority “DX” tops preferential list 


of priorities with certain “DO's” ranking second . . . Use of 


DO-MRO by unauthorized individuals to be probed by NPA, 


check your handling of ratings . 


. Supply Manufacturers un- 


happy over reduced allotments of steel. copper and aluminum 


for fourth quarter . 


Components Division in NPA. . 


.. Eugene McCarthy becomes director of 


Jacks are standardized by 


NPA ... Machine tool makers get super-priority assistance 


but report other troubles to NPA. 


“DX”, New Super Rating, 
Gets Top Preference 


There’s a new preferential status 
now for priority ratings and vou had 
better place them in a_ prominent 
spot on your order desk. You now 
have to fill orders in the following 
sequence 

1. “DX” rated orders 
2. “DO” rated orders bearing pro 

gram identifications A, B, C or 

E (for instance, DO-Al, etc.). 

All other “DO” rated orders. 

+. All unrated orders 

[he reason is that things are get 
ting tough under the single band 
priority system as far as procurement 
goes and the Defense Department 
and Atomic Energy Commission pro- 
grams need special help to get on 
schedule. 

The “DX” is something new 
created by NPA to break bottlenecks 
in urgent defense programs. (See 
amendments to NPA Reg. 2 and 
CMP Reg. 3). The new rating is 
used just like the “DO”, with a letter- 
number combination. For example, 
“DX-Al” or “DX-B2”. It can call 
for products, components or materials 
other than steel, copper or alumi 
num) when a delay in delivery would 
stall a top urgency defense program. 
This could mean virtually any product 
that you sell. 

Just how frequently you will run 
into this new rating depends on how 
many customers you have who are 
engaged in direct defense produc 


tion. As far as NPA is concerned, 
however, there’s no intention of us- 
ing it promiscuoush It will be 
applied only by one central NPA 
headquarters unit on the special re- 
quest of the agency which needs it 
to insure completion of a_ vitally 
needed production program on sched 
ule. 

In practice, application of the 
“DX” rating will be confined largely 
to orders for such basic programs as 
those of the Defense Department 
and the Atomic Energy Commission. 





EUGENE McCARTHY of Beals, Mc- 
Carthy & Rogers Co., Buffalo, N. Y 
succeeded Sam N. Comly, vice presi 
dent of Russell, Burdsall & Ward Bolt 
& Nut Co., as director of the General 
Components Division of NPA 
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One specific use to which it is being 
put already is for the procurement of 
vital components for the manufacture 
of machine tools for the Defense Pro- 
gram. 

NPA has been sending out special 
directives in such situations and, in 
many cases, it will continue to do 
so. However, the “DX” rating, when 
applied to a delivery order, can be 
extended by vou. That is, you can 
pass it on to your supplier to replace 
inventory you sold on the rating. 
In turn, vour supplier can extend the 
“DX” rating for anything he needs 
except steel, copper or aluminum. 
This is not the case with an NPA 
directive, nor with a “DO” rating 
which a supplier cannot extend. 

In other words, the “DX”’ is virtu 
ally the same thing as the triple-A 
rating which they used for the same 
purposes during World War 11. NPA 
officials insist that the “DX” isn’t 
an additional priority “band” because 
it will be used sparingly and limited 
to breaking up production bottle 
necks. 

For instance, one of your cus 
tomers is making components for a 
gun carriage on a sub-contract basis 
for another manufacturer who has 
the prime contract with the Defense 
Department. Your customer cannot 
obtain some bearings he needs for 
the component because deliveries on 
bearings are slow. It holds up his 
production schedule of the compon 
ents 

Your customer explains his situa 
tion to his prime contractor. His 
prime contractor tells it to the De 
fense Department. Defense goes to 
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NPA saying there is an urgent need 
for the gun carriages. NPA then 
authorizes the use of the “DX” rating 
to get the bearings. 

Your customer then puts the “DX” 
on his order to you for the bearings 
(in this case, it would be DX-A5, the 
weapons program of the Defense De- 
partment). Note that. the Defense 
Department doesn’t assign the rating 
to the prime contract but directly 
to the sub-contractor who actually 
needs it. You then extend the rating 
to your supplier who has to fill this 
order before any other “DO” rated 
orders that he has. 

“DX” rated orders are certified 
under NPA Regulation 2 and the 
same rules apply as those governing 
the handling of “DO” ratings. How- 
ever, there is one difference that you 
ought to know about. All “DO” 
orders must have a specific delivery 
date. But the “DX” order can spe 
cify “immediately” or ‘as soon as 
possible” or other words to that effect 
ind it will be valid because that is 
just what is meant by the “DX” 
rating 


Second “‘Musts”’ 
Although NPA that there 


is no secondary band as such vet, the 
iward of a secondary preferential 
status to certain “DO” ratings is a 
pretty good imitation. The program 
identifications A, B, C and E are 
those used by the Defense Depart- 
ment and the Atomic Energy Com- 
mission This means that these 


insists 


selected programs will enjoy a pre- 
ference over other “DO” rated orders 
in the quest for materials. 

So, after giving top priority to the 
DX” you now have to give second 
priority to the following ratings: 


DO-Al 
DO-A2 
DO-A3 
DO-A4 
DO-AS 


Aircraft. 

Guided Missiles. 

Ships. 

Tank-Automotive. 

Weapons. 
DO-A6—Ammunition. 
DO-A7—Electronic and Communi- 

cations Equip’t. 
DO-A8—Fuels and 
DO-A9—Clothing 


DO-B1—Building Supplies & 
E:quip’t for Construction. 

DO-B2—Subsistence. 

DO-B3—1 ransportation-E.quip'’t. 

DO-B9—Production Equip't. 


DO-C2—Construction 
DO-C3—MRO. 
DO-C5—Housing. 
DO-C9-— Miscellaneous. 


DO-E1—AEC Construction. 
DO-E2—AEC Operations, includ- 
ing MRO. 


Lubricants 
& Equipage. 
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Machine 


Tool Makers 


Assigned New Rating 


The first industry to be assigned the new “DX” rating is the machine tool 
manufacturers, in some cases. The industry had reported that shortages in 
certain types of large bearings, and to a lesser degree in special-type electric 
motors, switches, relays and pumps have been delaying shipments of nearly 


completed metalworking units. 


The “DX” cannot be used to procure controlled materials. Spot short- 





Manufacturers Find 
Allotments Short 


Quite a few industrial supply manu- 
facturers aren't happy over the re- 
duced allotments of steel, copper 
and aluminum they received for the 
fourth quarter 

[he majority of the manufacturers 
were fairly well satisfied with the 
advance fourth quarter allotments 
but when firm allotments were issued 
for the same quarter, there was con- 
siderable complaint to NPA. Many 
had to cancel orders for steel, copper 
ind aluminum placed on the basis 
of the advance allotments in order 
to conform with the firm allotments 
issued later. 

NPA demanded the adjustment 
whether or not the manufacturer 
filed a request or an appeal for a 
supplementary allotment. 


Allotments Changed 


All applicants for third quarter 
allotments were granted advance 
allotments for the fourth quarter to 
enable them to schedule future or- 
ders for steel, copper and aluminum. 
However, these advance allotments 
were decreased or increased (mostly 
decreased in the case of industrial 
supply manufacturers) when the firm 
allotments were made. 

Application forms for the first 
quarter 1952 allotments were distri- 
buted and had to be filed by Oct. 1. 
All those who received fourth quarter 
allotments from Washington had to 
file again whether they requested an 
allotment or not. 

Manufacturers had to show the 
types of rated orders which they have 
received so that NPA will have the 
data on the percentages of direct 
military, defense-supporting and allied 
industrial, and strictly civilian produc- 
tion they have been engaged in. 
This will furnish NPA with a ready- 
made list of specific program needs 
and is also a factor in determining 
size of allotments. 
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ages of certain special steels and 
copper products must be handled by 
NPA on an individual directive or 
“spot assistance” basis, the industry 
advisory committee was told. 
Members of the industry commit- 
tee said that part of the present pro- 
blem of raw materials procurement 
is caused by the fact that many com- 
panies customarily buy from steel 
warehouses rather than directly from 
steel mills. This type of purchasing 
is necessary because machine tool 
builders, compared to other capital 
goods industries, are not large buyers 
of steel although a wide variety of 
metal items are normally purchased. 


Sub-Contracting Troublesome 

Inventories were reported generally 
high now, but spot shortages in cer- 
tain alloy steels and specialty sizes 
of carbon steel are causing severe 
procurement headaches. Allocations 
of raw materials under the CMP were 
reported to be adequate. 

Sub-contracting, committee mem- 
bers added, is becoming troublesome. 
They said that sub-contractors are 
unable to produce parts of compon- 
ents of machine tools at anywhere 
near the cost level of a regular pro- 
ducer. Few, if any, sub-contractors 
are willing to build the whole units. 

Production order boards of the 
industry still show, in some cases, a 
high proportion of non-defense rated 
business. While there is as yet no 
Government prohibition against ac- 
cepting non-defense orders or building 
tools for non-essential civilian use, in- 
dustry recommended that action be 
taken to correct situation. 

The committee also asked for a list 
of relative essentiality of Government 
and defense contracts. In the absence 
of such a list, the machine tool build- 
ers are being called upon to make 
arbitrary decisions as to which 
defense-rated order should be pro- 
duced first. NPA said that an essenti- 
ality list is in the making but that 
the job is proving very difficult and 
time-consuming. 

Franz T. Stone, Assistant Admin- 
istrator, NPA, presided at the meet- 
ing of the committee with NPA 
officials. 











Jack Production 
Is Standardized 
80 Models Banned 


You won't have so many different 
types of jacks to offer customers in 
the future. NPA has ordered limita- 
tions on production of jacks to certain 
specified models, sizes, capacities and 
specifications as of Oct. 1. (Order 
M-83, Aug. 31, 1951). 

[he standardization and_ simplifi- 
cation order bans production of all 
mechanical, hydraulic, air and elec- 
trically-operated jacks not specifically 
listed. This puts the ban on about 
80 models and sizes of jacks now be- 
ing manufactured. Jacks producted for 
Government defense agencies, how- 
ever, are not affected. 

Listed in the order are 21 items, 
with permitted ton-capacities, num- 
ber of models, number of sizes per 
model, and closed height specifica- 
tions. Also listed are 28 items that 
can be produced without regard to 
standardization and __ simplification 
restrictions. 


20,000 Tons Saving 


NPA said the jack industry used 
about 120,000 tons of steel annually. 
The order is expected to save an es- 
timated 20,000 tons each year. Sav- 
ings also will be made in aluminum 
ind copper and in materials used to 
make component parts. 

[he following types and models 
of mechanical and hydraulic jacks are 
not restricted: adapters and attach- 
ments, adjustable mine roof jacks, 
aircraft jacks, anchor or hold down 
jacks, bolt pulling and/or forcing 
jacks; bumper jacks (hydraulic or 
mechanical); cable and wire extension 
jacks, farm utility jacks, independent 
pumps and rams; jacks designed as 
in integral part of special military 
equipment or for specific uses In con- 
nection with a part of a product and 
included as original equipment; level- 
ing jacks, mine post puller jacks; mine 
timber jacks, oil well circle jacks, 
one end high lift jacks; pipe bending 
jacks, pipe pulling and pushing jacks, 
pit jacks, (5-ton or over); planer or 
machinist jacks, puller jacks, hydraulic 
jenny, push-pull jacks, rail bending 
jacks, remote control hydraulic units, 
steamboat ratchets, toe lift jacks, 
(hydraulic), traversing bases only, 
trench and timber braces, scissor 
jacks, screw casing jacks. 


Handling Of “DO-MRO” 
To Be Checked By NPA 


You'll have to tighten up on the 
way you are handling “DO” ratings, 
particularly the “DO-MRO”, or 
CME... 

NPA isn’t at all satisfied that 
ratings are being handled properly 
by those who are extending them 
and, as soon as its compliance divis- 
ion is finished with checking the 
handling of steel orders, it is going 
to probe the distribution field for 
violations. Continued abuse of the 
ratings, Officials said, may lead to 
new restrictions on their use, parti- 
cularly the MRO priority. 

The major abuses appear to be the 
way the “DO-MRO” is being handled. 
The chief complaint is that some 
retail outlets are accepting ‘““DO- 
MRO” ratings from persons who 
are not entitled to originate them. 
CMP Regulation 5 specifically states 
that only business firms can apply 
the “DO-MRO” ratings to their or- 
ders for maintenance, repair and 
operating supplies. However, NPA 
claims that many dealers are accept- 
ing the ratings without proper iden- 
tification of the individual giving 
the order and the rating. In many 
cases these individuals are not con- 
nected with any firm or are not 
wuthorized to use the ratings. 

Another violation which is due to 
come in for some scrutiny is the lack 
of proper certifications and distribu- 





Armed Forces List 
Machine Tools 


As a part of the program to ease 
the machine tool shortage, the Muni- 
tions Board has established a central 


inventory to record government 
owned production equipment held by 
the Armed Forces. <All three services 
will participate in operating the in- 
ventory. 

Each service will be able to search 
the entire catalog of Defense Depart- 
ment machine tools not in actual use. 
Any service requiring a machine tool 
to break a current bottle-neck will be 
able to draw on the reserves of either 
of the other services to fill the need. 

C. E. Arthur has been brought into 
the Munitions Board from the ma- 
chine tool industry to take charge 
of the inventory. 


INDUSTRIAL DISTRIBUTION © OCTOBER, 1951 


tors are included in the list of prob- 
able violators. This is due to the 
fact that many orders come into a 
distributor's place of business over 
the phone and the proper certifica- 
tion is passed over in the rush to move 
the order. 

In case you want to check your 
own handling of rated orders, here 
are some things to remember: 

1. Each rated order must be certi- 
fied under the appropriate regulation 
or M-order and must be signed (rub- 
ber stamp will do) by the purchaser 
or a person he has authorized to sign. 
The certification and signature can 
be on a separate piece of paper clip- 
ped to the order. (See INDUSTRIAL 
Disrripution, July 1951, Washing- 
ton Bulletin, for list of certifications). 

2. Where a rubber stamp is used, 
the signature must be that of a per- 
son authorized to sign certifications 
and he must have a written authori- 
zation on file. You can demand to 
see this authorization. 

3. If you get a rated order by tele- 
gram, and it carries a_ certification 
with the name of an authorized per- 
son, it is okay. You must keep the 
telegram as a file copy. 

4. On telephone orders, you and 
your customer must promptly make 
a written record of the fact that the 
certification was given orally and your 
record must be signed by the buyer 
or any person he has authorized to 
sign. Your customer can send the 
certification in with the written or- 
der confirmation. 

5. Your customer cannot give you 
a rating for goods he has already re- 
ceived without the rating. 

6. Your customer can change a 
“DO” rated order to a “DX” rated 
one if he has the authority to use a 
‘Tx. 

7. “DO” orders must have a de- 
livery date. “DX” orders can simply 
state “immediately” or words to that 
effect. 


Shipping MRO 


Q. We supply ships with tools and 
have a foreign flag ship operator as a 
customer. He wants to know whether 
he must file each quarter under M-70 
for an MRO quota or does one filing 
cover all future requirements? 

A. He must file each quarter for a 
new quota. 


mW 








Supply Pricing 
Picture Scrambled 


While the Administration is mak 
ing efforts to repeal the Capehart and 
Herlong amendments to the Defense 
Act (the Herlong amendment assures 
you of your traditional percentage 
markup on all products you sell), you 
are governed by either the General 
Ceiling Price Regulation, Supple 
mentary Regulation 29 or CPR 67, 
depending on the item 

As of date (Sept. 18) the picture 
is pretty confused. If you could not 
price any item under Sections 3 and 
+ of CPR 67, you may apply to OPS 
for a price under Section 5, but must 
wait 30 days before putting such a 
price into effect. If vou got approval 
from OPS in the meantime, it is 
okay to put the new price on. 

Amendment 2 to CPR 67 (Sept 
17) permits resellers of machinery 
ind related = manufactured goods 
much of the items you sell) to use 
ceiling prices established under GCPR 
or Supplementary Regulation 29 while 
waiting for approval. 

The amendment permits the re- 
seller to apply for a ceiling price and 
continue using a ceiling established 
under GCPR or SR 29. But, if he 
has not established a GCPR price he 
can use the ceiling price he has applied 
for. But, in such a case, he cannot 
iccept payment for more than 75 
percent of such a price until he gets 
ipproval from OPS. 

Ihe amendment is supposed to 
remove any hardship to resellers who 
find it necessary to apply to OPS for 
| ceiling price 


Monthly Schedules 
Under CMP Raised 


Your customers who have received 
allotments of steel, copper and alumi 
num from NPA or other Government 
agencies now schedule for de 
livery In any one month up to 40) per 
cent of his allotments 

The change from 35 percent, the 
former limit, is contained in an 
imendment to Direction 3 to CMP 
Reg. 1, effective on Sept. 17. The 
percentage change is the onlv altera 
tion to the directive 

The other provisions, which remain 
unchanged, include permission for 
controlled materials users to schedule 
for delivery in one month up to 50 
percent of their advance allotments 


can 
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Flood Areas Get 
Special NPA Aid 


Steel distributors in the Mis 
souri- Kansas-Oklahoma flood 
area got special attention from 
NPA in September. NPA or 
dered steel mills to ship these 
distributors 130 percent of each 
distributor's monthly base pe- 
riod usage of pipe 

The distributors had to sec 
that cach buyer of the excess 
pipe certified that it would be 
used exclusively for repairs or re 
habilitation of flood damaged 
property or equipment 











for a future quarter and a_ provision 
permitting consumers to purchase 
minimum mill quantities even if 
such amounts are larger than the 
maximum thev are allowed to re- 
ceive in any one month. 


Consumer Goods 
Face New Cutback 


Don’t look for all clear sailing on 
sales to all customers, particularly if 
they are engaged in making washing 
machines, household dryers, 
cte. 

Consumer goods manufacturers were 
told by NPA that their metal supplies 
after Jan. | will be cut even below the 
sharply reduced rations which took 
effect on Oct. | 

NPA didn’t say just how large the 
forthcoming curtailment will be. Mak 
ers of consumer hard goods are now 
getting only 58 percent of pre-Korea 
steel as compared to 70 percent in 
the third quarter. They were told that 
allotments of steel, copper and alu 
minum in the first half of 1952 prob 
ably will be lowered to “sustain the 
mounting needs of the rearmament 
program.” 


1roners, 


CMP Filing 


O. A customer who makes pails 
filed a CMP-4B application and was 
given an allotment for the fourth quar 
ter and three advance quarters. Must 
he file again for 1952? 

A. If he requested advance allot 
ments and received them, he doesn’t 
have to file again. If he didn’t request 
an advance allotment, he must file 
again. 
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Bolt, Nut Industry 
Assured of Materials 


NPA assured the bolt, nut and 
solid rivet industry advisory commit- 
tee that all authorized controlled ma- 
terials orders they placed against 
fourth-quarter steel allotments will be 
valid and re-emphasized that there has 
been no general over-allotment. Some 
members of the committee said they 
were not at all certain of being able 
to place fourth-quarter orders with the 
mills. 

Revisions in mill orders books, NPA 
stated, will come when the excess of 
tonnage ordered over the amount al- 
lotted is cancelled. This will free space 
for unplaced authorized orders. NPA 
issued all allotments for the fourth 
quarter early in September. 

The committee reported that vary- 
ing interpretations to Direction 3 of 
NPA Order M-1, issued in August, 
had delayed mill acceptances of first 
quarter 1952 advance allotments. It 
was recommended that the Direction 
be amended to spell out its terms 
more clearly. The direction permits 
steel producers greater flexibility in 
accepting or rejecting proffered ACM 
orders. 

he committee said that the indus- 
try uses a large amount of copper. 
NPA reported that the copper supply 
situation is verv critical because of 
work stoppages 

Members of the committee include 
L. E. Weit. Atlas Bolt & Screw Co.; 
J. C. Miller, Bethlehem Steel Co.; 
D. J. Champion, Champion Rivet 
Co.; Oscar Knapp, Clark Bros. Bolt 
Co.; H. M. Harper, H. M. Harper 
Co.; R. G. Patterson, Lamson & Ses 
sions Co.; C. §. Duvall, Marvland Bolt 
& Nut Co.; T. F. Smith, Oliver Tron 
& Steel Corp.; R. D. Baker, Pitts 
burgh Screw & Bolt Corp.; H. E. 
Smith, Vulcan Rivet & Bolt Corp 


CMP Records 


Q. What records should a customer 
who received allotments of controlled 
materials keep? 

A. He should have records showing 
(1) the material being accounted for; 
(2) identifying program information: 
(3) the unit of measure; (4) the cal 
endar quarter for which it is valid: 
(5) quantities received; (6) quantities 
reallotted to other consumers; (7 
quantities ordered direct from sup 
pliers; (8) the allotment balance avail 
able; and (9) dates and posting refer 
ences. 











Multiply your manpower with 
these new steel muscles 


Thousanda. of plants are discovering how to lick manpower 


problems with new Osborn Brushing techniques. Let’s find out how 
they can help you! 


Machine-powered Osborn brushes are removing burrs from threads 
and other parts 3 to 10 times faster than former hand methods. They are 
doing product cleaning, finishing and many other operations in a matter 
of seconds. They release skilled manpower for other work and cut 
rejects to the minimum. 

Whether your product is metal, rubber, plastic or fabric, it will pay 
you to call in the Osborn Brushing Analyst to study your cleaning, 
deburring and finishing operations. He will recommend improvements 
with the latest Osborn power brushing techniques. Call or write The 
Osborn Manufacturing Co., Dept. 552, 5401 Hamilton Ave., Cleveland 14, O. 


LOOK FOR THE NAME OSBORN ... RECOGNIZED EVERYWHERE FOR 
QUALITY WORKMANSHIP AND MATERIALS 


DEBURRING OUTPUT TRIPLED. That's the 
production increase in this plant using 
Osborn Power Brushing for the removal 
of burrs from clutch discs. And quality 
of finish is greatly improved. 


FINISHING OUTPUT UP 20%. Osborn 
Power Brushing removes heat-treat dis- 
colorations and surface imperfectionsof 
these shafts prior to plating. Cut number 
of passes from two to one, increasing 
output 204. 


THIS IS “OSBORN”. Our engineers ...in 
the field and at the factory ... have a vast 
fund of experience to help solve your 
cleaning and finishing problems. When 
you buy brushes with the name “OS- 
BORN” you can be sure you are getting 
tools for unsurpassed production results! 
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Supply Sales Trend 


Final Figures For July 1951 
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NEW ENGLAND 
Connecticut 
Maine 
Massachusetts 
New Hampshire 
Rhode Island 


Vermont 


MIDDLE ATLANTIC 
New Jersey 
New York 

Pennsylvania 
SOUTH 

Delaware 

Florida 

Georgia 

Maryland 

North Carolina 

South Carolina 

Virginia 

West Virginia 


EAST NORTH CENTRAL 
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Michigan 
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-14% 
1% 


-12% 


-9% 





+96% 


+61% 


O% 


+23% 





+10% 


+7 2% 


+30% 


+04% 
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()pportunity 


TO AID THE REARMAMENT PROGRAM 


You are looking at more than those two views of 
the new Oster “WILCO” pipe and bolt threading 
machines. 


You are looking at an OPPORTUNITY to aid the 
rearmament program! 


In World War II, Oster “WILCO” machines were 
used effectively by the Armed Forces, war 
industries, and by contractors engaged in the con- 
struction of bases, military camps, hospitals, and 
other projects essential to the war effort. 


It was not easy to improve upon the efficiency of 
*“WILCO” machines. Their time-proved advan- 
tages were retained in the new No.714 and No.716 
“WILCO” models. 


In the new machines, correct speeds for threading 
and cutting-off the various sizes are obtained 
through the transmission and TWO-SPEED 
motor, the cutting-off speed being approximately 
three times the threading speed. The heavier, 
perfectly balanced base of modern design is 
another development. 


No. 714 “WILCO” has a standard range of 1” to 4” 
pipe; extra range 1/2” and 3/4” pipe; bolt range 
3/4” to 3” pipe. No. 716 “WILCO” has a standard 
range of 1” to 6” pipe; bolt range 1” to 4”. 


Remember—every Oster “WILCO” machine you 
sell for military or essential industrial use is a 
definite aid to the rearmament program and good 
business for you! 





THE OSTER MANUFACTURING COMPANY 


Main Office and Factory: 2041 E. 61st St., Cleveland 3, Ohio 


BUILDERS OF COST REDUCING THREADING EQUIPMENT SINCE 1893 
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SALES TRENDS (Continued ) 





July 1951 


Compared with 


July 1951 


Compared with 


First 7 Mos. 1951 
Compared with 


June 1951 July 1950 First 7 Mos. 1950 


-13% 





EAST SOUTH CENTRAL 


Alabama 
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Mississippi 


-8% +2, 9% 
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WEST 
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Colorado Nevada 
Idaho New Mexico 
lowa North Dakota 
Kansas South Dakota 


Minnesota Utah 


-7% +30% +90% 


Missouri Wyoming 





Montana 
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Arkansas 
Louisiana 
Oklahoma 
Texas 


+3% | +10% 


+30% 


PACIFIC 
California 
Oregon 
Washington 
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The Book Doesn't Stop Here 


ly YoU HAVEN’? CHEATED and looked at it already, turn a few more pages and 
read the section devoted to New Products. There you'll find the newest develop 
ments in the lines in which you are most interested 

Every month the editors carefully select the material and illustrations for 
this section with an eye to sales possibilities—a new product you might be 
interested in adding to your line—a recent development in a line you hav« 
already been handling—or mavbe just an unusual item vou will enjov reading 
ibout 

Like a good suit, INpusrriat Disrripurion is tailored to fit you. New 
Products With Sales Possibilities is one of several regular features aimed to 
catch your interest and keep vou abreast of industrial news. Starts on page 132 
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By changing to Yarway Impulse Steam Traps, an oil 
refinery reports much hotter steam in their heat exchangers 
—plus two other important extras: 


puts the 
H ‘ A I 


heat exchange 


(1) They were able to operate the plag#-with ¢ boilers 
instead of the 8 formerly require 


5 


‘my ----------------- 


pressures, i 
low price. ' 


4 


YARNALL-WARING COMPANY FREE OFFER. Don’t take our word for it. Test Yarway’s 


advantages in your own plant, without cost or obligation. Drop 
111 Mermaid Ave., Philadelphia 18, Pa. ww us a card or letter—a trial trap will be delivered promptly. 


YARWAY the steam trap 


designed with more production in mind 
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The Outlook For Business 





BUSINESS FIRM 


EMPLOYMENT UP 


TWO BIG FORCES 


WATCH MOSCOW 


Business handily weathered the summer ‘‘dip’’. 


True, some lines had private recessions. In July, probably the low point of the 
year for production, lumber and furniture production was down about 10% from a year 
ago, textile mills were barely holding even. 


Prices, too, have skidded in some cases. On the average, basic raw materials—— 
such as rubber, wool, and cotton——have lost about half the spectacular gains they 
made between the time war broke out in Korea and last February. 


Consumer buying generally has run below what business expected. Retail sales 
haven’t picked up as spectacularly as Americans’ incomes have. People have been 
saving abigger share——and spending less— —of their growing paychecks. But sales—— 
in dollar volume—-—still run above the year-ago figures. 


But——for business as a whole——the boom runs on. 


The Federal Reserve Board’s index of production dropped to 213 in July——lowest 
it had been in 10 months. But July is almost always the year’s low point. And, even 
at 213, the index was almost 10% above last July. Steel, machinery——the heavy goods 
industries generally— —boomed ahead despite the dip in consumer goods lines. 


Meanwhile, employment, the basic business barometer, hit new highs. In mid- 
summer a total of 62.5 million people were working at civilian jobs——and there were 
close to 3.5 million others in the armed services. 


Unemployment was close to bottom, 1.8 million. Business and farming absorbed 
the boys out of school and practically everyone else looking for jobs. 


The number of women at work in non-farm jobs——19 million——is back to where it 
was at the peak of World War II. Then millions of women were working as replace- 
ments for men in the armed services. So the economy as a whole was working very 
close to its peak capacity. 


Two big economic forces pushed business to these record-breaking levels: 


The boom in capital goods. Business is spending $25 billion this year for new 
plants and equipment——almost half-again as much as in the early part of 1950. And 
there are no signs of a let-up. 


The booming military program. U. S. is now spending for defense at the rate of 
$40 billion a year. By year’s end it will be above the $50 billion level——and still 
going up. 


These will keep business going all-out well into 1952. In addition, retail cus- 
tomers are expected to come back into the market. Christmas shopping, for example, 


seems sure to break all records this year. What could upset this prospect ? 


Moscow is the thing to watch——as it has been practically ever since the end of 
World War II. U. S. defense program is going ahead——in spite of Soviet’s “peace of- 
fensive”’. Bui a new outbreak of agression would touch off a new wave of scare buy- 
ing, bring inflation to a boil again. 


Growing international tension makes it more important than ever for business men 
to keep an eye on Moscow—-—to help with their own planning. 
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Firattsmanship. .,. LGA Style 
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How an 1838 Brougham builds sales for you in 1951 


The above advertisement is running in the 
top magazines read by the people you sell. 


It shows one of 19th Century England’s _...with full-page messages in FORTUNE, MILL 
great craftsmen building a new style of 


campaign to help maintain RB&W’s prestige 
...and yours, if you are an RB&W distributor 


& FACTORY, PURCHASING, IRON AGE, STEEL, 
etc. 


MORAL: Stock RB&W bolts, nuts, screws 


coach to Lord Brougham’s specifications, 

paying close heed to the fasteners . . . vital 

parts on whose performance the perform- _and rivets of uniform accuracy, dependa- 

arce of his assembled product so largely _ bility and physical properties. It’s the com- 

depended. plete quality line that supports your seliing 
It’s the first advertisement in anextensive _ efforts with quality advertising. 


RUSSELL, BURDSALL & WARD BOLT AND NUT COMPANY 


D Z 106 YEARS MAKING STRONG 
RBe Z THE THINGS 
THAT MAKE AMERICA STRONG 


Plants at: PORT CHESTER, N. Y., CORAOPOLIS, PA., ROCK FALLS, ILL., LOS ANGELES, CALIF. Additional sales offices at: PHILADELPHIA, DETROIT, 
CHICAGO, CHATTANOOGA, DALLAS, OAKLAND. Soles Agents at: PORTLAND, SEATTLE. Distributors from coast to coast. 
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“Selling Is My Business © e e Do I improve my 


product knowledge? . . . Work with the p.a.? . . . Have know-how on the full line? 


WILLIAM P. BRUMFIELD: 


Don’t Lose The Order 
Because the P. A.’s Slow 


One of the biggest problems faced 
today, and everv day, by the inside 
salesmen of every distributing house 
is how to get the right information 
from the p. a. at the other end of the 
wire without making him feel he’s a 
dope. You can lose orders, thinks 
William P. Brumfield, phone sales- 
man for 8 vears with Theo C. Ulmer, 
Inc. of Philadelphia, simply because 
the p. a. doesn’t know what goes on 
back in his own machining areas. 

lhe other day a p. a., a good cus 
tomer, called Mr. Brumfield and the 
following conversation took place 


P. A. “Bill, send me out 
abrasive belts. 


Brum: “Fine, Mr. 


specifications? 


1 thousand 


Tillson. What 


P. A. “Well, let’s see what the super 
asked for. Got it here somewh 
oh, yes. 180 grit. 


Brum: (Writing) “180 
size, Mr. Tillson? 


“Size? Oh. 
” by 62”. 


Could be. That's a special, 
tho’. Cost you a little more 
How about the material vou're 
working—wood or metal. 


“Hanh? 


Brum: “Are going to use 
belts on wood or metal? 
“Gee, I don’t know. Hey, hold 
the phone a minute and I'll see 
it I can get the shop. Hold 


What 


grit. 


Pr. A Let's see now— 
That sound right? 


Brum 


PA 


you your 


P.A 


And so it went, with Mr. Brumfield 
being as diplomatic as any inside 
salesman you might know. ‘That 
“wood or metal” was important be- 
cause if wood, the abrasive could have 
a paper backing, if metal, it would be 
cloth. Because it was a “‘special” th 
belts would be non-returnable; the 
customer would be “stuck”, and he 
wouldn’t be a customer for long. 


JIM CHAPMAN: 


Improve Product 
Knowledge For Sales 


Jim Chapman, salesman for H. L. 
Pritchard, Medford, Ore. industrial 
supply firm, has been selling for a 
little more than a vear only but he 
is no newcomer to industrial supply 
products. He was formerly employed 
in the American Fruit Growers equip 
ment department and had a lot to do 
with industrial supplies on the using 
end. 

Nevertheless, Mr. Chapman be 
lieves in increasing his knowledge of 
products and applications at every op 
portunity. According to him, each 
time a salesman demonstrates he 
knows a lot about the product he is 
selling and how it is used, the greater 
the confidence the purchaser has in 
the salesman and his wares 

Mr. Chapman has a collection of 
INpusTRIAL DzsrripuTION’s 
tions and Answers’ about products 
which he studies frequently and 
recommends as a product study aid 


“Ques- 


INDUSTRIAL DISTRIBUTION © OCTOBER, 1951 


WILLARD J. FISTER: 
Know-How On Full Line 


Can Save Your Sale 

If vour customer won't go for one 
type of coupling, he may for another 
type, so it pays to know the full line. 
That’s the know-it-from-experience 
advice of Willard J. Fister, outside 
salesman for Brown Engineering Co. 
in Reading, Pa. 

Mr. Fister is shown in practice on 
what he preaches. On the desk along- 
side Purchasing Agent Paul A. Miller’s 
left hand at Textile Machine Works 
lies a coupling (a model) in cast 
aluminum, of the leather disc type. 

Aluminum because it’s lighter to 
carry around; the original is in cast 
iron. 

In Mr. Fister’s hand is a flexible 
coupling, laminated disc, of semi-steel 
(the grade of nickel used depends on 
the torque and speed encountered in 
One reason why Mr. Fister 
knows both coupling types so well is 
the fact that each is made by Textile 
Machine Works under the Brown 
Co.’s patents. But for materials, speci- 
fications and applications, Mr. Fister 
goes back to the catalog. 

[he catalog has sold Mr. Miller 
several times over. One day Mr. Fister 
called on the p. a. with an air prod- 
ucts line catalog, aware the firm had 
had little success with their air lines 
at the machine. Blower guns seemed 
to be at fault. Mr. Fister looked up 
the item in his supplier’s line, recom 
mended a certain style; offered to 
equip a half-dozen for test purposes. 
“Try them a month or so,” Mr. Fister 
offered. 

The month wasn’t over before 
Brown Engineering Co. got an order 
for 250 of the blow guns. 


SseTVICC 








BARNES HACK SAWS e BAND SAWS « Famous for Dependability 


Here is why: 


Barnes Rocket is tough, flexible and specifically constructed to 


provide maximum durability, maximum shatterproof character- 


istics while maintaining exceptional cutting ability. 


In use over a year on the toughest metal cutting jobs 
from coast to coast — the Rocket has become famous 
as the blade that cuts MORE metal FASTER! 


FAMOUS FOR QUALITY 


o<i>"" bial dil; Nes CO.INC. 


1297 TERMINAL AVE. ¢ DETROIT 14, MICH. 
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weas: How you can... 


... promote sales with repair service 


When the Webster-Robinson Machinery and Supply 
Co., Tacoma, Wash., took on a line of portable chain 
saws a couple of years ago, the firm decided that they 
could impress customers more if they had service and 
repair facilities to assure full use of saws. Well, it 
worked out that way. The portable chain saws sold well. 

There was some surprise, however, when customers 
began to depend on the service and repair shop with other 
items than chain saws. Portable power tools began to 
come in for service and repair along with the saws. 

W-R salesmen then began to use the shop’s orders as 
sales leads. The shop proved to be an excellent door 
opener to many accounts which had not purchased 
from Webster-Robinson before 

Ihe shop is well-equipped and takes only a small area 
in the rear of the Webster-Robinson warehouse and 
stockroom. It is operated by Fred Torkelsen, an experi 
enced mechanic 


... find that tap, drill, reamer or die in a hurry 


You can’t get a short beer (or a long one, for that 
matter) in the tap room at Chase, Parker Co. in Boston, 
but there probably isn’t a drill or tap you might need 
that couldn’t be supplied there. Reamers, too; in fact, 
just about every cutting tool a customer might require 
will be found in this semi-secret bay off the main floor. 

Samson Hammersley, who is inching 80, is in charge. 
He has arranged his stocks in the following manner: H/s 
steel reamers on the right hand side (looking straight into 
the picture); taps and dies at the far end; carbon drills 
on the left hand side; and, on the fourth wall, carbon 
reamers. 

Cards accurately index each drill, tap, reamer and die 
size, slipped into a name-plate on each drawer. The 
drawers are 74-in. wide, 5-in. high, 15-in. deep. A set 
back is at the 24-ft. level, a foot deep to serve as platform 
to get at the drills out of reach from the floor level. 

» setback contains the larger sizes of drills. 


... hide your safe when it can’t be moved 


ca ! 


WHAT MEETS THE EYE of the customer who comes 
through the reception room of Maddock & Co. is this cabi 
net display of trophies won by the firm’s bowling team 
Joan Hopely, new telephone operator, keeps things tidy for 
the Philadelphia firm 


. .. WHAT LIES CONCEALED behind the cabinet door 
is the small safe that holds petty cash for the counter 
William Walker is the dial-twister. Safe was left on the 
lower floor, when the company remodeled, because moving 
bill was exorbitant 
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3B THE SENSATIONAL _ 

—# NEW MASONRY DRILL 
Le ve 
BS » 
2 A! — 


\ 


See the new angle of spiral — 
pg? The extra deep flutes — The full 
size steel body—The solidly held 


B ° STRONGER! Gest toe 


The “double lead”, fast spiral 
extra deep flutes, together with 


CA RBIDE the full hole size drill body, 
create 2 positive acting dust 

TIPPED! ejecting channels that remove 
e ALL DUST, even in the deepest 

holes. The Carbide tip is set in 

the sturdy steel drill body, left 


round at that point for added 
strength. 


DEALERS: 
Ask for full in‘ormation. Also send 


for your FREE SAMPLE Drill and new 
low price list. Try it and see for your- 
self just how good it really is. 


TOOL COMPANY 


21650 Hoover Rd., Detroit 13, Michigan 5210 San Fernando Rd., Glendale 3, California 
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Simonds Abrasive Co. Plans 
New Production Program 


A program of new production 
facilities for the manufacture of vitri 
fied and resinoid bonded grinding 
wheels has been approved by the NPA 
for Simonds Abrasive Co., Phila 
delphia, Pa. 

The project includes a new, addi 
tional continuous tunnel kiln installa 
tion, with building to house it, for the 
production of vitrified bonded prod 
ucts and a new, additional complete 
production line set-up for the manu 
facture of resinoid bonded wheels. 
Also included in the project are exten 
sive air conditioning, electrical wiring 
and materials handling equipment in 
stallations. Substantial installation and 
construction work is currently in proc 
ess in anticipation of early completion. 

The products of this plant, grinding 
wheels and abrasives, are important 
production tools in the defense effort 
and essential civilian economy 


Wickstrum Made VP 
Of Sylvania Electric 


The board of directors of Sylvania 
Electric Products Inc., elected Barton 
K. Wickstrum to the post of vice 
president and director of sales. 

Mr. Wickstrum, who has been gen 
eral sales manager of Sylvania’s light- 
ing division since 1946, succeeds 


Robert H. Bishop, who has resigned. 


GROUND BREAKING for $2 million plant addition for the Republic Rubber 
Div., of Lee Rubber & Tire Corp., is begun by vice president O. S. Dollison at 


Youngstown, Ohio. 





Weller Co. Ad Ties In 
With Erie Centennial 


H. P. Weller Co., Erie, Pa., tied in 
effectively with the observance of the 
Erie Centennial with an institutional 
newspaper ad paying tribute to the 
men and tools which helped build the 
city. 

The ad was captioned: ‘“T'ools Come 
To The Birthday Party.” Art work 
featured an industrial scene. 

The ad read: “When we pause to 
salute the Centennial of our city, we 
are also saluting the men and materials 
who have built Erie into the great and 
growing residential and industrial 
center it is todav. 


“For it requires a multitude of skill- 
ful hands equipped with the right tools 
to create a prosperity such as we en- 
joy in Erie today. 

“As Erie’s foremost industrial sup- 
ply outlet we have played a major “4 
in the development of the entire area. 
Our tools join with pride in Erie’s 
birthday celebration.” 


Pierce Made Vice President 


William B. Pierce has been elected 
a vice president of Allegheny Ludlum 
Steel Corp., Pittsburgh, Pa. He will 
retain his present position as technical 
director. 


NEW LOCATION of the Russ Chamberlin firm in Portland, Ore., provides for 
front parking. Russ Chamberlin, (left) president, sits at his desk in the new quarters 
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The Lufkin Rule Co. Names Sales Executives 


G. R. Carpenter 


G. R. Carpenter has been named 
manager of The Lufkin Rule Co., 
Saginaw, Mich., succeeding William 
S. Speir, who retired in June. 

Mr. Carpenter graduated from Pur- 
due in 1934 and joined Lufkin to 
travel the East and Middle West. He 
was later made sales representative in 
the Eastern Pennsylvania area. During 
the war he served in the navy, return- 
ing to Lufkin as sales representative 
in the New York State area. 

Mr. Speir, retired, has been a mem 
ber of the Lufkin sales organization for 
the past 30 years. He became associ- 
ated with Lufkin in 1921 covering the 
Pittsburgh territory until 1934 after 
which he was transferred to the New 


Lindsay-Oberholzer 
Moves Into Trenton 


The Coleman Industrial Supply 
Co., Trenton, N. J., is consolidating 
its business with E. C. Lindsay, Jr., 
and M. R. Oberholzer, both of Phila- 
delphia. The new firm will be known 
as Lindsay, Oberholzer Inc. 

The two new principals operate a 
similar business in Philadelphia under 
the name of Lindsay, Oberholzcr & 
Co. They have just recently an- 
nounced the building of a new branch 
and warehouse in Wilmington, Del. 

The location of the new firm in 
l'regton will remain at 1764 N. Olden 
Ave., where a steel and concrete addi- 
tion to the present building will be 
constructed permitting the carrying 
of expanded inventory and a more efh- 
cient warehouse and office layout. 

The company will specialize in the 
sale of power transmission equipment 
with the same lines the company sells 
in Philadelphia and Wilmington. 


William S. Speir 


York offices as assistant manager. In 
1939 he was appointed New York 
office manager and continued in that 
post until his recent retirement. 

Another appointee to the Lufkin 
managerial staff is C. Ed. Brown, now 
Pacific Coast manager. Mr. Brown 
attended Missouri Universitv and be 
came a sales representative for Lufkin 
in 1939, covering the Southwestern 
States and in 1944 was moved to St. 
Louis to represent Lufkin in the Mis 
souri, Illinois, Indiana, Ohio, West 
Virginia, Kentucky and Kansas area. 
In his new capacity, he will direct the 
Lufkin sales program in the western 
states and have his headquarters in 
Los Angeles. 


Cc. Ed. Brown 





American-Marietta Co. 
Acquires The Arco Co. 


American-Marietta Co., Chicago, 
Ill, has acquired The Arco Co. of 
Cleveland, Ohio, is now operated as 
a subsidiary of American-Marietta. 

Ihe acquisition of Arco is in line 
with American-Marietta’s policy of 
product diversification and specializa- 
tion. Arco has broad distribution of 
automotive refinishing materials. The 
company is also noted for their ré 
search activities in connection with 
the proper application of other types 
of specialized finishing materials which 
they manufacture. 
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MODERN BRANCH and warehouse of Lindsay, Oberholzer & Co. will be located 


at 10 A Street, Wilmington, Delaware 


ADDITIONAL NEWS BEGINS ON PAGE 218 
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RECOGNITION OF FIFTY YEARS of continuous service FRONT-PAGE PUBLICITY in the Orlando Morning 
Sentinel is given Harry P. Leu, Inc. on the distribution of 


with Clemson Bros., Inc. is made by president William E. 
Cross as he presents Elizabeth H. Dailey and George S. Gano its second catalog. ‘The 4-color cartoon was augmented by a 
with gold watches detailed story on the firm's accomplishments. 


A GATHERING at the opening of 
the new $100,000 warehouse of Hall & 
Co., Spartanburg, S. C. includes Virgil 
Davis, manager of Hall’s mill and elec- 
trical depts.; S. B. Mizell, district man- 
ager of Richmond Radiator Co.; Presi- 
dent Fred N. Hall and J. T. Cox, 
purchasing agent for the Kindall group 
of textile mills 


MOBILIZATION doesn’t halt sales 
meetings at Smith-Courtney Co., 
Richmond, Va. Attending the Fafnir 
Bearing Co. session at the William 
Byrd Hotel are J. W. Murray, P. H. 
Brooke, George Sydnor, H. S. King 
Fafnir), Richard Dale (Fafnir), A. 
Brooke Smith, H. P. Berger, C. M. 
Lane, G. E. Stangeland, A. K. Pearson, 
Jr., D. L. Humphries, J. F. Self, J. B. 
Phillips, C. R. Fogle, H. E. Harring- 
ton, G. L. Dunivent, R. L. Hall, C. M. 
Garrison, F. Q. Wingfield, R. E. Ash- 
worth and Stanley Berg (Fafnir). 











A MESSAGE TO AMERICAN 


INDUSTRY °@ 


ONE OF A_ SERIES 


Not, PLEASE, 
In the Name of Fairness 





Our national Office of Economic Stabi- 
lization has adopted a policy of gearing 
wages to the cost of living. We are told 
that “escalator clauses,” which provide that 
rates of pay shall be adjusted to take account 
of changes in the cost of living, will be gen- 
erally approved. 


If the adoption of this policy had been 
announced as a frank concession to political 
expediency, it would have been quite under- 
standable. There may very well be votes, lots 
of them, in a policy which purports to protect 
the income of a large group against loss 
through the price inflation caused by the 
defense program. 


A case might even have been made for a 
policy of approving escalator clauses on 
grounds of production expediency. The lead- 
ers of some three million organized workers 
now covered by such clauses have indicated 
that they would fight to the limit to keep 
them and thus maintain “real wages,” that 
is, wages measured by their purchasing 
power. The leaders of other organized groups 
have indicated they would fight to get the 





benefit of such clauses. Denial of them might 
mean serious strikes. 


Justified ‘‘in Fairness”’ 

However, the policy of approving escalator 
clauses was not based on these relatively low 
grounds of expediency. It was justified on 
high moral grounds, on grounds of “fairness.” 
In the words of the President’s Council of 
Economic Advisers, “maintenance of real 


wages during inflation cannot in fairness be 
disallowed.” 

That proposition is false. 

It would be truthful to say, “main- 
tenance of real wages during inflation 
cannot in fairness be allowed.” 

The truth of the corrected proposition be- 
comes evident immediately when you take 
a look at the basic nature of the inflationary 
problem created by defense mobilization. 

We are devoting a large share of our 
national production to defense. The share is 
now scheduled to hit about 20% in 1952. 

Since we are not able to increase our total 
production fast enough to meet defense needs 














in addition to civilian needs, that means a cut 
in the supply of goods and services that is 
available for civilian consumption. But the 
money paid out for the production of defense 
materials is added to that which is available 
to buy civilian goods. 

Thus, more money is put into the hands 
of the people to buy less goods. So prices go 
up. That is inflation. 


If one group of people then is granted 
enough additional money to offset the price 
increases — and that is the purpose of an 
escalator clause—and thus can continue to 
buy as much as they have been buying right 
along, less goods will be left for other con- 
sumers who are not getting this advantage. 
That is palpably an unfair distribution of the 
sacrifices necessitated by defense mobiliza- 
tion. In fairness, therefore, maintenance of 
real wages in inflation cannot be allowed. 


Organized workers were not the first, of 
course, to get the benefit of an automatic 
adjustment to take account of the increased 
cost of living. The farmers got theirs first. The 
price parity formula is, in essence, an esca- 
lator clause. The federal government under- 
writes increases in the prices of the things 
farmers sell in order to match increases in 
the prices of the things they buy. 


Crucifying the Helpless 


As matters stand, two groups are 
without benefit of escalator clauses. One 
group is composed of manufacturing firms. 
While they have not been nearly as successful 
as the misleading reports of “record-breaking 
profits” suggest, they have been able to look 
after themselves fairly well—thus far. 


But one group is completely without pro- 
tection. It is that numerically large but 
politically unorganized mass of people — 
many of them old and relatively helpless — 
who are trying to live on pensions, annuities 
and other fixed incomes derived from their 
savings. They are at the end of the line when 
the increased costs of inflation are passed 
along. They have no one to whom they can 
pass the buck. They are being progressively 
pauperized by the continuing inflation caused 
by progressive boosting of costs and hence 
prices. 


With the present line-up of pressure groups 
in Washington, protection for the principal 
victims of inflation—those who have saved 
for a rainy day only to find inflation has 
blown away the roof—is obviously an ex- 
tremely difficult business. But to have even 
temporary insulation against inflation 
granted to powerful groups in the name of 
fairness should be offensive to the nostrils 
of a nation that presumes to assert the moral 
leadership of the Western World. 


The only really fair way to handle 
inflation is to prevent it. But once it is 
under way, fairness demands that the 
burdens be as evenly distributed as 
practicable. 


An escalator clause — or a farm parity pro- 
vision—is explicitly a device to enable the 
group favored by it to escape the burden of 
inflation. Whatever concessions we feel we 
must make to political pressures or produc- 
tion expediency, let us at least be honest 
enough not to invoke “fairness” as justifica- 
tion for so arbitrary a discrimination in the 
distribution of the defense burden. 


McGraw-Hill Publishing Co., Inc. 











SPECIFIC PROBLEM. -- 
SPECIFIC ANSWER! __ 


S) MUCH EASIER TO SELL 
A HOIST THAT’S EXACTLY RIGHT 


FOR THE WB... 


...for efficient 


7 . . 

quick-lifting power 

YA L LOAD KING 
ELECTRIC HOIST 

Wherever a rugged, moderately priced, light- 
duty hoist is indicated, this new YALE is a 
“natural.” It can stay on the job ’round the 
clock, lifting at speeds ranging from 9 to 41 
F. P. M.! Push-button provides split-second 
one-arm control for easy “inching” and spotting Capacities: 
of load. Motor and load brakes protect load V4 to 11/2 tons 
and operator even when power is off. Available 


in wire rope or chain models with trolley, lug 
or swivel hook suspension. 











...for dependable 
general-purpose lifting 


YA LE MIDGET KING 
ELECTRIC HOIST 
Here’s a YALE money-saver that fills the bill 
perfectly on a thousand-and-one lifting jobs. 
Get speedy lifting, fast, accurate spotting of 
loads. One-hand bar control leaves operator 
free to guide loads as he lifts or lowers. Non- 


fracturing steel load hook. Trolley or swivel 
hook suspension models available, AC or DC. 


OL 





...and there are many more! 
TELL YOUR CUSTOMERS —THERE’S A YALE HOIST FOR EVERY JOB! 


MATERIALS HANDLING 
EQUIPMENT 
THE BVO fe) a) | MANUFACTURING COMPANY 


Philadelphia 15, Pennsylvania 


In Canada write The Yale & Towne Manufacturing Company, St. Catharines, Ontario YA .E is the registered trademark of The Yale & Towne Manufacturing Co. 


Capacities: 
Ye to 2 tons 
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| Door Openers To Sales 








N 


Ever fumble for something to say when you want to make small talk with the 


P.A.? Here are a few random facts that will help fill in the conversational blanks 


PATIENT PAINTERS: Some of the finest specimens of ancient Chinese 
lacquering required three or four years of labor. Layer after layer was applied 
until the coating was thick enough for carving. Some of the best specimens 
have three hundred or more coats, and are durable enough to last for centuries 
without showing wear 


PINT-SIZED PHOTOGRAPHY: The man who could write the Lord's Praver 
on the head of a pin had nothing on the inventors of a new photographic process 
By using this new technique, 14,000 complete book-sized pages can be accommo 
dated in an area the size of a postage stamp. This is equivalent to 14 complete 
copies of Gone With the Wind. 


HOW’S YOUR EYESIGHT? If some of your customers have trouble seeing 
the water level in gage glasses, tell them to put a } in. wide strip of Scotch tape 
back of them. ‘The water level then can be seen from much farther away. 


HOMEMADE RAINBOWS: There's something new in home lighting: a 
luminous ceiling. A multi-color fluorescent installation above a plastic ceiling 
makes it possible to select and blend white, gold and pink light to suit different 
moods and atmospheres. <A five foot air chamber above the ceiling contains 
four rows of four lamps, each with separate circuits controlling the different 


colors. 


POWERFUL PACKAGE: An auxiliary power unit, about the size of a milk 
bottle, has a tiny 60,000 rpm axial flow gas turbine, reduction gear box, 12,000 rpm 
induction generator, and gear tvpe hydraulic pump. It can produce enough 
energy to operate all the lights, hoists, air outlets, and other equipment needed 
in an automobile super service station 


LONGER LIFE FOR BELTS: It is thought that the main reason for discarding 
abrasive belts is glazing of the belt, rather than wearing of the abrasive. To slow 
up glazing action, a contact wheel of synthetic rubber has been introduced. ‘Tests 
are said to show a belt life increase up to 500 percent, stock removal up more than 
100 percent. 
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37%.SAVED on BRONZE BAR 


... by buying Asarcon 773 (SAE 660) in exactly the length 


needed. 
If the shop had used standard 13” lengths of bronze, it 
I 8 
would have bought 569 lbs. of metal . . . because the job 
called for twenty-one 8” lengths of 3” diameter tubular bars 
with a wall thickness of 1”. 
By ordering Asarcon 773 in exactly the length required 
. an 82” piece and a 90” piece . . . the shop bought only 
356 lbs. of metal. Savings over 37°! And no short ends! 


Asarcon 773 bar and bearing bronze is continuous-cast 
in diameters 42” to 5”, cored or solid, in 105” lengths . . . 
246 stock sizes of rods, tubes and shapes available. 
Distributors will cut this warehouse stock long or short in 


exactly the length you need. 


Round or symmetrically shaped bars and tubes, special 


alloys and longer lengths can be made to order. 


Send for this free catalog on 
Asarco Continuous Cast Bronzes 
It contains physical properties, 
table of weights, photomicro- 
graphs, table of stock shapes 
and sizes and other data. 


West Coast Sales Agent: 
KINGWELL BROS. LTD., 444 Natoma Street, San Francisco, Calif. 


American Smelting and Refining Company 


OFFICES: Perth Amboy Plant, Barber, New Jersey 
Whiting, Indiana 
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NEW PRODUCT 


WITH SALES 
POSSIBILITIES 

















Belting 
Leather Double V 
Link Construction 


mstruction double 
faced V belting is said to have the 
high power transmission capacity of 
leather, and to outlasted 
leather, laminated, and endl 

V belts on serpentin 
pool drum drives on tape « 
It is recommended for efficiency on 


Leather link cc 


have solid 
rubber 
drives, such as 
ondensers 
mall pulley short center drives 

of two fibre sec 
tanned leather 
flexibil 


Leather seg 


Each link consists 
tions faced with oak 
Steel connectors insure 
ity and climinate stretch 


great 


ments are V-faced to provide a double 
bevel which conforms to standard \ 
belt sheaves. ‘The double V_ feature 
prolongs the useful life of the belt, 
to the since 
on straight drive 
to bee 
belt 


iccording manufacturcr, 
it can be turned over 
ome the equivalent of a new 
Knight Co., Wor 


Industrial Distribution 


Graton @€& 
Nass 
1951 


cester, 
Oct 


Solder Rod 


Aluminum, 
Lead-Free 


\ lead-free aluminum 
melting at +00 degrees | 
it +50 degrees | 
It can be applicd with an 
soldering iron, and performance is 
said to be fully equal to that of higher 
melting point solders 

his new rod is identified a 


solder rod 
ind flowing 
has been developed 


ordinary 


No. 37 


132 


Aluminum Solder Rod, and while 
made especially for soldering iron ap 
plications, it can be applied by any in 
direct heating method. It is used with 
All-State No. 37 Brazaloy Flux. Prop 
erly applied, it will withstand pressures 
of 1.000 psi No 37 is for work on all 
tvpes of aluminum except 24ST and 
also for work on aluminum to dissimi 
lar metals. In wide application on 
electric and neon signs, television and 
radio lighting fixtures and 
clectroni equipment and instruments 
it is said to have good matching 


chassis, 


color 
ind good corrosion resistance 

It is available in 4 by IS in. and } 
by 14 in. sizes in 5-lb. packages. Onc 
pound of No. 37 Brazalov Flux should 
| btained for each 10 Ib. of rod 

All State Welding Allovs Co., Inc.., 
White Plains, N. Y Industrial Dis 
tribution, Oct. 1951 














Extinguisher 


Features 
One-Hand Operation 


One-hand operation is one of the 


chief characteristics of the Redi 
Grip pressurized portable fire ¢cxtin 


new 


guisher, which has been inspected and 
improved by Underwriters Labora 
torics, Inc 

Available in 1, 24 and 4-qt. sizes, it 
features a combination of charges 


CBM 


chlorobromomethane) or car 
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bon tetrachloride, individually or in 
combination; the expellent may be 
either air or carbon dioxide. 

Ihe Redi-Grip may b« 
from its bracket and operated with onc 
hand, while a safcty-lock prevents acci 
dential Rang¢ 
30 ft. and the discharge time of the 
l-qt. size is about 27 seconds at 70 
degrees IF. For close fire fighting the 
unit provides over 160 degrees of 
effective extinguishing action from one 
tanding position 

Stop-Pire, Inc., Brooklyn, 
Industrial Distribution, Oct. 


released 


discharge exceeds 


N. Y 
195] 














Drill Grinder 


For 2-Lip 
Twist Drills 


This drill grinder for 2-lip twist 
drills from No. 70 to }-in., straight or 
tapered shank, is said to offer the 
small drill user increased hole produc 
tion, lower drill reduction of 
scrap loss, and improved hole finish 
and tolerance. 

With the Dumore Drill Grinder, 
the user can quickly and accurately ob 
tain any included angle of drill point 
from 90 to 160 degrees, and any clear 
ance angle from 5 to 15 degrees 

Phe quick locking chuck features an 
infeed for finish cuts on fine re-sharp 
ening work, for very small drill sharp 
ening, and for extra speed when ex 
treme changes in point or clearance 
angle are required. A combined drill 
rest and diamond holder is provided 

(Continued on page 136 


costs, 











CHANCES are, every one of your customers 


uses chain. For nothing takes the place of chain 
in hundreds of jobs of holding . . . hauling .. . 
hoisting. 


You can get a big share of this profitable repeat 
business if you will just do two things: First, on 


every call, check the uses to which your customer 
puts chain. Second, sell him Campbell Chain. 


Campbell makes chain for every need. And a 
Campbell Sales Representative will be glad to 
work with you to develop prospects into steady 


customers for chain. 


Chain for every need...INDUSTRIAL... MARINE. ... AUTOMOTIVE 


CAMPBELL CHAIN Gompany 


MAIN OFFICE: YORK, PA. 
Factories: York, Pa., and West Burlington, lowa 


MAKERS OF FAMOUS CAMPBELL LUG-REINFORCED TIRE CHAINS 
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Typical of the sales aids made available 
to Winter dealers for distribution to 
their customers is the new 20-page booklet 
“Winter Balanced Action Taps for 
Special Applications.” You will find in 
it specific recommendations on the 
correct taps to use for many and unusual 
types of work; together with recommended 
tapping speeds and tapping lubricants 
for various materials, as well as suggested 
tap sizes for producing various classes 
_ of fits. Like all Winter sales promotion 
material, this new booklet is designed 
1 build greater sales by making 


WINTER BROTHERS COMPANY 

Division of the National Twist 

Drill and Tool Company, Reches- 

ter, Michigan, U.S.A. ¢ Distrib- 

utors in Principal Cities « Branches 

in New York, Detroit, Chicago, 
Sen Francisco 






















-A FRIEND IN NEED... 
The NATIONAL 


Service Engineer 


When a customer comes to you with an unusual 

or difficult problem in metal cutting, you can find 
the answer quickly by calling in the National 
Service Engineer. His comprehensive training in the 
factory and in the field gives him wide knowledge 
and experience to call upon in answering any 
special questions that may arise. In addition, he 


will show your customers how to get the greatest 





value from National tools in day to day use. 


NATIONAL 


foe e+e 


444444864 - 
(errtgggg 
leretnegy 


‘Ub ataaes 
SUUUvanan 


, 


NATIONAL TWIST DRILL AND TOOL COMPANY ¢ Rochester, Michigan, U.S.A. © Distributors in 
Principal Cities + Factory Branches: New York © Chicago + Detroit « Cleveland » Son Francisco 





for pregrinding broken drills and dress 
ing rough grinding wheel. 

Powered by 1/5 hp, 115V Dumore 
230V can be supplied), the 


Lin. 


motor 
drill grinder swings a 2 by 2 by 
wheel for sharpening. An_ identical 
wheel is mounted on other end of 
motor armature shaft for rough grind 
ing broken drills to shape, together 
with a thinner whecl for thin 
ning. Standard equipment includes 
one 4-in. collet; chuck extension drill 
holder for No. 42-70 drills; diamond 
wheel dresser; and set-up gage 
Dumore Co., Racine, 


W isc In 
dustrial Distribution, Oct. 1951 
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Drill Unit 


Multi-Angle, 
Long Stroke 
\ dill unit has been designed to 


unlimited freedom of set-up 
to simplify and reduce the cost of drill 


pro\ ick 


ing holes at any angle. Powered by a 
heavy duty flexible shaft with hy 
draulic actuation of the full 4-in. 
stroke, the new unit is a compact drill 
head which can be easily mounted on 
jigs and fixtures or built into special 
machines 

Quick, easy set-ups and infinite ad 
justments in drilling position are 
claimed for the unit, plus a long 
stroke. A number of units can be 
mounted on a jig or fixture to dnl 
multiple holes in a single piece. 
Mfg. Co., 
Distribution, 


Chicago, 
Oct. 


Commander 
I1].—I ndustrial 
1951. 


Vise 
Fast Operating, 
Weighs 80 Lbs. 


\ 4+ in. jaw fast-operating hydraulic 
machinists’ vise, No. 1004, replaces 
model. It is sub 
weight, SO Ibs.) 
and 


Columbian’s 34-in 
stantially heavier 
than models 
higher and wider jaws. 

Maximum hydraulic pressure _ is 
7,000 psi and maximum Jaw pressure 
is +,000 Ibs. A safety valve protects 
against overloading. According to the 
manufacturer, the jaws can be closed 
without damaging the lightest casting 
or finished surfaces. Vise closing speed 
is g-im. per pump stroke. Full vise 
opening can be accomplished in 3 


previous possesses 


seconds 


Use of the hydraulic vise permits 














operators to employ both hands to 
handle and position materials, and in 
finishing work. The vise is controlled 
by two simple foot pedals—one for 
powcr, the other for release. Stop con 
trol is adjustable so that any produc 
tion work is gripped and held with a 
single power stroke. 

The Columbian Vise & Mfg. Co., 
Cleveland, Ohio—Industrial Distribu 
tion, Oct. 1951. 





Product 


Manufacture 


Product 


Manufacture 





Belting 

Solder Rod All-State 
Extinguisher 
Drill 


Grinder -_Dumore Co 


Drill Unit 
Vise 
Cutter Sets .M. 
Serew Driver 
Clutch 
Puliing Tools 
Power Blade G.. W. 
Dust Mask 
Motor . U. 
Ready 


Center 


Screw Driver 





Graton & Knight Co 
Welding 


Stop-Fire, Inc 


Commander Mfg. Co 

. The Columbian Vise & Mfg. 
A. Ford Mfg. Co.. Inc 
Aro Equipment Corp 

Sales Service Machine 
Owatonna Tool Co 
Griffin Co 
General Scientific Equip 
S. Electrical Motors 
Tool Co 


Park Metalware Co 


Air Hammer 


Alloys Milling Head 


Shelf Truck. 
Masonry Drill 
Hub Sprocket 
Expansive Bit 
Chain Vise 
Knife Grinder 
Sander 

Rule 

Thread Restorer 
Punch 


Shield 


Eve 





The Pneumatic Tool Co. . . 
. Brown Mill Tool Co 

. Market Forge Co. . 
Super Tool Co 

.Fort Worth Steel. 

Robert H. Clark Co. . 

. Baldwin-Duckworth Div. . . 
.Delta Power Tool Div. 
Porter-Cable Machine Co. . 
Seaniey Tees... <0 cccecce 
Bonney Forge & Tool Works 
W. A. Whitney Mfg. Co... 
.Sellstrom Mfg. Co 


Bonney Forge & Tool Works 
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the Coffing 


GOULE ClIZNULY 


SAFETY-PULL 


RATCHET LEVER : = 


owl principle Uplate’ by Coltng sa’ 


HOIST : Penne # bald pouuvety @ 6 Seas 


yaaa Gy ard jee 


The Model R is now available in 1,500- 
and 3,000-ib. capacities — other sizes 
will follow. 


Many New Advantages 


COIL CHAIN Swings or wraps in any direction for greater flexibility in use. 


SIX OPERATING POSITIONS Handle operates in any position, works on full or par- 
tial strokes — for ease of handling in close quarters. Safety stops prevent spin- 
ning of handle. 


SAFETY FACTOR OF FIVE All hoist load-holding parts designed to withstand pull 
equal to five times rated capacity. Each hoist also factory tested at 100 percent 
overload. “Safety-valve” handle bends at point of maximum safe overload. 


SIMPLE TO SERVICE The Model R may be completely disassembled with only a 
screwdriver for easy servicing. Not necessary to return it to the factory for 
repairs, 


Find out more about the hoist 
that gives you greater 
convenience and safety in all 
lifting, pulling, stretching. 
Write for Bulletin A1OR. 
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The COMPLETE line... 


New Products 


(Starts on page 132) 





Cutter Sets 


Broad Range 
Of Applications 


Designed to meet nearly every ro- 
tary carbide cutter requirement, four 
new all-purpose carbide cutter sets, 
offering lower costs and package con- 
venience and protection, have been 
developed. 

Each set is designed to meet a 
broad range of applications as they 
offer from five to twelve shapes suit- 
able for various types of burring, light 
milling, blending and finishing. The 
tools are packaged in a plastic con- 
tainer, a wood insert holding the tools 
firmly in place. 

lool sizes in the various sets in 
clude 4-in. bodies on 4-in. shanks; 
4-in. bodies on 4-in. shanks; and 4-in. 
bodies on 4-in. shanks. 


i M. A. Ford Mfg. Co., Inc., Daven- 
Blue Devil Socket Screw Products port, Tow o—Industrial Distribution, 
Socket Cap Screws Flat Head Socket Cap Screws Oct. 1951. 


Socket Set Screws Socket Stripper Bolts 


Socket Pipe Plugs Socket Screw Keys Screw Driver 


Precision made by specialists in socket screw manufacture Air Powered, 
in a plant devoted exclusively to the manufacture of Sets Nuts 
Blue Devil Socket Screw Products. 

Model 7500 is an air-powered screw 
driver and nut setter, designed with a 
Sold through authorized push-button control which provides 
Industrial Supply Distributors instantaneous reverse action. 

rhe tool’s push-button valve intro- 
duces a new idea in rapid change from 
forward to reverse action: the oper- 


SAFETY SOCKET SCREW COMPANY ator presses a button and the action is 


instantly reversed. When forward mo- 





f Warehoused in the West by Liberty Equipment & Supply Co., 2010 E. 7th St., Los Angeles 21 


Warehoused in Canada by H. Paulin & Co., Ltd, 10-16 St. Patrick St., Toronto moves his thumb from the button 


which is instantly spring-released. In 


6500 AVONDALE AVE., CHICAGO 31, Ill. © 11 Park Place, N. Y. 7, N. Y. | tion is again desired, the operator re- 
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either case the tool need not be re 
moved from the work and no time is 
required for adjustment. 

Che tool has an adjustable clutch 
which can be pre-set to correct torque 
requirements. Clutch jaws automati-- 
cally disengage when screw is set to 
desired tension. It is also available 
with positive clutch. 

It has a speed of 1800 rpm and 
built-in speed regulator. Overall 
length is 7t4-in. with lys-in. outside 
diameter. Weighing 1.4 Ib., it can be 
quickly converted for nut-setting. 

Aro Equipment Corp., Bryan, Ohio 

Industrial Distribution, Oct. 1951 


Clutch 


Safe, 
Maintenance-Free 


A Press-Rite Airflex Air Friction 
Clutch and spring and_air-applied 
brake combination for use with their 
line of power presses has been devel 
oped by Sales Service. 

Interlocking clutch-brake action, 
long, maintenance-free life and in- 
creased operator safety are advantages 
claimed for the new clutch-brake ar 
rangement. 

The clutch and brake are both of 
the constricting drum type, and there- 
fore utilize centrifugal force to assure 

(Continued on page 142) 


Only genuine 
Fribaali> 


If this Housing ever 
Breaks or Distorts we 
will replace it Free 


RIGDID Booths 
918-920-922 
at the Plant 
Maintenance 

Show— 
Cleveland 
Jan. 15-18 


This Work-Saver 
Fel Ea gets 


customers for you 





@ You'll find no substitute for the smart-working, sales-making 
qualities that have made RIGA the world’s most popular 
pipe wrench. Breakproof housing, full-floating hookjaw with 
handy pipe scale, replaceable heeljaw, adjusting nut that spins 
easily in all sizes,6’’ to 60’, comfort-grip handle — these plus the 
RILAlID name mean more sales and more customer satis- 
faction for you. Feature these popular tools for extra sales now. 


- Sm i : 
i 


: Work-Saver Pipe Tools 
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FOR BETTER PERFORMANCE YS 


KENNEDY fi Valves 


HOW TO PICK THE RIGHT TYPE... 





GLOBE VALVE? Ideal where close 
flow regulation by hand is re- 
quired. The short travel of the 
stem and the ease of repair also 
makes it well suited for frequent 
operation. Globe valves change the 
direction of flow, however, and 
may cause a pressure drop that is 
not desirable on some services. 


ANGLE VALVE? Same disc and 
seat construction as globe valve. It 
reduces friction loss by serving in 
place of an elbow and globe valve 
in directing and controlling flow 
where a 90° turn is made in a line. 
Saves the cost of extra joints. 





GATE VALVE? Best suited for 
stop-valve service and in pump 
and main supply lines where un- 
restricted flow is important. A 
good choice where valves are left 
open wide or fully closed and in- 
frequently operated. Should not be 
used where throttling is required. 


WHICH CHECK VALVE? Swing 
check valves are designed for 
straight flow like gate valves. The 
lift type, like the globe design, re- 
quires a change in flow direction 
As a general rule, the lift design 
should be used in combination 
with globe and angle valves. 





- 
‘ 


- 


7 
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Every Kennedy Job Fitted valve is specially de- 
signed and engineered for the job it has to do. This 
means better performance, easier operation, and 
longer service. But it also means that there are many 
different valves for different uses in the complete 
Kennedy line. To help you put just the right valve 
to work on your job, here are a few useful hints on 


valve selection. 


CHOOSING THE RIGHT DISC DESIGN—In gate valves, 
the wedge disc is considered best for steam and gummy 
liquid services. It has the highest resistance to pressure 
strains and vibration. It also assures jam-free operation in 
any position. Double-disc gate valves are preferred where 
gritty liquids are handled. 

In globe and angle valves, plug-type discs are best for 
close throttling service. Composition discs are suitable for 
low-temperature service and save the seat from excessive 
wear. Metal discs give longer wear on throttling and are 
best suited to high temperature operation. 

To meet specific service requirements, the complete 
Kennedy line offers a wide variety of metal and composi- 
tion discs in all types of valves. 


WHICH BONNET? The bolted bonnet is easily removed 
with a small wrench and is most practical for large valves 
and high temperature service. The screwed bonnet is best 
suited to small valves for low-pressure service. Where fre- 
quent inspection, cleaning or disc renew- 
al are desirable, the union bonnet is ideal. 


BD 


BOLTED SCREWED 


OB- 


FITTE 


TO HELP YOU BOOST YOUR VALVE PROFITS, take ad- 
vantage of the Kennedy Distributor Plan. It includes 
free catalogs, literature and sales promotion pieces for 
your customers . . . plus special selling aids and serv- 
ices for Kennedy Distributors . . . backed up by hard- 
hitting advertising of Kennedy products in the trade 
publications your customers read. Write for details on 
‘he profit-boosting KENNEDY DISTRIBUTOR PLAN. 


WHICH STEM TYPE? 
RISING STEM— INSIDE SCREW — The 


position of the stem is always an indica- 
tion of the disc position. The rising stem 
however, needs adequate clearance for 
operation and should not be used with 
fluids which might attack stem threads. 


RISING STEM — OUTSIDE SCREW AND 
YOKE — Best for high temperature serv- 
ices where there is suitable headroom for 
operational clearance. Outside stem per- 
mits easy lubrication and protects threads 
from severe heat and corrosive fluids. It 
gives positive indication of disc position. 


NON RISING STEM—INSIDE SCREW— 
Can be operated where headroom is 
limited. Minimizes packing wear. Not 
suitable for high temperature or corro- 
sive services, however, since threads are 
constantly exposed to damage. 


KENNEDY 
: JOB-FITTED 


VALVES 


DESIGNED AND ENGINEERED 
FOR THE JOB 











DISTRIBUTORS interested in 
quality lines or more than one 
source of supply to meet the cur- 
rent demand from their trade will 
find Supreme Brand chucks de- 
pendable quality chucks that can 


picture is to your liking. The prod- 
uct quality is ‘tops’ and the dis- 
tributor policy protects you. 


Supreme Brand Chucks are 
nationally advertised in trade 











instant disengagement of friction sur 
faces when released. The brake is ap 
plied by a constant pressure spring 
opened and released by air and_ its 
actuation and brake action prevents 
either from being engaged while the 
other is operating, it is claimed. If 
air or electric power fails, the clutch 
disengages and the spring brake stops 
the press instantly. 

Variable clutch gripping pressure 
permits the operator to set clutch grip 
for every job, thus helping to avoid 
injury to operator or damage to dics 
and press in the event of dies jam 
ming. The clutch is designed for opti 
mum efficiency at pressures from 40 to 
80 and will operate satisfactorily at as 
low as 25, it is claimed. 

Ihe clutch-brake arrangement is 
available as optional equipment with 
the #3-30 ton and #85-S5 ton presses 
in the Press-Rite line. 

Sales Service Machine Tool Co., St. 
Paul, Minn.—Industrial Distribution, 
Oct. 1951. 


Pulling Tools 


Holds Complete 
Pulling System 


\ new portable Hydra-Tote takes 
pulling tools to the job in place of 
hauling the job to the tools. It holds 
the complete OTC Hydraulic Pulling 
System. With the new OTC Hy 
draulic Power-Twin Ram and Pump 
combination, the Hydra-Tote is a con- 
venience for maintenance work. It is 
easily moved to any spot in the shop, 





journalsto givedistributorsupport. | 
| 


Write today to determine if your | 
| 


be sold with confidence. Both and provides a 174 ton hydraulic press 


on the job. 

It provides a place for the OTC 
Puller set and permanent steel hangers 
for basic items and a tray for extra 
parts to reduce the danger of losing or 
misplacing tools. 

It is of sturdy, welded steel con 
struction, 32-in. high, 364-in. long, 
16-in. wide at the base, and 4-in. wide 
at the top. There is 104-in. of clear- 
ance between the press uprights, 11]-in. 
clearance from the ram to the top of 
the press plate and 34-in. from the top 

(Continued on page 146) 


chucks and keys are interchange- 


atte with other makes. territory is open and let us outline 


They are priced right and the profit our complete plan. 
BRAND 


6 SUPREME ¢iuexs 


Supreme Products, Inc., 2222 South Calumet Avenue, Chicago, Illinois 
THE CHUCK THAT LIVES UP TO 


ITS NAME...SUPREME 
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A 200-kilowatt generator on a Standard Dredging 
Company dredge boat requires a 12”-wide silent 
chain drive (encased, above). A new, supple- 
mental 300-kilowatt generator requires only a 
6”-wide Morse Hy-Vo Drive. Hy-Vo does 50% 
more work with 50% less chain, opens new areas 
of power transmission sales. 


Can you supply 50% less chain drive , 
to do 50% more work? 


You could if you were a Morse Distributor. 


You could supply the Morse Hy-Vo Drive, revolu- 
tionary development in the power transmission field. 


Morse Hy-Vo transmits more horsepower at higher 
speeds and lower cost than any other drive: up to 5000 
HP at 1200 RPM. Rotative speeds up to 3600 RPM. 
Linear velocities up to 6500 FPM. 


Hy-Vo opens the way to transmitting more horse- 


power from smaller, less expensive high-speed engines— 


Morse sez Power Transmission 


MORSE CHAIN COMPANY 
Dept. 210 @ 7601 Central Avenue @ Detroit 8, Michigan 


without costly accessories. It opens a new age in power 
transmission, creates new service, sales, and profit 
opportunities of far-reaching importance to interested 
distributors. 

Naturally, only Morse Distributors handle Hy-Vo. 
Write us for more information on it—or for more infor- 
mation on the complete power transmission line that 
Hy-Vo heads: Morse Silent and Roller Chain Drives, 
Morse Stock Sprockets, Morse Morflex Flexible Cou- 
plings, Morse Driveshafts, or Morse Clutches. 


en eRe eae ee nS. 


| MORSE 4 


MECHANICAL 
POWER TRANSM/SS/ON 
\ pRopucTS 


\ 
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"We make more profits 
because of <7¢ advertising 
acceptance and performance,” 


Says Mr, 


W. J. Hej 
Genera] ee 


Manager, 
'OWA MACHINERY 


—weNray COMPANy 
©5 Moines, lowa . 





























“SKIL tools help us make the whole line profitable,” says Mr. Heinz. 
“Our sales are supported by a strong and regular advertising program 
and we can always count on the assistance and cooperation of the 


entire SKIL organization from the factory to our local representative.” 














“SKIL tools have real acceptance. That's why I'm kept 
busy with over-the-counter sales," says Harold Boylan at 
lowa Machinery and Supply Company. Your customers know 
SKIL tools, know how they are job-proved in every field. 
SKIL sales messages appear regularly in the magazines your 
customers read and trust. 


a 


SAL WORKS WITH 


YOU TO BUILD YOUR 





SALES AND PROFITS 


“SKIL SALES ARE BUILT ON PERFORMANCE." 
PERFORMANCE SELLS SKIL TOOLS 
AND KEEPS THEM SOLD. 


Success Story behind this SKIL sale proves it again— 
Cemesto Board is distributed throughout Iowa by the 
Wickes Engineering and Construction Company. Their 
Production Engineer, D. C. Gardner, called on the Iowa 
Machinery and Supply Company for a recommendation 
on the best and most efficient way to cut this special 
building board. 

SKIL Salesman Dick Hooker worked with Owen Daly 
of the Iowa Machinery and Supply Company. They 
showed Mr. Gardner how Model 800 SKIL Saw with a 
Carbide-tipped blade does the job. The result: the dem- 
onstration made the sale. Now the Wickes Engineering 
and Construction Company not only uses SKIL equip- 
ment exclusively in their construction work with Ce- 
mesto Board but also recommends this saw to all the 
buyers of Cemesto throughout their distribution area. 

Cooperation like this, repeated whenever it's called for, 
prompts Mr. Heinz to say “SKIL works with us all the 
way to make and keep the SKIL line profitable.” 


SKIL SAW—MODEL 800—ONE OF 10 SKIL MODELS 


8%” saw, particularly recommended for of advantages of SKiL Cut-off Wheels 
fast cutting of stone, tile and marble as and Carboloy-tipped Blades. 

well as lumber. Free-speed of blade: Cutting capacity: 2%” maximum. Full 
6000 r.p.m. High-spindle speed, achieved base adjustments: 2” to 2%” verti- 
through use of precision-ground helical cal depth of cut; 0° to 45° bevel ad- 
gearing, maintains peak power at cutting justment; 2%” depth of cut at 45°. 
edge of blade. Makes most efficient use Length: 1214”. Weight: 17% pounds. 





For complete information about top-quality SKIL products and SKIL sales support, 
call your conveniently located SKILSAW Factory Branch Office. 


ERT gs PORTABLE 


SKIL Saw SKIL Belt Sander SKIL Portable Grinder 


SKIL Products are made exclusively by SKILSAW, INC., 5033 Elston Avenue, Chicago 30, Illinois 
SKILSAW Factory Branches in Principal Cities. In Canada: Skiltools, Ltd., 3601 Dundas Street West, Toronto 9, Ont. 





SHAKEPROOF 
THREAD-CUTTING 
SCREWS 


THIS COMPLETE - 


LINE WILL - 


é 


SHAKEPROOF 
LOCK WASHERS 


MNGRASE YOUR SHES / 


<= 


A 


L 
) 


MS-by 


Ss 
SHAKEPROOF 


SHAKEPROOF 
“SPEED NUTS 


LOK 
SELF LOCKING NUTS 


SHAKEPROOF 
ENGINEERED FASTENINES 


MOST COMPLETE .. . in addition to the fastenings 
shown above, the Shakeproof line includes hundreds of 
specially engineered devices to meet nearly every 
assembly need. 


NATIONALLY ADVERTISED .. . backed by consistent 
color insertions in THE SATURDAY EVENING POST, 
BUSINESS WEEK, and leading trade publications. 


USED BY THE BILLIONS... by leading manufacturers 
in the mass-assembly industries, proof of acceptance that 
will mean extra sales for you. 


Take advantage of the tremendous merchandising opportunities in Shokeproof 
ENGINEERED Fastenings. Their exclusive cost saving and quality feotures make 
every monufocturer of an assembled metal product a “‘live’’ prospect! 


SELL SHAKEPROOF ON EVERY CALL! 


A DIVISION OF ILLINOIS TOOL WORKS 
2501 North Keeler Avenve © Chicago 39, lilinois 
In Canada: Canada Illinois Tools Ltd., Toronto, Ontario 
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of the press plate to the floor. Almost 
unlimited vertical adjustment is pos- 
sible with interchangeable legs in the 
upper press frame and three easy ad- 
justments in the lower press frame. It 
is equipped with 3-in. rubber casters. 

Owatonna Tool Co., Owatonna, 
Minn.—Industrial Distribution, Oct. 
1951. 














Power Blade 


Features Safety, 
Straight Cutting 


A high speed power hack saw blade, 
featuring safety and straight cutting, 
has been developed. Called Powerflex, 
the blade is made with three separate 
pieces which are welded together. ‘The 
back is tough steel for shock absorp- 
tion, the middle is medium-hard steel 
for more power and straighter cutting. 
The cutting edge is hard and tough 
for long lasting sharpness. 

This combination is said to give 
Powerflex. many advantages, includ- 
ing: no tooth stripping under nor- 
mal conditions, straight cutting and 
greater safety. The blade is available 
with four, six or ten teeth per inch. 
Lengths: 14, 18, 21 and 24 inches. 

G. W. Griffin Co., Franklin, New 
Hampshire—Industrial _ Distribution, 
Oct. 1951. 

















Fastest ship of the line, the heavy cruiser is 


the mainstay of the fleet. It’s designed 
for speed—does the job in a hurry. 
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Plumb Hammer—designed to \. PLU cd a 


ke rapid, accurate blows—gets jobs 
e faster. 
e tough special analysis steel head 
result of years of research and 
neering, withstands years of he 
ding. 
ing tempered claws bite d 


ails, pull even headless bre 
balance of the Plumb 
ard jobs easy. The we 


ally centered, adding A, 
even ordinary bio - va 
ed second-growth ¢ , i) 26 
bs shocks, reduc a c *" 
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HAMMERS HATCHETS AXES FILES \ 
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How well does 





Are some of its pages wasted on discontinued goods? 
... does it fail to include certain new and profitable lines? 
... is it edging over toward the thin red line between prof- 
itable or unprofitable? 


WHY NOT CALL FOR A DONNELLEY SURVEY? 


You can always find out exactly where you stand through a 
Donnelley Catalog Survey. It costs you nothing—obligates you in 
no way. But it does lay the facts before you in black and white. 
Just drop us a line today. 


R. R. DONNELLEY & SONS COMPANY 
Catalog Compiling Department 


350 East Twenty-second Street, Chicago 16, Illinois 


PRINTERS * BINDERS om ENGRAVERS * LITHOGRAPHERS 


Recently Delivered Donnelley-Built Catalogs: 


9 EDITIONS 6 EDITIONS 2 EDITIONS 





_ : 
CAREY |i 
All MACHINERY : 
} & SUPPLY CO 9 
Repeat 
Orders (CUTTER, WoO! 
| SANDERSON 


Serre 
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Dust Mask 


Protection From 
Nuisance Dusts 


[his mask is said to promote maxi 
mum labor efficiency by protecting 
workers from nuisance dusts, permit 
ting free breathing and conversation 
with maximum comfort. 

Not for use in atmospheres of toxic 
dust, silica or fumes, they are washable 
and sturdy enough for continuous use 
ind inexpensive cnough to be dis 
carded 

I'hey are processed from a vegetable 
fibre and will not dissolve in water or 
live steam. ‘They can be auto claved, 
sterilized in boiling water. The mate- 
rial is soft in texture, porous, absor- 
bent and free from irritating lint or 
yard. They are securely finished with 
an elastic head band. 

General Scientific Equipment Co., 
Philadelphia, Pa.—TIndustrial Distri 
bution, Oct. 1951. 


Motor 


Totally- Enclosed, 
Explosion Proof 


\ 10-feature totally-enclosed motor 
for explosion-proof requirements is 
made in capacities from 3 to 75 hp. 
Ihe motor, ‘Types SE and SES, car- 
rics the Underwriters’ label in Class 1, 
Group D, for highly inflammable gases 
ind volatile liquids, and in Class 11, 
Groups F and G, for combustible 
dusts. 

Other types SD and SS_ without 
label, for non-explosion-proof service 
ire also available. 

Features incorporated _ include: 
scaled terminal, elongated spark- arrest- 
ing bearing sleeves, streamlined hous- 
ing, hi-draft ventilation, removable 
cover, split hub fan, normalized cast 








. a ”~ 
on 


Aq 


¢ 


ENABLE YOU TO GIVE YOUR CUSTOMERS 


7 GREATER STRENGTH 2 STRENGTH EQUAL TO 3 LARGE FLAT WRENCH 


than castings because extru- 
sion eliminates porosity of 
metal. 


FORGINGS and precision PADS for quick, tight grip; 


specifications with minimum easy installation and removal 
machining. even in hard-to-get-at places. 
When your customers need brass fittings recommend Weatherhead for 
strength, light weight and fast, easy installation. Every main type of 


Weatherhead Brass Fitting is made of extruded stock, including 
ERMETO fittings. Ermeto meets J. |. C. requirements. 


TO HELP YOU SELL! Get new Weatherhead 
catalogs and sales letters—for samples write Dept. 1, 


The Weatherhead Company, 300 East 131st Street, 
Cleveland 8, Ohio. 


o— => 


ERMETO COMPRESSION 


<< << 


INVERTED FLARE THREADED SLEEVE FIRST IN 


cD — = HYDRAULIC CONNECTIONS 


SAE FLARE PIPE THREAD 
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which 
ALLOY FASTENINGS 


are best for 











tected windings, and solid, centricast 
rotor. 

Being completely sealed, this motor 
is said to give protection against ex 
ternal hazards, preventing intrusion of 
abrasives, acids, moisture and other 
NAVAL BRONZE drift bolts up to deleterious substances 
a hefty 40 inches long, a Harper U. S. Electrical Motors, Inc., Los 
engineering development, are made Angeles, Calif—Industrial  Distribu 
for the Navy's swift new mine tion. Oct. 1951 
sweepers. These meet fully the rigid 
requirements for fastenings in this 
rugged service ...they are corrosion 
resistant. strong, and never 
need replacing. 


ia ings, lubri-flush bearings, asbestospro 
* 


your [CW customers 





STAINLESS STEEL bolts and nuts, stock 
Harper items, are used in the “nerve 
center” electronic equipment of our 
deadly new tanks. Here, rough and 
tumble going and torrential soakings 
demand fastenings of great strength and 
lasting resistance to stress and corrosion. 





ALUMINUM bolts, because of their 

light weight and rust resistance, go into 
the assembly of military stretchers. Also 
made in stainless steel. these ‘specials’ 
are another example of how Harper can 
help with your alloy fastening problems, 
whatever your defense or essential 
production may be. 

















HARPER can tell you because 
HARPER is an expert in all alloys! Center a 
—— ank-Type, 


If your defense production calls for non-ferrous or stainless steel Bull Nose 
fastenings, call Harper. Here, ready to help with your problems are 
fastening specialists—backed by America’s most complete line of 
alloy bolts, screws, nuts, rivets and allied accessories. Over 
7,000 items in brass, bronze, copper, aluminum, Monel and stainless 
steel in stock and ready for delivery from warehouses and 
distributors coast to coast. Mail coupon. 


Capacities up to 10 tons and head 
sizes up to 24 in. are the claim for 
this new shank-type, bull nose Red-I 
Center. Designed expressly for extra 
heavy duty work with two single row 
superaccurate, anti-friction bearings, 
the center is made in Morse, Jarno 


The H. M. Harper Company Brown & Sharpe, Hendy or special 


8219 Lehigh Ave., Morton Grove, IIL. 
Sead new catalog 10: (please print) tapers and straight shanks. 
SPECIALISTS IN ; Bearings are shrunk-on, and spaced 


ALL NON-CORROSIVE METALS apart, being preloaded for maximum 


—_ HH A R p iJ R Address radial and thrust capacities. The head 


Citys serereeeeererees Zone... .State..e0e i- of hardened tool steel and the shank 
is heat treated alloy steel. Sealed-in 
EVERLASTING FASTENINGS lubrication feature ic a aan 
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“This neopene standing mat 


can stand the toughest treatment.” 


“With its specially designed ribbed surface this neoprene mat 
rates tops for foot comfort. Strong enough to support a man’s 
weight without collapsing, its ribs are still flexible enough for 
wiping even the most stubborn grime off shoe soles. And 

because the mat is made of Du Pont neoprene, it resists oil, 
greases and many chemicals, as well as the punishment of daily 
scuffing by heavy work shoes. Then, too, neoprene is fire 
resistant. Ideal for use where this safety factor must be considered.” 


Your customers will recognize in this mat an excellent way to 
increase plant efficiency while keeping maintenance costs at a 
minimum. For, chances are, they’re familiar with neoprene’s 
outstanding performance record in many other resilient 
products. The manufacturer of the line you represent 

will be glad to tell you about the many sales advan- 

tages of neoprene products he makes. 


Tune in “Cavalcade of America,” Tuesday nights—NBC coast to coast 


NEOPRENE 


The rubber made by Du Pont since 1932 





FREE / The Neoprene Notebook 


Your customers read the Neoprene Notebook regularly. So don’t 
miss the information it offers about new and interesting applica- 
REG. Us. pat. OFF tions of neoprene. If you’re not getting it now, we’ll be glad to 
BETTER THINGS FOR BETTER LIVING THROUGH CHEMISTRY send it to you. Write E. I. du Pont de Nemours & Co. (Inc.), 
Rubber Chemicals Division (-10,Wilmington 98, Delaware. 
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ous, well balanced lubrication. The 
deflection ratio control accuracy is 

Saves costly man hours guaranteed, as is the entire center. 
Ready Tool Co., Bridgeport, Conn. 


Industrial Distribution, Oct. 1951 


ersatile, “lein- Werner =e 
“PUSH PULL tydraulic eo a 


Spring Fastener 


Jack. speeds up defense | Holds _— ws 


A new spring fastener in the han 
dles of all Xcelite No. CK-3 sets now 
| J holds the reversible blades snugly by 
conversion ! friction alone. The specially shaped 
spring is set in the slot of a hex bush 
ing, then imbedded in the hollow 

plastic handle. 

The blades for this handle have a 
hex portion in their center which ex 
actly fits the hex bushing. This pre 
vents any possibility of the blade turn 

e ing in the handle. Then, with a 

Pumping Unit blade inserted, the curved portion of 
the spring exerts enough pressure on 

the hex part of the blade to hold it 

firmly. However, the manufacturer 

says, the blade is easily extracted for 


Operates at any angle.. reversing. 


rhis new type handle fastener does 





in any position not in any way prevent using the han 

— dle alone as a ¥s-in. nut driver, a com 
mon practice in mounting T'V an 
tennas. Also, the spring fastener acts 
PUSHING * PULLI NG as a holder on the ss-in. nut, prevent 
LIFTING * LOWER ING ing it from dropping out of the handle 


FOR MOVING ° BENDING 





Park Metalware Co., Orchard Park, 
N. Y.—Industrial Distributoin, Oct 
1951 


STRAIGHTENING 


Air Hammer 


Light Tool 
For Medium-Heavy Work 
This remote control hydraulic jack is a 
An air hammer weighing just 
slightly over two pounds, but so de 
signed that it will perform medium 
heavy work in general shop and 
, maintenance operation, has been de 
single ram to either push or pull with veloped. Known as Model G-200 Air 
simple turn of release valve. Completely Hammer, it works at 120 psi and 
bin Werner protected by safety valves, cannot be over- strikes up to 6000 blows per minute 
hy loaded. Available in 4, 10 and 20 ton ca- with maximum force or may be me 
by yORAULIL SALAS pacities with a wide variety of attachments. tered to any lower speed or striking 
power by means of finger trigger 
action. 
Hein-Werner also manufactures oa 
complete line of Hydreullc Indus- HEIN-WERNER CORPORATION A safety feature is the 3-point-ball 
trial Jacks in models of 114, 3, 5, bearing chuck which locks tools in 
8, 12, 20, 30, 50 and 100 tons WAUKESHA, WIS. 8 
working position and eliminates haz 


copacity. Write us for complete % ax 
details. (Continued on page 156) 


time saver on a wide variety of applica- 
tions. Requires only one man to set up 
and operate on even the most complex job. 


Exclusive Hein-Werner design permits 
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PRODUCTION-ENGINEERED 


BELTING 


Quaker offers a full line of conveyor, flat 
transmission and V-belts to fill every order. All 
developed and proved through the years to 
give maximum, trouble-free service. 


AG —_= 


2. PERFORMANCE-PROVED 


Proved for flexibility and strength . . . built 
to stand abrasion and resist wear . . . there's 
@ Quaker Hose for air, steam, welding, suc- 
tion, chemical, water or fire protection. 





3. LONGER LASTING 


PACKINGS 


Developed to assure positive, safer seals . . . to 
last longer . . . Quaker Sheet Packing is made 
to give the finest service on pumps, com- 
pressors, water, air, steam and chemical lines. 


sus MERCHANDISING THAT 
BUILDS REPEAT SALES 
Quaker’s big, colorful advertisements in leading industrial and 
.. plus catalogs, technical booklets 


consumer publications . 
and folders help distributor salesmen close the sale. 


Now, the newest Quaker program to help you keep customers 
ordering ... and to win new ones... the Quaker Conservation 
Maintenance Plan. Includes an informative booklet, plant wall 
charts, maintenance memos. Write for the complete plan. 


| QUAKER 


2 Ee 


RUBBER CORPORATION 


DIVISION 


PENNA 


OF H. K. PORTER COMPANY, INC. 


ms | 1 ae i mem N CHES | N Pew CIiPAt CiTLes 





INDUSTRIAL ABZ eg@R Cn ati 
VOCATIONAN MEE Csas 
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lurniture 


| \/ Manuf \ 4 
ELECTRICAL | | act ane 
CONSTRUCTION : | “rer MN \t 


AN WALT ihe 
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SEES SESS SSG SLAG EEEEEELE 


+ 


In magazines they reach for... 
Black & Decker reaches your 
best prospects! 


» ‘\ @¢ <¢ 
Sy .% 
oe oe hb et eee par ewere ACEC * > 


Over 53 Million 
Black eDecker Ads 
=i During Coming Year! 


More 





Insertions ERE’S the greatest advertising campaign in Black & Decker’s 
i history! The greatest advertising support you've ever had... 
Give You seeking out new markets ...developing new uses for Black & Decker 
Tools in established markets . . . pre-selling millions of buyers on 
Greater thinking of Black & Decker FIRST! 
oT eee Month after month, Black & Decker advertising will carry your 
Sales sales story to the multi-million circulation of The Saturday Evening 
Post. Month after month, Black & Decker advertising will reach your 
4 t! blue chip prospects in 24 widely-read business publications. Month 
Uppor ° after month, Black & Decker advertising will put the buying empha- 
sis right on YOU, the Black & Decker Distributor. 
It’s more proof that Black & Decker . . . the world’s BIGGEST 
line ... is the BEST promoted! 


LEADING DISTRIBUTORS EVERYWHERE SELL ‘ 





PORTABLE ELECTRIC TOOLS 
ELECTRIC TOOL HEADQUARTERS 


The Black & Decker Mfg. Co., Towson 4, Maryland 


GD>“Bag gD. we Sy 


PORTABLE 
ORIVERS GRINDERS SHEARS NUT RUNNERS SAWS HAMMERS 
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Sold 

only 
through 
recognized 
distributors 


@® 1082B 
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Sales are easier when you Carry 

the complete line of 

STAR metal-cutting products. 

Over the years, 

a combination of a good product along with 
consistent advertising to your Customers 

has made STAR hacksaw blades, 

frames, and metal-cutting band saws 

the easy brand to sell. 


SON BROS., Inc. 
IDDLETOWN, N.Y., U.S.A. 


Makers of Hand and Power Hack Sow Blades, 
Frames, Metal Cutting Band Saw Blades 
and Clemson Lawn Machines 


INDUSTRIAL DISTRIBUTION 
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ard of tool ejection. The driving pis 
ton constitutes the only moving part. 

The hammer is offered singly or 
with specialized tool kits for various 
types of services, such as maintenance, 
welding, foundry, motor block repair, 
body construction, marine scaling, 
caulking, etc. Sixty-six different tools 
are regularly available for use with the 
G-200 hammer and blanks are offered 
for making individual tools for special- 
ized tasks. 

The Pneumatic Tool Div., Salsbur 
Corp., Los Angeles, Calif —Industrial 
Distribution, Oct. 1951. 








Milling Head 


Micrometer Precision, 
For Angle Boring 


A recent tool development, is a new 
micrometer precision, vertical milling 
head, for angle boring and milling on 
horizontal milling machines. It has a 
micrometer, vertical quill spindle feed 
calibrated in .001 increments. The 
travel of the vertical spindle is 13 to 
3-in. 

The ground thread micrometer lead 
screw has a navy bronze stud for spin- 
dle and thrust support with set screw 
take-up adjustment. Adjustments are 
easily made with ordinary Allen 
wrench, according to the manufac 











A FOOTE BROS. 
WORM-HELICAL DRIVE 
MAY PROVIDE THE ANSWER 


@ Rugged strength, the ability to stand up under 
punishing loads, the highest possible efficiency — these 
are characteristics of Foote Bros. Worm-Helical Drives. 

Input shafts are horizontal, output shafts vertical, up 
or down — making these units ideal for use in chemical 
plants, pulp mills or wherever materials must be 
agitated or mixed. 

Foote Bros. Worm-Helical Drives are available in 
ratios from approximately 25 up to 285 to 1—capacities 
up to 128 h.p. See your Foote Bros. representative or 
mail the coupon for information. 

FOOTE BROS. GEAR AND MACHINE CORPORATION 
4545 S. Western Boulevard e Chicago 9, Illinois 


Whatever your requirements in power transmission, you will 


find exactly the drive best suited to your needs in the Foote Bros. Gear and Machine Corporation 
complete Foote Bros. line of enclosed gear drives and gear- Dept. ID, 4545 S. Western Boulevard, Chicago 9, Illinois 
motors. Check the coupon indicating the drive in which you Please send bulletins on drives checked below. 


are interested. 


ECDTESBROS~ . 


Boller Power Teak Srsrion Through Collar Gears Compan 


Address 
City 





[) WORM-HELICAL DRIVES 

(1) LINE-O-POWER STRAIGHT LINE DRIVES 
}) MAXIPOWER HELICAL GEAR DRIVES 

() HYGRADE WORM GEAR DRIVES 

[] FOOTE BROS.-LOUIS ALLIS GEARMOTORS 


Position 


Zone State 
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For many years Cleveland has catalogued 
“larger than usually listed” sizes of hex 
head Cap Screws—stocks a fair assort- 
ment whenever possible— makes for you 
whatever your customers need up to 
2” diameter, lengths to 36”. Also Set 
Screws to 1%” x 10”. Clean, well-made 
screws, bright or heat treated. Write 
for sizes and prices. 


THE CLEVELAND CAP SCREW CO. 
2917 East 79th Street, Cleveland 4, Ohio 





Cleveland's standard line 
includes hex, flat, socket 
and fillister head Cap 
Screws; Milled Studs and 
Set Screws. 


’ 
yt) Lae 


Warehouses: Chicago, Philadelphia, New York, Providence 


CLEVELAND 7 2“ FASTENERS 


he a ke Vise 


QUBLE 
Wyreuston 
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turer. The gear housing is of semi 
steel, precision pre-loaded ball bearings 
throughout. Gear rating is 14 to 15 
hp, running in oil. 

There are 25 models available for 
every make and size horizontal milling 
machine. Models can be supplied with 
or without micrometer. 

Brown Mill Tool Co., Los Angeles, 
Calif.—Industrial Distribution, Oct 
1951. 














Shelf Truck 
For Light 
Duty 


A light duty truck with smooth steel 
shelves is now being manufactured. 
Ihe trucks are furnished with any size 
or type of caster and wheel and can 
be built to meet individual require 
ments. The lips of the shelves can be 
supplied turned up or turned down, a 
feature that makes this truck especially 
useful for handling various types of 
material. 

Specifications on the two models 
illustrated are: Large truck: width, 
24 in., length, 54 in., wheels, 5 in. 
diameter, semi steel. 

Small truck: width, 24 in., length, 
40 in., distance between shelves, 6 in., 
height, 18 in., wheels, 6 in. diameter, 
semi-steel. 

Market Forge Co., Everett, Mass. 
Industrial Distribution, Oct. 1951. 


Masonry Drill 


Carbide Tipped, 
Extra Deep Grooves 


Speed Spiral is the name given a 
carbide tipped masonry drill which is 
machined from the solid with a round 
nose supporting the carbide tip. It is 
claimed that the design provides am- 
ple dust clearance without necessitat 
ing gashing ahead of the carbide tip 
or otherwise weakening the end that 
does the work. It also reduces the 
chance of cracked or weakened tips 
due to brazing strains. 

The double lead fast spiral dust 
grooves are made extra deep. Accord 
ing to the manufacturer they pick up 
the dust from immediately behind the 
carbide tip and are completely eff- 

(Continued on page 162) 











BUILDING A 
REPUTATION 


INCE 1903 it has been the Celfor policy 
to build for the future on a foundation of 
quality, performance and dependability. The 
soundness of that policy is evidenced by an 
ever-growing list of satisfied distributors and 
users. 

It is our intention to continue building on 
that foundation for the next 48 years and 
beyond... 


Ask your Celfor Service Engineer about this new Celfor BLACK 
DEVIL High Speed Type M Drill with micro-finished flutes, 
wear-resistant margins and perfect point. The “ALL-IN-ONE” 
drill which spells better performance ond greater production. 


ICELFOR 
BLACK DEVIL 


TRADE MARK 


HIGH SPEED = 
CELFor 


DRILLS and REAMERS cg 
CELFOR TOOL COMPANY 


Division of Avildsen Tools and Machines, Inc. 
Factories: Chicago—New York—Los Angeles 
815 W. Jackson Bivd. 90 White Street 
Chicago 7, Ill. | © New York 13, N.Y. png pretenen 
1320 Santa Fe Ave., Los Angeles 21, Calif. 
Branch Offices in Principal Cities 


Shouldn't You be the Celfor Distributor in your area? 


FEST aoe 


Rais. 
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WQNORTON y 
abrasives 


BEHR-MANNING 


ete Os eS se ee ee eee ee 


EXPORT: BEHR-MANNING OVERSEAS INC., NEW ROCHELLE, N. Y., U.S. A. 








BEHR-MANNING PRODUCES EVERYTHING 
YOUR CUSTOMERS NEED IN COATED ABRASIVES! 


Many are up-to-the-minute, brand-new 
products or contain improvements which 
will bring new production savings to your 
customers. Within the past seven years, 
BEHR-MANNING research and develop- 
ment engineers have brought out and 
field tested 58 entirely new abrasive 
products and achieved 235 product im- 
provements. This process is continuous — 
BEHR-MANNING research never stops. 





Keep your customers up to date... 
Bring them to the BEHR-MANNING 
Methods Room in your locality. It's well 
stocked with the latest equipment and 
staffed with experienced field engineers. 
Here you can get the answer to your 
customers’ toughest problems. 


New informative packet 


“Blueprints for Faster, Better Production” 
contains a whole series of case study 
information on new methods and tried 
and tested coated abrasive prod- 
ucts. Write today for your copy. 
Address Dept. 1D-10. 


1B) AYA) CO) NO) g 
NORTON COMPANY 


- |) SRA ee 


PRESS URES@SENSITIVE 


CANADA: BEHR-MANNING (CANADA) LTD., BRANTFORD, ONT. 


oe OWES TAPES 





LE SALE ES PER PLANT - 
a ACCESSORIES - 


MAKE SALES OF 





NUMEROUS USES 


THE PREFERRED GRINDER 


5 handpiece types to 
select from—all quick- 
detachable. 


@ “name” product backed by 29 years 
in this field, which you can sell 
utmost aaa’ Supported by POWER- 
ADVERTISING in a wide array of ’ industrial 
there's littie or no sales resistance. 
margin is quectiont. Get the com- 


plete story now—TODAY. 


dl 


1 FOREDOM ELECTRIC CO., Dept. F-2246, 27 Park Place, New York 13, W. Y. 
i 


Name 
gy Send your catalog F-2246 Address 


i and distributor plan. City & Zone State 
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cient because the dust load can auto 
matically distribute itself, there being 
no interference with free entry of dust 
cut by either edge of the tip into 
either or both grooves. 

It is claimed that holes up to 12 in 
deep can be drilled without stopping 
or removing the tool from the hole. 
The drill body is the same as the 
nominal size of the drill. 


Super Tool Co., Detroit, Mich. 
Industrial Distribution, Oct. 1591. 














Hub Sprocket 


Interchangeable 
For Sheave Hub 


Ihe Fort Worth Steel & Machin 
ery Co. has developed a sprocket to fit 
their “QD” V-belt sheave hub so dis- 
tributors can give immediate “off the 
shelf” service without reboring on 
sprockets as well as V-sheaves. 

The sprocket is taper-bored to re- 
ceive the tapered hub. Bolts are pro- 
vided to pull the sprocket onto the 
tapered split hub for a tapered drive 
assembly and a positive press fit on the 
shaft. Tapped holes in the sprocket 
permit the use of pull-up bolts as 
jack screws to break the tapered fit 
when dismounting the sprocket. Set 
screw over the keyway holds key in 
position. Speed changes are simpli 
fied, replacement costs are cut, and 
maintenance and break down time is 
reduced. 

Sprockets are stocked in 4 through 
1}-in. pitch. 

Fort Worth Steel & Machinery 
Co., Forth Worth, Texas—Industrial 
Distribution, Oct. 1951. 




















Expansive Bit 


One-Piece 
Shank 


\n expansiv¢ bit, featuring a onc 
shank is said to cut clean holes 
in hard or soft wood from 4 to 3 in. in 
diameter. ‘The cutting blade is spe 
cially engineered to require less pres 
surc, and the positive lock prevents 
blade slippage, it is claimed. ‘The blade 
is tilted, eliminating the center lip, 
for easier, more accurate cutting. Th« 
sclf-clearing lead screw is of the con 
stant feed, no loading type. 

Robert II. Clark Co., Beverly Hills 
Calif —Industrial Distribution, Oct 
1951 


plece 








Chain Vise 


Facilitates Roller 
Chain Disassembly 


Disassembling, repairing or con 
necting roller chain is facilitated by 
the use of the new Baldwin-Rex Chain 
Vise, according to the manufacturer. 
[he vise makes it possible to take 
apart single or multiple strand roller 
chain in a few minutes with ease. 

Ihe chain vise is made of forged 
steel for long wear, with hardened jaws 
specially shaped for adapting to vari 
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BOSS” | oe 
Self-Honing 
Nir | 


as 


alve 


As superior in streneth 
and eflicieney as in ap- 
pearance, Quick-acting, 
self-adjusting. requires 
no packing. Handle 
anchored to plug inside 
the valve body. Maximum 
flow in open position 
through = streamlined 


1 


orifice. Sizes: 4 to 2 


Stocked by Manufacturers and Job 


bers of Mechanical Rubber Goods 


IIZON VALVE & 
PRODUCERS OF Jhe Quality Line « 
“BOSS” "GJ-BOSS' "DIXON" 


ANCHE H 
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"KING" 


~ The valve ‘you can 


mend with es 








“AIR KING’ “"DIX-LOCK 


Ordinarily, most Industrial Distributors can handle the day 
to day bolt and nut orders without too much trouble or delay. 
They expect a certain average volume on standard fasteners 
and plan accordingly. 

But today the situation is a little different. Bolts and nuts 
are in short supply and manufacturers are “shopping around” 
to get what they need. Orders are larger and fast delivery is 
important. 


So plan for the “unexpected”. Make sure your stocks of 
fasteners are sufficient to meet unusual demands. 


Lamson & Sessions will do everything possible to help you 
satisfy your Customers’ requirements. 


The LAMSON & SESSIONS Ca. 


General Offices: 1971 West 85th Street . Cleveland 2, Ohio 
Plants at Cleveland and Kent, Ohio + Chicago * Birmingham 


ESSIONS 


SERVING THE DISTRIBUTORS WHO SERVE INDUSTRY 
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ous chain sizes. Appiuximate adjust- 
ments are made before the chain is 
inserted, permitting rapid clamping. 
It is made in two sizes: No. 1 for 
single strand roller chains from 4 
through l-in. pitch . . . for double 
pitch chains of 1, 14 and 14-in. pitch 
. and for double strand chains of 
4, § and 3-in. pitch. Chain vise No. 2 
is intended for single strand chains of 
1 through 2-in. pitch and for double 
strand chains from | to 2-in. pitch. 
Baldwin-Duckworth Division — of 
Chain Belt Co., Springfield, Mass.— 
Industrial Distribution, Oct. 1951. 


Knife Grinder 


Attachment 
For Jointer 


\ knife grinding attachment has 
been developed for the Delta 8-in. 
jointer, which makes it possible to re 
sharpen blades without removing the 
cutterhead from the machine 

To facilitate installation, the Delta 
S-in. jointer is furnished with table 
drilled and tapped to receive the at 
tachment. Proper grinding angle can 
be obtained by placing a pin through 
the stop bar into the end of the head. 
\ star wheel adjusts the grinding 
wheel to the desired position, and a 
ball crank handle guides it across the 
knives evenly and without vibration. 

Delta Power Tool Division, Rock- 
well Mfg. Co., Milwaukee, Wisc.— 
Industrial Distribution, Oct. 1951. 


Sander 


Powered For 
Heavy Duty 


Porter-Cable’s newest Guild Sander, 
Model 106, is powered by a heavy 
duty Universal motor. Its gearless de 
sign is said to climinate costly servicing 
problems common to more intricate 
sanders. 

Phe abrasive pad of the Model 106 
revolves in a 4-in. diameter orbit at 

Continued on page 168) 








IDENTICAL 
WRENCHES 


(except for hardening) 


IDENTICAL |= 


INDUCTION 
HARDENING 


Jaws 
still 
perfect! 


wot Tia DIFFERENCE! 
‘ * 
e 


UTICA’S 
INDUCTION a : . e 
HARDENING ° 


Note worn, 


burred BS. > Induction hardening by UTICA means that UTICA 
jaro faces. ‘Q \ Adjustable Wrenches — and UTICA pliers, too — do a 
\ better job for a longer time. These days, when it’s par- 
ticularly important, UTICA tools pay off with uninter- 

rupted production. 





ELECTRONIC INDUCTION HARDENING 
Before we induction hardened the jaw surfaces of UTICA Adjustable Wrenches, they were 
the equal of any brand on the market. Now, after hardening, we find by sest that the jaws are 
smooth and unburred after many times the wear that scars up ordinary wrenches. 
Solid black area of jaw Utica Adjustable Wrench #91 (with Induction Hardened Jaws), in alloy steel, is made in 


indicates hardening pattern. 4”, 6”, 8”, 10” and 12” sizes. Immediate shipments can be made in some of these sizes. 











UTICA DROP FORGE & TOOL CORPORATION «+ Utica 4, N. Y. 


IN CANADA: ADLAM TOOL & SUPPLY CO., Ltd., 1015 St. Al der St., Montreal, Quebec « WALLS-IRONS, Lid., 281 McDermot Ave., Winnipeg, Manitoba 
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Raller Chain 
SPROCKETS 


WITH TAPERED SPLIT HUB 


ELIMINATE 
enn REBORING! 


“QD” HUB 
ALSO FITS 


FORT WORTH 
“QD" V-BELT SHEAVE 


Your stock of QD hubs can serve a 
double purpose. The same hub fits in either 
the QD sprocket 
or the Fort Worth 
QD sheave. 





“OFF THE SHELF” SERVICE 
WILL SELL MORE SPROCKETS 


| 

| 

The “Stock-Bore” sprocket that must be carried to the | 

machine shop for reboring can be a thing of the past. Your | 

customers can immediately have the sprocket they want | 
WITH THE PROPER BORE AND KEYWAY. You can 

give service on sprockets that your competitors cannot | 

| 

| 

| 


touch Investigate the 


advantages of 
stocking the Fort 
Worth “QD” line 

. both sheaves and sprockets. Large fac- 
tory and warehouse stocks will make it 
especially attractive during present short- 
ages. 


This new sprocket is an item that has natural sales appeal. 
It’s easier to get on or off the shaft; it grips the shaft; it fits 
an undersize shaft. It has features you can SELL to your 
customer. Once he buys it, he will prefer it over any other 
sprocket. 


morwoun: Details of QD Sprocket construction as well as the many other 


advantages are explained in catalog Section 300-B, Suppl t 1. 


PP 





ee © .¢:1 8 Address Department 110 and complete information will be sent 


V-BELT DRIVES to you immediately. 
SCREW CONVEYORS 
and ACCESSORIES Th TEEL AND 
screw cievarons fim RO) UM 1 LO): UL Brniamiisiaes 
INDUSTRIAL FANS 
DEPT.110 3600 McCART, FORT WORTH, TEXAS 
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NUCUT 


Reg VS Pot. OFF 


Only a NUCUT 
gives you 
““‘two-barrel’”’ 





LER 


WAVY FILE 


TEETH 


Pot Ne 2027030 





2. SMOOTHING ACTION 





1. CUTTING ACTION \ At every stroke 


joven you hold a NUCUT at an angle, 
you can clearly see the unmistakable 
wavy pattern in which the teeth are scien- 
tifically positioned. An exclusive patented 
NUCUT feature, this notable development 
in file fabrication provides two sets of teeth 
— one coarse, the other fine. 

The coarse teeth cut clean, deep, true. 
The fine teeth leave a smooth surface. Both 
cutting actions take place simultaneously — 
as if you were employing two files instead 
of one. 


Use correct filing pressure 


File teeth cut only on the 
forward stroke. So, carry the 
file forward on a straight 
line, applying the pressure 


You'll find you can file more, faster, better 
with less effort when you insist on a NUCUT 
file. Your industrial distributor will gladly 
suggest the sizes, cuts and types that will 
meet your particular needs best. 


HELLER BROTHERS 
COMPANY 


America’s Oldest File Manufacturer 


Newcomerstown, Ohio 


first with the left hand, then 
with both hands equally, 
and finally with the right 
hand at the end of the 
stroke. On the return stroke 
all pressure should be re- 
lieved. 


Wrong: Don’t exert too 
much pressure. It causes ex- 
cessive tooth clogging, heavy 
wear, stripped teeth and 
often a broken file. 


Pi 
Right: When the correct 
pressure is applied with 
long, steady strokes, the file 
cuts efficiently. 


MR. DISTRIBUTOR: NUCUT advertising is appearing in publications that reach the impor- 
tant users and buyers of files in your territory. Please note that it directs these prospects to you. 
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WHITE TANG 
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CASH IN ON THE VOLUME SALE OF 


HI-TEST 





Penner: 


VV 


Start now to get your share of the profits from 
TM Hi-Test and TM Boomer Chains. Binding 
logs, steel, pipe and other cargo is only one of 
the many applications. Industry everywhere 
presents a market for these famous chains. The 
chances are, that you're reaching these people 
now. You can sell them even more... make 
extra commissions and extra profits with TM 
Hi-Test and TM Boomer Chains. Their strength, 
safety and dependability make them far superior 
to BBB and Proof Coil types now in general 
use. Investigate this great profit opportunity 


today! Coupon brings complete details. 


S. G. TAYLOR CHAIN COMPANY, Hammond, Indiana 


Department 6 
Hammond, Indiana 


Rush full details on TM Hi-Test and TM Boomer 


Chains. 


Name 


Address 


S$. G. TAYLOR CHAIN COMPANY 


Taytor Mane 


A GREAT NAME IN 


(hat 


SINCE 
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4,000 rpm. Because of this orbital 
motion, the machine can sand with, 
against and across the grain without 
scratching. This blending action is 
particularly effective wherever cross- 
grains meet—at butt, miter and 
glued joints, for example. 

The compact size of the sander— 
94-in. long, 4+4-in. wide, and 64-in. 
high; weight, six pounds—is said to 
permit easy maneuverability. 

It is recommended for industrial ap 
plications in sanding metal and 
enamelled metal surfaces, as well as 
numerous other uses. 

Porter-Cable Machine Co., Syra- 
cuse, N. Y.—Industrial Distribution, 
Oct. 1951. 














Low Price, 
White Enamel Face 


Stanley Tools now offers a new De- 
fiance “pull-push” flexible steel rule 
in 6 ft. (No. 1206W) 8 ft. (No. 
1208W) and 10 ft. (No. 1210W) 
lengths. White enamel is baked on 
the face of the nickel-plated blade for 
extra wearing quality. 

The 4-in. blade has large, black 
numerals and is rigid for measuring 
straight—flexible for circular and 
angular surfaces. The chrome-plated 
“D” shaped case can be used for in- 
side measuring by adding two-inch 
width of case to measurement on 
blade. The blade is replaceable. 

Stanley Tools, New Britain, Conn. 
—Industrial Distribution, Oct. 195] 








How CARD TAPS| 


five you 
the selling-edge 
over competition 


You naturally expect the cutting tools you 
sell to get a thorough factory inspection be- 
fore reaching you. But Card goes that routine 
one better. We employ the Pittsburgh Test- 
ing Laboratory to buy Card Taps on the open 
market — anywhere, at any time — and to 
re-test them for accuracy and certify the 
results. 

Tool users in every industry realize that 
this double-checking means double assurance 
of dependability. And we’re careful to keep 
them reminded of it. In 1951 the metal-work- 
ing trades’ preferred magazines will carry 
over 1,000,000 advertising messages . . . each 
one pounding home the fact that Card Taps 
are the Certified* Cutting Tools. . . each one 
lelling the reader to contact his local Card dis- 
tributor. 


Additional Selling-Advantages 
include a full kit of free imprinted merchan- 
dising aids for direct mail, point-of-sale and 
point-of-use . . . expert service to you and 
your customers from Card factory-trained 
engineers . . . and deliveries from warehouses 
in New York City, Detroit, Chicago, Fort 
Worth, Los Angeles, San Francisco and 
Seattle. 

Investigate Card’s progressive, fair-and- 
square Sales Policy that protects your in- 
terests and keeps business coming your way. 
Get the details from your Card representative. 





4 




















A TERE oe Be EE Te Ps 3 i RORY 


TAPS 


The Corlified . itera yn A IR et NOR RRR IE 


« OL / 
Culling Fools sg nies 
*by the pittsburgh ra ae ae P % 4 a R ; 2\ R Sd 


cap WRENCHES 
MANUFACTURING COMPANY 
Mansfield, Massachusetts 
DIVISION OF UNION TWIST DRILL CO. 


Also mokers of DIES 
oie $TOCcKS 
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Thread Restorer 


Set Re-Chases 
In Eight Sizes 





| Phe latest Bonney ‘Thread Restorer 
Set consists of S sizes of restorers, 
: i . | ranging from a bolt diameter of }-in 
Nearly every industry, today, is looking for hose | with 2S threads per inch to a }-in. bolt 
that will stay on the job Jonger ... will be proof | diameter with 16 threads per inch. 
against early and costly failure with resultant Known as Item No. TR7. the kit 
production losses . . . and will avoid the need is said to make re-chasing of battered 
for too-frequent replacement when hose is hard or damaged threads quick and easy. 
to get. Bonney Forge @& Tool Works, Al 
There’s a MULCONROY Special Hose Con- lentown, Pa.—Industrial Distribution, 
struction that will assure the longer, more re- Oct. 1951 
liable service that is now so essential, for vir- 
tually every hose application. Typical items are 
shown below. 





STEAM SERVICE 


Several constructions to meet every mild or heavy 
duty requirement Dynamite (illustrated) for 
pressures up to 150 Ibs Super-Dynamite"’ for 
severe external heat conditions Imperial Dyna- 
ite’, for 200 Ibs., 400° F. All-asbestos carcass 
New Process'’, in same three constructions as 
ibove, but with wear-resistant cord cover 





HOT AND COLD WATER 


New Process’’, Style 819 (illustrated) for boiling 
sater and steam. Style 817, for cold water. Both 
cord covered Dynaflex Style 808—for extra 
tough service. Braided metal cover; outer steel 
spiral. Also special constructions for railway car 
washing, coal sprinkling and others, including all- 
metal items 











SPRAYING, ALL KINDS ' ’ : Packaged In 


Dynaflex (illustrated), for paint, whitewash, ' Metal Box 


chemical and insecticide apeayins Armored resis- 
ce to hig , ard Ligt zh, : 
stoma A mgueaag and hard wear ight weight Vhe Whitnes No. 4B rinner’s 
punch is said to have perfect balance 
ind a natural grip. All main parts arc 
CREAMERY, WASH-UP ; drop forged and heat treated. It is 
Dynaflex Creamery Hose (illustrated) Extra packaged moa metal box made ot 
strong, durable, safe—for boiling water wash-up heavy gauge stecl with hinged cove1 
in creameries, dairies, packing plants, abbacoirs, - | | 
chemical plants, etc. Impervious to grease, oils, and finished in baked green ename¢ 
chemicals, animal fats Ihe box holds the punch firmly in 
place and has a metal rack to hold 
rONRO f cr ec iT: \ yt ‘ 
JLCONROY HYDRAULIC HOSE ASSEMBLIES seven | inches ind dies . 
W. A. Whitney Mfg. Co., Rock 
Long known for their reliable efficiency and safety, now made the leaders in their field ford, I[l._—Industrial Distribution, 
through the use of Mulconroy’s new “Press-Lok” Hydraulic Hose Coupling—proven by Oct. 1951. 








every test superior to all others of the pressed-on type. 


Write for Literature Describing the Complete MULCONROY Line Eye Shield 
“MULCONROY Siar... WHERE OTHERS Son!” Jumbo Type 


In Four Sizes 


The Sellstrom one-piece Lucite eye 
shield, said to have 924 percent optical 
clarity, is now made in a large size to 
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There are dozens of reasons why Century gear motors assure 
satisfactory performance day after day. Here are a few of them: 


Simple design, coupled with accurate machining and rugged 
construction, produces a rugged unit that stays in alignment. 


Precision gear cutting assures quiet operation. 


Streamlined design provides improved appearance and smooth 
easily cleaned surfaces inside and out. 


Century Gear motors are available in a wide range of types and 
sizes from 1% to 50 horsepower—in a variety of speeds. Other 
Century motors are available in a complete range of types 

and sizes from 1% to 400 horsepower. Specify 


Century motors for all your electric power requirements. 


OE | bee ers 


Ve to % HP Type 2R gear 
motor. 4.3 to 125 RPM 
double gear reduction 
right angle shoft. 


1 to 50 horsepower, 
all motor type 
gear motor. 


1 to 50 horsepower, vertical 
all motor type gear motor. 


2 to 3 HP geor motor Single 
gear reduction 
right angle shoft. 





Century Electric Company is 
celebrating its 50th year in the 
electrical industry. 











INDUSTRIAL DISTRIBUTION © OCTOBER, 


Louis 3, Missouri 
ts in Principal Cities 


1951 


BOE SUT FERT 


Se ee 


oe 


a, 


sit: 


a Eee 





accommodate —shell-rim__ perscription 
Pk glasses. 
a, The entire shield is actually a sin 
4“ gle lens. It is available in the follow 
ing width: 43 4, 5, 54 and 6-in. 
Sellstrom Mfg. Co., Chicago, Il.— 
Industrial Distribution, Oct. 1951. 


SIMPLE ANSWER TO THIS... 
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Mas — —, 

. , = ig “en Sockets 

‘ Set of Eight 
Progressive Sizes 


\ series of }-in. drive, 2-in. deep, 


Order Quality Buffalo Bolts in bolt-clearance sockets have been added 


to the Bonney line. According to the 
manufacturer, the sockets are preci- 
sion made, thin-walled and_ sturdy, 
climinating the need for a short exten 
ion in hard-to-get-at adjustments. 


I'his series is available either singly 
HANDY-PACK BOLT CARTONS © = a set of eight oe ere 
7 Ol, 33, Fg, 33, , 33, § ANG 4s. J 
xickaging feature is the counter dis 
play carton which carries individually 
packaged sets as well as the loos 
assorted sockets. 
Bonney Forge & ‘Tool Works, Allen 
town, Pa.—Industrial Distribution, 
Oct. 1951 





@ Jobbers and retailers are both 
singing the praises of Handy-Pack 
..-the super-rugged bolt carton. 
No more spilling, mixing and 
sorting of bolts. Next time order 
Buffalo Bolts...get the best in 
bolts...in the world’s best cartons. 











HANDY-PACK @ Same price as ‘ordinary’ bolts in ‘ordinary’ cartons. 


@ Same carton quantities as always, same method of ordering. 
FEATURES ® Cartons are re-shippable without tying or wrapping. 

®@ Covers make durable open drawers for bolt cabinets. 

@ Can be ordered in carload or less-than-carload lots. 


Wrte for circular on quantities and weights of Handy-Pack Cartons. 


BUFFALO BOLT COMPANY 


wet Division of Buffalo-Eclipse Corporation 
weg 
% North Tonawanda, N. Y. 
— Sales Offices in Principal Cities. Export Sales Office: 
Buffalo International Corp., 50 Church Street, New York City “Oh, oh—We've changed our brand of 
PRODUCERS OF CIRCLE ® PRODUCTS BOLTS * NUTS * RIVETS AND SPECIAL FASTENERS ee ee 


172 INDUSTRIAL DISTRIBUTION © OCTOBER, 1951 





ED A 
.. he V Belt business! 





y 


Offer the V-Belt with ‘teeth’  [e@penesereie 


v better profit 


the premium DAYTON Cog-Belt’ Heairotemcs 


With the premium Dayton Cog-Belt you can push over the big ones. It offers 
premium performance to your customers, a premium profit to you! 


40% better V-Belt! Anything an ordinary V-Belt can do—a Dayton Cog- 
Belt can do 40% better! It handles 40% more h.p. than any ordinary V-belt 
of the same cross-section size. 5 Cog-Belts do the work of 7 ordinary V-belts. 
That means Jower cost per drive! 


Built to bend! Only the Dayton Cog-Belt is built like your finger, for easy 
bending when the belt goes round the pulley. Results: less strain, heat, stretch, 
maintenance, much longer life. Cogs keep customers happy! 


Only the Dayton Distributor has the Cog-Belt and the outstanding Thoro- 
bred line of V-Belts ... powerful national advertising in TIME and leading 


trade journals . — 
ae 
E DAYTON RUBBER COMPANY e¢ DAYTON 1, OHIO a 


Jaytom ruler 


INDUSTRIAL DISTRIBUTION © OCTOBER, 1951 173 








the Greatest An” 


For Electric Dr 


‘I| Distributors 





G9 SurerDuty 


PORTABLE ELECTRIC DRILLS 


For Production—Maintenance—Construction Work 


(NEW) _, also Superduty 3g” and 34” Drills 


An Opportunity for Easier Sales— 
MORE PROFITS 


Advertisements in leading industry and business magazines are now 
telling the SUPERDUTY story to your customers and prospects. Get 
details NOW! Ask about SupEeRDUTY’s attractive distributor pro- 
posal. Be set for your share of easier sales . . . more profits. 


PORTABLE ELectric TOOLS, INC. 


341 West 83rd Street, Chicago 20, Illinois 
In Canada: 369 Danforth Road, Toronto 13, Ontario 


SuPERDUTY Portable Electric 


for Production * Maintenance * Constréction Werk 
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What About 
the Airplane? 


(Starts on page 100) 





$13,000. About $2,000 of this is in the 
low frequency and VHF transmitters 
and receivers, VHF Omni automatic 
navigation equipment, low frequency 
loop, marker beacon receivers and all 
other devices required for safe flying. 
All of this, Mr. Swanson added, 1s 
necessary if a lot of cross country fly- 
ing is contemplated. 

Maintenance, however, is not very 
high according to Mr. Swanson. A 
100-hour check is customary and ad 
visable. ‘This means about 15,000 
miles of traveling. This runs about 
double that of an automobile tune-up. 

“T do most of my flving cross coun 
try and have logged about 3,000 
hours,” Mr. Swanson said. In 11 vears 
of flying, the only mishap suffered by 
the ‘plane has been some. scratches 
received in hangars. 

The American Supply Co. plane is 
used about 30 to 50 hours per month. 
If a company opcrates a plane between 
250 and 300 hours per year, Mr. 
Swanson estimated, it will do doubt 
pav off. If there is any use less than 
that, the cost per mile will be on the 
CNCESSIVCE side 


Function of Plane 


Since Mr. Swanson mentioned that 
it would not be practicable to work a 
territory in a plane, the natural ques 
tion would be, “Since you can’t do 
that, how do you use the plane in your 
business?” 

In Mr. Swanson’s case, its applica- 
tion was demonstrated even before the 
plane became a company asset. But, 
he considers the question fair and 
pointed out that his company uses it 
for a variety of things. 

Primarily, Mr. Swanson said, it is 
used to keep in close touch with its 
suppliers and their sales offices. As he 
pointed out before, personal contact is 
ever so much more effective than writ 
ing letters and the plane makes per- 
sonal contact a matter of hours instead 
of days, and at less cost. The matter 
of personal contact has been particu- 
larly urgent in the last few years when 
materials were and still are scarce. 
Suppliers are now onlv a few hours 
distance from Alexandria whereas they 
were formerly davs awav. 

“We make frequent trips to Pitts- 
burgh, Wheeling, Chicago. Toledo. St. 
Louis, Birmingham, Atlanta, Houston, 
Peoria and Dayton as well as other 











ales 


_and increase your $ 


Get the Facts. - 


With the new No. 150 Laughlin Catalog- 
Data Book, you'll find useful data — con- 
veniently arranged — on all types of prob- 
lems involving wire rope and chain fittings. 


Whet size hoist hook is used for 
%" plow steel rope? What size 
turnbuckle? 


The safe working load rating of a 
number 30 hook? 

YOU What strength repair link to use in 
repairing a %” chain? 


What size shackle is as strong as 
%” proof coil chain? 


How many safety clips should be 
used on 1” rope? How many U-bolt 
clips? 


Whaot size eye bolt will lift a 15- 
ton load? 


The answers to the questions in the box are simple 

— and easy to find — with the new No. 150 Catalog. 
Handy 814” x 11” size, it has a 114” border for con- 
venient placement in your loose leaf binder. Ask 
your Sales Manager for a copy of this new Laughlin 
Catalog. It’s a sales-booster. THE THOMAS 
LAUGHLIN COMPANY, 1210 FORE STREET, 
heed 6, MAINE. 
. 2. When you’re on the road, or making calls, 
notice wire rope and chain installations. They all take 
fittings — and Catalog No. 150 quickly tells which 
ones. 


Laughlin Protects the Distributor 


a 


\_4 


THE MOST COMPLETE LINE OF DROP-FORGED WIRE ROPE AND CHAIN FITTINGS 
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and you’re sure 
to sell again 


The Vincent line of dressers and cutters is designed and built to give 
satisfaction on every dressing application. The proof of that statement is in the 
ledgers of our distributors who have found that for over forty years Vincent 


sales are sure for repeats. 


First of all, Vincent has product advantages. The exclusive design of their 
Vincent-Huntington Dressers incorporates the hex bushing which extends dresser 
life and assures clean dressings without “wobble” or “drag.” Further, Vincent Cut- 


ters are made of alloy steel and hardened by a special 
process that makes them just the right degree of hardness 
for best performance. 

But just as important, Vincent Dressers and Cutters 
cre made in a variety of sizes and styles. There is no 
danger of ao good dresser or cutter making a poor show- 
ing due to mis-application. For every job, there is a 
correct Vincent dresser and cutter, designed right— 
built better. Vincent Steel Process Company, 
2424 Bellevue Avenue, Detroit 7, Michigan. 


FOR CORRECT 
DRESSER USE 
THIS CHART— 
@ Use #0 Dressers on 
Wheels upto! 4" face. 
@ Use #1 Dressers on 
Wheels 1 4%" to 2’ face. 
@ Use #2 Dressers on 
Wheels over 2” face. 
@Use #11 of #22 
Dressers on Wheels of 
extra wide face 


Lecco and 


SINCE 1909 
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points,” Mr. Swanson explained. It 
cuts down “away from the office” time 
considerably and produces results. 

Sometimes the plane is used to take 
American Supply salesmen to factory 
schools. Sometimes, and when they 
are really needed, it is used to make 
special calls on customers. 

Speaking of special calls, Mr. Swan 
son said, “We can meet a salesman 
100 miles away at 8 a.m., make the 
calls with him relating to special prod 
ucts, jobs or job-letting and be back 
in the office at 1 p.m.” This, Mr 
Swanson believes, is an extension of 
the effective area of personal service 
which the company can offer and its 
importance has not been overlooked 
by customers. 

“We have made some emergency 
deliveries where a breakdown has oc- 
curred,” Mr. Swanson added, “and 
customers have never failed to express 
their appreciation.” 

Last June, Mr. Swanson, his son, 
John, Jr., and J. T. Sumrall, partner, 
attended the Triple Industrial Supply 
Convention in San Francisco and the 
trip was made in the company’s Avion. 
And, Mr. Swanson said, it was a fast 
and exciting trip 





Teach Them 


How to Write 


Starts on page 108 





Ihe remarkable thing about the 
project was the enthusiasm with which 
it was greeted by J. Russell personnel 
Salesmen who had been out of school 
for decades, practiced their penman 
ship painstakingly, performed their 
exercises, submitted their assignments, 
and waited anxiously for their marks. 

The salesmen’s enthusiasm infected 
the customers too. It got so they werc 
looking over the salesmen’s shoulders, 
waiting patiently while they practice 
formed the letters on an order, follow 
ing their progress in penmanship with 
sincere interest. 

If a student had a particular diff 
culty with the method, he was entitled 
to individual help from the Rinehart 
staff, which sets aside Saturday morn- 
ings for this purpose. 

The enthusiasm and concentration 
had its results. Orders were coming 
in, and being filled with a minimum 
of hesitation. No check backs were 
necessary. The orders were filled with 
yut error. No retyping had to be done 
In fact, the writing of all the J. Russell 

Continued on page 180) 











WHAT'S THE MOST PROFITABLE 
WIRE ROPE LINE FOR YOU? 


YOU’LL AGREE...the most profitable wire rope line 
for you is the one that gives your customers the most 
for their money. And Roebling Wire Rope does just 
that. It has the extra stamina, extra service life that 
bring long-run economy and solid savings. Besides that, 
Roebling backs up distributors in these ways: 


1— Roebling manufactures a full line of wire rope for 
every type and make of rope-rigged equipment. These 
products have been developed for outstanding efficiency 
in particular sorts of service. Technical assistance of 
Roebling engineers is always available. 


i,¢ 
2 — Roebling advertising keep#'your customers and 
prospects posted on the special advantages of Roebling 
ropes to every branch of industry. Full pages in gblor 
carry the story in trade papers...there are other mes- 
sages to management in general publications. 


3 — Roebling distributors always have the important 
advantage of selling rope that is identified with the 
name best known in the world of wire and wire prod- 
ucts. It’s a great deal easier and a lot more profitable 
to sell a line that everyone recognizes and accepts as 
an established and outstanding leader. 


pine whore 


Saercteeke 


JOHN A. ROEBLING’S SONS COMPANY, TRENTON 2, NEW JERSEY 








Clair Ave, N.E. * Denver, 4801 Jackson St * Detroit, 915 Fisher Building * Houston, 6216 Navigation Blvd * Los Angeles, 216 S. Alameda St 
* New York, 19 Rector St * Odessa, Texas, 1920 E. 2nd St * Philadelphia, 230 Vine St * San Fromeisco, 1740 17th St * Seattle, 900 Ist 


Atlanta, 934 Avon Ave * Boston, 51 Sleeper St * Chicago, 5525 W. Roosevelt Rd * Cincinnati, 3253 Fredonia Ave * Cleveland, 701 St. a 
Ave, S. * Tulsa, 321 N. Cheyenne St * Export Sales Office, Trenton, N. J. 
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Nicholson file manufacture began in Civil War days. With an 
appreciation of what is needed for high file quality, founder William 
T. Nicholson devoted years to the development of cutting and other 
file-making equipment before undertaking wide-scale marketing. 


Thus, Nicholson files were good from the start. Never have 
national emergencies lowered their quality. Never have Nicholson 
efforts slackened in the development of new designs and further 
improvements. 


Nor has the Nicholson policy of selling through industrial 
distributors and wholesalers been suspended in 80 years. A tie-up 
with Nicholson is a tie-in with leadership — and loyal manufacturer 


support. 


(Though an “unexciting” tool to the average individual, a good file nevertheless 
possesses a combination of very important requisites. Many of them are hidden 
—discernible only through metallurgical analysis, microscope, surface level, 
hardness checks, and by expert usage tests on the kind of metal for which each 
type of file is intended and toward the result it is expected to produce. A deficiency 
in any one of its essential requisites reduces the effectiveness of all the others.) 


cls NICHOLSON FILE CO., 42 ACORN STREET, PROVIDENCE I, R. I. 
ps? 


(In Canada, Port Hope, Ont 


= U.S.A. 
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oF PACKINGS BY 


\ BEL 


Lower Equipment Maintenance Costs 


I 


Next time you order FLAX packings, 
make sure you get, finely engineered, 
carefully controlled Belmont—the Bet- 
ter Quality Flax Packings . . . all but 
the reels, come in the blue box with 
the orange colored trade mark. 
Dependable uniformity of materials, 
designs and constructions provide BET- 
TER SEALING . . . LONGER PACKING 
LIFE. It keeps equipment on the job— 
producing. It enables you to schedule 
replacement—control production fiow. 
It reduces maintenance time . . . costs. 
In reels, spirals, coils and rings, you 
can get Belmont flax, square braided, 
channel style, rubber backed and a 
variety of constructions for all standard 
and special services. And, it’s always 
uniform, because from raw materials 
to finished product, all Belmont Flax 
Packings are scientifically formulated 
—manufacturing operations are rigidly 
controlled to give you the utmost in 
long trouble-free, low-cost-per-year 
packing service., 

Distributors in every large industrial 
center are AT YOUR SERVICE. 

Where problems require technical and 
engineering help, write direct. 


There’s a Belmont 
Packing for Every Service. 


BELMONT 401X (Coil or Reel) — 
Best quality Line Flax Fibre of 
selected length and strength. 


BELMONT 404 (Coil)—Pure flax 
fibre of next fibre length to Line 
Flax. 


BELMONT 9 (Coil)—Long line best 
quality flex stitched with strong 
linen thread into a moulded rub- 
ber and duck channel. 


Write for catalog #40. 


RINGS © SPIRALS © COILS REELS 
SPOOLS © SHEETS * GASKETS 


FOR STEAM * WATER © OIL * GAS © AIR * ACIDS * ALKALIES * AMMONIA 
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students was becoming so uniform 
that everything now had to be in- 
itialed, where previously it was iden- 
tified by the handwriting. 

Pleased with the success of his idea, 
Mr. Russell contacted the Rinehart 
force and requested a second class be 
started. A second group in which 23 
were enrolled was begun, almost three 
months after the first. ° 

The series of grades which had been 
returned for the first group of stu- 
dents were uniformly high. The sec- 
ond class proved as successful as the 
first. The students learned the pro 
portionate size of the alphabet; they 
practiced alignment, spacing, slant. 
hey learned to close the tops of their 
letters, and they tried for speed, ob 
serving all the rules carefully. 

The entire idea has proven so suc 
cessful, that the company is now toy 
ing with the idea of using the original 
written order as the basis for all ordet 
paperwork including billing 





Lights! Camera! 
And Sales! 


Starts on page $2 





played important —behind-the-scenc 
rolls in many of the movies vou’ve 
scen. Remember those rushing moun 
tain streams with horses galloping 
through? Well, the streams are man 
made and industrial distributors plaved 
important parts. In a recent M-G-M 
film, the swirling stream was actually 
the studio’s usually glass-smooth back 
lot lake stirred to violence by two 
paddle wheels, each 14-ft. in diameter, 
and with 24-in. blades set at a 30 
degree angle. A powerful gasoline en 
gine was used to propel the wheels 
Drive from the enginc to the wheels 
consisted of a 34-in. pitch precision 
tvpe roller chain drive operating on 
machine-finished sprockets, all of 
which Minder Co. supplied. 

Or take, for example, the planetar 
gear system which Paramount tech 
nicians designed in 1949 for lowering 
and raising heavy painted backdrops. 
All the screens could be raised simul 
taneously. or they could be operated 
individually. The special gearing, 
made to studio specifications in the 
Minder shops, was a sizable order. The 
distributor also supplied 3 15/16-in. 
line shafting, Dodge 45-degree angle 
pillow blocks, as well as other gearing 
required for the planetarv units 

And how about the “horse operas” 
and the inevitable “chase”? Frequently 

(Continned on page 184) 
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SEND FOR LENOX HOLE SAW 
BULLETINS AND LITERATURE 
TODAY! 





IMMEDIATE DELIVERY OF 
LENOX HOLE SAWS 








& 
i 
MFG. COMPANY ¢ 
SPRINGFIELD 
MASSACHUSETTS 


oo GLA wy ¢ 
As hee ple ; 4 VAs die 4% hes hh He : AVA 
$ = HACK SAW BLADES - GROUND FLAT STOCK - HOLE SAWS 
GEE MEME MMMM 


INDUSTRIAL DISTRIBUTION © OCTOBER, 1951 181 












































TO MAKE YOUR SELLING EASIER—ADVERTISING ! 





THE BIG LINE WITH THE WIDE MARGIN 


GILMER 
KABLE KORD.! 


* Tight gripping 
* Firm pulling 
* TWO belts in ONE! 


o 


Use Gilmer Kable Kord even for your toughest 
flat belt drives—for right-angle drives; drives with 
idlers and tension controls; line-shaft applications; 
short center drives; or standard drives where the 
biggest need is plenty of pull. Kable Kord takes 
them all... right in stride! 

You get pulling power to spare! Kable Kord’s high 
tensile strength gives you an extra margin of 
safety —absorbs shocks and overloads . . . delivers 
more power through greater pull! 

Tighter grip cuts slip! The exclusive Kable Kord 
design produces exceptional grip — gives extra 


BUY THROUGH YOUR 


5”, 4-ply KABLE KORD Roll Belting 
operating a tough drive on a sanding machine. 


friction through the contactor belt to control 
slippage. 


Cuts maintenance costs! The low-stretch, trouble- 
free operation of Kable Kord adds up to real 
money savings in maintenance. And the sturdy, 
tough Kable Kord jacket keeps out grit and 
moisture, protects belt edges from shifter and 
flange contact—makes belts last longer. 


Supplied both endless and in rolls. Where top 
performance is essential, endless Kable Kord is 
recommended. But where equipment calls for 
connector-type belting, Kable Kord’s strong duck 
pulling section holds lacing firmly. 


GILMER DISTRIBUTOR 


H. GILMER COMPANY 























TO MAKE YOUR SALES PROFITABLE—A POLICY! | 







ha 


GILMER V-BELTS — Multiple and Light Duty. Set the KABLE KORD ® FLAT BELTS—both endless and in rolls. SPECIAL PURPOSE ENDLESS FLAT BELTS. A broad line 
standards for pulling power! Made with durable Gilmer’s “‘number one” flat belt! Combines two belts for all your customers’ needs: Saw Mill Belts; Tube 


rayon pulling cords; Gilmer quality. Gilmer’s assort- in one—contactor and power. This unique feature, Winders; Sand Slingers; Band Saw Bands Light 
Conveyor Belts; Planer Belts for the lumbering indus- 
try; Lickerin, Cone, Winder, and Spinner Belts for 
textile plants; Farm Belts. 


’ ' ae NOTE: Besides standard V-Belts 
\ 


and Flat Belting, Gilmer also 
makes a wide range of Special Pur- 
pose Belts. These are in constant 
demand by plant engineers; need 
not be carried in stock; are not 
subject to general competition. 
Another extra profit opportunity 
in the Gilmer line! 


AND DON’T FORGET THE 
GILMER TAPE—Friction and Rebber. A handy pair for GILMER INDUSTRIAL HOSES —a popular line of rugged 
extra profits! Gilmer Friction Tape is straight-tearing, constructions for Air Drill; Small Air, Welding and SOUND GILMER SALES POLICY! 
non-raveling; has high insulation and adhesion quali- Cutting; Steam; Water; Suction; Lacquer Spray and 
ties Gilmer Rubber Tape has excellent insulation Solvent, among others. All are made with tough, 1. A strict “buy through Distributor” 
qualities; fuses readily without heat. Both Friction wear-resistant cover over a strong carcass, and fine Bey, f \ io 
and Rubber Tape available in bulk and handy quality tube, according to requirements of use. Take pol Icy; no factory sales in com- 
10-roll shop packages. standard couplings. petition. 


ment of V-molds —the world’s largest— assures a together with extra-strong Kable Kord construction, 
complete line of precision-built V-Belts. makes it a top seller! 





A widely-experienced Distriet 
Manager available for dirett 
sales help. 


Branch stocks strategically located 
as listed below. 

Factory power transmission spe- 
cialists to give engineering assist- 
ance when needed. 

Distributor protection. 

Uniform discount schedules. 


INDUSTRIAL PACKINGS. A top-quality line for indus- GILMER SHOCK-PADS. A general purpose machinery A profit on every sale. 

trial needs. Various types to meet conditions of high, mount and shock absorber. Minimizes effects of both i P 

medium or low pressures super-heated or satu- machine and building vibration—eliminates need for Full jobber profit on non-stocking 

rated steam, air, water, many acids and alkalies. bolting equipment to floor. Built of molded Neoprene Special Purpose Belts. 

Gilmer Packings include Asbestos Rod, Braided Rod, resists oil, heat, water, and cleaning compounds. 

Cross Expansion, Square Plaited, Asbestos Sheet. Simply cement to the floor. No bolting required. A balanced promotional program 
featuring national advertising and 
valuable catalogs. 


Monthly bulletins from the factory. 


ADVERTISING PREVIEW! 


Your customers will see this Gilmer advertise- 
ment in leading industrial publications next 
month. Note that Gilmer tells readers to... 


“BUY THROUGH YOUR GILMER 


| » ~ DISTRIBUTOR” $f ¥; hue a 


i PACKING HOSE“ suoce rans 49 
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the horses really are running on a 
treadmill, with the scenery flashing 
behind them. Industrial distributors 
supply both treadmill and scenery 
components. These include pulleys, 
bearings, belting, etc. In this case, 
the studio usually does its own fabri- 
cating and construction. 

The film industry is also a sub- 
stantial user of power transmission 
equipment: V-belts for fans and venti- 
lating systems; silent chain sprockets 
and drives for cameras; hydraulic lifts, 
gear motors, and other power trans- 
mission equipment for revolving stages 
used in many dance routines. 

Several years ago when Charlie 
Chaplin was filming “Modern Times”, 
the Minder Co.’s J. J. Aubineau, who 
is sales manager, was called in to help 
work out details for mechanizing many 
dummy machines which were featured 
in the film. An escalator was one 
item fabricated. The studio thought 
that a fairly inexpensive wooden model 
could be made and Mr. Aubineau 
came up with an idea for using a 
malleable roller chain working through 
guide rollers on special attachments, 
which carried the tread and risers. 
This, combined with other power 
transmission equipment and_ studio 
ingenuity resulted in a finished work- 
ing unit which looked and acted like 
the escalators you ride in department 
stores. 


Special Effects Expert 


At Universal-International, Orien 
Ernest, who’s assistant to Fred Knoth, 
head of special effects, has perfected 
arrow shooting mechanisms which are 
more accurate than any redskin who 
ever trod the west. A 16-in. long, 
j-in. pipe is used. The pipe is ma- 
chined with vents and a CO, cartridge 
is the power behind the arrow’s flight. 
Another similar device is the arrow 
gun—worked on the same principle, 
but remotely fired by setting off the 
CO, with a solenoid which opens the 
cartridge or which allows discharge 
of a large cylinder of CO,. This gun 
fires a dozen arrows simultaneously. 

Another device using industrial 
equipment is a studio fog gun. A 
technician can walk around a stage 
with this unique fog-making machine 
and lay a thick smog blanket within 
five minutes. The fog gun is made 
from a blow torch tank which emits 
oil to a 3-in. diameter, 8-inch long 
hex nut, drilled to inlet oil from the 
blow torch fuel supply. The unit is 
warmed by heater elements, which 
vaporize the oil. The gun lays down 
thick white smoke. 

All this points up an important 
aspect of motion picture salesmanship: 


* studios almost alwavs improvise, more 


often than not build their own re- 
plicas of the real thing. Most im- 








THE PORTABLE 
PEDESTAL PRESS 


An amazingly efficient, portable press which 
combines with the sensational Power-Twin 
Hydraulic Puller to perform hundreds of tough 
jobs easily and quickly. Every shop can use one -- 
large plants will use many. Just get a couple 

of them in use and see how fast the news spreads. 


STRONG — Will handle 95% of all pulling or installing jobs. 
Especially designed for use with the 17/2 ton Power-Twin 
Hydraulic Puller. 

AMAZINGLY PRACTICAL — use for a wide variety of production, 


assembly line or maintenance operations. 

PORTABLE - PERMANENT — can be easily moved from job to 
job or located near permanent equipment. 

COMPACT — Base is only 20"x 21” - will fit anywhere. 
VERSATILE — Provides almost unlimited vertical adjustment 


for pulling or installing wheels, pulleys, bushings, collars, 
couplings, gears, shafts and bearings. 


POWER-TWIN 
HYDRAULIC 
BENCH PRESS 


@ Bench frame available for use with OTC Power-Twin 
Center-Hole Hydraulic Ram. Provides compact, inexpensive 
hydraulic press which can be mounted on bench for shop 


<=] work or service truck, for field use on maintenance work. 
7 - we 


— | om 4 
: a i? See your jobber for complete information or write us. 


OWATONNA TOOL COMPANY 


373 CEDAR STREET © OWATONNA, MINN. 
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Flat Head 
Cap Screw 
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x faster deliveries 

x greater savings over 
“special” sizes 

x less “down-time” 


Here’s what you can do to speed deliveries of 
Chicago ‘Safety Plus’’ Screw products to your 
customers during these days of shortages and 
slow deliveries: 

1. Urge them to standardize on “Standard” 
sizes. 

2. Urge them to order from you as far in 
advance as possible. 

3. Order your own supplies from us well in 
advance too, so you can maintain a full, 
well-balanced stock of ‘‘Standard”’ sizes in 
your bins at all times. 

This will result in greater savings over ‘‘special’’ 
sizes, less ‘‘down”’ time for your customers, and 
speed deliveries all down the line. Our mer- 


chandising policy is based on complete cooperation with Industrial Supply 
Distributors and we pledge ourselves to make every effort to keep you well 
supplied with “Chicago” Screw products in “Standard” sizes. 


ASK FOR ''CHICAGO'’—AND GET “Safety Plus - 


Tze CHICAGO 


SCREW COMPANY 


2503 WASHINGTON BOULEVARD 
BELLWOOD, ILLINOIS 


All Chicago ‘Safety Plus” 
Screw Products now come sacennie seer Saaatag 
pocked in this strong, eas- : 
ier-to-see an oe CAP SCREWS 
identified labels mean 

faster selection—greater 

saving of time in stock 

rooms. 


HICAGO “Safety Plus 


Hexagon Head (ap Screws, Steel and Brass » Square Head and Headless Cup Point Set Screws » Semi-Finished Hexagon Nuts, Steel and 
Brass » Hexagon Castellated Nuts » Fillister and Flat Head Cop Screws » Taper Pins » Milled Studs Socket Head Cap Screws » Socket 
Set Screws » Socket Pipe Plugs » Stripper Bolts or Shoulder Screws » Square Head Dog Point Set Screws » Keys, Assortments and Kits 
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portant, there’s nothing they won't 
tackle. 

A few years ago studio purchasing 
procedure was quite simple. A sales- 
man merely called at the gate, re- 
quested an interview with the tech- 
nical, prop, electrical or other depart- 
ments, and was admitted. Unfortu- 
nately, this easy access was abused, not 
just by distributors’ salesmen, but by 
many other studio visitors. So the 
bars were lowered and the gate shut- 
tight. 


Purchasing Procedure 


I'he formalized procedure, currently 
in use by almost all major studios, goes 
something like this: 


(1) Salesman sees the studio pur- 
chasing agent. 

(2) Purchasing agent calls depart- 
ment requested by salesman. 

(3) Purchasing agent, department 
representative and salesman sit down 
for interview in conference room. 

(+) Department _ representative 
writes out order, hands to purchasing 
agent, who approves or disapproves, 
and salesman has accomplished his 
mission. 


Most distributors’ salesmen, even 
though they are well-known by studio 
executives, still see the purchasing 
agent for clearance before direct con 
tact with the department they want 
As one old-timer said: ““The only way 
to keep in good standing is to observe 
the rules.” 

As things stand today, almost all 
studios request that distributors hold- 
off visits until they’re requested for 
a specific problem. This makes it 
tough for those salesmen not already 
established, but that’s the way some 
studios operate. 

But when the call comes, it will 
mean in all probability: (1) the studio 
has a job which must be done right 
away; (2) will let you work out many 
of the problems yourself, and wel- 
comes suggestions. (3) demands per 
formance 100% of the time. 

On one rush job, for instance, a Los 
Angeles distributor was called in and 
told he had just two weeks to turn 
out the necessary gears and sprockets, 
all special order items. All the dis 
tributor had to go by was a rough 
sketch of the idea, and the instruc 
tions that the machine must work ir 
stantly upon being turned-on. No 
failures could be allowed for that 
would have meant, in this particular 
scene. that 200 extras, at something 
like $16-25 a dav, would be idle. 
That's the reason that the most 
important studio machines, from 
windchurners to paddle wheels, are de- 
signed over-rated. It’s a whole lot 
wiser, the motion picture industry 
feels, to spend a little extra on a 10 hp. 








Shake well before using 


There’s nothing wrong with your eyes or your 
glasses. This just happens to be a shaky subject. 

Among the thousands of instruments we de- 
sign and build are oil pressure gauges for road 
machinery and jeeps. And, as anyone who has 
ever ridden them knows, they are not places for 
gauges with a weak constitution. 

To test these gauges, we put them on a gadget 
dreamed up by our engineers—a vibration tester. 
Its 3000 vibrations a minute—enough to shake 
the bejabers out of any instrument—soon tell us 
if a gauge can stand the rigors of rough roads. 


The vibration tester is an indication—a small 


indication—of the pains USG takes to engineer 
instruments for enduring accuracy. It’s a sample 
of the thoroughness applied to developing gauges 
for home freezers, for airplanes, Diesel loco- 
motives, paint sprayers, compressors, pressure 
cookers, weather balloon instruments—to name 
only a few USG applications. 

Have you a problem in the field of thermom- 
etry, pressure measurement or control? Call on 
us to show you what we have done for others, 
what we might be able to do for you. United 
States Gauge, Division of American Machine 
and Metals, Inc., Sellersville, Pa. 


Lele Drage) Cnyinceal for Cn With Veunay 





PRODUCTS OF UNITED STATES GAUGE ... Absolute Pressure Gauges © Aircraft Instruments * Air Volume Controls ¢ Altitude Gauges © Boiler Gauges * Chemical 
Gouges © Mercury, Gas, and Vapor Dial Thermometers * Glass Tube and Industrial Thermometers * Flow Meters © Inspectors’ Test Gauges © Precision Laboratory Test Gauges 
Marine, Ship and Air-Brake Gauges * Voltmeters © Ammeters * Welding Gouges 


OTHER DIVISIONS OF AMERICAN MACHINE AND METALS, INC., AT SELLERSVILLE, PA.: GOTHAM INSTRUMENTS, AND AUTOBAR SYSTEMS 
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ANOTHER REED EXCLUSIVE 


The “heart” of any machinists’ 
vise is the main vise nut. 


Yet only in a Reed is this vital 
part machined from high carbon alloy 
steel... heat treated for perma- 
nence and maximum strength. 
Threads are cut to closest toler- 
ances to assure a perfect bearing 
for the heat treated alloy steel 
screw. And they stay close, for 
there is none of the wear found 
with the obsolete malleable nut. 


Even the base of the Reed nut 
is milled to a limit gauge to insure 
correct alignment, less stress and 
more power. 


Important though it is, the vise nut 
is only one of the many exclusive 
REED features... for every work- 
ing part is designed and built to 
these same high standards. 


That’s why Reed Vises out-last and 
out-perform all others. 


The exclusive features of Reed Vises will help 
you build volume, loyalty and good-will. 


Remember, In a vise or pipe tool, 
if it’s a REED . .. it’s RIGHT! 


TRADEMARK 


MANUFACTURING COMPANY 


PENNSYLVANIA, 


U.S.A. 
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motor that will have ample power to 
handle a job, than to install a 5 h.p. 
motor, and risk a failure which would 
cost the studio thousands in extras’ 
salaries. Plenty of safety factor is a 
“must.” 

“Selling to the motion picture in- 
dustry is a challenge to the industrial 
distributor,” declares Gilbert R. Ham- 
mond, who’s an outside salesman for 
the Minder Co. Within his territory 
are many of the most well-known 
studios. “The studios,” he continues, 
“leave much of the doing up to you. 
They welcome ideas and advice. And 
they demand results, one way or an 
other.” 

One film producer worked it this 
way. He’d receive a dozen sketched 
ideas for a Sequence one day. He'd 
choose several he liked, farm them out 
to his technicians, study their solu- 
tions to the problem and then select 
one to be built as a set. With only this 
rough chareoal drawing, and a few 
technical sketches, studio technicans 
would start to work. When they called 
in an industrial distributor’s salesman 
to solve a problem in power trans 
mission there were no cut-and-dried 
blueprints. The distributor's staff had 
to work from hypothetical figures just 
as did the studio staff. 

“That’s what makes selling the 
studios such an interesting job. But 
it’s also a whale of a responsibility,” 
savs Mr. Hammond. 





Product Knowledge 
Is Selling Power 
—Pipe & Fittings — 








Pipe, in addition to steel, may be 
made of aluminum, brass, copper, 
Monel and nickel, or of combinations 
of these metals. 

Pipe generally is specified according 
to inside diameter, that being the true 
“working surface”; its capacity. Above 
12 inches, however, piping is speci 
fied according to outside diameter. 

I'he most expensive common piping 
material is stainless steel. Less costly, 
but still expensive, materials would in 
clude manganese steel, copper and 
wrought iron. 


Fittings 

There are many kinds of pipe fit- 
tings but the four common types in 
use are threaded, welded, flared and 
soldered. The method of joining the 
fittings to the pipe (or joining pipe to 
pipe) are by threads, by flanges, welds, 
compression joints or soldered joints, 





or brazed joints. Each type of fitting, 
and method of joining it to piping, 
has specific characteristics that de- 
termine performance “on the line”. 

Screwed couplings, for , instance, 
which are suitable in most applica- 
tions, are not a good recommendation 
where temperature changes are fre- 
quent and considerable. Expansion 
and contraction eventually will work 
the threads loose and cause failure 
under stress. 

Flared couplings are used with non 
ferrous tubing, where the tube can 
be squeezed between angular surfaces 
to form a seal. For that selfsame rea 
son, however, the flared coupling is 
unsuitable on iron and steel piping. 

I'ypes of fittings available include 
unions, tees, “Y’’s, return bends (with 
long and short radius, crosses, side out 
let elbows, standard 45, 60 and 90 
deg. elbows, caps, reducing nipples, 
flanges, couplings, etc. 

In general, screwed fittings are used 
with the smaller sizes of pipe and for 
low pressure work. 

Welding fittings duplicate both the 
use and the markets for threaded fit 
tings, and in addition may be applied 
where soldered and other fitting types 
are used. They are, in fact, marketable 
for just about any application. 

Flanged fittings are a convenience 
for the maintenance man; thev’re in 
tended for use where the connection 
is broken from time to time for re 
pairs or piping changes. They find 
wide use also in connection of cast 
iron valves and fittings and_ steel 
flanged-end valves. _—- Valve-bonnet 
joints usually are flanged. 

Compression joints, and the fittings 
that make them, are applied to pipe 
by a nut which takes up from cach 
side on its respective sleeve members, 
thus drawing the tubing ends into the 
body. Compression tvpe fittings are 
universally employed because they are 
simple, efficient, of low cost and easy 
to assemble. 

Flared fittings make joints with tre- 
mendous resistance to pull-out and 
can withstand high pressures. 

Soldered joints are best made on 
copper, brass, stainless steel and 
tinned steel tubing. Cast bronze and 
wrought copper also take well to 
soldered joints. There are two kinds 
of solder used, hard and soft. The 
chief advantage of the hard is that it 
is more resistant to corrosion. 





In 1925 the average automobile 
lasted only 6.5 years and ran cbout 
26,000 miles in its lifetime. By 1948 
the average scrapped automobile had 
run 120,000 miles and was 13.6 years 
old. Thus, today’s car lasts twice as 
long and runs four times as far as did 
the car of the middle twenties. 
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Identification _\ 


~~ \ 


Ag on Every \ 
MY ACCO Registered SLING CHAIN 





od , , 
(( / @ Astrong talking point for you in the sale 


¢ 


of Acco Registered SLING CHAINS is the 
double-faced identification ring. It is a 
mark of safety for the user. It permits your 
customer to use the sling chain.. safely 
.. .up to its full capacity. It helps you sell 
sling chains. 

Offer a Selection... ACCO Registered 
SLING CHAINS come in a variety of types, 
sizes and materials. You offer your custom- 

ers a selection of the correct sling chain for 

every job from light loads to awkward 

loads weighing tens of tons. 

When you sell AMERICAN CHAIN, you sell 

the best, and the 
line that sells ¢ 
the easiest. 


Seud fora copy of 
‘atalog DH-80. It shows 
how to select, use, and 
care for sling chains. 


York, Pa., Atlanta, Chicago, Denver, Detroit, 
Les Angeles, New York, Philadelphia, Pittsburgh, 
Portland, Sen Francisco, Bridgeport, Conn. 


AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 


Y In Business for Your Safety 
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Get TWICE the value 
or your steam trap dollar! 





Just as the self-starter revolutionized the Here's how DUO-STEP 
automobile, so Clark Duo-Step Leverage is — 
changing old-fashioned ideas about steam 

trap efficiency. 

Field and laboratory tests prove that Clark 

DUO-STEP Steam Traps more than double — 

the drainage capacity of ordinary inverted 
bucket traps. 


Stehf 


opens 
orifice 
completely 


Ask your Clark representative for a demon- 
stration on your steam lines—or write us for 
complete information. 


THE CLARK MANUFACTURING COMPANY 
1844 East 38th St. e Cleveland 14, Ohio 


THE HOME OF DUO STEP ieveraGeE 


The complete line of dependable fluid controls 
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FROM THE 


o= FILES » 


25 YEARS AGO 

A beauty contest attracted officers and 
employees at the first joint picnic 
of the Ohio Brass Co. and the Ohio 
Insulator Co. ‘I'wenty-one of the 
girls from the two factories com- 
peted for the title of “Miss Ohio 
Brass." We like the name of the 
damsel who won a second prize 


~Rudy Rook. 





I. W. Buschman, formerly manager 
of the E. A. Kinsey Co., Indianap- 
olis, was appointed general sales 
manager of the Foster Machine Co., 
Elkhart, Ind. 


The Timken Roller Bearing Co., Can- 
ton, Ohio, plaved host to one hun- 
dred members of the Society of 
Automotive Enginecrs. A_ factory 
inspection trip was followed by 
lunch, golf and dinner. 


A million dollar machinery exhibit was 
held on Chicago’s famous munici- 
pal pier. Eighty thousand square 
feet of exhibits, most of which 
demonstrated machinery in opera- 
tion was displayed. Occasion: 
meeting of American Society for 
Steel Treating; Society of Auto- 
motive Engineers; and American 
Society of Mechanical Engineers. 


Robert P. Dolan, associated for a num- 
ber of vears with the Greenfield 
Tap & Die Corp., was made secre- 
tary of the Greenfield Mass. Cham- 
ber of Commerce. 


I'he origins of eleven old time Chicago 
supply houses were described in the 
October, 1926 Mill Supplies maga- 
zine. Oldest house was Geo. B. 
Carpenter & Co., which had _ its 
beginning in 1840. 


John R. Blair was appointed manager 
of sales of the Pittsburgh Steel 
Products Co., to succeed Charles 
F. Palmer, resigned. 


Wylie K. Lee, president of the Clip- 
per Belt Lacer Co., Grand Rapids, 
Mich., returned from a Newfound- 
land vacation, where he had tried 
to learn the ways of the salmon. 
Spent an informative hour and 





and their /S, t 


It requires many commodities Yo: 
American Industry turning at an weep toner a One’ 
is tools! And the men who buy these tools (the men W 

them too) have discovered the manifold advantages of dealing 
with Industrial Distributors handling standard products. In 
short, the Industrial Distributor has made himself indispensable 


to Industry by giving prompt service, by supplying quality 





products and by his specialized understanding of metal cutting < ’ | 


problems! ...That’s why the House of Atkins salutes the Indus- 


trial Distributor and his salesmen. They are part of a winning ¥ 
combination—like Tinker to Evers to Chance. We make the , 


standard tools; the Industrial Distributor supplies them to .. — 
Industry and Industry puts them to work! Y fy \ 

) ana g 
E. C. ATKINS AND COMPANY Ny “taoe wih 


Mome Office & Factory: 402 South lilinois Street, Indianapolis 9, indiana 
Branch Factory: Portiand, Oregon . Knife Factory: Lancaster, N.Y. 
Sales Offices: Atlanta ° Chicago . Portiand . New York ATHINS ALWAYS ANEAD 


- * 


METAL CUTTING SAWS 
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BEALL 


SPRING \ 
WASHERS 


STEADY DEMAND 


—and continuous REPEAT business. Almost every 
one of your customers who uses Nuts, Bolts and 
Screws, now uses or can be sold BEALL KANT-LINK 
SPRING WASHERS—the nationally accepted type. 


BEALL Helical Spring Washers have long range 
“live” action and adequate PRESSURE POWER to 
combat ALL causes of looseness. 


- . 
Nationally Advertised 
—and nationally accepted. IN STOCK in all 
standard sizes; made of Carbon Steel, Stainless 
Steel, Everdur, Duronze and other metals. 


BEALL TOOL DIVISION 
HUBBARD & CO. 


130 Shamrock St. . EAST ALTON, ILL, 


INDUSTRIAL DISTRIBUTION 


BEALL Spring Washers 
—prompt shipment 
—in cartons and bulk. 
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forty minutes with a twelve pound 
salmon. 


10 YEARS AGO 


One hundred years of successful opera 


tion was celebrated by the John A. 
Roebling’s Sons Co., ‘Trenton, 
N. J 


William Shakespeare Jr. was elected 


Strong, 


“The great 


Members of the 


president of Bard Steel & Mill Sup 
ply Co., Kalamazoo, Mich. 


Carlisle & Hammond Co., 
Cleveland, entertained manufac 
turers’ men at a golf party. Seventy 
five guests plaved 


d Tentiger (O. Iber Co.), learning 
that he was end man on a long 
waiting list for a new car, scratched 
his entry, bought a new motor, 
and spent a week-end installing it 
himself 


difference between the 
successful and the unsuccessful fac 
torv man lies in the way they get 
along with the distributor. sales- 
men,” said Charles Trumbo, Carey 
Machinery & Supply Co., a factors 
man turned salesman 


American Hardware 
Manufacturers Association and the 
National Wholesale Hardware Asso- 
ciation convened for their joint 
convention in Atlantic City—it was 
the 83rd semi-annual meeting for 
the manufacturers. 


“Isn't it peculiar,” buyers atl over the 


W 


\ 


“how some 
six months ago we were deluged 
with waiting salesmen . . . and now 
when he appears it’s the highlight 
of the day?” 


country were musing, 


. J. Greene, general sales manager 
of the L. S. Starrett Co. was made 
vice president in charge of sales. 


new industrial supply house in 
Detroit got some attention in the 
October 1941 issue of Mill Supplies. 
It was the Rubber & Supply Corp.. 
founded by W. F. McGraw and 
R. H. Glezen, to specialize in 
mechanical rubber goods and ma 
terials handling equipment. 





Tax evasion is so general in France 
that Americans working there are 
sometimes given an extra-legal auto- 
matic income credit of 30% before 
the tax rates are applied against them, 
on the theory that Americans do pay 
their taxes. 








CROSBY 
CLIPS 


ow many of your customers use wire 

H rope? It's a big group—and they're big 

buyers. So why not cash in on their demand for blocks! Stock and 

sell American Crosby Blocks as a companion line to genuine 

Crosby Clips. They're load-rated ... and the finest wire rope 

blocks obtainable. This is the greatest combination deal you've 
ever seen. Write us for details of the plan! 


& Derrick Company 
ST. PAUL 1, MINNESOTA 
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TOT ae The Buyer Looks 
| at Business 


Composite opinion of purchasing 
agents who comprise the N. A. P. A 
Business Survey Committee 





General Business Conditions 


Purchasing Agents expected indus 
trial production would slide off in July 
and August. The current survey con 
firms that trend and indicates the de 
cline has been sharper than previously 
anticipated. Backlogs of orders have 
now had a steady decline for six 
months. Production has been dropping 
for three, but does not vet match the 
drop-off of new orders. There is still a 
sizable gap between these two impor 
tant manufacturing factors. However, 
purchased industrial materials inven 
tories are declining about in step with 

Photographed beside shotgun shells to show size and compact design the lowering of new business and pro 
duction, and continued conforming in 
ventory adjustments are planned. 

Ihe price situation is confused by 
bevel gear drive does, the space it saves, the problems it solves. the new law and OPS regulations but 


Manufacturers are amazed at the work this unique right-angle 


Slip a unit in your vest pocket and show it on every call. Because is on the soft side. Employment is 
high, but labor unrest is spreading. 
Buving policy is being reduced to the 
will interest many of your prospects shortest possible procurement range. 
Normally, anticipation of a_ brisk 
pickup in Fall business would find 
Ratio 1:1 in 1/3 hp and 1 hp at 1,800 rpm with ultimate \ugust inventories on the rise, with 
static torque of 250 and 750 in. Ibs. respectively 


ANGlLgear has unlimited applications in the industrial field, it 


Capacity of equipment many times its size and weight 


lengthening forward commitments 
Iwo basic models meet practically all requirements Neither of these are in evidence in this 
4 

Suitable for manual or power-operated systems survey, and inventory and material 

e ° e . ° ° 1 1 \ re Pp < S ) 

Precision built, with hardened gears, antifriction bearings, ontrols may be partially re ponsit Ic 
lubricated for life Any sharp increase in the fourth 

quarter, of civilian and defense de 
mand, could create a wild scramble for 

materials: international events or de 
fense plans can change the picture. 
DIRECT While purchasing executives are not 
. " a . ) expecting a bust, such optimism as is 
SALES HELP z a6 found in the August reports seems to 
Our representatives work ex- oP be based on the expectations of the 
clusively through distributors \ Pe numerous business forecasters, rather 
in their own territories, assist- 
ing them in sales and service. 
We invite inquiries from inter- . 4 a 
ested distributors. : Commodity Prices 








than on currently favorable factors 


The effect of the latest regulations, 
on price formulas, is not apparent in 
the current industrial materials pricc 
structure. Buvers believe that mam 
price increases are being held bick b 
lack of demand and keen competition 
for the available business. Anticipated 
rollbacks have been little in evidence, 


ACCESSORIES CORPORATION as producers await clarification of the 


reculations on new pricing structures 
1414 CHESTNUT AVENUE + HILLSIDE 5, NEW JERSEY Uncontrolled commodities and_ soft 


asians goods continue to sag, as supply and 
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DRILLING POINTERS.......4¢ Hed Shida 


ABRASION. “6 taper shank drills 
on cast iron valve job were wearing 
due to abrasion. Changed surface 
heat treatment to suit their problem 
Drill life increased beyond 

all expectations. 


STAINLESS. Regular drills averaged 

3 holes per grind in tough work- = 
hardening stainless steel. We ‘ 
No. 506 F Fast Spiral Drill with 7 


special heat treatment and point. sERVICE. 70 years’ experience behind 

.. «Now get more than 90 holes our Red Shield’ Service Staff. ..to help 

per grind. solve your metal cutting problems. 
Get in touch with your local Standard 
Tool Co. distributor. 


i 
. AT DEPT. 1-8, 3950 CHESTER AVENUE 
NI ANDARD lo OL ( eaioss 14, OHIO 
New York ¢ Detroit » Chicago * San Francisco 
THE STANDARD LINE: Drills» Reamers + Taps + Dies + Milling Cutters « End Mills « Hobs « Counterbores + Special Tools 
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(7 . . . 

é adier to identify s.. now the label 

stands out? It’s easy to read—from the top-rmost 

shelf. Different colors identify different screws, 
bolts, nuts, metals, plating, etc. Saves time! 
A 


é adver to handle Pheoll products are 
packed in sturdy boxes that won't “bow out” 
when opened or stackell. Covers slip on and off 
with just the right friction grip. Easy to handle, 
pack and ship. No tearing, spilling or loss. 


{ aAier to get 

« G4€% 10 GET prompt, reliable deliv- 
ery through convenient factory warehouses. 
Your Pheoll stocks cover most needs. Depend 
on this one source for a broad range of “in 
demand”’ fasteners. 


Easier to sell Pheoll products are 
Money makers because they're casy to sell. 
They're fast movers. They repeat because they’re 


Made to build your business. Our reputation is 
Your guarantec. 


Reoll business builders 


A 


T*Machine s, 
[*Wood Screwe”® 


t Shee 

*Ga0' screws, Screws Tass Washers 
f Headless” Set sit on ~Mach 

} socket Set Sones *Semi Finished at 
® Knurled Nate axg 


T*Stove Bolts 


*Threaded R, 
‘ods 
{Slotted ond Phillips Rec 
feel and Bras, ae 


Write, wire or phone > 


demand seck a buying level. Consid 
ered together, these factors create an 
uneasy and cautious market situation. 


Inventories 


Inventories declined again in Au- 
gust, the fourth consecutive month of 
stock reductions. Production cutbacks 
due to material shortages, regulations 
and lower demand are the principal 
causes. The first quarterly period under 
CMP has not been very helpful—was 
not expected to be. Fourth-quarter al 
lotments are hoped to be more real 
istic. Viewing the six months of fall 
ing orders, the present price confusion, 
and a possible unfavorable consumer 
buying reaction if a cease-fire agree 
ment is reached in Korea, inventory 
managers are putting extreme pressure 
on further inventory liquidation 


Employment 


Total industrial employment has 
maintained high levels for the past 
three months. In August, there were 
many more pay roll separations than 
in any month since March, 1950. 
IHlowever, most of these have found 
employment in expanding defense 
plants where skilled workers are in de 
mand. Many more plants are running 
short time, due to lack of orders and 
materials. The undercurrent of labor 
unrest is stronger. Many sinall wildcat 
strikes are reported. Several large work 
stoppages may be imminent. 


Buying Policy 

Ihe range of future commitments 
has narrowed somewhat in the last two 
months. The predominant policv has 
a 90-dav limit, with 65% of these 
within the 60-day bracket. The much 
talked of upswing in Fall business is 
not reflected in August purchasing cov- 
erage. Buying is conservatively geared 
to the current trend of slow business, 
inventory reduction, and CMP alloca 
tions. 


Specific Commodity Changes 


A few “ups,” many “downs,” mark 
the August commodity reports. No 
definite future trend in either direc 
tion is indicated. 

Higher in price were: Bearings, corn- 
starch, fuels, grinding wheels, machine 
tools, nickel, high speed steel. 

Reported down: Alcohol, used cars, 
babbitt, brass mill scrap, clothing, 
packaging, burlap, cotton bags, cotton 
linters, electrical appliances, sugar, 
hides and leather, lumber, mercury, 
vegetable oils, wastepaper, rosin, soap, 
tallow, textiles, tin. 

In scarce supply: Heavy acids, alumi- 
num, bearings, brass and brass scrap, 
steel, castings, chlorine, cobalt, copper, 
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YOU 
KNOW 
IT’S 
GOOD! 
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7 The new ‘Budgit’ Chain 
Block had to be good to 
pass our brutal labora- 
tory and field tests. Its 
design, modern metals 
and methods of manu- 
facture made it the 
toughest lightweight 
ever designed. 


The ‘Budgit’ is so light, one man can 
easily lift and carry it from one spot- 
lifting job to another, hang it up, 
and lift the load alone. It’s ideal for 
lifting loads where electricity is un- 
available, or where infrequent lift- 
ing doesn’t require an electric hoist. 
Yes, large and small plants every- 
where have plenty of work for the 
‘Budgit’ Chain Block — for speeding 
defense and civilian production, or to 
reduce costs. 


Operation is so easy, so fast,no other 
chain block can match it. And as for 
strength, all f ings are splined — 
no keys, no pressed fits. The load 
chain is so hard, no ordinary hack- 
saw can cut it. The ‘‘full-jeweled” 
load brake has quick, powerful hold- 
ing action, and makes lowering easier 
and faster. 





Any way prospects look at the ‘Bud- 
git’ Chain Block, it’s the most durable, 
efficient chain block they can buy. 
Point out fact after fact in Bulletin 
No. 398. You'll sell — and get repeat 
orders. More Bulletins are yours on 
request. 


‘BUDGET’ 1-BEAM TROLLEYS 
cost little —add much to 
the utility of any hoist — 
are adjustable to fit various 
1-Beam sizes. Recommend 
them for all hoists that 
could travel the load as 
well as lift it. 


—= “CHAIN BLOCKS 


MANNING, MAXWELL & MOORE, INC. 
MUSKEGON. MICHIGAN 

Builders of ‘‘ShawBox'’ Cranes, ‘Budgit’ and 

Load Lifter’ Hoists and other lifting specialties. 

Makers of ‘Ashcroft’ Gauges, ‘Hancock’ Valves 

Consolidated’ Safety and Relief Valves, and 

American’ Industrial Instruments. 





electrical equipment, forgings, pig 
iron, lead, plywood, nails, nickel, kraft 
paper, pipe, sulphur, tin, wire, zinc. 


Canada 


Canadian general business presents 
a somewhat better picture than in the 
States. While production and new 
orders have dropped since June, they 
have not fallen to the extent reported 
below the border. Prices show more 
strength. Inventories are up. Employ- 
ment is higher. Buying policy con- 
forms with that in the United States. 
Construction rate is climbing. Slow 
business is found principally in con- 
sumer items 





OBITUARIES 








Fred E. Gates, Founder, 
Gates Hdwe. & Supply Co. 


Fred E. Gates, 88, pioneer Okla 
homa hardwareman and founder of 
the Gates Hardware & Supply Co., 
Tulsa, Oklahoma, died in a Hartford, 
Conn., hospital, August 6 after a year’s 
illness. 

Mr. Gates, who retired from active 
association with the Gates firm three 
years ago, had been hospitalized at 
Hartford since becoming ill. 

He came to Tulsa in 1919 and 
started the wholesale hardware busi- 
ness after operating a retail and whole- 
sale business at Sapulpa, Okla., for 
ten years. 

Before the turn of the century he 
traveled out of Springfield, Mo., repre- 
senting the Rogers & Baldwin Hdwe. 


Co. and invested in several hardware | 


stores in the new territory. 


He is survived by two sons and two | 


daughters. 


H. M. Koelliker, 
Chicago Rawhide Mfg. Co. 


Herman M. Koelliker, 59, vice 
president of Chicago Rawhide Mfg. 
Co., died suddenly of a heart attack on 
August 21. 

Born in Cleveland, Ohio, Mr. Koel- 
liker was a graduate of Case Institute 


of Technology, class of 1914. Prior | 


to coming to Chicago Rawhide Mfg. 


Co., he was vice president and gen- | 
eral manager of Ohio Rubber Co., and | 


vice president and director of Baldwin 
Rubber Co. His earlier experience in- 
cluded work with the following com- 
= Grasselli Chemical Co., U.S. 
ubber Co., Buckeye Rubber Co., and 
Tucker Rubber Co. 
Mr. Koelliker joined the staff of 





competition 
competition 


competition 


competition 


competition...... 


keener every day! Despite the increased market for 
industrial supplies, many distributors are finding that the 
valuable repeat orders don’t just come—they 


have to be gone after. 


* One good way of “going after’ such business is through 
the use of a new, up-to-date, modern catalog, designed 


to meet today's needs. 


* If you are faced with the need to overcome the lift that 
other distributors in your area are enjoying as a result 
of their new catalog—fight fire with fire! Order 


your new catalog NOW! 


* We at Wisconsin Cunco Press will be glad to discuss this 
need with you. Write us for information on the cost of 
your new catalog and the time required for its production. 


Both will pleasantly surprise you. 


* Give yourself, your sales, and your salesmen that extra 


boost. Arrange now for us to discuss this problem with you. 


Wisconsin Cuneo Press, Inc. 


239 East Chicago Street 
Milwaukee 1, Wisconsin 


DAly 8-5340 


CHICAGO « PHILADELPHIA «+ KOKOMO NEW YORK «+ SAN FRANCISCO 
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f TA ESISTANT TAPES speed production, protect white 
and near-white surfaces hon stain or re sidue PERMACEL-71 used above, holds metal 


letters in proper alignment until they are permanently affixed. 


SPEEDIER, LESS EXPENSIVE “BUNI 
PERMACEL Cloth Tape speeds pone 
jobs for R.O.W. Distributors of Rocky 
Mount, Va. Tape is easily applied; sticks 
tightly, is easily removed. 


Permacet 


INDUSTRIAL 
TAPES 
INDUSTRIAL TAPE CORPORATION 
NEW BRUNSWICK, NEW JERSEY 


Makers of @TEXCEL Cellophane Tape and a com- 
plete line of pressure-sensitive tapes for industry 


, POWERFUL ADVERTISING _ ...featuring this 
free, Sounie -new “Tape Graphic” book is 
reaching all your best prospects. Send for 
your copy today. Write Dept. 3C, 


4:3 - «8 re nae? ese , 2 
nS CR ee are 


‘! 2 —is typical of the time-and-cost-saving uses of PERMACEL 
‘ia The Redi-Built Company of Corvallis, Oregon, used PERMACEL Tapes for this 
purpose in building the above storage bins. 
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Chicago Rawhide Mfg. Co. in 1936 
for the purpose of pionccring and 
developing the usc of molded syn 
thetic rubber products as precision 
machine parts. He became a_ vice 
president in 1942. 

He is survived by three brothers and 
a sister. 


Howard W. Goodall 


Howard W. Goodall 
Dixon Valve Founder 


Howard W. Goodall, founder and 
president of Dixon Valve & Coupling 
Co., Philadelphia, died June 16, fol 
lowing a bricf illness. He was 78. 

For more than sixty years, Mr. 
Goodall had been active in the devel 
opment, manufacture and sales of me 
chanical rubber goods and hose coup 
lings. His interest in bettering the 
service obtainable from rubber hose 
and hose couplings resulted in the 
granting, in his name, of numerous 
patents covering advanced designs in 
couplings, clamps and other hose fit 
tings. 

In 1916, he founded the Dixon 
Valve & Coupling Co., where many of 
the products made are based on his 
original patents. 


H. B. Woolsey, Salesman, 
M. Klein & Sons 


Harold B. Woolsey, southern rep 
resentative of Mathias Klein & Sons, 
Chicago, died suddenly at his home 
in Memphis, July 27. 

Mr. Woolsey was well known 
throughout the South, having covered 
the territory many vears for the com 
pany. 

Born in California 57 vears ago, he 
moved to Memphis in 1940. He is sur- 
vived by his wife, his parents, two 
brothers and two sisters. 





COMPANION UNITS 0: 4 


It's the extra advantages Faultless gives in companion units and features of design that boost Caster sales for you, year after year 
Here is a typical example. A time-tested, engineered Double Ball Bearing caster swivel for efficiency—a companion All-Steel Truck Lock 


with Double Foot Pedals for positive action and safety. Why be satisfied with less? 
VA PEDALS fot Seely 


f 
J. aes 
PRESS 
DOWN 


Lge) 
RELEASE 











PRESS NOELTING 
DOWN A FAULTLESS” 
Lock + 
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FAULTLESS CASTER CORPORATION ©« Evansville 7, Indiana, U.S. A. 


Branches in Atlanta, Boston, Chicago, Cleveland, Dallas, Detroit, Grand Rapids, 


” 
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STAINLESS STEEL 


DRY CHEMICAL 
FIRE EXTINGUISHERS 


The NEW, durable, extremely light weight 
Buffalo stainless steel dry chemical extin- 
guishers give instant protection against 
gasoline, paint, oil, varnish, alcohol . all 
flammable liquid fires. They are ideal for use 
in all types of industries and on Busses and 
Trucks. Simplicity of operation and extreme 
light weight are featured in the NEW Buffalo 
stainless steel dry chemical extinguisher. In 
use.it instantly releases a heat-resistant, flame- 
suffocating, chemical cloud-like stream, up to 
20 feet. The insulating effect of the chemical 
cloud allows the operator to get to the seat 
of the fire. The efficiency of Buffalo stainless 
steel dry chemical extinguishers exceed Under- 
writers’ Laboratories requirements. 

Available in two sizes: 20 pound; and 30 
pound. Order your stock today! We offer a 
complete line to the trade. Write us for full 
information, 








iyi 


@ INSTANT ana woo a 
\GHT WEIG! eo 

° » sraunness STEEL CONSTRUC 

@ LONGER RANGE 


ER TIP CONTROL 
$Y 


Underwriters’ 
Laboratories Approved 


BUFFALO FIRE APPLIANCE CORPORATION 


DAYTON .; 


OHIO 
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Winthrop Randall Howard 


Winthrop Howard, 
Rawlplug Co. Head 


Winthrop Randall Howard, 61, 
president of the Rawlplug Co., New 
York, died August 11. 

He was born in Winthrop, Mass., 
and educated at the Georgia Institute 
of Technology from which he grad- 
uated in 1911. He founded the Rawl- 
plug Co., in 1921. 

Active in Rotary for many years, 
Mr. Howard was president of the 
New York Rotary Club in 1945. As 
chairman of the Rotary international 
refuge placement committee during 
the war he directed the reception of 
children of Rotarians from overseas 
into American homes. He was chair- 
man of the board of Junior Achieve- 
ment, a youth movement dedicated to 
the principles of free enterprise. At 
the time of his death he was chairman 
of the National Executive Commit- 
tee. 

He is survived by his son. 


William A. Sine, 
Wiley-Hughes Salesman 


William A. Sine, salesman _ for 
Wilev-Hughes Supply Co., Inc., Tren- 
ton, N. J., died Julv 4. Mr. Sine, who 
is well known in the field, had been 
connected with the company in a sales 
capacity since 1935. 





A Swiss automobile worker must 
work two years to earn enough money 
to buy a car which he helps to pro- 
duce, against six months for a Detroit 
automobile worker. European workers 
generally could not afford to operate 
automobiles even if they got them 
free. 











Sales Helps From Manufacturers 





Chain Belt Bulletin 
Describes Equipment 


Chain Belt Co. of Milwaukee an- 
nounces the availability of its new 
Bulletin No. 51-81 on Rex Belt Con 
vevor Idlers and machinery. 

Ihe 4l-page book contains infor- 
mation on all of the latest designs 
and developments of this equipment. 
here are two pages of general en- 
gineering information to help in de- 
signing and specifying belt idler 
equipment, 

Ihe latest information on the new 
Rex Style No. 33RA Return Belt 
Training (Self-Aligning) Idler is 
given, together with material on the 
newly developed Styles No. 40 and 
+6 steep-angle Troughed Belt Idlers 
and Styled No. 33G and 33WC 
steep-angle Troughed Belt Training 
Self-Aligning) Idlers. Latest data on 
lubrication material and techniques is 
included 

\ detailed description of zipper 
bunker seals is included plus data on 
belt conveyor trippers. A section of 
the book contains useful information 
m correct maintenance procedure. 


Behr-Manning Releases 
Abrasive Packet 


Behr-Manning, Troy, N. Y., divi- 
sion of Norton Co., has made avail- 
able a new informative literature 


packet, “Blueprints for Faster, Better 
Production.”’ Coated abrasive special- 
ties and solid abrasive oilstone spe- 
cialties designed for the metal finish- 
ing fields are described in detail. 

Contained in a folding cover that 
can be expanded into a permanent 
wall chart, “blueprint” case study dis 
cussions of individual finishing prob- 
lems and their solutions are graph- 
ically presented. 


IS LUEPRINTS 
For Foster, Better Production! ™ 


Upson-Walton Releases 
Tackle Block Catalog 


The Upson-Walton Co., Cleveland, 
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Send for our 32 page catalog 
of Vises, Work Positioners and 
_ Industrial Clamps. 
Sold Thru Distributors 


WILTON TOOL MFG. CO. 


“925-D Wrightwood Avenve 
CHICAGO 14, ILLINOIS 











GET A FREE Tuffy SLING 
AND PROVE TO YOURSELF 
ITS MORE FLEXIBLE ! 


Yes, here’s your chance to see for 
yourself the braided wire fabric 

of which TUFFY Slings are made. Tie 
it in knots, kink it—then see how 
easily a Tuffy sling can be straightened 
out wi 


now Tuffy suncs are MADE 


Scores of wires are stranded into nine parts, 
then machine woven into an interlaced wire 
fabric. This braided fabric gives extra safety 
and enduring strength. Even cutting one of the 
9 parts does not result in stranding of the sling. 


11 TYPES—PROOF TESTED FOR 


SAFETY There are 11 different types of 
Tuffy Slings, each one proof-tested to twice 
its safe working load. And the safe working 
load is plainly marked on metal tags on each 
sling. Also, Union Wire Rope engineers will 
help work out special sling problems. If you 
have your own rigging loft, Tuffy braided wire 
fabric is available by the reel. 


FREE SAMPLE— MAIL COUPON 


To show you the difference between TUFFY 
Braided Wire Slings and ordinary wire rope 
slings, we have made up a quantity of 3-foot 
slings. We want you to have one so that you 
can test it and prove to yourself that TUFFY 
Slings really are better. Mail the coupon be- 
low today for yours. 


UNION WIRE ROPE CORPORATION 


Patent No. 2,454,417 


“Tatty, 


TRADE MARK 


Ohio, has just published Catalog 
51-B which presents comprehensively 
the complete line of tackle blocks 
manufactured by the company. 

Information in the catalog is pre- 
sented in five major divisions: (1) How 
to order Upson-Walton tackle blocks, 
(2) Upson-Walton policy service, (3) 
design feature of Upson-Walton 
tackle blocks, (4) mechanics of tackle 
blocks, and (5) size, service and design 
data on the complete line of tackle 
blocks. 

The catalog contains a concise cut- 
line of what data must be supplied in 
the order to insure accurate handling. 

A 5-page section discusses essential 
parts of tackle blocks—the shell, the 
sheave or grooved wheel which sup 
ports the rope, the center pin, the 
straps, and the connections. In addi 
tion, auxiliary parts such as spaccrs, 
rivets, tie-bolts, special bearings, etc.. 
which perform utility functions, are 
reviewed. 

Major discussions are devoted to 
the essential components. In each 
case, construction material, fabrica- 
tion and application data are included. 

Because a tackle block is a device 
through which forces may be advan 
tageously applied to do work (lift 
loads) it is subject to dynamic force 
analysis. An analysis of this type 
easily comprehended—is covered in 
four pages. Included are efficiency, 
working load, and horsepower studies 
supported by all necessary formulas, 
tables and drawings, and an_ illus 
trative problem. 

Detailed information relative to 
the many models of tackle block 
devices manufactured, is included 
Each description includes a_ photo 
graph showing the block as it appears 
assembled and tabular data on block 
size, rope diameter, outside diameter 
of sheave, rim width of sheave, sheave 
center pin diameter, tackle block 
weight, and safe working loads. Each 
discussion also includes information 
concerning construction material and 
fabrication of the tackle block com 
ponents. 


PIPE—A new technical booklet on the 
fabrication and design of nickel and 
high nickel alloy pipe and tubing has 
been issued by the development and 
research division of The International 


Nickel Co., Inc., N. Y. Designated 


Pacers het nt may eer — yay nity 3. Mo. as Technical Bulletin T-17, it contains 
a2£00 4 . wv, . 


Sedtemen Piss dine te Caden Wt Bane 27 pages illustrated throughout by 
fieldman deliver me a FREE Tuffy Sling. drawings and photographs. It also pre 
sents tables on mechanical and physi- 
cal properties, A.S.M.F. code require 
Address ments, recommended welding _ pro- 
cedures and other information 


Name 








City. State 





More scrap means more stadt 
turn yours 1" today 


FINISHING—“Barrel-Finishing with 
Continued on page 206) 





Firm Name 
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( Advertisement) 


GO0D WEWS A Billion Cutting Tools 


grinding dopartimnenl For the Price of One 


Yours .. . in Grinding 





GRINDING DEPT. BULLETIN | Wheels 
| 





Wuat would you think of a metal 
cutting tool which, when it felt its 
keenness dropping a bit below per- 
fection, jumped out of the holder, 
ran to the toolroom, sharpened itself 
to a razor edge, rushed back, jumped 
into the holder and went on with the 
job, all in about a thousandth of a 
second? Would you feel inclined to 
offer a bonus for such a tool, some- 
thing a bit over the market? Would 
you be thrilled to learn that you can 
get several million of them at a very” 
moderate figure? You can. 








What we have been describing is a 
grinding wheel. Such a wheel as 
would be appropriately used to finish 
the pins of a crankshaft, for instance, 
carries a million such cutting tools in 
every cubic inch of its substance, 
bedded into the bond like currants in 

| fe), DS a bun. When one of them gets the 
merest shade dull the pressure of the 

ABRASIVE CoO.| work upon it fractures it so that it 

presents a new cutting edge, sharper 
than broken glass, harder than flint. 
Grinding Wheels When it has lost so much substance 
that it can no longer cling to the bond 
it drops out and lets another, just 
“ below, come into play. A grinding 
Production up! That’s the bulletin Sse at wheel is like an onion; no matter how 
board’s big news... good news that start- : far you peel it it’s still an onion. 
ed when Simonds Abrasive Company We hace obit Gat hs Ged oe 
wheels went to work in the grinding ries a million cutting tools to the 
department. Simonds complete line in- cubic inch: the wheel as a whole car- 
cludes wheels accurately specified for ee ries about a billion, of which upwards 
top results on your jobs . . . grinding ; of three million are always poised on 
wheels, mounted wheels and points, seg- : the periphery in cutting position 
ments and abrasive grain. . .all made while at any given instant about five 
thousand are in cutting contact. Such 
a wheel removes fifteen billion chips 
from the work every minute, chips 
identical except for size with those 
made by metal tools, and these bil- 
book and your distributor’s name. lions of separate cuts integrate into 


under complete quality control by 
Simonds Abrasive Company, a major 
manufacturer of grinding wheels for 
almost 60 years. Write for free data 


smoothness of a character utterly 
unattainable by any other means. 


The advertisement shown here is 
SIMONDS ABRASIVE CO., PHILADELPHIA 37, PA. BRANCH WAREHOUSES: CHICAGO, DETROIT, BOSTON typical of Simonds Abrasive Com- 
DISTRIBUTORS IN PRINCIPAL CITIES pany’s current campaign carrying 9 


Division of Simonds Saw and Steel Co., Fitchburg, Mass. Other Simonds Companies: Simonds Stee! Mills, Lock- million sales messages to users of 
port, N. Y., Simonds Canada Saw Co., Ltd., Montreal, Que. and Simonds Canada Abrasive Co., Ltd., Arvida, Que. grinding wheels and abrasive products. 
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Boost Production 


with Carboloy Services... finer 


An all-inclusive service program Catalogs. Manuals. Charts. Every- 
. to help you get the greatest thing you need to help select, de- 
possible benefit of performance sign, fabricate, use and maintain 
and savings from Carboloy Ce- carbide tools. New technical train- 
mented Carbides. Covers every- ing literature for defense produc- 
thing! Tool design . . . all phases tion, too. 
of use, maintenance of carbide Also, to increase the all-around 
tools . . . practical tips on tool efficiency of carbides in your plant, 
conservation, increased produc- the Carboloy Plan of Coordinated 
tivity Carbide Control . . . the famous 
Specific services and material “Triple C” Plan adopted and proved 
include advice and assistance from by hundreds of manufacturers. 
skilled Carboloy engineers and Write, wire or phone Carboloy 
technicians. A Customer Training organization today for information 
School in Detroit for your key men about this outstanding Carboloy 
(tuition-free). Slide Films (at ap- Service Program. Or contact your 
proximate print cost) for your in- local Carboloy Sales Engineer or 
plant use. Technical Literature. Authorized Distributor 


Specily €ARBOLOY. 


a hs EMeENTE  D CARB 
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Lower Costs... 





No need to stock a heavy, costly inven- 
tory of special carbide tools ...not when 
you use Standard Carboloy Tools. Only 
11 styles are needed to do 4 out of 5 
of your single-point tool machining ap- 
plications. Whatever the job, whatever 
the material, chances are that one of 
these versatile Standard Carboloy Tools 
is adaptable. 


Standard Carboloy Tools cost less than 


ii {J4 tools to do more jobs 


Over 14 million of these uniform high- 
quality Standard Carboloy Tools have 
been setting records throughout indus- 
try. Doing tough production jobs faster, 
better, cheaper. 

Standard Carboloy Tools in the most 
commonly used sizes are available from 
your local authorized Carboloy distribu- 
tor. The Carboloy organization is the 
world’s oldest and largest producer of 


cemented. carbides. 


CARBOLOY 


DEPARTMENT OF GENERAL ELECTRIC COMPANY 
11131 E. 8 MILE AVE. e DETROIT 32, MICHIGAN 


many high-speed steel tools, too, out- 
last them as much as 10 to 1. Wherever 
they’re used, production goes up, tool 
costs go down. And savings in tool 
maintenance, down-time and tool re- 
placement really add up. 


“Carboloy” is the trademark for the products of Carboloy Department of General Electric Company. 


aids to extra performance 








FOUR IN-PLANT CARBIDE AIDS. Part of the comprehensive Iron with Carbide Twist Drills, (2) Famous Carboloy “Triple 
Carboloy Service Program (left) to help you to new highs C” Plan, (3) Cemented Carbide Data for Defense Production, 
in production and savings through most effective use of for shell contractors only, and (4) Slide Films for training in 
cemented carbides. Program, illustrated above, left to carbides. All services free, with exception of slide films, which 
right, includes: (1) Technical data on how to drill Cast are yours at approximate print cost. Write today. 


STANDARD TOOLS 


E QUALI BRAN D 
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DEFENSE PLANTS WANT A4 $7, Pegg ope 
4 by Norton Co., Worcester, Mass. 
PI zraphs and line drawi as 
AT CU FUL, AA ANANSI) eis cass Spit the extensive 
coverage of the subject which is broken 
o down into three sections. 





yee: www 348 


METAL Frennnnnnnaass —, 
Kolamazoo 2 , cu TT i NG ec fe . 3 
Mond 824-C° a BAND ot 
SAW 











TAKE ORDERS WRENCHES-—The latest Bonney 


Forge & Tool Works, Allentown, Pa., 
FoR Kak 5 catalog features three unusually com- 


N ow! plete Diesel Locomative sets—No. 
Many of your comemen | DOL 2-B for machinists, No. DSL 
Scilly culeed to dilean — o pod ype 7 3-B for electricians, and No. DSL 
production needs! Extra Sue Wel Gee coe 4-B for pipe fitters. 
rugged, ~ — built, - sales and do your cus- 
en ill Wiudes Gaxee ina eek dee ps Kale. CHAIN DRIVE—A new | catalog, 
ings, host of exclusive res Att pace. pro HD-51, to assist in chain drive selec- 
features. . sonably prompt. tion, has been released by Whitney 
Chain Co., Hartford, Conn. The cata- 
log has been compiled to offer a sim- 
ple, quick means of determining inter- 
Kalamazoo, Michigan changeability of various makes of 
roller and conveyor chains. 
Additional useful information is sup 
GREA TER PROFITS plied which is of value in determining 
the proper application of chain drives 
as a power transmission or conveying 
medium. 


CLIPPER WORM GEARING — A. six-page 
folder in color, released by The Cleve- 


land Worm & Gear Co., Cleveland, 
Ohio, describes and illustrates several 
of the company’s worm gearing units. 
Included are photographs of ten types 
of units, and a list of the company’s 


36 field offices. 








TRUCKS—The Care & Maintenance 
of Industrial Trucks, is the subject of 
a manual just published by The Baker 


Firm Resale Price Policy ’ Industrial Truck Division of ‘The 


Baker-Raulang Co., Cleveland, Ohio. 

H if H In the interest of more efficient, 

Highest Uni orm Quality : more continuous and more econom- 

ical service from industrial trucks, 

this 16-page bulletin contains 51 il- 

Sold ONLY lustrations of the steps to be taken in 

Through Authorized Distributors / preventive maintenance and annual 
check-ups. 


CLIPPER BELT LACER COMPANY, GRAND RAPIDS 2, MICHIGAN, U.S.A. 


~~ a aes Leak , a 20-page supplement to the new 

‘. : Yarway steam trap bulletin, aimed at 

engineers who have many applications 

for steam traps. Published by Yarnall- 

=¢ — <<Taee | Waring Co., Philadelphia. It contains 
‘BELT LACING — pO SOO data on steam process equipment, 


STEAM TRAPS—Bulletin T-1750 is 
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TWO REASONS FOR STOCKING 
FEDERATED GARDINER SOLDER 


Customers buy Federated Gardiner brand Acid Core Solder 
because they know the product from national advertising 
and national reputation. 
They return to buy this top quality Acid Core Solder 
again and again because they find that it makes their 


work easier and faster. 





All Gardiner Acid Core Solder alloys are 
unequaled for consistency and perfectly 
suited for joining copper. brass, steel and 
other solderable materials. Listed by 


Underwriters’ Laboratories, Inc. 


The familiar blue package is easily 
recognized . . . easily moved. 


Stock it and see. 





Fedeitl Thélals Ditiin EE 


AMERICAN SMELTING AND REFINING COMPANY «+ 123ep STREET AND INDIANAPOLIS BLVD. + WHITING, INDIANA 
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industrial space heating, steam gencra- 
tion and distribution, laundry, res- 
taurant and hospital equipment. 


STEEL—A new data and handbook 
on the stainless steels has been pub 


ye Fog phi lished by Allegheny Ludlum Steel 
Corp., Pittsburgh, Pa., and is now 

F available. 
i ie Every Lift Nn “ In order to fill needs of fabrica- 


tors and design engineers for complete 
on the job reference data, material 
contained in previous handbooks has 
been completely rewritten and cate- 
gorized and additional information 
added. In its 120 pages the cloth- 
bound volume treats approximately 
40 different types of Allegheny Metal 
stainless steel and covers each type 
from standpoints of analysis, fabrica- 
tion, heat treatment and special con- 
ditions of service. 
he first of seven chapters is con- 
cerned with selecting the proper type 
of stainless for a given application. A 
selector table containing about 30 
types, including both nickel-chromium 
and straight chromium. steels, lists 
Some lifting jobs can’t be handled about 40 properties broken down in 
' the general classifications of physical 
by Buda Jacks. But they re rare, be- yeti electrical properties, mon re- 
cause the long line of Buda Ratchet, sistance, working and treating tem- 
Hydraulic and Screw Jacks contains peratures, mechanical properties and 
2 : . creep strength. A second group of 
a variety of types, sizes and capaci- tables in this chapter lists the corro- 
ties that meet the exact requirements sion resistance of the steels to the 
f various media, including organic sub- 
of any customer you have. stances, acids and salts. 
When you sell Buda Jacks, you 
sell a complete line—a line that's Y 


Subsequent chapters discuss each 
backed up by many years of leader- 5 TO 15 TONS 








Automatic 
more detail and supply specific in- 
formation about heat treating, fabri- 
cation and certain special conditions 


tvpe of stainless separately and in 
ship in Jack design, and production 





@ 
a 
“Two Speed” 
ydradlie Jacks 
25 TO 50 TONS 











—a line that has earned a reputa- 
tion for fast, safe, low cost lifting. Get 
complete details on this profitable 
line of jacks today. Write for your 
copy of the new General Catalog No. 
1515. The Buda Company, Harvey, 


linois. 
Standord 
Speed 


8-7 





Jocks— 
15 te 75 tons 
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in service. Separate chapters are given 
over to discussions of heat resistant 
properties and low temperature prop- 
crtics of the metals. 








FOLDERS—Visible Tip follow-up 
folders allowing fast action after one 
glance are the subject of a new book- 
let recently issued by Remington Rand 
Inc., N. Y. Known as pamphlet LBV 
567, it lists the advantages of the 
folders, possible uses, and describes 
them thoroughly 





e PEAK PRODUCTION LOADS 
NEED DEPENDABLE 
POWER TRANSMISSION 

EQUIPMENT! 


POWER 
TRANSMISSION 
EQUIPMENT 


Dick Power transmission and conveying equip- 


ment has, as a result of many years of service, earned 


an enviable record of performance. 


The Dick name 


on transmission and conveying equipment guarantees 


greater efficiency . . . longer life . . 


. and all ‘round 


dependability that add up to superior operating serv- 
ice under peak load demands. 


BARRY CONVEYOR PULLEYS 


Welded steel construc- 
tion. Light in weight yet 
extremely strong. 
They're easy to install. 
Available in a wide 
range of sizes for all gen- 
eral conveyor services. 


DICK ROPE V-BELT DRIVES 


V-Belt and sheaves operate with 
engineered efficiency. Give maxi- 
mum service with minimum stretch 


CHICAGO, ILL. 


. « » Resilience maintained. 


Sheaves carefully 
balanced and ac- 
curately ma- 
chined to mini- 
mize belt wear. 


COMPANY, INC. 


SAN FRANCISCO, CALIF. 


BARRY STEEL SPLIT PULLEYS 


Scientifically designed 
—electrically welded 
construction. Light in 
weight. Easy to install. 
Maintain exact shape 
under all loads. 


DICK’S BALATA BELTING 


Constructed of hard surface, closely woven duck. 
Thoroughly impregnated with Balata Gum. Free 
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from stretch and 
shrinkage — and 
moisture resistant. 
High in power 
transmission effi- 
ciency. All "Dick- 
belts’’ guar- 
anteed. 


PASSAIC, N. J. 


SEATTLE, WASH. 











Buda Briefs 
For Salesmen 


You know the ‘Budgit’ Electric Hoist 
is highly praised wherever it is hung 
up, plugged in, and put to work. 


With defense production in high gear, 
the need for the ‘Budgit’ is growing 
by the hour. Here, then, is a ready- 
made opportunity to bring the many 
advantages of this efficient hoist to 
every plant owner. 


All workers— young men, older 
men, women — get more done with 
the ‘Budgit’ on jobs when lifting is 
necessary. A slight pull on the one- 
hand control is the only effort re- 
quired. No muscling material up, 
down, and around. No sick leaves 
due to lifting injuries. The ‘Budgit’ is 
rugged, powerful — safeguards 
worker and load. 


When you sell the ‘Budgit’ you aid 
national defense. At the same time, 
you provide a high-quality, cost-cut- 
ting hoist — a tool backed by nearly 
75 years of experience in building 
lead-handling equipment exclusively. 
For 250-ib or 4,000-lbs loads — 
recommend a ‘Budgit’ Electric Hoist. 
it will handle them easily, quickly — 
for only a few cents’ worth of elec- 
tricity a day. Use Bulletin No. 391 
to put over all the facts. Write for 
more copies. 


A ‘BUDGIT' 1-BEAM TROI- 
LEY assures time-saving 
tead-handling and tokes 
trucking off the floor. May 
be adjusted to fit various 
i-Beam sizes, has roller 
bearings, all-steel construc- 
tien. The cost is low, seo 
sell a ‘Budgit’ Trolley with 
every hoist. 


a 
MAXWELL 4 

ae ¢ — ‘ 

HOISTS 
MANNING,MAX WELL & MOORE, INC. 

MUSKEGON, MICHIGAN 

Builders of ‘“‘Shaw-Box"’ Cranes, Budgit’ and 
Load Lifter’ Hoists and other lifting specialties. 
Makers of ‘Ashcroft’ Gauges, ‘Hancock’ Valves. 


Consolidated’ Safety and Relief Valves, and 
Americen’ Industrial Instruments. 
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GRINDER~—A new two-page bulletin 
describes and illustrates the abrasive 
belt machining method, also a new 
abrasive belt grinder for high speed 
deburring and cleaning-up operations. 
The machine, known as the | 
is described, and dimensions and acces- 
sories listed, by Heston & po i 
Fairfield, lowa. 


MOTORS-—Motors and _ transformers 
are the subject of a folder by Wagner 
Electric Corp., St. Louis, Mo. Design 
is discussed, and the Wagner capaci- 
tor-start motors, single-phase repulsion 
start motors and dry-tvpe transformers 
illustrated. Company branches are 
listed 


FORK TRUCK 
printed by The 
Ill., describes 
PB 20-24 
trucks, 


Bulletin 
Buda Co., Harvey, 
and illustrates models 
and FPB 20-15 fork lift 
featuring pneumatic tires, 
short turning radius, quick change 
clutch and single lever gearshift. 
Specifications of the trucks are given 
in detail. ; 


1550, 














END MILLS—A new 109-page cata 
log, listing over 1000 standard types 
and sizes of end mills, has just been 
released by Putnam Tool, Co., De- 
troit, Mich. Included in the catalog 
are the new Putnam Postiv-Lok end 
mill series for large boring mill, pro- 
filing and similar applications, the 
new short flute end mill series, new 
keyway end mills, and a new continu- 
ous pilot counterbore, all of which 
have recently been added to the Put- 
nam line. 

Measuring 54 by §-in., 
is bound in a heavy leatherette cover. 


SOCKET SCREWS-A complete line | 
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| CUSTOMERS COME 


RST we 


practices... 


cooperating, to the 


CUSTOMERS COME FIRST WITH ARRO 


MANUFACTURING A COM- 
PLETE LINE OF ANCHORING 
AND DRILLING DEVICES FOR 
MAKING FASTENINGS TO 
MASONRY—FOR 20 YEARS. 


| Sold Only Through Distributors 


the catalog | 


ARRO EXPANSION BOLT CO. 
MARION, OHIO 








\ They clean bette! iw 


3 ~ 





4 
' 


a 


highly absorbent we 





Mops made with 


DU PONT CELLULOSE SPONGE YARN 


help you boost sales 


These wonderful sponge-yarn mops absorb more 
water than ordinary mops—leave no lint, don’t 
scratch—do an all-round neater, cleaner job of 
washing and damp-mopping floors. They’re easier 


booklet telling you more about Du Pont cellulose 
sponge yarn for floor cleaning and maintenance. 


-—— SEND for FREE BOOKLET -—— 


to clean—dirt and grease wash right out in running 
water. Won’t sour. Won’t snarl or tangle, and they 
last longer. 

These outstanding sales points can mean big prof- 
its for you. They will help you sell more sponge- 
yarn mops to both old and new customers. 

Send the coupon to get a 
list of sponge-yarn mop man- 
ufacturers in your area. With 
the list we will send you a 


806. u. 5. pat. OFF 


E. I. du Pont de Nemours & Co. (Inc.) 
Cellulose Sponge Sec. I, Wilmington 98, Del. 
Please send the names of manufacturers and free copy of 
the booklet describing Du Pont cellulose sponge yarn’s ad- 
vantages for floor cleaning and maintenance. 


Name. 





Firm 





Street. 








BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 
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” 


Steel-Grip 


ont oF 
MANAGEMENT’S 


CHIEF CONCERNS 


9 





INDUSTRIAL 
Safety Apparel 


TRADE-MARE 


To be sure 


SELLING 


SAFETY MEANS 
money le you 


ie as 








of the Genuine 
Demand this Trade Mark 


ANAGEMENT directs its attention 

more and more to safety for employees. 
They leave the door wide open to you to 
help them in this important step. 

You can give them everything required in 
safety apparel with the Industrial line. You 
can give them the right kind of protection 
against every hazard and make excellent 
money in doing it. 

Each Industrial article is correct in every 
detail for its particular job. Each was de- 
signed and styled by experts who knew best 
how to combine durability, comfort, and 
full protection. 

Here is a source of supply that you can 
depend upon—here are sellers that are pur- 
chased in all seasons—here is a line that will 
make customers for you and establish con- 
tinuous sales outlets. 


r 
| STEEL-GRIP OPEN END FINGER GUARDS 


The Finger Guard demonstrates how 
close ladesteia! is to the safety needs of 
industry. Since Industrial introduced 
Steel-Grip open end Finger Guards, they 
have been used successfully in every 
type of American industry. Made in 
open and closed end styles, in a choice 
of materials. Ask for literature describ- 
ing the various types. SIZES FOR MEN 
AND WOMEN. 

US. Patents No. 2,351,906 

jo. 2,461,872 


INDUSTRIAL 
L 


GLOVES * MITTENS 

HAND GUARDS 

ARM PROTECTORS 

LEGGINGS + SPATS » SHINGUARDS 
APRONS * COATS * PANTS 


Safeguards furnished in your 
required materials 


INDUSTRIAL GLOVES COMPANY 


A Corporation 


1947 Garfield Street, Danville, Ilinois 


(In Canada: Safety Supply Co., Toronto) 
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' REGULATORS—The O. C. 


of button head socket cap screws 
and detailed engineering data are im 
portant features of a new catalog pub 
lished by the Holo-Krome Screw 
Corp., Hartford, Conn. Also included 
in the 28-page Catalog 51 is full in 
formation on all products manufac- 
tured by the “completely cold forged” 
process. Information of interest to 
designers, engineers and production 
executives is contained in the break- 
down listings which catalog standard 
H-K Fibro Forged products as well 
as specials. 

‘The larger part of the new catalog 
is devoted to data concerning socket 
set screws; socket head cap screws; 
flat head socket screws; socket head 
stripper bolts; socket pipe plugs and 
the new standard line of button head 
socket cap screws. In addition, it in 
cludes details concerning H-K dowel 
pins; socket screw keys and kev sets. 


GRINDING-Sixteen booklets on 
grinding information; a monthly mag- 
azine of grinding; twelve motion pic- 
tures in sound and color; as well as 
week-long courses in grinding—all are 
described in a folder published by the 
Norton Co., Worcester, Mass. The 
instructive material is described in de- 
tail in the pamphlet which includes 
blanks to use ordering booklets or 
further information on the films and 
training courses. 


Keck 
ley Co., Chicago, Ill., have issued a 
new Bulletin, #751, illustrating and 
describing their precision pressure 
regulators, temperature regulators and 
their combination pressure and tem- 
perature regulators. It includes di 
mensions, applications, capacity, en 
gineering tables and specifications. 


WELDING —A new technical booklet 
on the resistance welding of nickel and 
high nickel alloys has been issued by 
the development and research division 
of The International Nickel Co., Inc., 
N. Y. Designated as technical bulle- 
tin T-33, it contains 32 pages illus 
trated throughout by drawings and 
photographs. It also presents tables on 
mechanical properties, chemical com 
positions, recommended conditions for 
welding and other information. 


TOOLS—Of special interest to build- 
crs is a new 96-page catalog just re 
leased by Stanley Electric ‘Tools, 
Division of The Stanley Works, New 
Britain, Conn. This catalog gives full 
descriptive information on the com 
plete Stanley line of portable electric 
tools for working in wood or metal 
Included are well known and new 
models. 


PACKING Various types of duck 





For drilling— capacity to 4" drills. A wide 
range of speeds and dependable accuracy make 
this an ideal machine for all shops. 


For surface grinding— a flare cup or recessed 
wheel equips the drill press to handle many 
different surface grinding operations. 


Precision, high-speed tapping is done by 
simply installing a tapping attachment on the 
machine spindle. 


More Uses... 


More Markets .. . 
More Profits with a 


WALKER-TURNER 
DRILL PRESS 





-(? he 
uther) 
KEARNEY ANDRE TRECKER| CORPORATION 
PLATWEIELD, RK. 3. 


SOLD ONLY THROUGH AUTHORIZED DEALERS 


For removing rust, scale and paint— with a 
wire end brush attached to the spindle, the easily 
controlled pressure of the drill press readily 
removes hard incrustations such as these. 


For spot polishing and finishing — bare metal 
surfaces (of machines) can be given a new “pre- 
cision” finish by using an improvised polishing tool 
and running drill press at slow speed. by rubber, does the polishing. 

DRILL PRESSES e RADIAL DRILLS e TILTING ARBOR SAWS e BELT and DISC SURFACERS 
METAL-CUTTING BAND SAWS e METAL-SPINNING LATHES e SPINDLE SHAPERS e JOINTERS 





Abrasive polishing of valves is a simple, easy 
operation with a Walker-Turner Drill Press and the 
special set-up shown above. Abrasive cloth, backed 
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y a ig. if iff rf, 
ALGAE Th . 
Here are views show ing 
some of the facilities, 
personnel and equip- 

ment for producing Put- 

nam Hi-Speed End Mills. 


Fee. END MILLS 
PUTNAM'S primary interest has always been the manufacture of 
end mills. Every plant expansion . . . every addition to personnel 
.. and every installation of new equipment has principally been 
for the purpose of producing better end mills in more widely 
varied types and sizes. Today, it is an accepted fact that Putnam 


has unexcelled facilities and the experienced organization re- 
quired to produce the finest end mills. 


Mill Supply Distributors now handling the Putnam line are 
reaping the benefits of a long and ever-growing trade preference 
for these better end mills—reflected in constantly increasing vol- 
ume of sales and substantial profits. For full information on 
Putnam End Mills—the country's largest and most complete line 
—write us today! 





2981) CHARLEVOIX AVENUE 
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and rubber packings including low 
pressure, cross expansion, hydraulic, 
hollow core, round rubber core, and 
liagonal expansion types are all de- 
scribed in an 9-page bulletin issued by 
the packing division, Raybestos-Man- 
hattan, Inc., Manheim, Pa 

The bulletin gives complete service 
recommendations for each tvpe pack- 
ing, lists the standard sizes in which 
each is available: and gives complete 
packaging specifications on al] tvpes 


CHAINS—A new catalog of stock 
roller chains and sprockets has re- 
ently been announced by Morse 
Chain Co., Detroit, Mich. The cata- 
log, No. C 55-50, gives details on list 
prices, available sizes of types A, B, 
nd C Morse Stock sprockets and 
pertinent information on stock roller 
hain from % to 2-in. pitch. Also in- 
luded are data on drive selection, 
ervice factors, installation, and serv- 


¢ 





NEW LINES 
taken on by 
DISTRIBUTORS 





New distributors announced for 
complete lines of various Weather- 
head Co. products, include 


eB. H. Deacon Co., Inc 
Philadelphia, Pa. 


e Knox, Inc. 
Kast Walpole, Mass. 


@ Spence Tool & Rubber Co 
Peoria, Il. 


eP. ‘I. Standard Parts Co. 
Pontiac, Mich 


e Diesel Injection Sales & Service 
Norfolk, Va. 


e The Harry Cornelius Co 
Albuquerque, N. M. 


e The Hardware & Supply Co. 
Akron, Ohio. 


@ Hlydro Pneumatics, Inc. 
New York, N. Y. 


e Robins Rubber Div., of A. K. 
Robins & Co., Inc. 
Baltimore, Md. 





A London bus driver gets $17 a 
week. A pack of cigarettes costs 50¢. 
A pack a day would absorb more than 
20% of his income. 








Sell The 
V-Belt Drive 


which all industry likes best 


Today more machinery is equipped with QD sheaves 
than any other hub-and-rim combination. And the 
popular Worthington-Goodyear EC Cord V-belts give 
you over 75,000 sheave and belt combinations. 

Worthington’s FHP line is also complete—quick- The original tapered cone grip sheave that 


detachable QD Junior V-pulleys, bored-to-shaft-size is preferred by men who have to install or 
: change sheaves — purchased more often 
than any other. 


WORTHINGTON QD sHeave 
Teaoe mare 


solid machined steel V-pulleys, die-cast V-pulleys, 
pressed steel V-pulleys. 

Worthington Multi-V-Drives with QD sheaves and 
Worthington-Goodyear EC Cord V-belts are nation- 
ally advertised. And there’s always a good “plug” for 
doing business with our distributors. 

Sell Worthington across the board—it’s the complete 
quality line. Worthington Pump and Machinery Cor- 
poration, Multi-V-Drive Sales Division, Buffalo, N. Y. 


= ia ?. WA ak S— 
“ZH i bas Nice TS 


THE GOOD RIGHT HAND OF INDUSTRY 


POWER TRANSMISSION: PUMPS: AIR COMPRESSORS: 
sheaves, V-belts, variable speed drives centrifugal, power, rotary, steam water-cooled, air-cooled 
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Delicate fabrication or 
massive work, Kester 
makes a_ specialized 
flux-core solder (over 
100,000 different types 
and sizes) that will do 
the job perfectly. Kes- 
ter Solder is the prod- 
uct of skilled crafts- 
manship and the finest 
grades of tin and lead 
commercially avail- 


able. 


Kester Flux-Core Solders are not only preferred by 
industry, but individual workers also insist upon 
Kester to enable them to do their best work with a 
minimum of rejects. 


Saves Time 


A Kester Technical Engineer, with his wide experi- 
ence in industry, will specify the most efficient flux- 
core solder for your customers and will suggest the 
best method of application. 


Kester Solder Company 


4201 Wrightwood Ave., Chicago 39 
Newark, N.J. Brantford, Canado 


Send ree manual 
SOLDER and Solder 
Technique 





KESTER 
SOLDER 


Standard for Industy since 1899 
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D-A-T-E+5 
TO REMEMBER 





1951 


| Oct. 1-4—Industrial Packaging and 


Materials Handling Exposition 
Cleveland Public Auditorium, 
Cleveland, Ohio. 

Oct. 3-Nov. 3—Paint Industries Show, 
Auditorium, Atlantic City. 

Oct. 8-12—Sixth National Hardware 
Show, Grand Central Palace, N. Y. 

Oct. 8-12—39th National Safety Con- 
gress and Exposition, Chicago, III. 

Oct. 9-11—Electrical Progress Show, 
Convention Hall, Philadelphia. 

Oct. 11-12—Industrial Enginecring 
Conference, Illinois Institute of 
Technology, Chicago. ' 

Oct. 14-18—National Hardware Con- 
vention, Atlantic City, N. J. 

Oct. 15-19—National Metal Congress, 
National Metal Exposition, Detroit. 

Oct. 22-24—National Electronics 
Conference, Edgewater Beach Ho- 
tel, Chicago. 

Oct. 22-27—43rd National Business 
Show, Grand Central Palace, New 
York. 

Nov. 5-9—All-Industry Refrigeration 
& Air Conditioning Exposition, 
Chicago. 

Nov. 25-26—Central States Industrial 
Distributors Meeting. Palmer 
House, Chicago. 


1952 

Jan. 14-17—Plant Maintenance Show, 
Convention Hall, Philadelphia. 

Jan. 16-18—Southern Ind. Dist. Asso- 
ciation, Annual Mid-Year Meeting, 
Biloxi, Miss. 

May 6-9—4th International Lighting 
Exposition and Conference, Cleve- 
land. 

May 19-21—Triple Industrial Supply 
Convention, Atlantic City. 





“Someone may object that the per- 
son without positive opinions will not 
be considered as of much force; yet 
few men have been more highly es- 
teemed than Benjamin Franklin, and 
few men’s opinions have been more 
respected. He never made a dogmatic 
statement, saying always, ‘It seems to 
me...’ or ‘Under the circumstances 
it seems .. .” 


“The Textbook of Salesmanship” 
by Frederic A. Russell and 





Frank H. Beach 











NEW P-K Bulletin 
points up 
supplementary 


sales angles for 


Describes and illustrates the various 
basic types of electric, air-operated and 
P-K DISTRIBUTORS impact tools, as well as the automatic 
hopper-fed machines for screw driving in 
common use. Helps you determine 

which type is best for your assemblies. 

{lso includes useful information on proper 
bit and socket selection. Free on request. 


Telis how to add more speed 
DRIVIN G to the faster fastening method 
Fitting right into today’s urgent need for more 
speed, more efficiency in assembly operations is 
the ever-wider use of power driving devices 
with P-K Screws. 


of P-K Self-tapping Screws 


Recognizing that many manufacturers are 
still not aware of the opportunities for saving 
time and speeding production with power 
equipment, Parker-Kalon has prepared a 
“primer” that is packed with information on 
the types available and their application. 


Parker-Kalon does not manufacture power- 
driving equipment, but has tested many types 
under production line conditions. The 
information in the Power Driving Bulletin is 
based on reports of these tests. 


With this Bulletin, the P-K Distributor has 
the opportunity for a service contact with 
P-K Self-tapping Screw users, and can use it 
further to spark sales of whatever power driving 
equipment he handles. For detailed information 
on specific applications, he can depend on the 
cooperation of P-K Assembly Engineers. 





It’s another reason why any P-K Distributor 
will tell vou, “You're O.K. with P-K” .. . for 
prestige, for sales, for profits. Parker-Kalon 
Corporation, 200 Varick St., New York 14. 


This automatic, double spindle, 
hopper-fed machine is being used for 
driving two P-K Type U Hardened 


Vetallic Drive Screws simultaneously in oe 
4 ’ 
a plastic wiring device. ing) iF iT’s rt It’s O.K. 


RADE means 


s J 


The Original 
PARKER-KALON: SELF-TAPPING SCREWS 


A TYPE AND SIZE FOR EVERY METAL AND PLASTIC ASSEMBLY 
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Drivers 


P 120 
Fire Safe Handles 


Only Vaco Offers Such Uniformly 
AWigh Zuality...Se Wany Styles and 
Ses... At Such Low Overall Gost! 


@ Yes, industrial users everywhere . . . men who know 
quality, value and price in tools . . . are relying more and 
more on Vaco for every screw driver need. Made to highest 
standards with electrically heat treated chrome vanadium 
steel blades, and with exclusive Vaco Ambery] fire-safe 
handles, Vaco products give more for the money .. . are low 
cost in the long run. Buying is 
easy, too, because there are 
more than 250 Vaco stock 
styles and sizes! No need to 
shop around . . . all your 
regular, Phillips, clutch 
head, Reed and Prince, 
Klipxon, offset and spe- 
cialty drivers from one 

source! 


FREE 30-Page Handbook-Catalog 


Mill supply buyers and other large users of 
screw drivers have found the new 1951 Vaco 
catalog to be a veritable mine of informa 


— a 





tion. Every major type and kind of driver is 
illustrated. Complete tables give all useful 
application data 
including bit size, handle 

diameter and length, blade dimen 

sions, screws to be driven, etc 

A‘ must” for every catalog file! 

Send for your free copy, today! 


317 E. Ontario Street, 
Chicago 11, Illinois 
propuctTs co. Vaco wat —— Co., itd 


1212 Notre Dame Street, W., 
Montreal 3, Quebec 


More Than 250 Screw Driver Styles and Sizes! 
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Jack Galbreath 


The Republic Supply Co. 
Advances Jack Galbreath 


Jack Galbreath has been made 
northern division sales manager of 
The Republic Supply Co. of Califor- 
nia. His jurisdiction will cover all 
company branches in the northern 
territory which include: Oakland, San 
Jose, Stockton, Fresno and Sacra 
mento 

Mr. Galbreath has been with Re 
public since 1932 and has been man- 
ager at the Oakland branch since it 
was opened. 

Republic is now building a $700, 
000 northern division headquarters 
ind warehouse at San Leandro on the 
outskirts of Oakland. The new plant 
will triple the present capacity of the 
company’s present division headquar- 
ters at nearby Emeryville, which it 
will replace. Mr. Galbreath will have 
headquarters at the new plant when 
completed. 


Whitney Chain Establishes 
New San Francisco Office 


The Whitney Chain Co., Hartford, 
Conn., has moved its district sales 
office to new and larger quarters at 70 
Dorman Ave., San Francisco, Calif. 

Under the direction of George F. 
Haag, district manager, the new head 
quarters will function as the engineer- 
ing sales outlet for the complete line 
of Whitney products in the San 
Francisco and Northern California 
regions. 





fon 
CUT INVENTORY... a aa 


INCREASE TURNOVER 75 a 
Tr 


















































with FEDERATED’'S ‘BIG 3" BABBITTS 


Frictionless® Bearing Metal, recently added to the Federated line, is recommended 
for its unusual economy in a wide variety of applications of low to moderate severity; 
Federated Merit Metal. “the Universal Babbitt”, for a range of moderate to heavy 
service; and Federated XXXX Nickel® Babbitt for heaviest loads and highest speeds. 

Frictionless will continue to be manufactured to exactly the same formula which 
has made it one of the country’s most popular babbitts and it will now be available 
country-wide through Federated’s distributing organization. 

With a stock of Federated’s “Big 3” bearing metals you can fill practically any 
maintenance bearing requirement which your customers may have. Yet inventory 
and stock list are reduced. the risk of shortages minimized. turnover and opportunity 
for profit increased. 

National advertising helps you to sell Federated’s famous “Big 3” Babbitts. 


Stock all three ... meet all needs. 





AMERICAN SMELTING AND REFINING COMPANY + 120 BROADWAY, NEW YORK 5, N. Y. 
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ds into Steel 
ete in seconds 


with the 
Vecociry-powe/] 
DRIVER 


Sst sa sul 
Jo 17§ SIMPLE 


One-handed operation. Load—position 
—fire. Stud imbedded—job done. Two 
basic parts—barrel and firing unit— 
easy to service. Integral cartridge bans 
matching and fitting—ready to use. 


22, ITS VERSATILE 


Drives studs easily into steel or con- 
crete. Interchangeable barrels permit 
driving of either '4 or *4-in. studs from 
same firing unit. Wide range of studs 
available—-solid head, internal or ex- 
ternal threaded types. 


5. 178 SAFE 


Center-fire cartridges plus spring-loaded 
safety arm that must be rotated 180 
degrees and held before stud can be 
fired makes accidental discharge im- 
possible. Barrel design and long bearing 
area of piston ricochet, flash, 
right 
Bulletin 


avoids 
recoil. Cartridge assemblies assure 


load for the job. Write for 
No. TA-17. 


* 





DEALERS WANTED 
Big, profitable sales opportunity 
in a broad market with this time, 
labor and money saving tool for 
maintenance, repair and construc- 
tion work. Cartridge-studs bring 
repeat business. Act now! 





* 





VELOCITY POWER TOOL CO. 
7505 Thomas Boulevard 
Pittsburgh 8, Pa. 


Howard S. Williams 


a 
John D. Williams 


Howard S. Williams Made 
New Mau-Sherwood Head 


In line with a company policy of 
rotating the office of president annu 
ly, Howard S. Williams, former vice 
president, has been elected president 
of ‘The Mau-Sherwood Supply Co., 
Cleveland 

John D. Williams, president for 
the past vear under the rotating sys 
tem between the two brothers, is now 
vice president in charge of customer 
rclations, sales and advertising 

(he responsibilities of both men 
vill be the same, regardless of thei 
titles. ‘hey will continue as partners, 
nd Howard Williams, besides being 
titular head of the company, will be 
1 charge of supplier relationships and 
olicv on purchasing and financ 

Other officers clected bv the 
nclude: Ellis EF. Busse, vice president: 
Potter W. Shaw, assistant vice presi 
dent; George A. Hirth, secretary; and 
Donald R. Whyte, treasurer 

(he company is entering its 44th 

is an industrial supply distributor 
in Northeastern Ohio and Western 
Pennsylvania 


board 





France has a real estate turnover 
tax of 38%. 
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flexible shaft 
MACHINES 


your BEST BUY 
because they 


serve your customers 


a Gare’ 
ws gnats dee 


pong ns? 


43-SPEED JIFFY 
$5-38 


These two STOW Variable 
Speed Machines permit 
choice of operating speeds 
... are specially designed to 
provide the highest efficiency 
wherever applied. Many other 
models available. 


STOW FLEXIBLE SHAFTS 


are the result of specialized knowl 
edge and 76 years o! experience. 
Reliable, effic ent — they're famous 
for long-wearing, trouble-free per- 
formance. 


Write for Free Copy! 


Don’t delay—write to- 





day for your free copy 
of Catalog 50 


MANUFACTURING CO. 
5 Sheor St 


STOW 


Binghamton, N.Y. 




















BUILD THE BEST 
IN SALES! 


Throughout the nation on the most grueling 
drives Atlas Roller Chain has been torture-tested. 
Proved its ability to take the worst in severe ser- 
vice... win satisfied customers. 

Atlas Roller Chain is made to provide more 
production. It assures positive sprocket grip 





which makes possible the delivery of full rated 
horsepower without slippage or friction. Cus- 
tomer’s machines can run at full rated speeds and 
give greater output. 

The proven performance of Atlas Roller Chain 
for boosting production and giving long, trouble- 
free service holds customer good will for you... 
both in replacement and OEM business. 

This means repeat sales . . . steady profits! 

For the full story on the advantages of being an 
Atlas Chain distributor . . . and the qualities of 





Atlas Roller Chain write today for the new Atlas 
catalog and distributor plan to Department D-3. 


ATLAS CHAIN & MANUFACTURING CO. 
PHILADELPHIA 24, PENNA. 


LS € 


+ ROME 
(HAT 
¢ 


A 

















to Maintain High Machining- = F&F 
Standards and Close Tolerances Foster W. Peck 


Stanley Electric Tools 


METAL Transfers Foster W. Peck 
CUTTING Stanley Electric Tools, Division of 
Ihe Stanley Works, New Britain, 
‘ . Conn., has appointed Foster W. Peck 
a as sales representative in Pennsylvania, 
Maryland, Delaware, Virginia and 
West Virginia. He will be associated 
with Paul Briggs, district manager, 
with headquarters in Philadelphia. 
Model J, pictured, Bom and raised in New _Bnitain, 
10x18” Capacity Conn., he joined Stanley in 1947. 
available as a wet Mr. Peck completed an intensive 
or Gry ettieg factory training course and subse 
machine, Also So ° ° . 
Junior Model B, quently has been working in the Sales 
(with or without Department. During the past year he 
casters) 5” = 10 has been particularly active in sales 
Capacity. . _ r 
demonstrations of Stanley Electric 
Tools in the New York and New Eng 
land areas. 








Accuracy in a saw depends entirely on the way it is built... 
That’s why we go the limit in maintaining high machining stand- 
ards and close tolerances in the manufacture of Johnson Band 
Saws. 

You'll do better when you sell Johnson Band Saws . . . Their 
many advantages keep them out in front .. . They offer extra 
value, extra capacity, top quality and low cost. Numerous trade 
magazines tell their story to industrial users everywhere. 
Decide now to step up your volume, your profits, by concentrat- 


ing on Johnson Saws. Take advantage of their great and growing 


demand. WRITE FOR DETAILS TODAY. 


Selected Dealers Sell Johnson's 
Are You One? 








OTN ALOD MP UNLOULT GAUL TINICHG@ ODT tic Dets Pewee Dintion of Rocreet 
Mfg. Co., Milwaukee, Wisc., has been 


ALBION : MICHIGAN appointed advertising manager of the 


Cleaver-Brooks Co 
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QUICK DELIVERY is important... 
More important is WHAT YOU DELIVER! 


Every ad we run tells users of indus- 
trial hose and belting where to buy 
our products: “‘Call your local Hewitt 
Rubber distributor, listed in the clas- 
sified ‘phone book under ‘Rubber 
Products’.” 

Where to get it is always imporiant 
to your customer. But more impor- 
tant to him—and to you—is what you 
deliver. Your reputation stands or 
falls on what you sell . . . on products 
other people make. 

For almost a hundred years now, 
Hewitt-Robins has pioneered in the 
development of better industrial 
rubber products, and a good many 


‘firsts’ —35 in all—have come out 
of our technical laboratories. The 
first mildew-resistant fire hose, the 
first high-pressure steam hose, the 
first special-purpose synthetic hose 
to withstand oil and gasoline, the 
first stepped-ply conveyor belt, are 
typical. 

Matching specific products against 
the ever-growing needs of industry 
takes extra time, money and care, 
but it adds extra months or years of 
service to every hose and belt we 
make... at no extra cost to the user. 


The Hewitt-Robins line of indus- 
trial hose and belting is complete, 


si ieee HEWITT-ROBINS | 


HOSE: ACID * AGRICULTURAL SPRAY + AIR © BARGE LOADING * CEMENT PLACEMENT * CHEMICAL-BOOSTER + DUST SUCTION 
FIRE + FLEXIBLE RUBBER PIPE + FLUE CLEANING + FUEL OIL & GASOLINE * HYDRAULIC, JETTING AND GROUT + INDUSTRIAL VACUUM 
INSULATION BLOWING + OIL INDUSTRY * ROAD BUILDERS’ * ROTARY DRILLING * SAND 
TANK CAR, TRUCK AND TRANSPORT + TWIN-WELD@® WELDING * WATER * WELL DRILLING * BELTING: CONVEYOR + ELEVATOR * TRANSMISSION 


INDUSTRIAL DISTRIBUTION © OCTOBER, 1951 


known for quality the world over, 
well advertised, priced competitively. 
It’s the kind of line that builds and 
holds custemer good will. 

If you think your reputation and 
ours might make a good team, write 
us at Hewitt Rubber Division, 240 
Kensington Ave., Buffalo 5, N. Y. 


BLAST + SEA LOADING * STEAM + SUCTION 














FOR STANDARD AS WELL 
AS SPECIAL PULLEYS 


Patteys can be divided 
into two general classi- 
fications, STANDARD 
PULLEYS which 
the majority of power 


serve 


transmission needs and 
SPECIAL PULLEYS de- 
signed for some particu- 
lar duty. Pyott makes 
both with a casting range 
from 2” to 144” using 
stock pattern equipment. 


In the Pyot. STAND. 
ARD LINE are fixed bore 
and interchangeable hub 
types, the latter being 
carried in stock simpli- 
fying the inventory prob- 
lem. Quick change hubs 
used with Pyott Pulleys 
are interchangeable with 
hubs used on Pyore 
Sheaves. 


In the Pyott SPECIAL 
LINE are pulleys having 
flywheel effect—also, ta- 
per cone pulleys, step 
cone and conveyor pul- 
leys, flanged pulleys, ring 
type pulleys, clutch ring 
pulleys, brake pulleys, 
ball bearing pulleys and 
practically any variation 
of special pulleys—all can 
be made at low cost from 
stock patterns. 


If you need SPECIAL 
PULLEYS only — call 
Pyott, or, if you need 
STOCK PULLEYS, call 
Pyott—you will find it 
advantageous to be a 
Pyott distributor. 


PULLEY WITH 

AUKILIARY HUB 

POWER TAKE 
Orr 


VA 
<< 
STANDARD 

FIXED BORE 
PULLEY 


< Write for Details 
Q-0 PULLEY 
WITH 
INTERCHANGE 
ABLE HUB 


PYOTT 


FOUNDRY & 


MACHINE CO. 
310 N. Sangamon St., Chicago 7, Illinois 


MANAGEMENT TRAINEES of Thermoid Co., Trenton, N. J., are Edmund A. 


Burroughs, Richard B. Connell, Joseph H 


Benjamin Harper 


Thermoid Co. Selects Six 
For Sales-Management 


From this June’s college graduates, 
in several of the nation’s universities, 
the Thermoid Co., Trenton, N. J., has 
selected six candidates to begin an in- 
tensive one year sales-management 
training program. 

The six, chosen from a field of more 
than 75 applicants, are: H. Benjamin 
Harper, Princeton; Richard B. Con- 
nell, Jr., Riders; Joseph H. Bedson, 
Jr., Lehigh; Edmund A. Burroughs, 
Lehigh; Michael J. Kearns, Princeton; 
and James H. Seibel, Lehigh. 

Designed to prepare these candi- 
dates for advancement to sales and ex- 
ecutive positions with Thermoid, the 
training program will take each man 
individually through every phase of the 
company’s manufacturing operations. 
At the year’s end, successful candidates 
will be qualified as sales engineers in 
the automotive and industrial rubber, 
textile and asbestos fields. 


Bedson, Jr., Michael J. Kearns and 





Plan Launched to Help 
Machine Tool Bottleneck 


A program to help machine tool 
manufacturers step up their produc- 
tion by sub-contracting the building 
of either complete machines or com- 
ponent parts has been launched by 
the American Society of Tool Engi- 
necrs. 

According to Harry E. Conrad, ex- 
ecutive secretary of the technical so- 
ciety, the aim of the program is to 
locate other manufacturing plants with 
the capacity and ability to produce 
machine tools and components and 
put them in touch with machinery 
builders seeking added capacity. 

In announcing the program, Mr. 
Conrad pointed out that sub-contract- 
ing apparently offers the only logical 
means of rapidly stepping up machine 
output at present. 


DEMONSTRATION figured prominently at the Yale & Towne Mfg. Co. sales 


meeting held for Smith-Courtney Co., 
Attending were: E. S$. Moorhead and J 
Smith; W. S 
Fogie, J. W. Murray, J. B. Phillips, I 
G. L. Dunivent, A. K. Pearson, Jr., F 


Redmond (Yale & Towne); 


Richmond, Va. at the William Byrd Hotel. 


I. Somers (Yale & Towne); A. Brooke 
D. L. Humphries, C. M. Lane, C. R. 


Q. Wingfield, R. L. Hall, G. W. Seydnor, 
W. Martin, J. F. Self, H. E. Harrington, 


C. M. Garrison, G. E. Stangeland and R. E. Ashworth. 
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MORSE puts 


“Fauwer Ahead of the Ball” 


for Every MORSE-FRANCHISED DISTRIBUTOR 


Morse and Morse-Franchised Distributors, the Morse team, are always 
driving forward—a closely-knit group with its eye on the goal. Morse 
Twist Drill & Machine Company, New Bedford, Massachusetts. 





MORSE outta Tools 
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680 PRAIRIE © PHONE 


@ Alligator V-Belt Fasteners*and open-end (long 
length) V-belting in rolls will enable you to make 
up multiple V-belt drives for a wide variety of 
applications. 

Available for B, C and D sizes of V-belting. 

Not to be used for repairing endless cord V-belts. 

Bulletin V-211 will give you complete details. 
A copy mailed on request. 

Order from your supply bouse 


FLEXIBLE STEEL LACING COMPANY 
4633 Lexington St., Chicago 44, Illinois 


Also sole manufacturers of Alligator Stee! Belt Lacing for flat 
conveyor and transmission- belts and FLEXCO Belt Fasteners 
and Rip Plates for fastening and repairing conveyor belts 





DRAWER 
UNITS 


AURORA 
steaetnmors 


rate Ben © wm ae) PMENT MPANY 


AURORA 9231 
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SALESMAN Ralph H. Rush, Stacy 
Supply Co., Springfield, Mass., stands 
beside his new car in the company 
parking lot 





Chain Belt Co. Opens 
New Pacific Warehouse 


A new 100x111 foot warehouse 
providing expanded facilities for serv- 
icing the Pacific Northwest is now 
being constructed for Chain Belt 
Company in Portland, Oregon. Chain 
Belt has had a Portland warehouse for 
about 28 years, and has specialized in 
chains and conveyors for the lumber 
and pulp mill industries. 

Besides housing increased stocks of 
chain, sprockets, power transmission 
equipment, take-ups, elevator buckets, 
belt conveyor idlers, and spray nozzles, 
the new building will also contain the 
Company's Portland District Sales 
Office. A railroad spur to the loading 
platform, truck loading and unloading 
facilities and ample car parking space 
will greatly facilitate better customer 
service. 





ART C. EVERED serves Hallidie Ma- 
chinery Co., Seattle, Wash., as vice 
president and general manager 





2%-inch Capacity — Cuts 4 a : - \ POWERFUL 
finished 2x4s at 45° mitre “is ' “a iia COMPACT 
RUGGED 

SAFE 


_ $7500 


complete with enameled 
steel carrying case 


Champion [222 


of Millers Falls new No. 700 
to speed up your saw sales 7-inch Portable Electric Saw 





@ Light weight — only 11 Ibs. — yet 
ample power for general construc- 
tion and maintenance. 


You'll find a big market ready and waiting for this outstanding 
new value. With a full 12 h.p., it has ample power, and its 7-inch 
blade will handle 90% of all sawing jobs. Light, compact and 
balanced to a T. Ruggedly built to take rough use, it rips and Precision cut, helical gears. Ball 
cross Cuts any wood — cuts metals, concrete, tile, etc., with abrasive bearings throughout. Extra rigid 
discs. At only $75.00, it’s one of the finest values you can offer steel base with adjustable ripping 
your customers. Write for full details on this new No. 700. Let us guide. 

send information, too, on the 9- and 10-inch heavy duty saws and ? 

the whole Millers Falls line of high-production, high-speed porta- Uses any standard 7-inch blades 
ble electric tools. It’s a line that will pay you well to stock and push. ond cbrosive discs with %-inch 

arbor hole. 


MILLERS FALLS COMPANY «+ GREENFIELD, MASSACHUSETTS Compact and easy to handle — the 
smallest size saw that will take 45° 
cuts in finished 2x4s. 


MILLERS FALLS Quick, sinple, postive odjustments 


for depth (2%” to %’") and angle 
(90° to 45°). 


Safety assured by completely 
guarded saw and instant trigger 
switch control. 
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Austin L. Hawk 


Raybestos-Manhattan Makes 


hi Sales Appointments 

ii Made =" BITS Austin L. Hawk has been appointed 

w-S a ail assistant manager of the Western 

Auto £3 MILLS er Sales District, Manhattan Rubber Di 

vision of Raybestos-Manhattan, Inc., 

Ww cary TWIST DRILLS | Passaic, N. J. He is located at the 

ae es western sales district offices at Chi- 

ss “~ cago, where for many years he has 

- served in various capacities. 

. S COUNTERBORES : , At the same time announcement 

po was made of the appointment of S. V. 

Hoffman as regional manager of the 

west coast sales division for Southern 

THE MOST COMPLETE __ memes W-S LATHE CENTERS —_ California. He will be located in Los 
LINE OF CARBIDE Angeles. 

Other advancements announced re 
cently are the appointments of A. N. 
Johnston, Jr., as assistant manager of 
the central sales district, with head- 
quarters in Pittsburgh, and D. H. 
Cottrille as West Virginia regional 
manager at Clarksburg, West Virginia. 

David E. Gow has been named as- 
sistant to George W. Marshall, Jr., 
Raybestos-Manhattan, Inc.’s vice presi- 
dent of asbestos product sales 


CUTTING TOOLS 





Yes, year after year W-S is on top with 1 
complete line of standard carbide-tipped 
cutting tools ... new tool developments. 
And W-S supplies real selling helps. . . 
a complete promotion package fur- 
nished free to Wendt-Sonis distributors. 
Write today for complete information. 
WENDT-SONIS COMPANY, HANNI- 
| BAL, MISSOURI. 


‘wenotVsonis 


HANNIBAL, MISSOURI 
CARBIDE TIPPED CUTTING TOOLS 


BORING TOOLS © CENTERS © COUNTERBORES © SPOTFACERS PARTNER—A. F. Eichman, Jr., Eich- 

CUT-OFF TOOLS © DRILLS © END MILLS © FLY CUTTERS man Machinery Co., Kansas City, Mo., 

TOOL BITS © MILLING CUTTERS © REAMERS © ROLLER discusses business with Salesman N. M. 
TURNING TOOLS ¢ SPECIAL TOOLS Roach 
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« vacation's | / ——_—l 
oO OVER eee 

| of. .. let's get back 

= to school 


3) 
With most of the hot 


Fy weather behind us. 


it’s time to again start 








sending 
ng you refresh 
f er tc . 
olders. So, from now 


until anotk 
rer sumMme 
eT, a new 
seTies 
; 
j 


of mform 
uO ative folde 
ders will be o 
on thei 


way to you regularly 
Attache 
ached is Refresher Folder =6. It 
packed 
with 2 
authoritative information on b 
y wear 


| mm, ariures ar en causes a sho mM 
rl nits vd th au 
tatl 2 uld 


f+ 
< rely te 
ip to you in 5 


uo work 


Here’s how the SKF 
Educational Program 


° helps distributors’ salesmen know bearings better 


esr provides distributors’ salesmen with a series of practical, down-to-earth 
refresher folders. This freshens their knowledge of bearings am 
bearing problems — helps them to answer anti-friction 


questions more efficiently. 


+ makes sales meetings more effective 


all the help they need for conducting sales meetings Z 
i ; cut-away’s, wall charts, an other - 


training aids. In addition, 5° y sales representatives 
‘able to tell the ‘“‘More You Know, The More You're Worth’”’ | 


are aval 
story and show how to use the material for maximum benefits. 


accor gives distributors 
— providing liter ' 


No wonder the sisF franchise is preferred 


by so many top-flight distributors from 
coast to coast! For full details, write 
or call the nearest Sos branch office. ‘0 fe 

4 e) BALL AND ROLLER BEARINGS 


7291 
REASONS 
. wHy Bece 


1S PREFERR | yey Seed * ‘ 
BY ALL oad : PY nee | | et 
“uu Sertece Fash Product } 
Codey Os Sree” | ft Save f 


WHY SKF IS PREFERRED B ar ig ‘ 
Y ALL INDUSTRY a control « surface finish 
2 ; , ce fini 
product uniformity - paves whee service 
field service wie 


INDUSTRIES, | 
, INC., PHILADE 
LP 
HIA 32, PA.— manufacturers of s%F and HE 
SS-BRIGHT beari: 
ngs. 
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LOCK OUT 


SABO 


As America girds for the ‘Battle of 
Production,” industrial facilities as 
sume greater importance . . . must 
be better protected against loss, 
carelessness and even sabotage. 
Tool cribs, material bins, paint 
booths, employee lockers, factory 
doors and gates must be locked— 
SECURELY. You do your customers 
a favor when you remind them 
of these security measures and 
recommend 


Master 


Built Like a Bank Vault Door! 
Laminated steel case for powerful 
protection, worlds strongest con 
struction pin tumbler security 

precision brass cylinders for 
long life and easy action 

Master Jock Company 

Milwaukee 45, Wis. 


\ World’s Leading Padlock Manufacture 


adllocks 





rs 
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William Tully 


William Tully Joins 
American Mfg. Co. Sales 


William ‘Tully has joined the sales 
department of American Mfg. Co., 
Brooklyn, N. Y. He will cover upper 
New York State and will also work in 
the New York city area. 

Prior to joining the company, Mr. 
Tully worked for the government. 
During World War II he served with 
the United States Naw 


The Buda Co. Establishes 
New Orleans Branch 


The Buda Co., Harvey, Ill, has 
opened up a new branch, The Buda 
Iingine & Equipment Co., 902 Poy 
dras St., New Orleans, La. The branch 
is occupying the location and facilities 
of the Gulf Engine & Equipment Co., 
formerly Buda engine distributor. 

The New Orleans Buda Branch 
will be integrated with the Buda En 
gine & Equipment Co., headquarter 
ing in Houston, Texas under the su 
pervision of J. L. Joplin 

Lou Beal, former branch manager 
of Buda Engine & Equipment Co., 
Wichita Falls, will supervise the New 
Orleans Branch. C. Jack Buettner, 
formerly with the ‘Towmotor Sales at 
New Orleans, will head up the sales 
of Buda material handling products 
for the New Orleans branch. George 
Boy, who was transferred from Hous 
ton, Texas, will be sales representative 
handling the sale of engine and gen 
erator sects 

All the former personnel of Gulf 
Engine & Equipment Co., have been 
retained by The Buda Co. branch. 


BEG PARDON-In our 40th Anniver 
sary August Issue a slip of the mind 
had Steinman Hardware Co. doing 
business in Lancaster, Ohio. The firm 
actually is located where it’s always 
been—Lancaster, Pa 
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Suppliers to Industry 


for more than 67 years 


HARRIS 











FLOATS IN copper — monel — nickel — 
brass — everdur — aluminum — stainless steel 
ALSO «+ tanks * coils * bends * expansion 
joints * kettles * dippers * evaporators * 
heaters * coolers * chemical apparatus 


@ The demand is for top quality products — 
HARRIS gives you this with fine profits. Consulta- 
tion with our engineers is without charge, 


ARTHUR HARRIS COMPANY 
210-218 N. Aberdeen St. Chicago 7, Ill. 








BELT 
WAX 


CANTO 


¢ We urge 
users to buy 


tributor 


Sell CANTOL 
WAX to your 
customers who 
use flat belt 
drives, for bet- 
ter traction 
and longer 
belt life. 


CANTOL WAX 
PRODUCTS CO 
Bloomington, Indiana 











Because they are well made from quality 
steel, Bethlehem Bolts have the strong 
heads and smooth-fitting threads which 
are so much in demand by your customers. 
In addition, they come in hundreds of in- 
dividual types and sizes, making it easy 
for you to meet most customer require- 
ments. Bethlehem Bolts are good bolts in 
every way. They're good bolts to offer 
your customers. 


BETHLEHEM STEEL COMPANY , } 
BETHLEHEM, PA. ETHLEHE 


On the Pacific Coast Bethlehem products are sold by STE EL 
Bethlehem Pacific Coast Steel Corporation. Export 


Distributor: Bethlehem Steel Export Corporation 


Litldim syijelies wey 
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. Get the advantages of 
AUTOMATIC BAR 
STOCK CUT-OFF 
at a fraction of the cost 
you might expect 


. +... with a WELLS SAW 
and WELLS-O-BAR Feed Master 


A set-up for automatic repetitive cutting need not be prohibi- 
tively expensive. By combining a Wells Metal Cutting Band Saw 
and a Wells-O-Bar Feed Master you can automatically cut any 
quantity of identical lengths of bar stock with a modest invest- 
ment. Or, a Wells-O-Bar Feed Master can be added to your present 
horizontal band saw to convert it to an automatic cut-off machine. 

For operation the feed unit requires only air at 60 to 80 pounds 
pressure. Standard feed will project up to 17”. The feed mech- 
anism does not interfere with the use of the saw for making single 
cuts. 

See your Wells Dealer for complete information or write direct. 


The illustration above shows the 
Wells-O-Bar unit attached to a 
Wells No. 8 Saw. At the right is 
the unit attached to a Wells No. 
12 Heavy Duty Machine. 


ALFRED E. TREEN has been made 
manager of personnel and purchasing 
at the Houston Works of A. O. Smith 
Corp 





All-State Welding Alloys 
Makes Palmer Regional Mgr. 


Walter FE. Palmer has been ap- 
pointed regional manager for All-State 
Welding Alloys Co., Inc., to cover 
New Jersey, Eastern Pennsylvania, 
Maryland, Delaware and the District 
of Columbia. 

He has more than 26 years of ex- 
perience in selling and servicing spe- 
cial alloys. He is an old-timer in the 
American Welding Society and has 
done experimental work in the use of 
chemical, metallurgical and mechani- 
cal arts for the improvement of weld- 
ing materials and practices. 

Previous to joining the All-State or- 
ganization, Mr. Palmer had been 
Eastern manager for Hollup Corp.; 
field sales manager for Alloy Rods Co., 
and special representative for McKav 
Co. 





METAL CUTTING | 
BAND SAWS 


WELLS MANUFACTURING CORPORATION 


ACCOUNTING department at Penn 
General Supply Co., Pittsburgh, in- 
cludes Barbara Durkin, Edythe Law- 
rence, Allene Ray and Jean Batran. 


606 ADAMS STREET THREE RIVERS, MICHIGAN 
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The best time to 
catch rejects 


Of course inspection work needs good light- 
ing. Yet all your customers can do at this 
stage is catch mistakes that have already 
been made. 


...18 before they 
happen 


How much better to prevent errors in the 
first place—and the losses that go with them 
—with proper lighting at the production 
level! Yet this is where 60% of today’s plants 
are underlighted. 


INSPECTION 


— 


THE BEST WAY IS WITH "5-WAY IMPROVED” 
G-E FLUORESCENT LAMPS IN LIGHTING FIXTURES! 


S a result of recent improvements made 
by General Electric lamp research 
scientists, you can now offer your customers: 


(1) Increased efficiency (improved phosphor) 

(2) Better uniformity (improved processes) 

(3) Less end blackening (purer materials, more 
accurate controls) 

(4) Longer life (new materials and methods) 

(5) Better color rendition (new Deluxe White 
lamps show colors as they really are) 


Workers see better, work better under cool 
fluorescent light with less glare, fewershadows. 
Newest form of fluorescent is G-E slimline— 
up to 8’ long, single pin base, instant starting. 


FREE BOOKLET! How to light up 

for better production. For your 

copy of “Planned Lighting for 

Industry,” write General Electric, 

Department 166-ID-10, Nela Park, 
eum (Cleveland 12, Ohio. 


=, ~ - 
Photos courtesy Thompson Products Co., Cleveland, Ohio 


You can put your confidence in— 


GENERAL @® ELECTRIC 
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For Safety's Sake . . 


SELL 


DAYTON SAFETY LADDERS 











Sizes 3 feet to 16 fret in hegnt (mess. 
ured from ground to gaye Standard 
rubber safety shoes at no ext 


Maintenance men everywhere rely on 
Dayton Safety Ladders for maximum 
safety and convenience. Daytons are 
constructed of tested airplane spruce 
and reinforced with rigid steel sup- 
ports to give great strength and light- 
ness of weight. 


Handrails of steel guard the large 
roomy platform for added safety. 
Half of platform can be raised to 
form an extra step, when needed. 
These famous ladders can be set up 
instantly, are easy to carry and fold 
compactly for storing. Automatic 
locking feature insures safety while 
ladder is in use. 


A FEW CHOICE TERRITORIES ARE STILL 
OPEN. 

WRITE TODAY FOR COMPLETE INFORMA- 
TION ON OUR FAMOUS LINE OF LADDERS 
AND LADDER SHOES! 


DAYTON SAFETY LADDER CO. 


2339 GILBERT AVE. 


CINCINNATI, OHIO 


In Canada—Safety Supply Company—Toronto 











a a a alae 


FOR YOUR CUSTOMERS‘ NEEDS IN 


STAINLESS STEEL FASTENERS... 


ws ALLMETAL 


for quality | 


\ le, Bi 


ALLMETAL 


at) 


Screws, Nuts, Bolts, Washers, 
Pins, Rivets. Made right, Priced 
right. “AN” and'Standard Types 


carried in stock. Phillips Recessed 
Head Screws and Specials avail- 


able too. 


xy 


WRITE FOR CATALOG H 


MANUFACTURERS 


Sinmece t929 


AS, SCREW PRODUCTS COMPANY, INC. 
eranet” 33 GREENE STREET NEW YORK 13, N. Y. 


og 
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James R. Elsinger 


Signode Steel Transfers 
Elsinger To Baltimore 


The Signode Steel Strapping Co., 
Chicago, Ill., has transferred James R. 
Elsinger to their Baltimore District. 
He will reside in Richmond, servicing 
part of Virginia and all of North 
Carolina. 

Mr. Elsinger joined Signode in 
1949, immediately following his gradu- 
ation from Georgia Tech. In the in- 
fantry during World War II, he saw 
action in the Battle of the Bulge. He 
was formerly stationed in the Atlantic 
area. 


Ahlbrandt Made Treasurer 
Of Allegheny Ludlum Steel 


Roger S. Ahlbrandt has been elected 
treasurer of Alleghenv Ludlum Steel 
Corp., Pittsburgh. He succeeds Clark 
W. King, executive vice president, 
who formerly served also as treasurer. 

Mr. Ahlbrandt has been associated 
with the company for 17 years having 
begun as a student trainee in 1934 
after being graduated from the U. S. 
Naval Academy. He was transferred 
to the sales department in 1936 and 
for two vears worked in the Cleveland, 
Ohio district. In 1938 he was ap- 
pointed sales manager of the Pitts- 
burgh district 

During the war Mr. Ahlbrandt 
served on active duty with the Navy 
as a procurement officer and as com- 
mander of a convoy escort. Since the 
war he has served in various executive 
capacities in the sales department, in- 
cluding positions as assistant manager 
of cutting and tool steel sales and 
manager Of stainless steel bar sales. 
He held the latter position at the time 
of his election 




















INDUSTRY’ IS OUR BUSINESS 


We make no claim to leadership in UTILITY VISES usually 
sold through hardware stores, but 


We do know that 119 years of QUALITY WORKMANSHIP 
and honest dealings have resulted in PARKER VISES 
being held in high esteem by both consumers and dis- 
tributors 





A NATIONAL SURVEY AMONG INDUSTRIAL DISTRIBUTORS 


by 


A LEADING MAGAZINE SERVING INDUSTRIAL DISTRIBUTORS* 


SHOWS THAT 


334% % 


MORE INDUSTRIAL DISTRIBUTORS HANDLE 


PARKER VISES 


THAN THE NEAREST COMPETITIVE LINE 


100% 
THROUGH 
DISTRIBUTORS 


The CHARLES PARKER Co. Meriden, Conn. 
al 
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“SURE-GRIP” SHEAVES 


A, B, C AND D SECTIONS IN STOCK 





STOCK SHEAVES available for im- 
mediate delivery .. . SPECIAL 
SHEAVES made to your customer's 
order without delay. Send us prints 
of your special requirement. 


T. B. WOOD'S SONS COMPANY 


Wood's “Sure-Grip” Sheaves, 
easy to mount, quick to remove 
and interchangeable are avail- 
able from stock for immediate 
delivery. You and your custom- 
ers not only receive fast, cour- 
teous service, but you are 
assured of complete satisfaction 
because these well-known, 
widely used productsare backed 
by more than 94 years’ experi- 
ence in the design and manu- 
facture of dependable Power 
Transmission Equipment. 

To help your cusiomers select 

the proper V-Belt Drive, we 

have developed this catalog. 


They are available for im- 
printing with your name. 


CHAMBERSBURG, PA. 


OFFICE NEWS is transmitted be- 
tween calls by Peg Gorham to Elmer 
J. Aubele at Penn General Supply Co., 
Pittsburgh 





National Safety Council 
Publishes Manual 


Practical ways to prevent industrial 
accidents and fires are contained in 
the new edition of the National Saf- 
ety Council’s 800-page “Accident Pre 
vention Manual for Industrial Opera 
tion.” 

Popular response to the first edition, 
issued four years ago, prompted im- 
mediate preparation of an expanded 
second edition. Just completed, it 
contains 256 more pages and 11 more 
sections than the first. 

I'he book is confined principally to 
safety in the manufacturing industry, 
and is based on the premise that a 
major proportion of all accident causes 
are common to all industry. 





C. H. COLLIER, JR., eastern division 
sales manager for the Hyster Co., 
Portland, Oregon, has resigned to join 
his father’s firm, The C. H. Collier 


Branches: Boston, Mass., Newark, N. J., Dallas, Tex., Cleveland, O. Co. of Dallas, Texas 
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— 


‘You can't top 





the score of 
Westinghouse | 
fluorescent lamps | 


for bright, long life 


you CAN BE SURE...1F ITS 


Westinghouse 
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PRONOUNCED 
MACK-IT 


Mac-it Stripper Bolts 

heat-treated for 
strength, head concentric 
with body, ground to 


close tolerances 


STOCK AREA contains large, conveniently-arranged packing and shipping depart- 
ment, in the new quarters of Simonds Saw & Steel Co., and Simonds Abrasive Co., 
in Chicago. Note: Our face is red. In September, under a picture of Simonds new 
one story building, we referred to “three floors cut up by elevators and stairways . . .’ 
That was the old quarters of the Simonds Chicago branch. ‘These pictures give a 
true idea of the new modern service facilities 


REASONS 


FOR HANDLING THE 
COMPLETE MAC-IT LINE! 


1. The complete Mac-it line 

of heat-treated, alloy steel 

screw products enables you 

to meet a wide variety of 

ape hagas — ; CIRCULAR SAW toothing, grinding and drilling section has new radial arm drill; 
2. You get a definite dis- 32 in. surface grinder; and other new equipment. From this new branch, Simonds 
tributor sales policy. will continue to offer complete service to distributors in the Midwest 

3. Specials in alloy steel are 

made to customers’ specifi- 

cations. 

4 Advertising and mer- 

chandising help to support 

your selling job. 

5. You handle an_ estab- 

lished quality line recog- 

nized for dependability for 

over 35 years 


Mac-it screw products are 
sold through leading in- 
dustrial supply distribu- 
tors everywhere. Let the 
complete Mac-it line 
cover more thoroughly the 
needs of your customers. 
Write today for complete 
information. 


Marketed Nationally Since 1913 by ¥ S 

STRONG, CARLISLE & HAMMOND COMPANY STEEL RACKS hold hand stock of hack saws, files, die steel, and saw tools. Note 
Cleveland 13, Ohio wide aisles, accessibility and handy wrapping bench at left. Combined office, shop 
ee eee eee and warehouse contains 40,000 sq. ft. of floor space on one level 
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Why not avoid 
Steam Supply Failures? 


Quality equipment is the answer, 
and when it comes to dependable 
feed water supply Roth Boiler Feed 
Pumps have what it takes. these quality 
Thousands of boilers in plants such features in your 
as laundries, dairies, cleaning boiler feed system: 
plants, food processing— High pressure, long 
across the country rely life, precision built pump. 
on the dependable Roth Guaranteed perform. 


; ees ance. Strainer that 
NEW PLANT of Acrol Co., Inc., San Boiler Feed Pump. You assures flexible connec- 


Francisco is a modern one story build Cn assure your Cus tion to suction, dampens 
ing of 14,400 sq. ft . tomers of their steam vibrations. Machine 
supply . . . sell them welded, heavy gage 
the Roth Boiler steel receiver. 
Aerol Co., Inc. Feed Pump or the 
Moves To New Site complete ‘‘pack- Write us today, 
. age’ Roth Boiler 
Aerol Co., Inc., a subsidiary of Feed Unit for complete data! 
Lockheed Aircraft Corp., have moved | 


to new and larger quarters located at ROY E. ROTH CO. eee ROTH mPS ROCK ISLAND 
2424 San Fernando Rd., Los Angeles. | ao eeererers 
The new plant is a modern, one | 
story brick building of 14,400 sq. ft., | 
sufficient space to allow for expanded | 
production of Aero] wheels, casters | 
and other materials handling tll 
ment 
The staff remains intact, with A. T. | 
Gardiner, Jr., heading the sales depart- 
ment, L. J. Bauer, plant manager, | 
F. Heath C 


and G , chief accountant. 





Condensate Boiler 
Return Units Feed in BES 


Edward Valves, Inc. 
Gets New Pittsburgh Office 


Edward Valves, Inc., East Chicago, | 
Ind., has moved their Pittsburgh | 
sales office to the Investment Build- | 
ing, Room 2101, 235 Fourth Ave. 
The new sales-engineering head- 
quarters will continue under the su- These Car Movers 
pervision of Thomas E. Skilling, Ed- 


ward District sales manager. Assure Quick 


The Pittsburgh sales district covers 
West Virginia, Southeaste Ohio, 
pr Me ro a weak wae @ FREIGHT 
Pennsylvania. MOVEMENT 


Wright Made Sales Mgr. @ Quick movement of freight is impor- 
Of Joseph Ryerson & Son tant today because existing freight 
cars must do double duty. Your cus- 

Paul L. Wright has been named tomers who ship and receive freight 
sales manager of the Buffalo, N. Y., | will appreciate the aid Badger Car 


plant of Joseph Ryerson & Son, Inc., | Movers con give them. Three types 
steel distributors. cover all needs. Investigate the good 


Mr. Wright formerly was office SS eee 9 ADVANCE Slip-proof Safety Spurs 
manager in Buffalo and also served as a A ig gt eet 
supervisor of the inside sales depart- pe hang alg Safety Slipproot Spurs Mt ALL makes 
ment. He has been with the com- 

pany since 1939. 


MOVER 


wis¢ 
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The SHELDON Line. 
is lst for Industrial 
Distributors... 





TSS6B 
1144" Swing 


|... easiest to sell and 
more profitable because: 


1. They are better machine tools of the right 
sizes and types for volume sales—more 
quality per dollar; more actual tool per 
dollar. 

They come fully assembled—ready to un- 
crate and operate. 
Tu1248P 3. The Sheldon Catalog—large full color il- 
yY” i ° . ° ee 
we" Soe lustrations tied to individual sales features 
and specifications. The Sheldon Price List 
is complete—is arranged for fast and ac- 
curate reading and so worded that any- 
one can easily make a “professional quo- 
tation.” 
Sheldon gives better factory co-operation 
and effective sales helps and supports you 
with continuous advertising. 
Keep pushing SHELDON Tools, they are 


clean profitable units to sell. 


SHELDON 


CHICAGO 
SHELDON MACHINE CO., INC., 4232 N. Knox Ave., Chicago 41, Ill. 
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ORDERS directed to Tool Sales Co., 
Detroit, are handled in part by Clar- 
ence E. Kerr, seven years on the job 





Lyon Metal Organizes 
Employee Scrap Drive 


Lyon Metal Products, Inc., Aurora, 
Ill., has recently concluded an em- 
ployee scrap drive at their York, Pa. 
plant. According to the company, the 
drive was more than successful. On 
the second days of the campaign 80,- 
000 Ib. of scrap was collected 

A thorough campaign had been 
organized by the company, in reply 
to a message from Manly Fleisch- 
mann, NPA administrator, concern- 
ing the importance of scrap supply 
to steel production expansion. 

A committee was set up to push the 


SCRAP IRON collected in Lyon 
Metal Products, Inc., Drive totaled 
80,000 Ib. in two days in Aurora, Ill. 
Above: one of Lyon’s supervisors talk- 
ing with scrap dealer about some of 
the scrap turned up in the Lyon plant. 





drive, headed by the manager of pro- 
duction. An insert was put into all 
employee pay envelopes. The com- 
pany monthly, The Lyon News, 
plugged the drive. Radio station 
WMRO carried the story of the scrap 
campaign, and the president of Lyon 
sent a letter to all executives, depart- 
ment heads and foremen, detailing 
objectives. 

A two-color letter was put in the 
mail to every employee, along with 
a card to be turned in by personnel 
indicating how much scrap they had 
available. The bulletin board was 
utilized as well as a sound truck 
and girls to pass out cards to em- 
ployees 

As a result of newspaper and radio 
publicity, more than 50 citizens of 
Aurora called inquiring as to how they 
might participate in the drive. One 
old lady came to the home of a Lyon 
employee with a heavy Civil War 
sword and asked if it might be used 
in the drive. A cemetery called Lyon 
and asked that the scrap truck make 
a call. The truck did and picked up | U el | ‘@) ba] Ss 
3200 Ii f scrap—including an old | 


casket 


Kralastic Salesmen 
Move Headquarters 
Frank B. Molen, Middlewest tech ; 





nical sales representative for Kralastic 
molding powders and Vibrin polyester — ae 





resins manufactured by Naugatuck - . 1 . * 
chemical division, United States Rub- D t b t C C h Th 
ber Co., has moved his headquarters IS rl u or Ss an as in on eir 
from Naugatuck to Akron, Ohio. p rf 

Richard H. Malamphy, technical Better e ormance ses 
sales representative along the eastern 
seaboard, has established new head- 
quarters in New York. 





Better performance of Jefferson Unions . . . an important selling 
asset... is a direct result of their permanent leak proofness . . . 
are advantage that has built preference for “Jeffersons” and profit- 
able repeat business for Jefferson distributors. 

Better performance of Jefferson Unions can be traced to the Exclu- 
sive Recessed Brass Seat which has won universal recognition and 
acceptance among users of pipe unions. This feature provides self- 
seating and free flow through the fitting. The seat is fully protected, 
because of its recessed location, from pipe ends screwed in too far. 





Jefferson also can _ furnish 
ground joint all-iron seat unions 
in all types and sizes. 


Ask for complete details. 


GEORGE E. BREEN has been ap- — 4d ie : 
pointed director of commercial research 
at The Stanley Works, New Britain, 671 W. 26th St., New York 1, N. Y 








9 Green St Lockport 


49 Fletcher Ave Lexington 


Conn. He is a former faculty member 
of New York University and Western 
Reserve University 
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RELIABLE 


You can depend on 
Harrisburg Steel Products 
to satisfy your Customers— 


HARRISBURG 
ban | COUPLINGS 
made to A.P.1. and 


A.1.S.1. specifications. 
4 ' Seamless steel pipe 
¢ | couplings threaded on 
special machines as- 
suring accuracy of 
form, height, angle, 


( 
Ri». and lead. 








HARRISBURG mmr 
FLANGES manu- 
factured to A.S.A. 
standards. Drop-forged 

steel pipe flanges, 
finished on specially 
designed machines, 

with threads perfect 

in height, — angie, 

taper, and gauging. 


© 








HARRISBURG 
FORGINGS ... 
commercial drap forg- 
ings of many types. 
5 from simplest to the 
most intricate, mass- 
Produced to meet ex- 
acting requirements in 
5 many industries where 
7 accuracy counts 





WRITE for catalogs and prices on these 
HARRISBURG 
less steel high-pressure gas cylinders and 


products or seam- 


liquefied petroleum gas cylinders. 


Harrisburg 
— STEEL CORPORATION 
JH) 


Harrisburg 18, Penna. 
98 YEARS IN PENNSYLVANIA‘S CAPITAL 


PRICING methods are shown to Don 
Breslin, junior salesman, by Harold 
Edelbrock, pricing clerk, and R. G. 
Kinney, industrial sales manager, at 
J. E. Haselbine & Co.’s Seattle, Wash. 


branch 








Bubb Marketing Engineer 
For American Brake Shoe 


Robert S. Bubb has joined Ameri 
can Brake Shoe Co., N. Y., as market- 
ing engineer. 

He has been engaged in a wide 
range of sales, marketing and man- 


agement engineering activities since | 


graduating trom Yale University in 
1932. Before joining American Brake 
Shoe, he was a management engineer 


with Robert Heller & Associates, and | 


worked on railroad, government and 
industrial assignments. 

With Brake Shoe, Mr. Bubb will 
devote his time to studying the distri- 
bution methods of the company’s ten 
operating divisions. 





JOHN P. WRIGHT has been ap- 
pointed factory manager of the durable 
goods operation of The Liquid Car- 


LOGAN 


ARIDIFIER 


REMOVES 92% OF 
OIL, WATER AND 
DIRT FROM GAS 
AND AIR LINES BY 
CENTRIFUGAL FORCE 


For paint and lacquer 
spraying, ceramic sand blasting, 
air cleaning, etc. Make new instal- 
lations more efficient. Easily 
replaces any standard type of 
drier. Saves tools. Capacity range 
7CFM to 17,000 C.F.M. 


Backed by national 

advertising, dealer helps and a 
distributor policy 
that guarantees 
stock movement. 
Write for details 
of our sure-fire 
sales plan. 

@ 
Exploded illusiration 
shows how air move- 
ment operates multi- 
blade rotors at high 
speed, thereby remov- 
ing contamination 
from line. 





MANUFACTURERS’ 
AGENTS WANTED 
Some territory still 
available. Write giving 
complete information 
on lines you handle and 
territory you cover. 











The Aridifier is made by 
the builders of Logan 
Lathes and Shapers. 


ENGINEERING 
COMPANY 


‘-.. 


Custom-Built Quality Products in Quantity 4911 W. le te vt yam 2 


bonic Corp., Chicago, Ill. Chicago 30, ili. 
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DORSEY H. ROWE has been made 
advertising manager of the Cleveland 
Worm & Gear Co., and its affiliate, 
The Farval Corp., both of Cleveland. 








Bluefield Supply Co. 
Prints Good Will Booklet 


The Bluefield Supply Co., Blue- 
field, W. Va., has originated a book- 
let to welcome visitors to the com- 
pany and its subsidiaries. Included in 
the pamphlet are a message to visitors; 
a list of personnel; the history of the 
company; a list of subsidiaries; and 
interesting facts about the organiza- 
tion. 

The illustrated book is given to 
those who make inquiries at the re- 


RECEPTIONIST at Bluefield Supply 
Co., Bluefield, Va., is Mary Peck, who 
handles between 800 and 1000 calls a 
day. She also hands out copies of the 
company’s new good will booklet, 
“Welcome to Bluefield Supply Co.” 


Oe socket screw 
SALES COMING! 


Because socket screws save time. 

Assemblers — especially green workers 
—find socket screws easier to manage — 
especially in hard-to-get-at places. 


Move orman ror 


BRISTOL’S BRAND! 





Because Bristol socket screws give more 
satisfaction. 

Users like their clean threads and great- 
er strength. Bristol socket screws conform 
to Class III fit and give “custom-made” 
strength for “regular” prices. 


stol§ 


“distributor program” 


1. National advertising to purchasing 
agents, production men, maintenance 
men (magazines, direct mail, trade 
shows) 

2. Salesmen’s “correspondence course” — 
how to make more socket screw sales 
per day 

3. New package (eye-catching, metal- 
edged for sturdiness), catalogs, folders, 
etc. 


Mill Supplies Division 
THE BRISTOL COMPANY 


WATERBURY 20, CONN. 
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SPRUNG-~-OR IT WILL BIND | ) FITS THE UNION--: I'LL PUT THIS phone operator and receptionist. The 


THIS PIPING MUST NOT BE ) | IM MAKING SURE THE PIPING com ception desk by Miss Mary Peck, tele- 
A i] 
THE PumP! SUPPORT UNDER THE PIPE Too! 


company has found it to be a suc- 
cessful builder of good will among the 
@ people visiting the office. 

Among the interesting facts listed 
about Bluefield Supply Co. are: 

“To provide a job for one —— 
requires a capital investment of $23,- 
377 by the company. 

“The company is the largest single 
user of the mails between Cincin 
nati, Ohio, and Lynchburg, Va. 

“Group insurance carried by em- 


HOW TO GET THE MOST WORK ployees totals a million dollars, the 


company paying a part of the pre 
OUT OF YOUR VIKING PUMPS mins.” ae 
, = cial The Bluefield Supply Co. was or- 
m making suction and discharge pipe connections on a Viking Rotary Pump anized i 21; yw inc 9 
be sure that no strain is imposed on the pump casing by the pipe. Properly | — m — = a 
installed, the shaft of a Viking pump should turn easily by hand. If this is not _ oe lr. SD rece es a 
possible you have either sprung the pump in making the pipe connections or Subsidiaries include Rish Equipment 
with the foundation bolts. Co., Dixie Appliance Co., Clark 
| Stores, and Counts Automotive Sup 

















For valuable help in installing, operating and 
maintaining your pumps, write today for your ply Co. 
FREE copy of the Viking Service Manual MM. 
It's a handy, illustrated booklet filled with prac- 
NAME tical information. Get EXTRA wear out of your Corbin Supply Co. 
| IN PUMPING pumps by giving them EXTRA care. The Viking “4 
—————— Service Manual MM tells you how. Announces Changes 


Col. Charles C. Corbin of Corbin 
| Supply Co., Macon, Ga., has been 


Pump recalled to active duty with the 2nd 
Company | Air Wing at Warner Robins Air 


Cedar Falls, lowa | Base. 
| R. L. Joines, formerly price clerk, 
| has been made outside salesman to 
, | cover the northern area. He is suc- 
| ceeded by W. H. Bailey, formerly 
with the Macon Machine Shop. 
H. D. Holland has been appointed 
purchasing agent succeeding J. A. 
Wynn, who has retired. 











STOCK SPROCKETS 


Save your customers’ time and money by 
specifying Sewall Stock Sprockets—avail- 
able for prompt delivery out of stock. Made- | 
for standard “4 to-order sprockets for all transmission and 
conveyor chains. Catalog shows wide range 


© Complete line of sprockets 


roller chain of stock sizes. 


CUSTOM-BUILT GEARS for every requirement 





Send for FREE | SALES REHEARSAL 
SEWALL MANUFACTURING CO. Sprocket CATALOG | < as P. F. Miers aa 7 ag ogy 
662 Glendale St. © St. Paul 4, Minn or Phone Us at | ] | of Tornado Supply Co., Anniston, Ala., 


NEstor 1381 |  practice-sell a portable pipe stand 
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IMPROMPTU CONFERENCE is 
held at Penn General Supply Co., 
Pittsburgh, by (standing) Bob Clarke, 
Pat Sprucher, Thelma Connors, and 
Virginia Perret, and (sitting) Lou Wil- 
lenberg and Dick Collins 





Federated Establishes 
Midwestern Department 


The Federated Metals Division - 
American Smelting & Refining C 


has established a midwestern » Baer 
ment, appointing Carl J. Gross as its | 


general manager. 

The midwestern department com- 
prises the states of North and South 
Dakota, Minnesota, Michigan, Wis- 


| 


this proven 
‘Tope promotion 

idea 
pays off! 


SOARS ROPE SALES 


SAVES YOU TIME 


New Bedford’s high quality remains the 
same—And now, in addition, it’s the easiest 
to handle, the most convenient way to sell, 


the better package . . . 


consin, Indiana, and parts of Illinois, AT NO EXTRA COST 


Ohio, Iowa, and Kentucky. Federated 
has two producing plants in this terri- 
tory at Whiting, Indiana and Detroit, 
Mich. Both will be under the direc- 
tion of Mr. Gross who will continue 
as manager of the Whiting plant. Al- 
lan Nichamin, formerly Detroit sales 
manager, has been appointed manager 
of the Detroit plant to succeed Robert 
Ruch, resigned. 

John W. Kelin has been appointed | 
midwestern sales manager. He will 
direct the activities of the entire mid- 
western sales organization with head- 
quarters at Whiting and district sales 
offices at Detroit under Mr. Nicha 
min, Cincinnati under Ben J. Lippert, 
Milwaukee under John L. Kammer- 
meyer, and Minneapolis under Wal- 
ter H. Schulte. 

George M. Baumann has been ap- 
pointed assistant general manager and 
purchasing agent of the midwestern 
department. He formerly functioned 
in the same capacity for the Whiting 
plant only. 


Wiley-Hughes Advances Two 


The Wiley-Hughes Supply Co., 
Inc., Trenton, N. J., 


outside territories. 


; 


has promoted , 
Leonard H. Patterson and Harold J. | 
Meehan, former inside salesmen, to | 


Pre-Measured New Bedford Rope in the exclusive 
Self-Dispensing Cartons sets sales records wherever 
dealers stock it. NOW—we want YOU to know 
how fast it sells—how factory-pre-measured rope 
gives you the jump on all competition—how New 
Bedford ends the headaches of double-inventories 
—lets you sell every inch from full and half unit 
coil cartons containing 3/16” up to and including 
| 34,” dia. rope. You satisfy customers as you have 
| never been able to do before—have them coming 
back for more. 


NEW BEDFORD 





Just Send A Trial Order For A Carton To New Bedford. Either Manila Or Sisal. 
Display The Compact Colorful Cartons On Your Main Floor. Tell Customers 
How New Bedford Rope Is Factory-Pre-Measured In Accurate 10-foot Lengths 
—Assures Their Getting Exactly The Quantity Of Rope They Order. TIE UP 
| WITH NEW BEDFORD AND YOU'RE TIED UP WITH NEW PROFITS! 


RUSH YOUR 
TRIAL ORDER 
TO 
NEW BEDFORD 
TODAY! 


@® 7653 


Pee ewe meee eee eees, 


NEW BEDFORD CORDAGE COMPANY 
NEW BEDFORD, MASS. 


(0 Rush me full details on New Bedford's ‘Better Way 
( Please send me introductory triol order: Manila [) Sisal [) 


Rope Size ( 


My Name____ 





Company_ 





Address. 











NEW BEDFORD CORDAGE CO., NEW BEDFORD, MASS. 
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pay top profits.. 


PROMPT SERVICE... 
You don’t lose V-Pulley sales due to poor service 
when Maurey is your line. The Maurey sales 
and service organization is geared to deliver 
V-drives and drive parts where and when you 
need them. 


BIGGER PROFIT MARGIN... 


Maurey’s competitive prices allow you a bigger 
profit margin. Maurey quality gives your cus- 
tomer more for his money and wins repeat sales 
at bigger profits. 


LESS INVENTORY... 


One interchangeable bushing for the complete 
Maurey line of Cast Iron and Pressed Steel 
V-Pulleys simplifies stock keeping, saves shelf 
space and saves money. 


V-Pulleys and 
Interchangeable 
Bushings 


MOR-GRIP 
V-Belts 








STORE MANAGER Louis Kugel has 
been with Everett Transmission & Sup- 
ply Co., Everett, Wash., since getting 
out of the Army in 194¢ 





What Is Small Business? 
There’s No Definition 


Results of a six-month survey made 

of 452 U.S. manufacturing concerns 

| in an effort to find a readily acceptable 

definition of “what is smal] business” 

indicate that there can be no single 
definition. 

“Unfortunately there is no agree- 
ment on what is ‘small business,’ said 
NPA’s Office of Small Business which 
made the survey. The term is used 

| loosely and with widely differing con- 


Complete 


Write For Full Details V-Drives 


MAUREY MANUFACTURING CORP. 


World's Largest Manufacturer of Pressed Steel 


Ask About The Complete 
Line of MAUREY 
MULTI-V-DRIVES 

the line that includes 
FUL-GRIP Q-D Sheaves, 
Standard Cast Iron Sheaves 
end MOR-GRIP Multi V-Belts 


and Cast Iron Single Groove V-Pulleys 
2915 S. Wabash Avenue Chicago 16, Iilinols 


' ATLAS 


Car Movers 
and SPURS notations.” 
The survey was made in an effort to 


Operating advantages give direction to thinking about small 
| business and its role in the mobiliza- 
MEAN | tion program. It covered manufactur- 
; ing establishments reported in the 

fast sales action 1947 Census of Manufacturers. 
While the survey provides tentative 
standards for classifying concerns by 
| size, it also had the objective of de- 
| velyoping a method of classifying 
| manufacturers by size, giving full 
| recognition to position in the industry. 











A ‘‘BIG SHOT’’ In 
““Jumbo’’ Goggle 
Sales 


=r 
Based on sales volume and the repeat orders 
from dealers, Sellstrom Jumbo Goggles Nos. 610, 
611 and 612 are “Big Shot” leaders wherever 
Sellstorm Eye and Face Safeguards are sold. 


Merchandise like these goggles which bring a 
steady flow of repeat sales is profitable merchan- 
dise for you. 





These goggles are “preferred” because of several 
reasons. Thev are extremely light weight, of 
one piece construction with a special patented 
adjustment feature to fit any face, are extremely 
comfortable and one of the most important of 
all features, they can be put on or taken off 


with one hand. 


The same style of goggles is offered in three 
numbers. The No. 610 is a welding goggle, the 
No. 611 is for welding and general grinding, 
while the 612 is cast from clear plastic for wide 
vision and general shop use. Each style can be 
worn over prescription glasses or used as ordi- 
mary goggles. For the illustrations and lenses, 
see page 6 of our mew Catalog No. 28. 

If you are not already profiting by selling these 
three populer goggles, let us send you a few 
dozen of each. Simply display them in your 
sales room and watch them sell. Catalog sheets 
for use by vour salesmen are also available. 


SELLSTROM 
MANUFACTURING COMPANY 


Selistrom Safeguards Your Eyes and Face 
662 N. Aberdeen St., Chicago 22, Ill. 








@ “Compound leverage’’—the secret of the famous 
powe: and speed of ATLAS Car Movers gives ship- 
pers and receivers of freight operating advantages 
which mean good business for distributors, We 
urge users to buy thru their local distributor. 





ATLAS Perfect SPURS are 


ing use of 
edges. 





APPLETON-ATLAS CAR 
MOVER CORPORATION 





The analysis showed that in as many 
as 105 industries, small manufacturers 


| are those with less than 100 employ- 


ees. In 92 other industries, they have 
either less than 50 or less than 75. 
In most of the remaining industries, 
small manufacturers are those having 
between 125 and 500 workers, depend- 
ing on the industry. 

Other highlights of the analysis are: 

1. Manufacturing plants are small 


| businesses until they are sufficient in 


| 


number and size to produce a sub- 
stantial portion of total industry out- 


put. 
2. Independent companies have not 








\ 1421-25 So, 2nd St., Milwaukee 4, Wis. ae | 
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been able to produce in the same pro- 
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portion to employees as large compan- 
ies. This is shown by the fact that 


209,921 independent companies did 4d ii 
only 43 percent of manufacturing even A G | 
though they had 47 percent of work- 
ers. In approximately 30,000 plants 
of the 7,000 odd large companies, 57 FOR YOUR CUSTOMERS 
percent of all the manufacturing was 
done by 53 percent of employees. ...- AND FOR YOU! 
3. Output is low in relation to em- 
ployment in establishments with fewer 
than 100 employees. They did 23.7 
of the manufacturing and employed 
25 percent of the total number of 
workers 
4. Output was lowest in relation to 
employment in plants with less than 
50 employees. 
5. In some industries, no establish- 


} — : 
ment exceeded 50 employees, while in 
others there were virtually none under 
500 
6. For the manufacturing economy 
as a whole, 54 percent of the output 
came from establishments with less | “M-40-)” ALLOY CENTERS 


than 500 workers. 
7. In industries in which large con- 
cerns with several hundred emplovees 
are typical, approximately one-third Gorham “M-40-U” Alloy Centers outlast high speed and 
of total output comes from small other ferrous or non-ferrous alloy centers from 3 to 10 times before 
establishments. : 7 ; , 
wear occurs—and they can be re-dressed many more times! 


Reynolds Metals Revises ““M-40-U” is a special alloy developed by Gorham expressly for use as a 
Movie on Aluminum wear, heat and abrasion-resistant material. A solid core of “M-40-U” 

The only picture to show aluminum is induction brazed into the steel shank, after which the entire center 
production in full color is “Pigs and is finish ground. Thus, the wear material is 2/ways supported by tough 
Progress,” recently revised to bring it shank steel throughout the long life of the center. These centers require 
up to date, and now offered for book- only a cleanup grind when wear finally occurs, and many cleanups can 
ville 4 ee er ee be made without loss of wear-resistant properties, since the ““M-40-U” 

The picture presents in simple lan- alloy is actually a deep core, rather than a clad, or applied tip, 
guage a complete non-technical story 
of aluminum. It requires 26 minutes 
for showing. 





NO JUST You can sell nationally advertised Gor- 
A CAP 


ham centers to shops with lathes, grinders, 


NO JUST aut tics and many other types of 
ATP machines. They pay for themselves in 


downtime saved, plus the precision 
BUT A LONG com production that's possible with centers 


SOLID CORE that stay true longer . . . while their 








performance builds goodwill and repeat 
sales for you! Centers or half-centers, 
The whole story of why this design all popular sizes, with Morse, Jarno or 
means mere weer material end Brown & Sharpe taper shanks—In stock, 
longer center life is right in these immediate delivery! Write for literature 
diagrams. Tell it .. . and sell more and complete details on the profitable 
Gorham centers! Gorham Distributor Plan . . . today! 


ovham 


agat’ TOOL COMPANY 


. ; 14406 Woodrow Wilson Avenue 
COUNTER SALE is polished off at | i ichi 
Eichman Machinery Co., Kansas City, Cone Ty agen 
Mo., by Earle Bradley. 
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FLEXCO HINGED 
BELT FASTENERS 


For belts 4%” to 14” thick. 





U. S$. Patent No. 2,477,855 


f* For joining grader, trencher, ditcher and other earth moving conveyor belts. 


A FLEXCO fastener that is HINGED. Has removable hinge pin. 
Troughs naturally, operates through take-up pulleys. 
p Strong, durable . . . pull or tension is distributed uniformly across joint. 


Order From Your Supply House. Ask for Bulletin HF 500. 
FLEXIBLE STEEL LACING CO. 4633 Lexington St., Chicago 44, Ill. 


NPA Issues Pamphlet On 
Securing Govt. Contracts 


A four-page pamphlet “Converting 

To Military Production,” was issued 

| recently by the Office of Small Busi- 
| ness, NPA. 

The pamphlet lists the steps for se- 
| curing Government prime contracts 
for defense items. It is one of a series 
of defense production aids to assist 
small business enterprises during the 
national emergency. 

The pamphlet suggests that manu- 
facturers start planning now on what 
lines they might convert to in the 
event of full mobilization. However, 
it advises them to continue producing 
present lines unless scarcity of mate- 
rials makes operations unprofitable or 
the nation needs greater defense pro- 
duction. 

When shortages threaten the nor- 
mal production, the pamphlet suggests 
the following alternatives to manufac- 
turers: find substitute materials and 
produce the same products; make new 
products from available materials for 
old and new markets, or secure Gov- 
ernment prime and sub-contracts. 

The pamphlet advises manufacturers 
planning conversion to consider the 











One of our distributors writes us, 
“The distributor policy of Laminated 
Shim is so excellent that we feel 
obliged to consider its packaged 
shim stock as a major line.” 

Good lines are not necessarily just 
the very largest. Fair policy and 
quality merchandise have built our 


distributor organization since 1913. 


LAMINATED SHIM COMPANY, Inc. 


Neonat 
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4110 UNION STREET 7 


Handy rolls in cartons, flat packets 
of heavier gauges, and sturdy 
metal racks combine to make up 
a well-rounded line of shim stock. 
Arbor spacers also available. 


| following questions: 
1. Which possibility makes greatest 


| use of the tools you have? 


2. What manpower do you have? 
| 3. What did you manufacture dur- 
| ing World War II? 
4. Where are you located? 
5. What materials do you now use? 
6. What are the military activities 
of your regular customers? 
7. Which choice will offer the best 


| experience in anticipation of later re- 


conversions? 
The next move is to determine if 
the conversion selected is technically 


| practicable. Then comes the job of 
| finding a military customer. The pam- 
| phlet suggests the following course of 


action: 
1. Analyze conversion possibilities 


| with the company’s plant engineer or 


a professional consulting engineer. 
2. Check the Commerce Depart- 


| ment’s Synopsis of Awards to see who 


is getting contracts for items tenta- 
tively selected for manufacture. 

3. Get from procurement offices 
(mentioned in the Commerce Depart- 
ment’s Bid Synopsis) copies of invita- 
tions to bid on items which the manu- 
facturer is interested in making so that 
he can obtain detailed information on 
the required specifications. 

4. Contact the nearest production 


| planning office of the Armed Service 


seeking the item chosen for manufac- 
ture. Their locations can be obtained 
from any Department of Commerce 


| field office or from the Munitions 





Board’s booklet, “Planning for Emer- 


gency Production.” When Worn Drills and Under-Size Holes Add to Your Anchoring Problems... 
The manufacturer should supply 


@ 
the production planning offices with 
complete information on plant facili- z <\ on 
ties, personnel, products, including y 7 e 
present manufacture and conversion ( 
choice; World War II contracts or 4 
sub-contracts, and procurement prob A 7 


lems such as sources of raw material. Lia, * 
The pamphlet advises the selection 4S : 
. of a product which requires the least 
conversion of plant facilities. It cites «== Yes, you can continue to use that very drill for the rest 
typical examples of successful shifts to Omens’: 9 yen; Of its natural life, even when the holes drilled become 
military items by peacetime producers. A alarmingly smaller than expected because of any 
change in dimension as the drill wears down. 





It also emphasizes that a single firm 
can turn out a number of different 
military products. 

On the basis of the data submitted, 
the production planning offices will 
decide whether the conversion choice 
is sound. 

5. These production planning of- 
fices also will help the manufacturer The RAWL-TAPER is a caulked lead machine screw anchor 
on conversion programs. They will ar- —— of a wg Poa pepe —_—- cme ad 
onme seed ey facilities iminishing tapers. ase of the sleeve becoming u- 
range for engineers to survey facilities, die sadn tae the vatagnca hey RAWLTAPER cay 

Pik : aa entry into such under-size holes as long as are 
re = could — — enough for the hard conical nut to an. The distributed 
available exhibits, samples an E> force of caulking throughout the entire length of the lead 
prints; advise on production problems sleeve is accomplished through the partial collapse of each 
which may be encountered, and ar- of the diminishing tapers, causing them to fold under each 
range visits to arsenals, Army Depots, other and maintain full compression between the threaded 
Navy yards and docks to meet buyers nut and the masonry for the maximum in holding power. 
of military equipment. 


6. The manufacturer is now ready It’s the TAPER in RAWL-TAPERS that does it! 


to try for a contract, and can contact 


if they have requirements for products 


procurement offices for orders, depend- Remember... RAWL-TAPERS were Designed | 


ing on his supply outlook and the 
international situation. 


...tO meet any variation in the diameter of the 
hole caused by changes in dimension of the dill 
as it wears down, thus saving the cost of new drills. 


Trigg Named Head 


Of Requirements Unit .+.to insure a uniform expansion of the lead for 
the length of the nut... supplying maximum area 


Ralph S. Trigg of Albuquerque, in engagement with the masoney. 


N. M., is now chairman of the im- 
portant Requirements Committee of 


Us 


.+.to overcome the tendency of /ead to cling to 
D.P.A., following his appointment as the surface of the hole and mushroom, which 
Deputy Administrator in charge of MUSHROOMING FULL COMPRESSION builds up resistance and limits the depth of caulk- 
the Office of Program and Require- oa ing between the nut and masonry. 

ments. Mr. Trigg replaces Melvin L. ai : 

Anshen, who has been acting deputy ...to avoid increasing the diameter of the lead 
administrator since June. Mr. An- | J which would require a larger diameter hole and 
shen remains as Assistant Deputy Ad- | ee ; in turn would reach the minimum limit when 
ministrator. ~ — too small to receive the nut. 

The Requirements Committee is ORDINARY ACTION RAWLPLUG 
the group which reviews needs of de- 
fense, defense-supporting and civilian 
production programs and recommends 
allotments of steel, copper and alu- 
minum to meet them. For further information write Dept. | 12be2 

Mr. Trigg became Assistant to the | 


Secretary of Agriculture in January | TH E R AWL p L U G C '@) M PA | Y, IN a z 


1946. Since then he was Production 271 CHURCH STREET NEW YORK 13. N.Y. 


and Marketing Administrator and 
president and member of the Board . —_ 
of Directors of the Commodity Credit : 4 ; 

Corp. He served in the Navy from . ‘ 
1942 to 1946 and was discharged as 
a lieutenant commander. He was grad- 
uated from the University of New 
Mexico. 








...to eliminate the poor practice of increasing 
the~thickness of the lead sleeve beyond a certain ratio in proportion to the base 
diameter of the nut, which would be drawn up through the lead as soon as the anchor 
received any strains beyond the normal elastic limit of the lead. 


THERE ARE RAWL EXPANSION BOLTS REW ANCHOR AND MASONRY 


SOLD THROUGH ALL LEADING HARDWARE. ELECTRICAL AND M 
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When Purchasing Rope— 


LET THE 
BLUE 
& 
YELLOW 
MARKER 
BE YOUR 
GUIDE 


Found on the outside 
of 5g” diameter and 
larger sizes and on 
the inside of all 
smaller sizes 


Sold by Dealers Everywhere 














CALDER ... the Bikester Line 


for Bigger Profits... Easier Sales 


WAVAVAVAVas Vaasa aaaadsaaadaadaaanaan 
; BUILT RIGHT—Best materials throughout .. . tool 
7 Ce aacute: and Left hand Threaded Bushings 


\ 
\\\ Weight well 
\\ for smooth hendling- 


INN LAA 
af ssemagitel Dressing Tools.\ 


\ANAA 
BOS AAAAANAAANNANANS 
CALDER MANUFACTURING co. 


2049 North Prince Street ° Lancaster, Pennsylvania 
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| Continuing Crisis In 
| Most Metals—NPA 


An NPA analysis of the current 
supplies of basic materials shows a 
continuing crisis in most metals, while 
selected chemicals, textiles, leather and 
most lumber and wood products may 
continue in improved supply in the 
immediate future. 

NPA published the second issue of 

“List of Basic Materials and Alter- 
nates” which classifies approximately 
400 materials according to present 
availability. 

The list is a guide to industry, Gov- 
ernment agencies and the Armed Serv- 
ices in purchasing materials and for 
the use of alternates in the place of 
critical materials. It will be kept 
abreast of changes in supply. 

The 400 materials are classified in 
three groups. Group I enumerates 
items “in very short supply,” Grou 
II those “in approximate balance wit 
essential demand,” and Group III 
those “in fair-to-good supply.” 

Leading the metals in Group I are 
copper, aluminurh, lead, tin, zinc, 
nickel, tungsten, cobalt, molybdenum 
and columbium. Metals in Group II 
include cadmium, chrome, manganese, 
silicon and vanadium. Group III 
metals are mercury, gold, silver and 
boron. Steel and steel shapes are in 
all three groups, primarily in group I. 

Commenting on the current ma- 
terials situation, NPA said: 


“Conditions in the chemical indus- 


| try today make the availability of most 


chemicals subject to rapid change. Be- 
cause of this fact, plus the impracti- 
cality of rating the full list of over 
5,000 chemicals, starting with this is- 
sue only well known and widely used 
chemicals will be classificd, thereby 
eliminating about 200 items from the 
550 of the previous list. Plastics are 
included among chemical listings. 
“Latest ratings of the many un- 


| listed chemicals may be had by in- 


quiring direct to the Chemical Divi- 
sion, NPA. 

“In steel, the tightening of alloys 
has moved all alloy castings into 
Group I, where all types of sheet and 
strip have followed. An increasing 
threat to Winter steel production con- 
tinues to be an unseasonable shortage 
of scrap. 

“Among larger tonnage non-ferrous 
materials, copper is most critical. Good 
domestic copper production, in spite 


| of recent work stoppages, has not been 


enough to affect loss in foreign im- 
ports of concentrates and ores, due 
to inflated world prices. Refined cop- 
per and copper and brass scrap are 
very short, with some open facilities 


| in Tefining and fabricating. 


“Increased imports are needed to 





relieve shortages in tin and lead, but 
probably must wait adjustment in 
world market prices. Zinc is tight 
because 70 percent of its tonnage is 
taken by the three controlled mate- 
tials, stecl, copper, and aluminum, 
largely in galvanizing, brass and alu- 
minum alloys. 

“Leather’s improved situation re- 
flects increased imports during the 
last six months, plus reduction both 
in military requirements and in season- 
able civilian consumption. 

“Plastics have shown generally a 
slight easing due to increased phenol 
supplies.” 


Defense-Needs Study Group 
Urged By Plumbing Industry 


A task group to study military and 
defense-supporting requirements in the 
industry to obtain an accurate picture 
for establishing future allotments of 
scarce materials was recommended by 
the Plumbing Brass Goods Industry 
Advisory Committee recently at its 
meeting with the NPA. 

This group would also canvass pro- 
ducers of brass ingots to learn if this 
basic material, despite reports to the 
contrary, is in short supply. 

Industry representatives said that 
the foundries had encountered no dif- 
ficulty in procuring ingots from their 
usual suppliers and that they have 
some inventories of ingots. However, 
CMP allotments do not always au- 
thorize production at a rate sufficient 
to permit the use of all inventory. 

NPA stressed that the critical cop- 
per shortage was affecting production 
of brass ingots (made of scrap with a 
low copper content) as well as other 
copper products. The supply is much 
smaller than the demand from manu- 
facturers in all industries requiring 
them, NPA said. NPA officials pointed 
out that while many ingot manufac- 
turers are trying to take care of their 
established customers, in doing so the 
were only robbing Peter to pay Paul. 

The problem, in the present transi- 
tion period, is mainly one of distribu- 
tion, NPA said. 

Industry representatives predicted 
that unless their copper allotments are 
increased, 3,000 to 4,000 workers will 
have to be laid off. 

An industry representative said that 
the plumbing industry works on a lon- 
ger backlog than other industries. The 
present need, therefore, is for supplies 
to complete present orders and for 
time to find substitute materials, he 
said. He addcd that a higher percent- 
age of plumbing materials goes into 
maintenance and repair than was rec- 
ognized in making allotments. 

Hugh L. Woll, chief of the Plumb- 
ing Branch of NPA’s Building Mate- 


should never 
have happened! 


A pile of oily waste, rags or 
other flammable refuse is just a 
fire looking for a chance to 
happen... unless it’s enclosed 
in a WITT Oily-Waste Can. 

These Factory Mutual and Un- 
derwriters Laboratories approved 
Cans have all the strength, dur- 
ability and economy of the fa- 
mous WITT CANS plus tripod 
feet and hinged lid (hand or foot 
operated). Under normal usage 
WITT Oily-Waste Cans will last 
for years and years. 

Because WITT Oily-Waste Cans 
are standard equipment in leading 
plants, you'll find they are a stand- 
ard line with leading industrial 
distributors. 


Ws 


THE WITT CORNICE COMPANY 
| CINCINNATI 14, OHIO 
| “Originators of the Corrugated Can” 
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and foot-operoted 
covers, 5 to 30% gal. 
capacity. 


3 sizes: 5, 6% and 86% 
gals. have Corrugated 
bodies. 


4 sizes: 12, 14%, 22 
and 30% gals. have 


WITT CANS 
have the 
Right 

Angle” 














WILLEYs 


TUNGSTEN CARBIDE 


TOOLS 


CARBIDE TIPPED 
WORK SUPPORT BLADES 
for CENTERLESS GRINDERS 


Standard thrufeed and in- 
feed work support blades 
available from stock. Prices 
on special blades quoted on 
receipt of prints. We also 
regrind worn blades — and 
salvage all standard blades 
by retipping and regrinding. 
WRITE FOR CATALOG 


WILLEY’S CARBIDE TOOL co. 


MAKERS OF WILLEY'S MET 
1342 W. Vernor Hinweis Detroit 1, Michigan 











More Profits in Covcemauder 


PRODUCTION TOOLS 


CoMMANDER MULTI- -DRILLS, oF, >- 
appers an ip Breakers are 
increasing production and reduc- Muir RIL 

ing labor costs in thousands of i; 
plants today. Distributors find 

these Production Tools easy to 

sell—profitable to handle. Adver- 

tised to over 1,000,000 readers 

every month to back 

your sales effort. 


2 DRILL CHIP 
mw, BREAKER 


"AY 
* Increases Drilling Speeds 100% 
or more 
* Drill Deeper Holes— 
8 to 20 times drill dia. 
* More holes per hour 
* More holes per grind 


CHIP BREAKER CHIPS 


omega Booth A-159. 
National Metal Show, Detroit 4217 W. KINZIE ST., CHICAGO 24, ILL. 
Oct 15th to 19th. 


Products of Gommander...Builder of Production Tools 
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| middle of July 


| rials Division, presided. These com- 
| mittee members attended: 


D. D. Couch, American Radiator & 


| Standard Sanitary Corp.; R. C. Bulke- 
| ley, American Sanitary Mfg. Co.; J. 


Walter McGarry, Chase Brass & Cop- 
per Co. K. D. Ackad, Crane Co.; 
A. G. Zibell, Kohler Co.; James F. 
Lamont, M. S. Little Mfg. Co.; G. L. 
Hartman, Milwaukee Flush Valve 
Co.; Chas. M. Allen, Sloan Valve Co.; 


| J. F. Wright, Speakman Co.; H. L. 


Meirowitz, Tubular-Cast Products 
Mfg. Co.; R. E. Larson, Wolverine 


| Brass Co.; and Harry~ Kleiman, X-L 


Brass Mfg. Co., Inc. 


Priority in Tax Write-Off 
Goes to Basic Materials 


An industry-by-industry summary of 
the facilities expansion program di- 
rected by DPA showed that priority in 
accelerated tax amortization continues 
to be given to producers of basic mate- 
rials. 

The overall cost of the facilities in 
this category oe through the 

is approximately 
$5,407,507,000. The amount allowed 


| for rapid tax write-off is $3,744,525,- 


000 or approximately 69.2 percent of 
the proposed investment. 

The basic materials classification, 
which covers both production and 
fabrication, includes coal and coke, 
iron and steel, mining of iron ore and 
nonferrous ores, non-ferrous metals 
and alloys, metal scrap reclaiming, 
chemical products, gasoline, fuel oils 
and lubricants, rubber, refractories, 
fiber glass, cement and concrete prod- 
ucts, cotton ginning, textiles, lumber 
and pulp and paper. 

More certificates of necessity have 


| been issued to Pennsylvania industries 


as of this date than to any other state. 

\ geographical analysis of applica- 
tions approved shows that, of 2,669 
issued, 248 went to Pennsylvania com- 
panies, aggregating $1,068,000,000. 
Ohio firms were awarded 246 certifi- 
cates, totaling $527,600,000 and 213 
went to California industries, totalling 
$273,000,000. 

As to the dollar value of these cer- 


| tificates, Texas received only 126 cer- 


tificates but they totalled $801,700,- 
000. Ohio’s 246 certificates aggregate 


| | only $527,600,000. Michigan’s 156 


certificates total $478,800,000 as com- 
pared with California’s 213 which add 
up to only $273,000,000. 

Following is a selected listing of 
certificates of necessity which were 
issued between August 13—20: 

Company: The Allison Co., Bridge- 
port, Conn. — Product: ‘Abrasive 
Wheels—Amount Certified: $87,672 


| —Percentage Allowed: 80%. 





Norton Co., Worcester, Mass.— 
Alundum abrasive—226,100—75. 

Norton Co., Worcester, Mass.— 
Grinding wheels—520,800—75. 

Phoenix Specialty Mfg. Co., Inc., 
Freeport, N. Y.—Gaskets—13,260—50. 

Super Tool Co., Macomb County, 
Mich.—Carbide cutting tools—51,557 
—85. 

Michigan Abrasive Co., Detroit, 
Mich.—Coated abrasive—504,770-—75. 

Kearney & Trecker Corp., Wauwa- 
tosa, Wisconsin—Milling machines— 
5,232,100—75. 

Kaukauna Machine Corp., Kau- 
kauna, Wis.—Milling machines—577,- 
960—80. 

Gardner Machine Co., South Be- 
loit, I1].—Abrasive discs—978,519—80. 

Eastman Products Corp., Plano, 
Texas—Screw machine items—182,505 
—80. 

American Smelting & Refining Co., 
Tacoma, Wash.—Refined copper, sul- 
phuric acid—207,433—70. 

Clark Bros. Bolt Co., Inc. Milldale, 
Conn.—Bolts and nuts—96,707—75. 

Minnesota Mining & Mfg. Co., 
Copley Twp., Ohio—Sulphuric acid— 
2,068,850—80. 

Norton Co., Quebec, Canada—Sili- 
con carbide abrasive—1,751,129—75. 


NPA To Guarantee 
Basic Materials Supplies 


NPA has announced that immediate 
action is being taken to guarantee sup 
plies of the three basic materials—steel, 
copper, and aluminum—to the manu- 
facturers of consumer durable goods 
who filed CMP applications by Au- 
gust 15. 

Up to now the guarantee of mate- 
rials by means of the CMP of the NPA 
had been applied only to military and 
defense-supporting production. Be- 
cause the total needs for materials far 
exceed supply, it is now felt by NPA 
that the guarantees of the controlled 
materials plan must now be extended 
to other manufacturers. 

NPA said that despite some tempo- 
rary difficulty because some manufac- 
turers have violated CMP regulations 
by not cancelling orders calling for 
more materials than thev are author- 
ized to use and others having placed 
duplicate orders, the Controlled Mate- 
rials Plan is already a success. 

Iwo reasons are cited for this: the 
fact that steel, copper and aluminum 
are being diverted to the production 
of military equipment and for such 
items as machine tools, freight cars 
and other goods needed to build a 
strong defense economy; and, the fact 
that the production of less essential 
commodities is declining. 





f~ wi te 
I can get it for || | can deliver the 


you in g yooh pump 

















Which distributor 
sells the pump? 


You can win new customers and please old ones 
by having pumps when they want them. Here’s how 
to do it: 

Order an initial stock of pumps from Goulds to- 
day. They will be delivered to you in a few weeks. 
As you sell pumps out of stock, reorder immediately 
—in that way you will always be ready to deliver on 
short notice. 

For advice on the most salable items to stock, for 
help in selling and merchandising, call your nearest 
Goulds Branch or write Pump Headquarters. 


STOCK THESE “ALL AROUND” GOULDS PUMPS 


Fig. 3769—Single stage Fig. 3640—Close-Cupld 
centrifugal centrifugal 





memeee 


Goulds branches in 
all principal cities. 


Self-priming centrifugal 
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INDUSTRIAL 
HOSE 
LAST LONGER 


For full information write for 
the Sherman industrial brass 
fittings catalog. 


AIR NOZZLES 


Several popular styles in solid brass. But- 
ton or lever operated valves, straight and 


angle patterns. 


BARREL FAUCETS 


Available in ground key and self-closing 
lever types. Precision made to high stand- 


ards. 


Solid brass handles. 


GOLD LABEL 
NOZZLES 


Finest nozzle made 
Heavy bronze construc- 
tion plus patented “non- 
rising” sleeve adds extra 
years of service. Finger- 
tip adjustment from mist 
spray to positive, leak- 
proof shut-off. 


Air Filter Manufacturers 
Feel No Material Shortage 


Manufacturers of air filters, used | 
largely in heating and _ ventilating | 
equipment and in motors, compressors | 
and engines, recently told the NPA | 
that they are not experiencing undue | 
difficulty in obtaining critical mate- 
rials or getting on mill schedules. 

A poll of the Air Filter Industry 
Advisory Committee, taken by NPA 
at the meeting, shows that the indus- | 
try as a whole is not encountering too 
many obstacles in meeting production 
schedules, although some inequalities | 
exist. 

NPA officials told the committee 
that prospects for fourth quarter allot- | 
ments of carbon steel, brass mill prod- | 
ucts and wire mill products appear to | 
be good, but that there would be diffi- | 
culty in obtaining foundry bronze and 
brass castings and certain alloy steels. | 

NPA also informed the committee 
that authorization of advance allot- 
ments of controlled materials would be 
made in the fourth quarter for use in 
the first three quarters of 1952. 

Commenting on trends in the pres- 
ent pattern of defense orders, com- 
mittee spokesmen said they were 
amazed at the magnitude of military 
orders in comparison with facilities 
to produce. One member cited a 
single military order that was larger | 
than his entire output of the product 
during the first six months of the year. 
The committee warned NPA that if 
this trend continues the industry will 
be compelled to expand greatly. 

The committee also emphasized the 
role it is playing in the national de- 
fense effort. Air filters are used not 
only in the ventilating and air-condi- 
tioning equipment of defense plants, 
foundries and commercial buildings, 
but also in production of steel and on 
airplane motors, tank engines, diesel 
engines of all types, and in naval and 
submarine equipment. Certain types 
of air filters are indispensable to hos- 
pitals and schools and also in the re- 
coverv of certain strategic materials. 

Philip B. Ekblom, of NPA’s general 
industrial equipment division, pre- 
sided. The following committee mem- 
bers attended: 

Rodger J. Clard, Air Filter Corp.; 
W. B. Watterson, Airmaze Corp.; 
Howard M. Fitch, American Air Filter 
Co., Inc.; Wm. K. Gregorv, Conti- 
nental Air Filter, Inc.; Lew Dollinger, 
Jr., Dollinger Corp.; F. X. Shea, The 
Farr Co.; R. R. Pryor, Glassflos Corp.; 
Cliff Rowlev, Owens-Corning Fiber- 
glass Co.; R. E. Onstad, Research 
Products Corp.; E. W. Meters, Jr., | 
Trion, Inc.; K. F. Russell, Vortox Co.; 
John G. Thompson, Westinghouse 
Electric Co. 





WHITNEY 
PUNCH KIT 


Handy in shop . . 
or on the job— 


This handy kit is shown holding the No. 4-B 
Tinner’s Punch. The box holds the punch 
firmly in place with no fear of displacement 
while carrying. The box also contains a metal 
rack that hold seven punches and dies. This 
handy kit is made of heavy gauge steel with 
hinged cover and is finished in baked green 
enamel. Just the thing to ship No. 4-8 
Punches to your customers. 


* Let us send you more details on 
this kit and on the complete line 
of W. A. WHITNEY Lever Punches. 
Send for catalog. 


W. A. WHITNEY MFG. CO. 


626 RACE ST. ROCKFORD, ILL. 





FEATURE and SELL 


Rubyfluid 


Liquid and Paste 
Soldering Flux 


Customers prefer Rubyfluid 
because it’s fast acting, eco 
nomical and so easy to use. 
Rubyfluid thoroughly conditions 
metal for a smooth, strong 
union—produces no harmful or 
objectional odors. 

Sell this “tested by use” 
soldering flux for customer sat- 
isfaction and more profits to 
you. 

For stainless steel — Sell 
Ruby’s Stainless Stee] Flux — 
perfected for that metal. 

FOR INFORMATION 
WRITE 
RUBY CHEMICAL CO. 
76 McDowell St., Columbus, Ohio 








—Rubyfluid_J 
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Rated Orders, Tight Supply 
Face Synthetic Resin Firms 


The impact of defense-rated orders 
under the controlled materials plan 
and the tight supply of some raw mate- 
rials are the principal problems facing 
their industry, the Protective Coatings 
Synthetic Resins Industry Advisory 
Committee recently told the NPA. 

The industry makes synthetic resins 
used in the manufacture of protective 
coatings such as paints, lacquers and 
can liners. 

NPA asked industry members to 
make weekly reports for a four-week 
period showing how much of their = 
production is being required to fill Ne ge ~~ 
rated orders. The purpose, NPA ex- %" to 1". 
plained, is to gauge the extent of these 
orders because NPA is considering re- 
moving chemicals from the applica- 
tion of most ratings if the CMP 
demand disrupts chemical distribution 
unduly. 

Regarding raw material used by the That’s right! Stanley Cold 
industry, NPA said the biggest prob- Chisels and Punches can take it. 
lem at the moment is in the supply of 
PON A. Noland of NPA's Chemical ee ne On ey Sapene 
Division presided at the meeting which ond handened, Gey've beet 
was attended by the following: enough for the toughest job, yet 

W. F. Whitescarver, American Be ae soft enough to file sharpen. 
Cyanamid Co.; R. E. Dodd, Durez as Chisels cut rivets, steel, concrete 
Plastics & Chemicals, Inc.; T. Jay —anything not tempered; 
France, France, Campbell & Darling; 

A. J. Wittenberg, A. J. Wittenberg 


Corp.; S. H. Baum, Reichbold Chemi- STAN LEY 8 

cals, Inc.; J. C. Knochel, Jones-Dabney Cold Ch el d Ru ch 

Co.; David H. Litter, Falk & Co.; H. iS san n 6S 
C. Cheetham, Rohm & Haas Co.; 
Howard Smith, Union Carbide & Car . : 
bon Corp.; and M. M. Gruber, U. S. Punches drive through mathine 
Industrial Chemicals, Inc. steel. Octagon shaped, won’t roll 
on flat surfaces. Black forge 
finish with polished head and 
Boron Steel May Prove bit. Made in a full range of types 
Ace In The Hole—NPA and sizes for every industrial 


Boron may prove to be an ace in ee seek. Lie er aay ee 
@) . < Punch. 5 point sizes, 4, . 
the hole that will help pull the United 5,6,8& 10/32" dia. they last longer, , poeta work 
States through a critical shortage of value. See your distributor. 
some alloying materials used in mak : Stanley Tools, New Britain, Conn. 
ing steel, the NPA said recently. — 
Unlike other alloying agents, most 
of which are imported, the sources of 
boron are close at hand and plentiful. 
It is extracted from borax, which 
abounds in the desert areas of the 
Southwest. 
A relative newcomer to the alloys, 
boron’s chief characteristic is its ability 
to make steel hard and tough to with- 
stand strains. It is expected to be used 
widely as a substitute for scarce nickel, THE TOOL BOX OF THE WORLD 
chromium, vanadium and molybde- 
num. 
American steelmakers have found | 
that boron steels can be used success- | 
fully in shafts, gears, bearings, machine | 
tools, tractors, axles and armor plate. Reg. U.S. Pat. Off. 
Many producers are experimenting HARDWARE + TOOLS + ELECTRIC TOOLS + STEEL STRAPPING - STEEL 


Forged from silicon manganese 
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is 


ALLIGA’ GATOR 


in Long Continuous Lengths for Conveyor Belts ... 
% Excellent for Package Conveyors, Portable Loaders, Trenching and Ditching 
Machines, etc. 


%& In canneries where corrosion or rust is a problem specify Alligator made 
of Monel. 


% For magnetic separators or anti-sparking specify Alligator made of Everdur, 
% Separable and smooth on both sides. 
% 12 sizes. For belts from 1/16” to 5/8” thick—and any width. 
Order from Your Supply House. Ask for Bulletin A-60 
FLEXIBLE STEEL LACING CO..,.4633 Lexington St., Chicago 44, Ill. 


JUST A HAMMER TO APPLY IT 





rapidly —— with diacro 


An example of large 
radius —_— 


At last—a PRODUCTION BENDER that 
“BENDS THEM ALL” — tubing — angle — 
channel—extrusions—moulding—strip stock— 
bus bars—and of course, all types of solid ma- 
terials. U-Bolts and Eye-Bolts are just two ex- 
amples of the shapes that can be rapidly pro- 
duced in one operation with this hydraulic 
power bender. 


The DI-ACRO HYDRA-POWER BENDER 

can be easily set up in your customer's plant 
for a great variety of forming operations, or it 
can be delivered completely tooled for speedy 
production of a specialized part. Our ads say— 
Investigate this universal machine before you 
buy any “single purpose” bender. 


NEW SALES AND PROFITS FOR YOU 


The new DI-ACRO HYDRA-POWER BENDER is being widely advertised— 
the interest ic has aroused shows it fills a real need. Send for our catalog— 


Bzet the sales points—cturn them into new orders! 


DI-ACRO is pronounced “DIE-ACK-RO” 


seo ONEIL-IRWIN mec. co. 


“ess Sonn 312 8th Avenue, Lake City, Minnesota 
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with boron steels in other products, 
and the list of items made with boron 
is expected to grow as metallurgical 
technics improve. 

Alloys are used in steels to make 
them hard, heat-resistant under heavy 
loads and corrosion-resistant. Boron 
steel’s hardness, is an accepted fact. 
Certain forms of it can resist very high 
temperatures, too, but it has a brittle 
quality that makes it of doubtful value 
in standing up under combinations of 
temperature and strain. It is not ex 
pected to be useful in corrosion resist 
ance, 

America’s formal acquaintance with 
boron steel began in 1921, when a 
German concern applied for a U. S. 
patent. But it was not until World 
War II that boron steel really gradu- 
ated from the metallurgical laboratory 
to the roaring furnaces of commercial 
steel producers. During the wartime 
period, boron steel was used largely 
for armor plate and a variety of vehicu- 
lar applications. 

NPA said that nearly 90 percent of 
the drop wire used to connect sub- 
scribers’ telephones to the main tele- 
phone lines is at present of the copper- 
steel type. NPA estimated that if the 
remaining 10 percent of this wire were 
copper- steel, there would be an annual 
saving of 1,200,000 Ib. of copper and 

25,000 Ib. of tin, not counting rubber 
and cotton savings. 

Steel manufacturers are promoting 
the use of clad steel in the interests of 
conservation. Clad steel, developed 
originally to resist corrosion, contains 
less critical alloys than stainless steel 
and saves up to 90 percent of critical 
materials. 

One tin can manufacturer has de- 
veloped a process to take the tin out 
of cans completely. 

NPA said that U. S. industries, in 
the face of critical shortages, are using 
their inventiveness and ingenuity to 
find ways of overcoming them to keep 
the national economy operating at 
high levels. 


Steel Output To Improve 
In Fourth Quarter—NPA 


Manufacturers of dust collection 
equipment, used to recover scarce stra- 
tegic materials and to provide health- 
ier plant working conditions, were ad- 
vised recently by the NPA that steel 
output is expected to improve in the 
fourth quarter, thus aiding mill pro- 
duction schedules. 

NPA officials told the committee 
that this “better balance”’ in steel pro- 
duction would result from: 

1. Increased efficiency in the oper- 
ation of the Controlled Materials Plan. 

2. Inauguration of a production di- 








rectory system now being prepared by 
NPA’s iron and steel division. 

These two factors should help open 
up mill schedules and increase pro- 
duction, NPA said. The agency 
warned, however, that difficulties 
might develop if the iron and steel 
scrap supply continues critically tight. 

I'he committee emphasized the basic 
role which the industry is playing in 
the national mobilization effort. The 
industry manufactures equipment 
which removes dust particles, gases 
and other fumes from the air, thus 
creating healthier and safer working 
conditions in heavy industrial plants 
and factories. 

Dust collection machinery is vital 
to the recovery of such strategic mate- 
rials as nickel, copper, lead and zinc. 
Other types of equipment protect 
land, vegetation and cattle from con- 
tamination by gases, ashes and fumes 
from factory stacks and chimneys. 

NPA advised the committee that 
NPA plans to authorize advance allot- 
ments of controlled materials in the 
fourth quarter for use in each of the 
first three quarters of 1952. 

Philip B. Ekblom, of NPA’s Gen- 
eral Industrial Equipment Division, 
presided. 

These committee members _at- 
tended: E. H. R. Pegg, The Aerotec 
Corp.; Howard M. Fitch, American 
Air Filter Co., Inc.; J. A. McBride, 
Buell Engineering Co., Inc.; Edward 
Salner, Koppers Co., Inc.; C. E. 
Beaver, Research Corp; C. B. 
Schneible, Claude B. Schneible Co.; 
Edward J. Girk, Torit Manufacturer 
Co.; and Richard O'Mara, Western 
Precipitation Co. 


Motor Manufacturers Bound 
By Material Allotments 


Manufacturers will be able to pro- 
duce sufficient electric motors for de- 
fense and defense-supporting needs 
only if their future allotments of con- 
trolled materials are increased, the 
1-500 Horsepower Motor and Genera- 
tor Industry Advisory Committee said 
recently at a meeting with the NPA. 

Eighty-five to 90. percent of the 
orders they have on hand are defense- 
tated, and the number of rated orders 
they are asked to accept is steadily 
increasing, industry representatives 
said. 

On the other hand, they pointed 
out, materials allotments for electric 
motor manufacturers during the 
fourth quarter are expected to total 
approximately the same as in the third 
quarter. 

NPA said it recognizes the serious- 
ness of the situation and is consider- 
ing the industry’s problems. However, 
officials pointed out, other industries 


WESTON (i2dabi, 
ALL- METAL THERMOMETERS 


—AVAILABLE IN TH 


ESE 3 TYPES 


All-metal dial types with stainless 
steel stems, in straight and angle 
forms. Scale lengths 3”—6” and 9”, 
with stems from 24%” to 72”. Avail- 
able as testing thermometers, and for 
general purpose and heavy duty service. 
Ranges from —100 to +1000°F. All- 
metal construction prevents breakage, 
assures dependable accuracy for longer 
periods. 


CONTACT MAKING THERMOMETERS 


Combines the features of the all-metal in-- 
dicating thermometer with an alarm or; 
control device. Has adjustable contact arm 
mounted in the glass and bezel. Supplied 
to make contact on increasing or decreas- 








Literature describing Weston ail-metal, as 
well as electrical and glass thermometers, 
sent on request. WESTON Electrical Instru- 
ment Corporation, 602 Frelinghuysen Ave- 
nue, Newark 5, New Jersey ... manufacturers 
of Weston and TAGliabue instruments. 
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ing temperatures. Has positive magnetic 
type contacts. Contact rating .. . 100 ma 
at 110 volts a-c; 50 ma at 110 volts d-c. 
Stem lengths 242” to 24”, 


MAX-MIN® THERMOMETERS 
Equipped with a manually set red index 
which moves up or down scale with 
pointer, remaining at extreme tempera- 
ature reached until reset. Thus one 
reading gives present temperature, 
and maximum or minimum reached 
since last reading. Available in scale 
lengths of 6” and 9”—stem lengths 

2%" to 24”. 





Favored by 


ralekaallalomieted | 
builders 


Lowell on 


REVERSIBLE RATCHET WRENCHES 


T ese wrencnes may de q Cc Y reversed 
1 the fo Me) Mb ial dle keeping 
nds from hazardous positions. This 
ty fe ature, the wrenches 5 TaloLialne) 
alee 2-10 lalale| ideltie 


made fr 


LOWELL WRENCH Co. 


WORCESTER 8, MASS 











GOOD METAL PLUS KNOW-HOW 


Do you get less than a year’s per- 
formance from your babbitted bear- 
ings? If so we can help you improve 
performance and reduce costs. Not 
only do we have the proper grade for 
your application but Magnolia repre- 
sentatives have the helpful know-how 
you may need too. Your postal re- 
quest will bring a Magnolia represen- 
tative to your plant or the recommen- 
dation of our Engineering Department 
by letter, whichever you prefer. 





F IER 


L COMPANY 


E zak n 


MAGNOLIA META 


W 
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| are similarly faced with acute steel, 
| copper and aluminum shortages. 


The industry pointed out that heavy 


| equipment expansion programs being 


supported by NPA depend largely on 
electric motors for power. Without 


| adequate motor supplies, these de- 


fense and supporting industries cannot 
function, committee members said. 
They said electric motor manufac- 
turers will have to reschedule the or- 
ders on their books. They added that 


| delivery dates may be delayed an aver- 


age of two or three months. 
The committee cited a survey show- 


| ing that while electrical equipment 


represented two percent of American 
industrial equipment produced in 


| 1939, this percentage has now grown 
| to four percent. 


S. H. Keller and B. W. Clark, of 


| NPA’s Electrical Equipment Division, 


presided. The following committee 
members attended: 

J. W. Allis, Louis Allis Co.; J. D. 
Greensward, Allis Chalmers Mfg. Co.; 
S. A. Brown, Brown-Brockmeyer Co, 
C. O. Hedges, Century Electric Co,; 
P. A. Pizza, Continental Electric Co.; 
W. H. Henry, General Electric Co.; 
E. B. Brownell, Kurz & Root Co,; 


| W.R. Clements, Master Electric Co.; 
| E. E. Helm, Reliance Electric & Eng. 
| Co.; F. M. Mason, U. S. Electrical 
| Motors, Inc.; L. J. Santen, B. A. 
| Wesche Co.; and A. H. Heywood, 
| Westinghouse Electrie Corp. 


| Warehouse Shortages Impede 


Pneumatic Tool Industry 


The only major difficulty the port- 
able pneumatic tool industry has ex- 
perienced under CMP is in buying 
small quantities of special steels from 
warehouses. According to the Port- 
able Pneumatic Tool Industry Advis- 
ory Committee, warehouse inventories 
have become depleted and orders 
which used to be filled from stock are 
now being passed back to steel mills 
with consequent delays. 

NPA assured the industry repre- 
sentatives at a recent meeting, that 
as operation of CMP _ becomes 
smoother, this problem of warehouse 
shortages would work itself out. In 
the meantime, if production is delayed 
because of warehouse dislocations, 
NPA promised spot assistance to 
manufacturers of portable pneumatic 
tools. 

A backlog of from three to six 
months production was reported with 
the industry generally operating on a 
two-shift basis. 

Herbert Newman, of NPA’s Metal- 
working Machinery Division presided, 
with the following committee mem- 
bers attending: 

R. W. Morrison, ARO Equipment 





Co., Bryan, Ohio; H. O. Gummere, 
Buckeye Tools Corp., Dayton, Ohio; 
T. P. Harris, Chicago Pneumatic Tool 
Co., New York, N. Y.; E. V. Erick- 
son, Keller Tool Co., Grand Haven, 
Mich.; James Sturrock, Master Pneu- 
matic Tool Co., Cleveland, Ohio; 
C. R. Elliot, Cleco Division, Reed- 
Roller Bit Co., Houston, Texas; and 
H. P. Bailey, Rotor Tool Co., Cleve- 
land, Ohio. 


Improved Pamphlet Released 
On Brazing Techniques 


A technical pamphlet, “Increased 
Production Through Improved Braz- 
ing Techniques,” issued by NPA, will 
be of interest to carbides salesmen. 

The pamphlet, one of a series of 
defense production aids intended to 
help the small manufacturer during 
the national emergency, deals with the 
advantages of joining components as 
against one-piecing machining, im- 
proved brazing methods and materials, 
and the selection of the proper brazing 
materials. 

The pamphlet explains how the 
adoption of brazing techniques can 
result in marked savings in production 
costs and materials. It points out 
that the final units last longer, have 
less weight and look better. 

Instead of machine shop manufac- 
ture of complicated workpieces out of 
one solid piece of metal or casting 
them in a foundry as a complicated 
unit, the component parts are pre- 
formed and then united by brazing. 


Lead Lack To Curtail 
White Paint Production 


The total requirements for lead are 
almost three times the supply, accord- 
ing to NPA, which has warned pro- 
ducers of white pigments, used in 
making white paint, that they will 
not be able to get all the lead they 
want. 

The lead shortage has been made 
more acute by a drop in imports 
because of a difference in foreign and 
American prices. 

Regarding zinc pigments, NPA said | 
the industry has reported no prob- | 
lems, nor was difficulty reported in | 
getting enough titanium dioxide to | 
meet white pigment needs. 

Because of consumer durable goods | 
coming under CMP, it is expected 
that the rated demands for white pig- 
ment would increase greatly, thereby 
disrupting normal distribution. 





A London stenographer, with a 
year's experience, receives about $15 
a week. 





get all these extra features 


Holds bigger work more securely. Has greater capacity due 
to all-steel slide, guaranteed not to fail. 


Steel-screw enclosed, fully protected. 


Stands heaviest blows: jaw inserts fit on shoulder. 
Screws take no shock. 


One-piece non-pinching type handle. 
Full 360° swivel base. 


Minimum backlash; longer, stronger vise nut lasts indefinitely. 


NOGA © bo = 


Easier lubrication due to outside retainer. 


Vises are not alike! Only Desmond-Simplex Heavy Duty Vises 
give you all these convenient, time-saving features. Best of all, 
you pay no premium. So there's every reason to make your next 
vise a Desmond-Simplex. Order from your industrial distributor 
. . « The Desmond-Stephon Mfg. Co., Urbana, Ohio. 


but you pay 
Desmond 


SIMPLEX :'':: VISES 
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SOLID STEEL COLLARS 
with 
UNBRAKO 
Self-Locking 
HOLLOW SET SCREWS 


Used 
Profitably... 


by manufacturers of such 
widely diversified prod- 
ucts as lawn mowers, 
food machinery, textile 
machinery, juke boxes, 
snow plows, conveyors, 
air compressors, agricul- 
tural machinery, electric 
fans, bottling machines, 
and dozens of others. 


Precision machined 
from solid bar stock in 42 
stock sizes for shafts from 
3/16” to 3’’ diameters 
inclusive. 


Write for prices 


-SPS- 


STANDARD PRESSED STEEL CO. 
JENKINTOWN 13, 





PENNSYLVANIA 


FLEXIBLE HOSE is kept on shop- 
made rack at Holley-Edwards Sales, 
Inc., Jacksonville, Fla. Manager Rob 
ert Shafer, right, checks material with 
Wynburn Flynn 


Industrial Tape Corp. 
Relocates in Chicago 


\ rapid growth of business through 
out the middle west has led the In 
dustrial Tape Corp., producer of Tex 
cel and Permacel pressure sensitive 
tapes, to relocate and increase the 
amount ef its warehouse space in Chi 
cago 

Ihe new Chicago warehouse, lo 
cated in the Commerce Mart at 25] 
315 Fast Grand Ave., provides +0 
percent more space for larger inven 
tories and has modern truck loading 
docks and a 10-car rail siding 

Main plant of the corporation, a 
subsidiarv of Johnson & Johnson, is at 


New Brunswick, N. J. 


COMPLETED SALE gives Al De- 
Armand, salesman, Hallidie Machinery 
Co., Seattle, Wash., something to feel 
pleased about 
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SPROUT-WALDRON’S 





REASONS 
why it's 

GOOD BUSINESS to SELL 
Bett Saver PULLEYS 


I— Due to exclusive cone and wing design, 
no abrasive materials or sharp lumps 
can lodge between pulley and bell. 

2—Belt life is increased because this self- 
cleaning feature eliminates any 


stretching or gouging of elevator or 
conveyor belt, 


B— Loose material flows away from the 
belt and dribbles out harmlessly ot 
pulley hubs. 


4—Rounded ends and smooth chamfered 
edges of vanes or “wings” do not 
wear or abrade belt. 


&—Pulley “wings” are so spaced that belt 
flexes naturally and without strain. 


G—Belt life is greatly lengthened. Users’ 
reports range from 25% to 400%. 


7—Interchangeable with solid pulleys. 
@—Easy to install. 


9—Recommended by leading manufactur. 
ers of conveyor belts and by hun- 
dreds of users. 
10—Sales build customer goodwill and 
bring repeat business. 


Available in diameter sizes 
ranging from 6" to 40” 


Sprout -Waldron's “ Blue 

Face’ Pulleys are othe 

profit builders. Send for Bulletin 33 

Write today to Sprout, Waldron & Co 
3 Waldron Street, Muncy, Penna 








FAITHFUL EMPLOYEE John Kline and his wife are presented with a two week 
vacation in Atlantic City by W. W. Weaver, president of Buch Mfg. Co., Elizabeth 
town, Pa. Mr. Kline is still active after 53 years with the company 


SEVEN VETERANS with over thirty years’ service are honored at testimonial 
dinner. W. W. Weaver, president, commends Daniel Harley; Daniel Zerphey; Aaron 
Moyer; Sol Becker; Harry Eshenbaugh; Edward Belser; and John Kline 





Gates Rubber Co. Opens 
New Decatur Warehouse 


Rubber Co. has opened a 
new warehouse in Decatur, Ga., at 
3665 E. Ponce de Leon Ave., with an 
open house that drew many visiting 
officials from headquarters in Denver, 
Colo 

(Among those greeting local public 
ind business leaders were Edward ] 
lesdell, vice president in charge of 
mechanical sales; L. L. Carroll, indus- 
trial division sales manager; Harry 
Naylor, chief engineer who super- 
vised construction of the new build- 
ing; G. W. Liljestrom, vice president 


Gates 


in charge of distribution, and R. L. 
Crock, warehouse division manager. 

According to Mr. Liljestrom, the 
industrial growth of the Southeast, 
center in the Atlanta area, has made 
the new warehouse necessary. 

Ihe new $250,000 single-story 
building will provide about 40,000 
sq. ft. of floor space. All materials 
will be palletized in the warchouse to 
facilitate handling for quick delivery. 
All sales and clerical offices of the 
company will be centralized in the 
new warehouse. 

J. R. Luzader is district sales man- 
ager and C. FE. Hyde is manager of 
the warehouse division 





EXTENSION of present factory and storage buildings has been begun by the Bay 
State Abrasive Products Co., Westboro, Mass. 
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Modern Catalog 
For An 
Outstanding 
Industrial 
Supply 
Distributor 


This catalog contains MODERN 

features, typical of only Weinberg 

& McKee catalogs, a few of 

which are as follows: 

®@ Prices of tools made of high 
speed steel are printed in red 
ink. 

®@ Manufacturers’ trade-marks are 
reproduced in headings of well- 
known products. 

®@ Pages have a dividing rule be- 
tween the columns for more 
effective presentation. 

Be certain that your next catalog 

will be MODERN in every detail! 
. order it from Weinberg and 

McKee. Complete information 

gladly given . . . without obli- 

gation. 


WEINBERG & McKEE, Inc. 


600 W. JACKSON BLVD. 
CHICAGO 6, ILLINOIS 
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BRUSHES and BROOMS 


ALL SEASONS 
ARE SALES SEASONS 


Present industrial production indicates a 
need for more and more maintenance 
equipment. This is your opportunity — 
CAPITAL Industrial Brushes and Brooms 
are made of fine material, especially con- 
structed and they give long-time, economi- 
cal service. You can supply just the right 
type of equipment for a given job from this 
complete line. There is no end to sales 
opportunity and we urge users to buy thru 
their local distributors. 
MARKETS . . Pisin on otion Plants 
Pa-er Mills d and Building Contractors .. . 

is... Public Buildings . .. 


ools 
Packing Plants 


INDIANAPOLIS BRUSH AND BROOM MFG. CO. 


Corner Brush and Broom Streets Est. 1890 Indianapolis 7, Indiana 


Railroads 
Airpor.s, et 











CONGRESS LUBRALIFE 
PILLOW BLOCKS 


Self-aligning 


and perma- 
nently lubricated sponge 
iron section acts as a wick 
lubricating the shaft by 
capillary action. Flange type 
pillow blocks also available. 


TYPE A Write for details. 


SHEAVES AND V-BELTS 


FRACTIONAL 
and 
MULTIPLE 
HORSE POWER 


WRITE FOR CATALOG 


CONGRESS DRIVES DIVISION 


TANN CORPORATION 
World's Largest Manufacturer of FPH Pulleys 


3750 East Outer Drive ° Detroit 34, Michigan 
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NPA Assures Flow 
Of Brass To Distributors 


The NPA acted recently to assure a 
flow of brass mill products to the na- 
tion’s distributors sufficient to assist 
them in maintaining inventories at 
workable levels. 

NPA said that, because of a threat- 
ened serious breakdown in the system 
by which brass mill products are dis- 
tributed, it was necessary to issue 
order M-82 to establish procedures to 
protect that important segment of the 
economy. 

It is a normal function of distribu- 
tors of brass mill products to main- 
tain warehouses from which to serve 
the needs of local industries which 
require supplies usually in smaller 
than mill quantity. 

Maintenance of stocks by warehouse 
provides a convenient local source 
of materials for many manufacturers 
who fabricate the brass mill products 
into thousands of other items. It also 
reduces the time in which the manu- 
facturer can obtain his supplies. 

NPA said that if a small user of 
brass mill products were to place an 
order on a brass mill, the order would 
have to be “basketed” with many 
others to make a mill run economically 
feasible. The warehousing system, 
therefore, is vitally important to both 
mills and end-product manufacturers, 
with special benefits accruing to small 
enterprise. 

On and after Sept. 1, 1951, a dis- 
tributor of brass mill products may 
replace his inventory by using the 
allotment symbol “X6” to replace 
products by weight which were de- 
livered in the preceding month to 
fill DO and authorized controlled ma- 
terial orders. 

A delivery order bearing the symbol 
and properly certified will constitute 
an authorized controlled materials 
order for all purposes of CMP regula- 
tions. 

Any order for brass mill products 
placed by a distributor and rated X6 
must contain a certification in sub- 
stantially this form: “Certified under 
CMP Regulation No. 1 and NPA 
Order M-82.” The certification will 
represent to the supplier and to NPA 
that the purchaser is authorized to 
place an authorized controlled ma- 
terial (ACM) order. 

\ distributor whose inventory (by 
weight) on the last business dav of 
the month is less than his average 
monthly inventory by weight during 
the base period (Jan. 1, 1947 to June 
30, 1950) may place an X6 order on 
a brass mill for five percent of the 
difference. The total weight of all 
orders designated X6 placed in any 
one month cannot, however, exceed 





150 percent of the average monthly 
weight of his base period deliveries. 

NPAI pointed out that it is impor- 
tant for a distributor to note that, in 
determining average monthly inven- 
tory during the base period, or aver- 
age monthly deliveries of brass mill 
products during the period, he may 
exclude any months when he was not 
engaged in the business of distribut- 
ing brass mill products. 

Limitations on acceptance of X6 
orders by brass mills also is a notable 
feature of Order M-82. A brass mill 
is not required to accept an X6 order 
from any distributor who was not a 

urchaser from the mill during the 
~ period, or an X6 order for any 
item of brass mill products not pur- 
chased by him from the mill during 
the base period. 

Where a distributor finds he 
is unable to place an order bearing 
allotment symbol X6 because of this 
limitation, he should notify NPA, 
naming the brass mills that refused 
to accept his order. NPA then will 
assist him in locating a source of sup- 
ply. 

As defined in the warehouse order 
an “item” of brass mill products is 
a particular product of one given 
dimension (except length), shape, 
temper, alloy or finish. Brass mill 
products are copper and copperbase 
alloys in the following forms: sheet, 
plate, strip (flat or coils), rod, bar, 
shapes, wire (except copper wire mill 
products) and also seamless tube and 
pipe. 

Limitations also are established on 
acceptance of orders for brass mill 
products by distributors. A distributor 
is not required to accept rated orders 
for any item in excess of 500 pounds 
or one-half of his inventory of that 
item, whichever is less, unless other- 
wise directed by NPA, and he may 
not accept orders for more than 2,000 
Ib. of any item, without written NPA 
approval. 

Distributors are permitted to ac- 
cept an order for brass mill products 
for direct shipment from the mill to 
the customer if the order is acceptable 
to the mill. In such an event, the dis- 
tributor generally is considered to be 
acting as an agent of the mill. 

Inventory limitations also are es- 
tablished for distributors. Delivery 
of brass mill products by domestic 
brass mills may not be accepted by a 
distributor if his inventory is, or would 
become, larger than his average 
monthly base period inventory or 
larger than a minimum practicable 
working inventory, whichever is less. 

NPA said this order supplants for 
distributors of brass mill products the 
present provision for placing certi- 
fied orders contained in Direction 1 
to NPA Order M-11. 


- Distributor / eonitt 
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ETTCO TOOL CO., INC. - 600 Johnson Avenue - Brooklyn 6, N. Y. 
Manufacturers of the famous Ettco-Emrick Drilling and Tapping Line 











1952 ADVERTISING PLANS STRESS 
INCREASED SUPPORT FOR DEALERS 


Pas AB <e 


New Tapping Machines 
Spur “Extra” Sales 


Record defense and peacetime 
production is creating a big demand 
for faster, more economical tapping 
methods. These two new Ettco- 
Emrick tapping machines are just 
the answer. One is foot or air oper- 
ated. The other is for electric-air 
operation. They produce outstanding 
results, especially when used with 
Ettco-Emrick multiple heads and 
tapping attachments. 

By introducing these machines to 
their customers, dealers have the op- 
portunity of developing many “ex- 
tra” sales, because they sell not only 
the machine, but a variety of multi- 
ple heads, fixtures and tapping at- 
tachments as well 





WORTH MORE... THAT'S WHY | 
THEY'RE WORTH WAITING FOR 


Extra demand for Ettco-Emrick 
equipment has resulted in a few 
temporary delays in shipments. 
Ettco is doing everything pos- 
sible to alleviate the situation. 
Production is running at top ca- 
pacity and additional factory 
space is being built. In the mean- 
time, full assurance is given that 
Ettco will continue to conform to 
the high precision standards and 

uality construction for which 








these tools are noted. 
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Mailing Pieces, Ads 
and Bulletins 
ready for use 


Ettco’s ‘buy through your 
distributor” policy is getting a 
big boost in 1952 according to 
plans mapped out for 1952 by 
Melvin Emrick, Ettco’s presi- 
dent. In addition to the regular 
trade paper advertising, a care- 
fully planned direct mail and dis- 
tributor advertising campaign 
has been planned to assist dealers 
in selling Ettco-Emrick tapping 
and drilling equipment. 

This fall, attractive self-mail- 
ers and ads are going out to all 
Ettco-Emrick dealers. This sales 
promotion material, imprinted 
with the dealer’s name and ad- 
dress, is available without charge 
in any desired quantity. 

Backing up this advertising is 
Ettco’s continuing policy of close 
factory cooperation and assist- 
ance to dealers in the application 
of any Ettco-Emrick equipment 
to specific drilling and tapping 
jobs. 

“We have always claimed that 
Ettco-Emrick equipment is a 
profitable money-making line to 
handle,” states Mr. Emrick. “To 
prove it we’re going all out this 
coming year to give our distribu- 
tor plenty of extra sales ammuni- 
tion. We expect 1952 to be a ban- 
ner year for our distributors.” 


263 





WEED 
TO SEARCH 


FOR A SAW SUPPLY 


We have all types of top quality 
circular saws available for imme 
diate shipment. In less than a week 
we can satisfy your requirements 
For your benefit we maintain a 
stockpile of BLADE Brand circular 
saws to meet your every need! If 
you are having trouble filling or 
ders for saws, a word tous... by 
letter, by wire or by ‘phone will 
be sufficient. 

And don't forget BLADE Brand cir- 
cular saws not only give you the 
highest quality, customer satisfying 
product but also better discounts 


Write for the new BLADE catalog 
price list and discounts 


FOR FAST SERVICE —CALL US! 


STYLE 
Rip, Cut-Off 
Combination & 


909 W. 3rd Ave 
Columbus 12, Ohio 


BOWLING TEAM of W. P. & R. S. Mars Co., Duluth, Minn., consists of (stand- 
ing) Alexander McDonald, Richard M. McBride, Edward P. Voloshik, Robert F. 
Petoletti; seated) Robert S. Male, Harold G. Brown, Dale E. Miller, and Kermit 


R. Peterson 





Millionth Auto Death 
Due In December 


According to estimates of the Na- 
tional Safety Council, Chicago, IIL, 
the one millionth motor vehicle death 
is due in December, 1951. If fatali- 
ties continue at the present. annual 
rate, the two millionth trafic death 
will occur in the next 30 years, as com 
pared to more than 50 years for the 
first million. 

The council has started a concen 
trated campaign in an effort to post 
pone the millionth death as long as 
possible. Among statistics released in 
an effort to make the American public 
safety-conscious are: 

One out of two persons now living 
in this country has been or will be 
injured in a motor vehicle accident 
before he dies . . . unless the present 
rate is greatly reduced. 

Trafic accidents were the number 
one accident killer in 1950, with a 
toll of 35,000 victims. 

The total number killed in all nine 


American wars through May 1951 was 
532,695, while: 

979,700 Americans were killed in 
motor vehicle accidents through May, 
1951. 

“But even more shocking than the 
toll,” said Ned H. Dearborm, president 
of the National Safety Council, “‘is 
the inescapable fact that few Ameri- 
cans feel any real personal concern. 
As their fellows perish about them, 
they look on with a detachment and 
complacency that is difficult to under- 
stand or alter.” 


Worthington Pump 
Opens Harrisburg Office 


Worthington Pump & Machinery 
Corp., Harrison, N. J., has opened a 
branch office in Harrisburg, Pa., at 
506 Hall Building, 2nd and Locust 
Sts. 

The new office will be in charge of 
A. L. Mays and will be a branch of 
Worthington’s Philadelphia, _Pa., 
office. 





NEW HOME of the Hy-Pro Tool Co., a subsidiary of the Continental Screw Co., 
New Bedford, Mass., contains more than a full acre of floor space. 
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Business Volume Continues; 
Economy Balance Betters 


Only one thing new has been added | 
to the generally cheerful business out- | 


look and it is really not new at all. 
It is that the Russians are again step- 
ping up their menacing gestures and 
tossing of intimations that, instead of 
pursuing a “peace offensive,” they 
may be planning to use the fall sea- 
son (crops in, ground dry to make 
good going for armored equipment, 
etc.) for a major military offensive. 

If such an offensive were launched 
there would, of course, cease to be 
anything properly designated as a 
business outlook. All we would have 
is a military outlook. If, however, the 
fighting continues to be divided be- 
tween the verbal arena and outlying 
battlefields the prospect continues to 
be that (1) the general volume of 
business will continue at a high level 
well into 1952, (2) the economy will 
continue to work back toward a bet- 
ter balance than it has had recently 
and (3) the cost of living will not go 
up very much over the period in ques- 
tion. 


Pure Moonshine 


Regardless of whether this expecta- 


tion of a relatively stable cost of liv- | 


ing in the months ahead is fulfilled, 
you may be sure that the government 
price controllers who are telling you 
precisely how much the cost of living 
is going up because Congress reduced 
some of their powers renewing the 
Defense Production Act, are purvey- 
ing unadulterated moonshine. Econ- 
omists cannot be as precise about 


what happened last month as these | 


characters would have you believe 
they can be about what is going to 
happen a year into a most uncertain 
future. 


If the Russians soon hit a new high 


in the machine gesture department, 


one effect might be to push through | 


prompt Congressional approval of an 
increase in the Air Force from 95 to 
somewhere in the neighborhood of 
150 wings. But, any such expansion 
would affect the longer range busi- 
ness outlook rather than that for the 
months ahead. In expanding our Air 
Force we are already pressing right 
on the outside limits of possibility. 
So the authorization of more air 
wings would tend to mean a longer 


rather than a bigger effort in that 


line. 

There is, of course, the other possi- 
bility that the Russians, acting the 
way most Russian novels would lead 
you to believe Russians act, will re- 
verse the field again quickly and start 
plugging the peace line harder than | 
ever. If they do, won’t we respond | 


Less “Elbow Grease’ Needed Because 


DARTS 


are DROP-TIGHT! 


itm LCL Ue us 





You don’t have to be a “muscle man” to tighten a 

Dart — they're drop-tight without excessive 
wrenching. That’s one reason why they can be used over and over 
again. 

Darts /ast longer because both seats are non-corrosive bronze for 
resilience and peak protection against corrosion and pitting. What's 
more, both seats are precision machined then spherically ground to a true 
ball joint. 

Last, the nut and both ends of a Dart are practically indestructible. 
They're made from high test, air-refined malleable iron. 

Because they’re grief-proof in the jobs 
they do — Darts give MORE for your union 
money. 


\ 


i” 


mn \ 


DART UNION COMPANY 
Providence 5, Rhode island 
The Fairbanks Co.— Distributors 
Boston New York Pittsburgh UNIONS 
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ARMSTR® 


GEAR and 


off of she 
or breakage’ 
improved 
easy to set 
the harder 
the grip. 
12 types, 
3-arm, sta or 


if 
STEELGRIP + 


G-BRAY 


(EEL PULLERS 


i the tighter 


izes — 2-arm, 
and special 


ARMSTRONG-BRAY & CO. 


5356 NORTHWEST HIGHWAY 
CHICAGO 30, U.S.A. 











A PROFITABLE MARKET FROM 
MEDIUM, SMALL, and OCCASIONAL 


DIAMOND 
DRESSING TOOLS 


Make us your supply house for Diamond Tools—get 
the advantage of immediate service with liberal dis- 
counts. We can always fill your orders promptly from 
our large stocks for those medium, small, and occasional 
users of Diamond Tools—no need to keep stocks on 
hand. 


We are interested in hearing from authorized distribu- 
tors to represent the Mill Supply Diamond Tool line. 
Our tools are set by a powdered metal method and 
the setting is guaranteed to hold—the diamonds are 
of quality African stock—individually selected for each 
tool, and conform to the highest standards of precision 
manufacture 


Our catalog folder should be in your file 
and in your salesmen’s books . . . send 
for it. 


MILL SUPPLY DIAMOND TOOL CO. 


416A Stephenson Bidg. Detroit 2, Michigan 
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by dragging our feet on the mobiliza- 
tion program, and thus introduce a 
marked let-down in business? As we 
have previously indicated, we don’t 
think it will happen in any degree 
sufficient to slow up the pace of gen- 
eral economic activity very much in 
the period immediately ahead. 

In this connection what will prob- 
ably come to be known historically as 
Keezer’s law is relevant. As usually 
formulated the law is that the stabil- 
ity of business plans for investment 
in new industrial plant and equip- 
ment tends to vary in direct propor- 
tion to the number of vice-presidents 
who must initial a change. To get 
present plans for new industrial plant 
and equipment unravelled many vice- 
presidents and myriads of bureaucrats 
must initial the change. So far as the 
bureaucrats are concerned, the same 
thing is true of defense mobilization 
expenditures generally—a fact which 
gives them an important degree of 
stability. 

As matters stand (or more exactly 
as they spin along—they never stand) 
there are two powerful elements of 
buoyancy in the economy, and a less 
powerful assortment of drags on it. 
The drags are generally covered by the 
blanket tag of too much inventory, a 
relatively bland way of saying that a 
lot of sales forecasts were too opti- 
mistic. 

The buoyant elements are federal 
expenditures for defense mobilization, 
and industry’s program for invest- 
ment in new plant and equipment 
which goes along with it. Material 
shortages (notably of structural steel) 
will slow up the new plant and equip- 
ment program later this year and 
push it over into next year (a good 
thing) but not enough to change its 
status as a key contributor to the high 
level of business activity which con- 
tinued. 


Regaining Balance 


The wares for which production 
overshot the immediate market de- 
mand range all the way from some 
kinds of automobiles and television 
sets to hand towels. In varying pro- 
portions, the cumbersome inventories 
are piled up all along the line from 
the manufacturer to the corer store. 
But, starting logically enough at the 
retail level, they are gradually being 
worked off. Moreover, all things are 
relative. As sales pick up, inven- 
tories will not seem so large. The 
present prospect is that by late fall 
most of the inventories will be 
through giving any great pain to their 
possessors. As this state of affairs 
emerges, the nation’s production ma- 
chine will progressively regain a bal 
ance which it lost when industries 








such as those producing textiles and 
television sets slid into the doldrums 
while the capital goods industries con 
tinued to enjoy a super-boom. 
Helping speed the process of get- 
ting rid of excessively large inven- 
tories is the increase in disposable in- 
come (i.e. income in the hands of 
consumers after taxes) which con S$ T E E L CA B L - 


tinues at an imposing rate. With wage 


increases making a major contribu ’ 
tion to the process, disposable income : . 
is expected to increase from an an oat 


nual rate of about $220 billion in the 


first half of 1951 to at least $230 bi | ALWAYS A GOOD PERFORMANCE «- att 


lion by the second quarter of next 

<= ""°" | IN SERVICE AND IN SALES 
If something happens to give the 

consuming public a special urge to 

convert its increasing money income : : o 

into goods—something comparable to , ® Browning Steel Cable Grip- 

the Chinese entry into the Korean belts are much stronger than : ; re. ; 

war—what now looks like the prob ordinary belts and will safely nor efficiency. This is your answer to in- 

lems of excessive inventory can ¢afry heavier loads with fewer creased Belt Sales . . . The entire 

quickly turn into problems of short- belts. They have exceptionally BROWNING V-Drive line will give you 

age. This is true primarily in the long life with no loss of power many profit-making advantages. 

field of consumer durable goods where 

in the months ahead the drafts on ae — he. 

metals made by the mobilization pro- “2 ” 


= will increasingly create short wa SHEAVES 
/ 


In the case of food, which consti 
tutes the largest single part of the cost 
of living, large crops are expected to 
hold prices pretty well in check. And 
a large crop. of raw material for cot- 
ton goods will tend to have the same 
effect. (Combined, the cost of food, 
clothing and shelter counts for about 
two-thirds of the cost of living, as 
officially calculated.) 














Inflation Simmers 


So, if something does not happen 
to touch off another buying rush in 
the months ahead we should have an 
economy which is working back into 
a better and more comfortable bal 
ance of production while it continues, 
on the whole, to move ahead at a 
fast clip. And in the process it is likely 
that inflation will, to use again a term 
we used last month, continue to sim 
mer rather than boil. 

It is a reasonably safe bet, of course, THE DISTRIBUTOR’S COMPLETE 
that if the economy attains that bal- ~ 
ance toward which it now seems to be V-DRIVE LINE 
working, something will promptly 
happen to upset things again. Such an 
upset could be provided by a decline 
of investment in industrial plant and 
equipment—if the gospel of industrial 
modernization is not preached widely 
and effectively. 





FOR FULL PARTICULARS 





In France, landlords are so badly 
squeezed by rent controls that if a 


cetyl" eves BROWNING MANUFACTURING COMPANY aitsise'teti 


damage. 
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DELICATE 
PROBLEM 
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Next time one of your customers is 
faced with the problem of convey- 
ing a product that’s delicate or 
easily-marred, solve it for him the 
right way. Sell him long-lasting 
SUPRENE Neoprene-impregnated 
belting. 

You'll sell him for good! 
SUPRENE'’S exceptionally heavy, 
tightly-woven cotton duck construc- 
tion, plus waterproof Neoprene im- 
pregnation, is super-smooth. It will 
not blur the most fragile commodity 
—satisfies the most rigorous sani- 
tary demands. Surface of belting is 
easily cleaned with hot water or 
steam. SUPRENE Belting resists 
abrasion and shrinkage. Thicknesses 
from 1/16” to 7/16” are available in 
widths up to 48”. 

Want to learn more about this 
superior, sales - producing belting? 
Then write for Bulletin No. 20. 


LITCHFIELD AWARDS—Goodyear Tire & Rubber Co. prizes for sales accom- 
plishments—are presented by P. W. Litchfield, chairman of the board, to Gerald P. 
White, Kansas City store manager; William R. Howell, Houston store manager; 
Jack Woodrow Smith, Chicago assistant district manager; and William Edwin 


Mitchell, district manager, Johannesburg, 


South Africa. 





| R. C. Neal Makes Stock 


Available to Employees 


The R. C. Neal Co., Inc., with 
home office and warehouse in Buffalo, 
and offices and warehouses in Roches- 
ter, Syracuse and Elmira, recently gave 
all employees the opportunity to pur- 
chase stock in the company. 

Every employee who wished to do 
so was permitted to purchase stock up 
to a specified maximum number of 
units. While employees were _per- 
mitted to pay for the stock by means of 
salary deductions if they chose, it was 
also arranged that all dividends de- 
clared on the stock would be credited 
to the employee against his payments. 

This stock purchase plan was a ges- 
ture on the part of the company in 
recognition of the cooperative efforts 
of employees as a part of the company, 
and not as a means of increasing 
capital stock, as no new stock was 


issued. The shares sold were personal 
holdings of Ray C. Neal, president of 
the company. 

The stock was sold to employees at 
a figure less than the average book 
value of the stock for the past five 
years. The company plans to make 
the opportunity available to employees 
again next year. 


The McKay Co. Appoints 
Clark In East Michigan 


The McKay Co. of Pittsbuigh, Pa., 
has appointed Roy-L. Clark as Eastern 
Michigan Sales representative. 

Mr. Clark has spent 13 years with 
Ford Motor Co. and has been in sales 
engineering for the past six years. He 
replaces J. W. Wilxock, former Mc- 
Kay representative in Detroit, who has 
been transferred to the general of- 
fices in Pittsburgh. 





teror eikc ..” Ae 
\ eS 2 SE ae 
Betaca & Texte Betcing Co. MILTON M. ENZER, director of public relations of the Yale & Towne Mfg. Co., 


Pork Pl, N.Y. 7° 300.6 W. Hubbard 9 addresses the Industrial Publicity Association of New York. Listening to him are 
etal Eleanor I. Ney and John E. Sattler. 
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“Sales Management” Article 


Treats Distributor Selling 

An article headed “When You're 
Tempted To Cut Out Distributors 

” appeared in the September issue 
of Sales Management magazine. Writ- 
ten by Louis H. Brendel, merchandis- 
ing director of the James Thomas 
Chirurg Co., an advertising agency, the 
story listed five basic services of the 
industrial distributor, as follows: 


5 Basic Services 


One manufacturer of pipe thread- 
ing equipment puts it this way: “Al- 
though we like many of our distribu- 
tors very much personally, we don’t 
sell through distributors because we 
love them. We sell through distribu- 
tors because that’s the most econom- 
ical way for us.” 

1. Distributors maintain local 
stocks: There are approximately 2,000 
industrial distributors in the United 
States, and their average inventory in 
stocks is more than $300,000. Few 
manufacturers can afford to maintain 
equivalent warehouse stocks to pro- 
vide localized service for their cus- 
tomers. Some distributors carry as 
many as 30,000 products and can 
spread the cost of maintaining, selling 
and delivering over all their stocks. If 
this were not true, the distributor 
could not afford to provide this serv- 
ice any more than the individual man- 
ufacturer can. 

2. Distributors take the place of 
stockpiles in each individual plant: 
Actually, each distributor’s warehouse 
is a local pool of stockpile serving 
several hundred customers—because 
each plant cannot afford its own stock- 
pile, neither can our country eco- 
nomically support several thousand 
individual plant stockpiles. Because 
distributors invest their own money 
in these stocks, they tailormake them 
to each community, in order to insure 
rapid turnover which leaves no dead 
stocks. 

3. A manufacturer needs only a 
few salesmen to work with distribu- 
tors: If he sold direct he would need 
hundreds. The national industrial dis- 
tributor network also enables a man- 
ufacturer to obtain more quickly and 
less expensively information from his 
customers and prospects. 

4. Distributors simplify paper work 
for the manufacturer because the 
average distributor serves several hun- 
dred plants. He inquires and _pur- 
chases for all of them; consequently, 
the manufacturer receives relatively 
few inquiries, fewer and larger pur- 
chase orders and in turn has fewer 
quotations and invoices to prepare. 
Even credit extension is handled lo- 
cally by the distributor. 
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Model 300 


Straight-Line Action 
Air Sander 


Model 400 
Orbital Action 
Air Sander 


PROFITABLE MARKETS FOR YOU 


Whether your customers are working with metal, plastic, 
wood, leather, stone, or other material there is a National 
Sander adapted to their needs. National has a complete line 
of portable, block sanders... straight-line or orbital action 
... air or electric driven. Put yourself in a position to offer a 
complete line of sanders from one manufacturer. See how you 
fit into National's selective distribution system. Write today. 


NATIONAL AIR SANDER, INC. 
2822 AUBURN ST., ROCKFORD, ILLINOIS 
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IMPORTANT DATA ON 


UNIVERSAL lexuble METAL HOSE 


for Conveyance of gases, liquids, semi-solids, dust, etc. 
—for moisture-proof armored conduit and control 
casings—and many other applications 





Square-Locked 
Wesiate interlocked Flexible Hose 
Tubing (unpacked or packed) 


Interlocked High-Pressure 
Flexible Hose 


Couplings 


Seamless f Engineering 
High-Pressure Service 
Flexible Hose 

Diese! Engine 
Exhaust Hose 


Write for 
CATALOG U-101—Just Published 





UNIVERSAL METAL HOSE CO. 


2163 South Kedzie Avenue Chicago 23, Illinois r, 











pve does what no 


other tool can do! 


AT LAST! AN OPEN-END 
RATCHET WRENCH — the 
world’s first true universal wrench, 
A patented design for connections 
on tubing, rods, piping, conduit, 
studs, etc. Sixty-four socket sizes makers of 
from %” to 4”. Smallest effective advanced tools 
ratcheting arc yet—5S° to 7)2°. | fer industry 
TAC will also do every job any 

ordinary ratchet wrench will do: 

one TAC set replaces literally doz- 

ens of single-purpose hand tools. 


PLIANCE CO. 


1112 South Victoria + 10321 Anza Ave. » Los Angeles, Calif 
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5. Distributors provide 24-hour 
service to plants: Most distributors 
are available for emergency deliveries 
at all times of day and night, includ- 
ing weekends. This, of course, builds 
good will for the manufacturer since 
the distributor represents him. The 
importance of continuous service is 
magnified on war production when 
lack of equipment might stop all out- 
put. 


What Turnover Rate? 


To thousands of manufacturers, 
these benefits are vital to their con- 
tinuing success. Before a manufac- 
turer throws overboard or in any way 
gambles with his distributor setup, he 
should make sure that he doesn’t need 
it now, and won't need it postwar. 
Right now, some plants could sell 
their entire capacities without distrib- 
utors. They might even be able to let 
all or most of their salesmen go and 
still keep going. They probably could 
maintain a healthy backlog if all ad 
vertising and sales promotion was 
stopped. For a while—that is! But no 
smart manufacturer would trv it if 
he intends to stay in business 

G. H. Halpin, executive vice-presi 
dent, Minnesota Mining & Manufac 
turing Co., declares: 

“The distributor knows the manu- 
facturer—the people—the methods of 
getting orders to the manufacturer 
expediently; his local stocks and serv- 
ices make the difference between a 
plant closing down or continuing to 
operate . . . the distributor becomes 
more important in defense and war.” 

The average distributor’s stock 
turns over six times a year. That is 
proof that he has scarcely any dead 
stock. A breakdown* of the average 
dollar a distributor takes in is: 764 
cents for the merchandise itself, 93 
cents for office and administration 
work, 34 cents for warehousing and 
delivery, 74 cents for sales and engi- 
neering, 1} for taxes and 14 cents for 
profit. The average distributor sales- 
man services 145 accounts and for 
each outside salesman he has five 
men inside. Naturally, all local per- 
sonnel serve both the manufacturer 
and his ultimate customers and pros- 
pects. It should be obvious that no 
individual manufacturer can afford to 
provide this kind of localized service. 

In effect, a manufacturer benefits 
as much as it he were one of a num- 
ber of manufacturers who pooled 
their needs and hired a common sales, 
engineering, warehousing, and finan- 
cial branch. The local distributor is 
much more likely to succeed than 
would any scheme of that kind be- 
cause he is in business for himself. He 
has to make good . . . or else! The 
cautious manufacturer may select only 
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NPA Clarifies {| CA SS together in an unshakeable bond . . « 
Use of Stainless Steel A ™ your best bet is AERO-SEAL, 


In response to numerous inquiries 
concerning the use of nickel-bearing 


stainless steel, the NPA said that it if laa 
may be used in important functional | ¥ eet 


parts of civilian products, but not for 
decorative purposes. 
Schedule A of NPA Order M-80, 


issued on Aug. 15, 1951, contains a 





Threads of steel worm engage deep into 


slots in stainless steel band — hold tight 


list of more than 300 products in Miggte : : 
which the use of nickel-bearing and ALL AERO-SEALS under extreme vibration in automotive, 


high nickel alloy steels and_ nickel HAVE aircraft and industrial applications. 
silver is prohibited. This prohibition STAINLESS STEEL BANDS CAN'T SHAKE LOOSE. 
is required because of the great excess 
of demand for nickel-bearing grades 
over the available nickel supply. 

While the use of nickel-bearing 
stainless steel is not permissible in 
manufacturing non-functional parts 
or decorative trim of such items as . 
automobiles, refrigerators or unensils, ONE-HAND INSTALLATION RE-USE AGAIN AND AGAIN 
these products may be made of straight 
chrome-stainless steel. According to 
NPA and steel industry definition, | 
straight chrome stainless steel means 
steel that contains a minimum of 10 





Install an Aero-Seal any place you can When hose is frayed and worn you 
reach with thumb and one finger. Self- RE-USE the same Aero-Seal again 
feeding when band engages worm and again. RE-USE Aero-Seals 
threads. Thumb-grip and screwdriver scores of times on temporary clamp- 
a types available. Four sizes cover 90% ing jobs —they hold any shape ob- 
percent chromium. It does not con- of the automotive market—all with jects together, conform to any shape 
tain any nickel. stainless steel bands. without damaging clamp band. 
NPA emphasized that, because of 
the critical shortage of nickel and its 


essentiality in the production of mili- 9 
tary items which must withstand ex- ® 
treme heat and corrosive action, it is -_ 
necessary to restrict severely its use 
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in non defense items. a 
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ing or straight chrome grades. BREEZE CORPORATIONS, INC., 41 S. Sixth St., Newark, N. J. 
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75 Years’ 


EXPERIENCE 
BEHIND 


MILFORD 


FLEXIBLE 


REZISTOR 
HACK SAW BLADES 
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STARTING TEETH 


IN EVERY MILFORD 
FLEXIBLE REZISTOR 


MILFORD Flexible REZISTOR hand 
blades are truly flexible — proc- 
tically indestructible — hack saw 
blades! They bend, twist and 
nae — but do not shotter! And, 
power sizes the Flexible 
REZISTOR is unrivaled for tough- 
ness! Special MILFORD heat treat- 
ment builds incomparable resili- 
ance and superb cutting qualities 
into every power Flexible 
REZISTOR. For a new experience 
in blade performance — buy 
MILFORD —THE BLADES Built 
BY EXPERIENCE. Note: As sho 
above, all Flexible REZISTOR head 
blades feature ex- 
clusive MILFORD 
Easy -Starting Teeth 


WRITE FOR HACK 
SAW BULLETIN 
FORM No. HS-1951. 


MILFORD 
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Rezistor & Duplex Hack Saw Blades 


Profile and Band Saw Blades 


THE HENRY G. THOMPSON SON CO. 


Sow Specialists Exclusively 
FOR 72 YEARS 
1876 1951 
NEW HAVEN 5, CONN., U.S.A. 
SOLD THROUGH SELECT INDUSTRIAL DISTRIBUTORS 


NEW BRANCH of the A. D. Gugenheim Co., Inc., 


4x 


areas ee 
is the Diamond Supply Co., 


in Lubbock, Texas, set up to serve all of west Texas 





Selection of Drive Depends on Job 


No hard and fast specific rules can 
be laid down on which is better—in- 
dividual or group drive when applied 
to power transmission. But, says 
Power Transmission Council, Inc., 
the following fundamental advantages 
hold true. 


Individual Drive 


Machines located in a remote out- 
of-the-way spot are generally best 
powered by individual drive. But 
that’s only the beginning. The follow- 
ing angles are important too: 


: a machines. Ma- 
chines needing two or more 
sources of power are often best 


operated by individual drive. 
This is particularly true if the 
machine’s several shafts are at 
angles to one another or oper- 
ate at different speeds. Of course 
if input shafts on machines are 
parallel, and are nearly similar 
in speed requirements, they 
may be group operated. 


Complete material handling. 
You may meet up with plant 
layouts where the production 
plan is such that it would in- 
terfere with all possible group- 
drive arrangements. Individual 
drive is the only solution. 


Intermittent operation. A large 
machine operated every-so-often 
is generally best powered 
through individual drive. This 
is true even if it is located close 
to many lighter machines on a 
group drive. 


Intricate control. Speed varia- 
tion, quick start and stop, re- 
mote control, etc., introduce 
additional problems in power 
transmission. Although modem 
group drive may be designed to 
meet practically all control re- 
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quirements, it sometimes is 
more costly for intricate con- 
trol than individual drive. 


Group Drive 


Looking over some of the funda- 
mental advantages of modern group 
drive we first meet: 


1. Low motor cost. Modern group 

drive uses relatively large and 
few motors. Large motors cost 
less per hp than small ones. For 
instance, a 40 hp motor may 
list at $9.10 per hp. But the list 
price of a 4-hp job is 90.20 
per hp. 
Less hp. Most machines have 
varying loads. When looked at 
as a group, one or more ma- 
chines are usually out of opera- 
tion at any time. Group drive 
must furnish power to meet 
only the average load require- 
ments of group of machines. 
That means less installed hp 
than individual drives. 


5 


3. Wiring and control. Like mo- 
tors, controls cost less per hp in 
larger sizes. And number of con- 
trols and wiring is reduced. 


Installation cost. Except in rare 
cases the total installation cost 
of modern group drive is less 
than individual drive. Not only 
are individual-drive motor costs 
greater but frequently the me- 
chanical drive cost is also much 
larger. 


In addition, group drive boasts 
lower fixed charges, lower power con- 
sumption, higher power lai, low 
drive maintenance. 

So, when all the cards are down, it 
is obvious that there is a place for 
both. But it means studying the par- 
ticular job. 





N P A Distributes 
Scrap Recovery Booklet 


Aimed to help the current danger- 
ously low iron and steel scrap inven- 
tories in this country, the NPA is dis- 
tributing a booklet, “Scrap for Steel 
Mills and Foundries for Defense,” to 
more than 200,000 executives of busi- 
ness, industry and trade associations. 

In a foreword to the booklet, DPA 
Administrator Manly Fleischmann 
says, “I don’t believe we are con- 
fronted with a more critical problem 
than the iron and steel scrap recovery 
program.” 

The booklet emphasizes that record- 
breaking steel production and large 
scale expansion of production ca- 
pacity has reduced scrap inventories 
of mills and foundries to a new all- 
time low, with some plants having 
only a few days scrap supply on hand. 
If the nation is to achieve its 1951 
goal of 110,000,000 tons of steel in- 
gots and castings, 36,000,000 tons of 
purchased heavy industrial scrap must 
be found, the booklet says. 

Following is the program outlined 
in the booklet for the recovery of dor- 
mant scrap: 


1. Go after dormant scrap—Start 
an emergency inspection and inven- 
tory of all heavy steel, whether ma- 
chines, equipment, beams, or plates. 
Dispose of everything you possibly 
can to scrap dealers. 

2. Appoint someone with author- 
ity—It is extremely important that the 
top executive of every industrial and 
commercial establishment, large and 
small, appoint someone with author- 
ity to clean out dormant scrap and 
to be responsible for a continuous 
good-housekeeping job. 

3. Salvage committee—In large in- 
dustrial firms the chief executive 
should appoint a salvage committee 
with authority to make decisions. The 
committee should: 


a. search all plants and properties, 
regardless of size, for dormant 
scrap such as obsolete machin- 
ery, tools, jigs, dies, and other 
equipment, including items that 
are broken, dismantled, worn 
beyond repair, abandoned, or in 
need of parts that can no longer 
be obtained; 
survey potential wrecking and 
dismantling projects that will 
produce scrap; 

c. make disposition of all produc- 
tion and dormant scrap as 
quickly as possible. 

4. Put scrap collection on a “house- 
keeping” basis—Besides increasing the 
supply of iron and steel scrap, continu- 
ous scrap recovery from questionable 
old standbys, obsolete machines and 


Wiss metal-cutting snips are carried by leading supply distrib- 
utors in every section of the U.S. There is a Wiss snip for every 
purpose. Wiss Inlaid Snips are the choice of professionals every- 
where. Wiss Inlaid Snips are made of two kinds of steel, a super 
tough hot dropped forged frame to which is welded a high carbon 
crucible steel blade providing qualities of toughness and lasting 
sharpness not approached by any other method of construction. 


STRAIGHT CUTTING INLAID SNIPS 

The basic snips for straight metal cutting. Gun 
Metal finish handles. 5 sizes, #612, 7, 8, 9, 10— 
from 1114” to 1534” long. 


COMBINATION CUTTING INLAID SNIPS 


Straight blades, but ground and shaped so they 
readily cut curves and irregular shapes as 

well as straight. 3 sizes, #17, 18 and 

19—from 1214” to 1414” long. 


#5 BULLDOG HEAVY DUTY INLAID SNIPS 


For cutting tough alloys—monel metal, 
stainless steel, Allegheny metal. Invalu- 
able for bench work for notching and 
cutting strap iron bands. 17” long, 

214” cut. 


WiIss snips are produced largely by the hand work of skilled 
workers. Each pair is rigidly tested and guaranteed perfect. Bolts 
are set precisely to reduce wear and to increase cutting power 
with minimum effort. Blades are adjusted carefully and will re- 
main in adjustment for an unusually long time, even with hard 
use. Edges have a special bevel which contributes to the ease of 
cutting, yet assures long-lasting sharpness. 


Quality for over a century 


The bot name. in 





J. WISS & SONS CO., NEWARK 17, N. J. 
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equipment reduces taxes through in- 
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Our sales plan gives you every advan- 
tage and we urge users to buy through 
their local distributor 

® Machinists ® Quick Action 
Continuous 

® Combination Screw 
Pipe 

® Sheet Metal 
Workers 


® Garage Vise 
® Hinged Pipe 


® Woodworking Vise 


MORGAN 
SEMI-STEEL VW 1 & 3 s 


a 


i. 


VISE performance 
that pays off to 
your customers 

—and to you 


When you sell Morgan Vises you 
give your customers every benefit in 
performance. You give them the 
quality, the design, and the con- 
struction that have special value in 





service. The dependability that is 
found in Morgan Vises is a sales- 
maker for you—consider this and the 
profit angle and sell Morgan Vises. 


MORGAN VISE COMPANY 


108 N. JEFFERSON ST. 
CHICAGO 6, ILLINOIS 
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WIPING 
CLOTHS 


SOFT e DURABLE 


ventory write-offs, improves safety con- 
ditions, gives lowered insurance rates, 
and clears valuable space. Make it the 
personal responsibility of the com- 
mittee chairman to initiate a program 
that will clean out the dormant scrap 
from the plant. It is suggested that 
the committee make surveys not less 
than every 30 days. Make your or- 
ganized permanent salvage program a 
top-management responsibility. 

NPA emphasizes that this is not 
the house-to-house type of scrap cam- 
paign carried on in World War II. 
It is, rather, directed at those busi- 
ness and industrial executives who 
have the authority to determine what 
can be scrapped, order the disposal 
through normal channels and arrange 
to have obsolete equipment written 


off. 


NPA Relaxes Orders 
Affecting Rubber Consumers 


The NPA has amended its rubber 
order, M-2, to liberalize certain pro- 
visions affecting manufacturing com- 
panies which consume rubber. 

The order was revised to: 

1. Eliminate all controls on the 
consumption of natural rubber latex. 

2. Allow manufacturers to main- 
tain a full 60-calendar-day inventory 
of natural rubber. 

3. Eliminate restrictions governing 
inventories of tires and tubes. 

+. Increase the  20-working-day 
permitted inventory of synthetic rub- 
ber to 30 days. 

5. Eliminate the use of a formula 
which as used by manufacturers in 
asking for allocations of additional 
rubber to fill orders with a DO-MRO 
rating. 

6. Simplify requirements concern- 
ing production of camelback, which 
is used for retreading or recapping 


The new amendment, however, de- 


EVERYONE OF YOUR CUSTOMERS IS A PROSPECT FOR tires. 





THESE INDUSTRIAL WIPING CLOTHS ... 


SANATEX San Forene Processed Wiping Cloths are carefully 
selected, washed, and sterilized . . . they are free of hard cuffs, 
collars, and seams. The SANATEX Packaged Line of Wiping 
Cloths is sealed in sanitary, germproof, dustproof 

cartons attractively labeled and stating exact de- AE 
scription of contents. You can build a fine, profitable 
business supplying the right wiping cloth for indi- 
vidual jobs. Get all informafion now 

on this money-making line which gives 

you repeat business over and over again. 


2 wiey RIL ZED 


Individual Labels to Jobbers read— 
“SANATEX Wiping Cloths expressly 
packed and prepared for... your name— 
your address”’ 


SANATEX CORP.F 


2321 N. Wolcott Avenue 
Chicago 14, Illinois 


Manufacturers representatives wanted—some territories open. 
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prives manufacturers of the previously 
permitted opportunity to deviate, as 
a result of an “escape clause,” from 
specifications as stipulated in schedule 
A, which lists hundreds of rubber 
products and the allowable percent- 
ages of natural rubber which can be 
used in them. This provision is the 
only one which may be more restric- 
tive in the amended order. 

NPA officials cited three reasons for 
cancelling controls on consumption 
of natural rubber latex: 

1. The Government’s stockpile re- 
quirements for latex were achieved in 
March 1951. 

2. Consumption of latex has stead- 
ily declined in recent months. 

3. Many rubber product manufac- 
turers have abandoned natural rubber 
latex in favor of GR-S (synthetic) 





latex, presumably because of the high 
cost of natural rubber latex. 

NPA said that retention of controls 
on natural rubber latex could consti- 
tute artificial freezing of the consump- 
tion and manufacturing pattern, thus 
preventing companies from continu- 
ing to make products from this mate- 
rial regardless of thei base period 
usage. 

In respect to the relaxation of 
M-2’s limitations on the purchase of 
natural rubbers, NPA said that the 
amendment merely enables companies 
working on a hand-to-mouth basis 
with inventories of less than 60 days 
to purchase natural rubber up to this 
60-day level. Heretofore they had 
been permitted to purchase during 
any month only the amount of nat- 
ural rubber that they actually expected 
to consume in that period. 

Greater flexibility is expected in 
the rubber industry’s operation as a 
result of the amendment which per- 
mits a 30-working-day inventory of 
synthetic rubber instead of 20 days 
as previously allowed. This 10-day in- 
crease in inventory is being allowed 
to give rubber-consuming companies 
a more normal inventory and is jus- 
tified, NPA officials said, in view of 
the increasing supply of synthetic 
rubber. 

As for NPA’s decision to eliminate 
those provisions of M-2 which govern 
the allocation of additional rubber 
for the filing of DO-MRO rated or- 
ders, officials explained that the com- 
plicated formula that had to be ob- 
served discouraged many companies 
from asking for additional rubber be- 
cause of the need for keeping the re- 
quired records and making the neces- 
sary computations. 





BILLING problem is checked by Mrs. 
Clara Kistner with Martin Cole, inside 
sales, at ‘Tool Sales Co., Detroit. 


ae 


PRECISION PERFORMANCE 
“wv at hand 
on nearby shelves 
of industrial 
supply distributors 
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BAY STATE TAP & DIE CO., MANSFIELD, MASS. 
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ONE SALE 
leads to another! 


That’s what is so good about selling 
‘Tugit’ Hoists! Once this powerful, 
portable tool solves a tough lifting 
or pulling problem, everyone wants it 
in his tool box. Result? Repeat orders 
for you. 


linemen with wire to stretch. Utility 
men with pipe to lay. Maintenance 
men with machinery to move or dis- 
mantle. Auto repair men with motors 
to lift. Farmers with fences to erect. 
Tank builders with steel to hold for 
welding. Tractor builders with treads 
to join. These are but a few of the 
countless uses for a ‘Tugit’ Hoist. 
Wherever you go, there's work for 
this powerful lifting, pulling, and 
stretching tool. 


When you talk about ‘Tugit’, remem- 
ber it's like a hoist but operated by a 
lever. It has gearing, load brake and 
anti-friction bearings. It is light, com- 
pact — ideal for close-quarter work. 
it operates smoothly at any angle. 
The handle is only a foot long, includ- 
ing hand-fit grip. Won't kick back and 
cause injury. One-ton loads can be 
spotted as closely as 3/32 inches — 
two tons, 3/64 of an inch. 


These and many other sales-mak- 
ing facts are pictured and de- 
scribed in Bulletin No. 388. Write 
for copies when you need them. 


MANNING,MAXWELL & MOORE, INC. 
MUSKEGON, MICHIGAN 

Builders of ‘‘Shaw-Box'’ Cranes, ‘Budgit’ and 

Load Lifter’ Hoists and other lifting specialties 

Makers of ‘Ashcroft’ Gauges, ‘Hancock’ Valves 

Consolidated’ Safety and Relief Valves, and 

‘American’ Industrial Instruments 
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E. J. THOMAS (right), president of Goodyear Tire & Rubber Co., receives his 


35-vear pin from P. W. Litchfield, chairman of the board 


Mr. ‘Thomas joined the 


company at the age of 17, becoming its eighth president in 1941 





DPA Gives Certificates 


Prior to Moratorium 


The Defense Production Adminis- 
tration has released a list of 109 
certificates of necessity for accelerated 
tax amortization which included cases 
processed just prior to the 60-day 
moratorium which went into effect 
Aug. 18. It covered certificates 
amounting to $136,789,766 for rapid 
amortization of new or expanded de- 
fense facilities. 

The moratorium was requested by 
Defense Mobilizer Charles F.. Wilson 
in a letter Aug. 13 to Manly Fleisch- 
mann, Defense Production Adminis- 
trator. At the same time Mr. Wilson 
issued a policy directive modifying 
the standards for issuance of the tax 
amortization certificates. 

DPA is now reviewing pending ap- 
plications in light of the moratorium 
announcement. In cooperation with 
the various delegate agencies, it is 
studying the directive and such re 
visions in procedures as may be neces- 
sary. 

With the tabulation just an- 
nounced, rapid tax writeoff has now 
been authorized for 3,343 new or ex- 
panded facilities. The total amount 
of certificates on all these facilities 
is $9,151,251,007, of which approx- 
imately 70 percent is allowed for 
rapid amortization. 

The program’s purpose is to expand 
private industry’s productive capacity 
quickly to meet mobilization goals. 
Certification as an important de- 
fense facility permits individuals, com- 
panies or corporations to amortize an 
authorized amount of a new facility 
over a five-year period. 

The accelerated tax write-off pro- 
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gram is provided in the Revenue Act 
of 1950. Prior to passage of this Act, 
the period permitted for depreciation 
of new facilities by the Bureau of 
Internal Revenue was 20 to 25 years, 
depending on the normal life useful- 
ness of the facility. 

The percentage authorized for ac- 
tual amortization has varied accord- 
ing to the type of facility, the post- 
emergency usefulness of the plant to 
the owner and the degree of financial 
aid deemed necessary to encourage 
the expansion. 


August F. Huge & Son, Inc. 
Move To New Houston Site 


August F. Huge & Son, Inc., Hus- 
ton, Texas, recently moved to 1712 
Austin St. The move was celebrated 
by an open house. 

The firm was founded ten years 
ago by August F. Huge, Sr., under the 
name of Huge-Fayle Co. Mr. Huge 
started his career with Simons Saw & 
Steel Co., for whom he was a sales- 
man for 15 years. He was also an 
abrasive engineer and district man- 
ager with the Norton Co for 14 years. 

August F. Huge, Jr., who is treas- 
urer of the company, is a graduate of 
Ohio State University, and holds a 
degree from the University of Hous- 
ton. 

The company specializes in grind- 
ing wheel servicing. It has a complete 
engineering service, the function of 
which is to bring the latest engineer- 
ing practice to the customer. On re- 
quest, a trained engineer is placed 
at the disposal of the customer to sur- 
vey his needs and make specific rec- 
ommendations. 





GOOD NEWS in the shape of an 
order is relayed by Ala Smith, secretary, 
to Sam Mitchell, salesman, at J. f 
Haseltine & Co., Seattle, Wash. 





Appeals Board 
Regulation 5 Amended 


Manufacturers who usc _ steel, 
copper, aluminum or any scarce ma- 
terial under NPA allocation may now 
appeal denials of their applications for 
adjustment of CMP allotments and 
materials allocations, the NPA re- 
cently announced. 

In an amendment to NPA Regu 
lation 5, which set up a three-man 
board in April to hear appeals from 
denials for adjustment or exception 
from provisions of its orders and regu 
lations, NPA specifically authorized 
the Appeals Board to act also on cases 
involving CMP allotments and mate- 
rials allocations. 

NPA emphasized that any relief 
granted by the Appeals board will be 
only “to the extent permitted by the 
availability of materials.” 

NPA’s appeals procedure works in 
this manner: 

When a manufacturer believes that 
a provision of an NPA order, a CMP 
allotment or a materials allocation 
creates an unreasonable hardship on 
him or is not in the public interest, 
he may apply for an adjustment to the 
NPA industry division that administers 
the order or makes the allotment or al- 
location. 

If the request for adjustment is 
denied, the manufacturer has the right 
of appeal to the board. The appeal 
must be filed within 45 days of the 
industry division’s decision or, in cases 
of CMP allotments and materials al- 
location, within 45 days from the date 
of origin of this order. 

Appeals must be filed in quad- 
ruplicate with the Secretary, NPA Ap- 
peals Board, Office of the Administra- 
tor, NPA, Washington 25, D. C. The 


§ PYRAMID w=: SALES 


wit Fairbanks’ 3 lines! 


Capitalize on the profitable combination of Fairbanks’ three 
lines~Trucks, Casters and Valves. Many of your customers may 
be unaware of the fact that all three lines are made by the same 
Fairbanks Company. Yet a number of users of hand and plat- 
form trucks, for instance, also buy casters and wheels —and 
bronze and iron bodied valves —turning elsewhere for sales that 


should be yours. 


So make three calls in one — pyramid your profits by selling 
all of these famous Fairbanks products to every customer. 


w YORK 3 
Branches NEW 


nks 


COMPANY 
3, N. 7. 


New YORK 


VALVES 


Full Line of Bronze and Iron 
Body Valves in all types — 
Gate — Globe — Angle — Check 
—"Sphero” Ball Valves — Sol 
der Joint—Brazed Joint. Sizes 
Ve" to 24”. 


TRUCKS 


Hand and Platform Trucks in 
over 200 standard styles and 
sizes. Dollies, Carts, Skids,alse 


et, Raita 
e 7 v a ate 





CASTERS and WHEELS 


Swivel and Rigid Casters ia 
both Pressed Steel and Semi- 
Steel in sizes 2” to 8”. Wheels 
for casters and trucks in 2” to 
18” diameters. Rubber Tired, 
Semi-Steel, Solid Rubber and 
Pneumatic types with Plain or 
Anti-Friction Bearings. 


OVER 21/) MILLION ADVER-" 
TISEMENTS IN 1950 ARE 
HELPING YOU SELL FAIR- 
BANKS PRODUCTS. 


ROME, GA 


STON 


DART & PIC UNIONS - VALVES - TRUCKS - CASTERS 
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% FLEXCO Fasteners make tight butt joints of 
great strength and durability. 

% Trough naturally, operate smoothly through | 
take-up pulleys. 

% Distribute pull or tension uniformly. 

% Made of Steel, “Monel,” “Everdur.” 
“Promal” top plates. 


Also 


BELT 
FASTENERS 


RIP PLATES | 


FOR HEAVY 
CONVEYOR 


AND 
ELEVATOR 
BELTS OF 


ANY WIDTH 





% FLEXCO Rip Plates are for bridging soft 
spots and FLEXCO Fasteners for patching or 
joining clean straight rips. 


Compression Grip distributes 
strain over whole plate area 


Order From Your Supply House. Ask for Bulletin F-100 


FLEXIBLE STEEL LACING C€O., 4633 Lexington St., Chicago 44, Ill. 











THREAD 
RESTORERS 


...and watch the sales ring UP! 


Just a few turns of a Buckingham Thread Restorer fixes up 
battered, distorted, rusted conditions on any male threads — 
SAE, ASME, pipe, or tapered. Models easily adjustable to 
wide range of root diameters. Require no change of dies. 

This exclusive type tool is creating substantial sales. More, 
Buckingham Thread Restorers are consistently advertised to 
a big list of industries. So, hitch onto Buckingham demand. 
Attractive discount! Get extra profits now! Order today or 
write for complete 

root diam... $ 6.50 


en wate 6203 — Ya" to 1” root diam. 8.50 

F 6104— 1” to 2%,” root diam. 12.00 
6106— 2” to 4” root diam... 27.50 
6204— 1” to 2%,” root diam. 21.00 





6103 — 4" to 1” 











BUCKINGHAM MANUFACTURING CO., INC. 


69-71 Travis Street TO a 


. 
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OTHER 
QUICK-MOVING 
ITEMS 


“Protecto” Grips 
Tubular dielectric 
plastic grips, for slip- 
ping snugly onto pli- 
ers handles. Provide 
insulation and sure 
grip. Display card 
mokes them self- 
sellers. 


Tool Pouches 
Different types with 





variety of pockets. 
Supported by belt. 
Heavy leather, stitched 
and riveted. Thousands 
of workmen and hob- 
byists want them. 


WRITE 
for Literature! 





notice of appeal must include the 
nature of the NPA action. The appeal 
must state whether an oral hearing 
before the board is desired. 

Hearings are usually held twice 
daily in Washington. They are open 
to the public, except where national 
security or confidential data is in- 
volved. An appellant may be repre- 
sented by counsel. At the board’s 
discretion, representatives of NPA in- 
dustry divisions, representatives of 
other Government agencies and other 
persons claiming interest in an appeal 
may participate in a hearing. 

The normal period between the 
filing of an appeal with the board and 
the announcement of a decision is 
four weeks. The board’s decision is 
final. 

As of August 17, the board had: 

1. Received 155 appeals. 

Acted on 120 appeals as fol 
lows: relief granted, 25; relief 


denied, 51; cases dismissed (with- 
drawn by appellant, appeal, etc.), 
44. 


3. Decisions pending in 35 appeals 
as follows: hearings already held, 
16; hearings to be held, 13; and 
cases in which no oral hearing 
has been requested, 6. 


Blood For Armed Forces 
Asked of Industry 


Because of an urgent need for 
300,000 pints of blood monthly to 
supply the Armed Forces, the Depart- 
ment of Defense has ordered a special 
drive. Among all civilian groups, the 
greatest expectation in this blood cam- 
paign rests on the men and women 
in American Industry. They consti- 
tute the greatest single aggregate of 
civilians who are largely of the proper 
age and health condition to give 
blood. 

Moreover, the men and women in 
American industry who produce the 
Nation’s arms demonstrated a war- 
time willingness to supply the blood 
needed by those who wielded those 
arms. Their willingness is still evi- 
dent in many industrial plants in the 
form of a continuing system of blood 
collection which has kept the blood 
supply coming to the Armed Forces 
in Korea through the American Na- 
tional Red Cross. 

The collection of the 3,000,000 
pint reserve which is considered 
necessary, has become a critical de- 
fense problem because blood dona- 
tions have dropped off. From a high 
of 91,000 pints donated in March, 
the monthly collections fell to 36,000 
pints in July. Since the Kaesong 
cease-fire negotiations, the monthly 
rate has fallen below 30,000 pints. 





Copper And Defense 
Fact Sheet Issued 
Despite the fact that U. S. pro- 


duction of copper in 1950 was at an 
unprecedented high level and has 


been continuing at substantially the | 


same rate in 1951 there is an increas- 
ingly acute shortage of this metal. To 


explain why the Nation’s copper sup- | 


ply position has deteriorated badly in 
recent months, and to give some in- 
dication of what lies ahead, the Office 


of Public Information of the Defense | 
Production Administration and the | 


National Production has prepared a 
fact sheet. 

Laid out along the question and 
answer line, the release explained that 
the high level of copper import in 
1950 was due to released inventories 
by Japan and Norway—a help which 
we will not receive this year. Domes- 
tic production in 1950 amounted to 
1,100,000 short tons, higher than for 
any year except during World War II. 

Despite the high rate of produc- 
tion and high imports in 1950, there 
was still not enough copper to meet 
the demand. Copper refiners, brass 
mills and wire mills depleted their in- 
ventories by about 134,000 short tons. 

As a result, these inventories, which 
at the beginning of 1950 amounted to 
about 467,000 short tons, including 
refined copper and material in proc- 
ess, were reduced to 333,000 tons by 
the beginning of 1951—an abnormally 
low level. 

Other facts are given in the fact 
sheet (DPA-119), relating to copper 
production and use in 195], the 
amount now held in inventory, scrap 
supply, necessity of copper conserva- 
tion, and what to expect of the copper 
situation in the future. 


Power Tool Show 
Visits French Workers 


A new method of presenting pro- 
ductivity to the man-in-the-street is 
now blazing the trail in France. Com- 
bining popular appeal with practical 
technical demonstrations, the Eco- 
nomic Cooperation Administration 
and the French National Productivity 
Committee have jointly worked up a 
traveling exhibition of modern hand 
tools, “L’Exposition Routiere de 
!'Outillage Portatif.” 

The show consists of several hun- 
dred of the most up-to-date power 
hand tools produced in both France 
and the U.S. transported in a green 


and yellow truck and trailer. The | 


gaily colored caravan also compactly 
contains a 524 by 164 ft. exhibition 
tent, as well as compressed air and 
electric power generators. 


Outstanding among the French ex- | 


everyone’s on board 


with PEORIA CHAIN 


Nobody’s “left on shore” when a PEORIA CHAIN sale gets under way. 
Distributors are protected by a sensible factory sales policy that protects 
their investment, time and effort. Customers profit by using high-quality 
PEORIA CHAIN —a complete line of malleable iron chain produced 
by a well-established firm. Sell PEORIA CHAIN. Order now or write 
for free catalog. 


DETACHABLE CHAIN 


400 CLASS 
PINTLE CHAIN 


700 CLASS 
PINTLE CHAIN 


ROLLER TOP 
TRANSFER CHAIN 
THE M 


ELEVATOR 


BUCKETS Cc CLASS 
“COMBINATION” 
CHAIN 


ROOF.-TOP 
TRANSFER CHAIN 


PEORIA MALLEABLE CASTINGS CO. 


FT. OF ALEXANDER ST., PEORIA, ILLINOIS 
CHAIN MAKERS FOR OVER 30 YEARS 
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; GREATER SECURITY 
FASTEN FAST WITH 
CLARK FASTENERS 


They work easy. . . hold 
fast and firm with a de- 
pendability that has been 
characteristic of CLARK 
FASTENERS for almost a 


Century. 


KS »y 


© Guarx Bros Bort (0 





XpepITORS 


GUARANTEED TO 
SAVE YOU TIME 


* on clean up job 
* production 
_.* insemi-automatic 


machines 


The XPEDITOR is the latest develop- 
ment in portable, high speed abrasive 
belt grinders. Instantly adjustable to 
any angle to give operators full view 
and control . . . swivels 360°. Equipped 
to do line contact, free belt and pre- 
cision platen grinding and contour 
polishing. Speeds deburring and clean- 
up jobs; also used with jigs or fixtures 
or automatic feeding as a production 
unit . . . guaranteed to increase pro- 
ductivity. Write for bulletin. 


Popular priced . 
repeats. 


. rapid seller . . 


INDERSON ss" oon nt 


appearing regularly in 
a number of magazines. 








MILLDALE, CONN 


Flux 


Sodering Paste 
SAVES TIME—SAVES LABOR 


Sofest—fast working 
sodering poste made. 


Sodering liquid 
Double strength, 
non-evaporating. 
Adaptable to hand 
or machine soder- 
ing. Works like 
lightning. 








Call Your Distributor § 
or Write to ‘ 


L.B.ALLENCO., INC. 


6731 BRYN MAWR AVE 
CHICAGO 31, ILLINOIS 
®@ Sold thru Distributors 

@ Send for Catalog 
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hibits is a 7 mm elliptical hand-saw. 
Two types are demonstrated, the 
Ellipsi, an electrically driven model, 
and a pneumatic job manufactured by 
Les Forges de Meudon. Its double 
blade can whip elliptically through the 
middle of any beam, and is particu- 
larly useful in producing mine equip- 
ment such as pit-props. This type is 
unknown in the States, and it 1s said 
that Thor is probably buying the U.S. 
patent. 

Other highlights of the show are a 
small metal-cutter that bites through 
a one-quarter inch steel plate as easily 
as if it were slicing bread, a pneu- 
matic bolt driver capable of tighten- 
ing ten to twenty bolts a minute, and 
a couple of pneumatic circular saws. 

Certain other exhibits, although 
widely used in the U.S.A., are so far 
little known to French workers. These 
include pneumatic and electric ham- 
mers and saws, other portable wood- 
cutting tools, high cycle electrical 
equipment and sheet-cutting ma- 
chines. All the tools on display are 
mass produced. 

Half the material was shipped es- 
pecially from U.S. manufacturers to 
their Paris representatives, who will 
be able to sell it to eager French in- 
dustrialists once the junket is over. 
Ihe balance is loaned by French man- 
ufacturers. The exhibition is strictly 
non-commercial, and no orders are 
taken by demonstrators whose aim is 
purely educational. However, indus- 
trialists especially interested in certain 
tools may request a demonstration in 
their own plant, and sales representa- 
tives are notified in advance to stand 
by in the various centers visited. 





CONGRATULATIONS on his ap- 
pointment as manager of the engineer- 
ing department of Beals McCarthy & 
Rogers, Inc., Buffalo, are extended to 
Glen R. Hine (right) by G. H. Nehoda, 
representative for Dumore Co. Mr. 
Hine was a service engineer with the 
Buffalo firm for the last six years. 





CONGRATULATIONS on the occa- 
sion of her 25th year with R. C. Neal 
Co., Inc., Buffalo, N. Y. are extended 
to Mrs. Hazel Hyde by F. J. Zierk, 


treasurer 


R. C. Neal Employee 
Honored at Banquet 


The 25th anniversary of Mrs. Hazel 
Hyde as a member of the R. C. Neal 
Co., Buffalo, N. Y., was celebrated by 
a dinner party at the Hotel Stuyvesant 
recently. The banquet was attended 
by the members of her own account- 
ing department, all other department 
managers, and several of her long time 
friends among the old timers of the 
company. 

Mrs. Hyde started with the organi- 
zation in September 1926, and has 
handled many jobs in the course of 
the years. She has been switchboard 
operator, mailroom clerk, biller, and 
has handled most of the duties in the 
accounting department, as well as ren- 
dering yeoman service in other de- 
partments when needed. 

The company presented her with 
a gift of her own selection in honor 
of the occasion. Next year Mrs. Hyde 
celebrates her 25th wedding anniver- 
sary. 


Rockwell Changes Name 
Of Columbus Subsidiary 


The name of the Ohlen-Bishop 
Mfg. Co., Columbus, Ohio, a subsidi- 
ary of Rockwell Mfg. Co., Pittsburgh, 
has been changed to Rockwell Tools, 
Inc. Ohlen-Bishop, purchased _ by 
Rockwell in May of this year, has been 
organized since 1852, and is one of the 
five largest saw manufacturers in the 
country. 

The new name will both closely 
identify the firm as a member of the 
Rockwell group and describe the char- 
acter of its business. The company 
manufactures a complete line of mill 
and factory woodworking saws and saw 
blades consisting of circular, band, 
gang and crosscut types. 








Quality Products 
Since 1876 


feo us pat 





COAL 
BARROW 


T-12—24B 











THE QUALITY LINE 
FOR DISTRIBUTORS 


whose customers 
appreciate the best 


There’s no resistance to price when the buyer is 
convinced that he’s getting 100 cents worth for 
every dollar. There’s only repeat business for the 
dealer who's wise enough to sell JACKMANCO- 
the rugged line - where performance matches 
claims and every customer becomes a booster. 
(Available with steel wheels) 








JACKSON MANUFACTURING CO. 


HARRISBURG ¢ PENNSYLVANIA 
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Originality 


Another Good Reason Why 
The Experts Prefer XCELITE 


It's because for thirty years the makers of 
XCELITE screwdrivers and nut drivers have 
stuck to that line . . . haven't spread their 
efforts out into saws, or other hardware! And 
XCELITE tools show the effects of this long 
concentration. We know what tool steel to use 
—how to grind a point to fit the screw slot— 
how big a handle should be for a firm grip. 
It’s one more reason why those who deal in 
XCELITE tools tell us they’re easy to sell! 


XCELITE originated 
the combination- 
Detachable screwdriver, 
shown above. 


XCELITE Stubby 
Combination 
Screwdriver 


PARK METALWARE CO., INC. 
Dept. F Orchard Park, N. Y. 











COLLET 


EQUIPMENT 


Use-Em-Up Type Drill Sleeves 
Use-Em-Up Type Drill Sockets 
Standard Type Drill Sleeves 
Standard Type Drill Sockets 
Short Shank Type Sleeves 
Short Shank Type Sockets 
B. & 8S. Taper to B. & S. Taper Sleeves 
B. & S. Taper to Standard Taper Sleeves 
Standard Taper to B. & S. Taper Sleeves 
Rough Shank Sockets 
Solid Type Sockets 
Morse Taper Shank Tap Sockets 
Standard Spot Facing Cutter Bars 
High Speed Point Lathe Centers 
Carbon Steel Lathe Centers 
Pipe Centers for Lathes 
e Bushings 
Blank “End Arbors 
Chuck Arbors 


Drill Drifts 
Magic Type Chucks and Collets 
Standard tools for all drilling, reaming, and 
tapping needs and special tools to order. 


Immociate attention to regular or special 
requirements. 


THE COLLIS COMPANY 


CLINTON, IOWA 


OOOO 
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IN PLANNING On Office layout, the ma- 
jor factors that must be considered 
carefully are the size and shape of 
available space, the number of em- 
ployees to be accommodated, the 
routing of the work, the comfort and 
convenience of employees, allowance 
for expansion, and the importance of 
good appearance. The relative impor- 
tance of these factors will, of course, 
vary in individual instances. 


It is advisable to keep the following 
arrangement factors in mind: 


1. Aisles, or passageways, leading 
to the main exits should never 
be less than 44 inches wide, 
preferably 66 inches wide. 
Minimum aisle space between 
rows of desks: 36 inches for a 
secondary aisle, 44 inches for 
intermediate, and 60 inches 
for a main aisle. 


The working space between 
the back of one desk and the 
front of the next desk—the 
clerk seat space—should never 
be less than 28 inches, prefer- 
ably 36 inches. The prefer- 
ence for the latter spacing oc- 
curs where there are more than 
two desks in a row 


If files are set up front-to-front 
or to open toward an aisle, 
desk, or other piece of equip- 
ment, the main and subsidiary 
aisles should measure 44 to 66 
inches and 28 to 36 inches re- 
spectively, when the file draw- 
ers are open. 


If shelving is set up front-to- 
front or if it opens toward an 
aisle, desk, or other piece of 
equipment, the main and sub- 
sidiary aisles are equal to the 
depth of the shelving plus 44 
to 66 inches for main aisles 
and 28 to 36 inches for sub- 
sidiary aisles. 


Large open spaces are better 
than the same space cut into 
smaller rooms, because they 
make contro] and communica- 
tion easier and provide better 


light. 


From Office Planning and Layout, published 
by Policyholders Service Bureau, Metropolitan 
Life Insurance Company, New York. (Issued 
to Metropolitan group policyholders; limited 
supply available to fill requests of other 
executives.) This 31-page report provides 
information on area requirements, large-scale 
rearrangements, heating, ventilating, and 
lighting, purchases of AB exes and other 
problems of office layout. Also included arc 
valuable charts, as well as a comprehensive 
list of references 
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| Efficient Office Layout Involves Seventeen Factors 


6. Solid wall partitions should be 


avoided because of their inflexi- 
bility. Metal, composition, or 
other movable partitions are 
preferable. 


When partitions are installed 
around clerical groups, two 
adequate means of exit should 
be provided. 


Persons using pens or pencils 
should have the light coming 
over the left shoulder. Those 
using typewriters may have the 
light coming over either shoul- 
der. No employee should face 
the light. 


Desks should face in the same 
direction. They should not 
face each other unless two 
people work together. Desks 
should not be placed tightly 
against, and facing, a wall or 
partition. 


. For maximum efficiency, not 


more than two desks should be 
set side by side, enabling each 
person to be on an aisle and 
to get in and out without dis- 
turbing anyone else. The high- 
est practical number of desks 
per row is five. 


Desks should be arranged to 
give a straight line flow of work 
so that each desk occupant will 
receive his work from the per- 
son behind or beside him. 


Files should be placed against 
walls or railings if possible. 


Heavy safes should be located 
close to walls or columns to 
prevent as much strain as pos- 
sible on the beams. 


If lockers are to be placed in- 
side a department, they should 
be located near the exits but 
not close enough to block pas- 
sages or to interfere with the 
work of those sitting near 
them. 


Employees should be placed 
near the person having author- 
ity over them 


Those who do the “closest” 
work should be located nearest 
the light. 


Employees having the most 
communication with other sec- 
tions should be located nearest 
the exits. 





New Regulation Issued 
On Sintered Tungsten 


The OPA recently issued a new 
manufacturers’ dollar-and-cents type 
of ceiling price regulation covering 
sales of sintered tungsten carbide 
products and mixed powders 

The regulation, effective Sept. 10, 
applies to all sales by manufacturers 
of these products, except export sales 
and sales for export which are covered 
by the export regulation, CPR 61. 

The products covered, including 
cutting tool tips of sintered tungsten 
carbide and stellite, are removed from 
the machinery regulation, CPR 30 


Dollars and Cents Ceilings 


In general, the regulation sets spe- 
cific dollars-and-cents ceiling prices for 
various standard or base products, to 
which may be added applicable extras 
and quantity and other differentials 
which the manufacturer had in effect 
on January 25, 1951. 

Sintered tungsten carbide products 
include any compound of tungsten 
powder and carbon, with or without 
other carbides, mixed with a binder 
such as cobalt or nickel, shaped by 
pressing and forming and fused into a 
coherent solid mass by heating thor- 
oughly without melting, and which is 
not further processed or fabricated. 
Mixed powder is any powder used in 
the manufacture of sintered tungsten 
carbide products. 

These products have varied and 
widespread application essential to the 
civilian economy and the defense pro- 
gram. They are basic industrial mate- 
rials used in the manufacture of many 
types of wear-resistant parts, machine 
tools, drilling equipment and tools 
and dies used in the cutting, forming 
and shaping of metals. 

Ceiling prices are specified for in- 
dustry standard blanks of sintered 
tungsten carbide in packaged lot quan- 
tities of stock and non-stock grades, 
and provision is made for quantity dif- 
ferentials for other than packaged lot 
quantities. 

If a manufacturer did not have any 
packaged lot quantity or quantity dif- 
ferentials in effect on January 25, 
1951, for industry standard blanks, he 
must apply to OPS for establishment 
of such quantity and differentials. 

Provision is made for establishing 
ceiling prices for non-standard prod- 
ucts, based on applicable specific dol- 
lars-and-cents base prices per gram of 
weight and by quantity, subject to 
applicable extras or formula pricing 
which the manufacturer had in effect 
on January 25, 1951. 

A method is also provided for estab 
lishing ceiling prices for mixed pow- 
ders, and dollars-and-cents prices are 





THE BELT HOOKS 


Hetecbeubereesee 
Sithecesesssses= 


Perfect Alignment not only 
before but after application. 


WITH THE 


There is no substitute for Safety 
Belt-Lacing because the paten- 
ted Safety binder bars not only 
hold each hook in perfect align- 
ment (both before and after ap- 
plication) but also cover and pro- 
tect belt ends, prevent fraying 
and assure long life. It’s the all 
purpose belt-lacing, too. It can 
be applied in factories and 


shops not only with shop lacers but also in the field with the 
pocket Tu-Way Lacer and a hammer. 


Write for Catalog Sheets 
SAFETY BELT-LACER CO. 


5388 N. Menard Ave. 


Chicago 30, U. S. A. 











@ ASSURES unmatched self-prim- 
ing speed. Advanced Centrifu- 
gol Design. Exclusive CMC dual 
jet construction and open thrash 
type impeller mean peak per- 
formance ond dependobility. 


@ GIVES top performance even 
under adverse conditions. Extra 
oir handling ability permits de- 

™ pendoble performance when 
ordinary centrifugal pumps 
become air bound. 


@ YOUR BEST BUY! 
Easily installed. Readily port- 


able. May be placedaway from 
pit. Suction lifts of at least 25 ft. \ 








@ “NEVER FAIL” 
FLOAT SWITCH 


@ NON—CORROSIVE 
FLOAT AND STRAINER 


@ FLOAT CONTROL 
EASILY ADJUSTABLE 


@ SIMPLE TO CLEAN 
JUST UNSCREW PIPE 


@ AVAILABLE IN 
WIDE RANGE 
OF SIZES 


Write for full details of CMC DUAL PRIME PUMPS 


( yorstauerion M/A acuineny 
WATERLOO, 1OWA U.S.A 
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REPUTATION 


FOR 


PERFORMANCE 


THAT MEANS 


Good Business 


for the YEARS AHEAD 


Hollow Ground Cut-Off or Trimmer Saw 


CHICAGO 
SAWS, oc consituting 


effectviely to speed and low costs 
as production continues to mount. 
In doing this there is being es- 
tablished, in a wide variety of 
industries, a confidence in Chicago 
Saws. This assures future good 
selling. 


CHICAGO SAW WORKS, INC. 


5042 S. WENTWORTH AVE. 
CHICAGO, ILLINOIS 











specified for straight tungsten carbide | 
powder. 

Generally, the regulation establishes 
ceiling prices at the level of prices pre- 
vailing under the General Ceiling | 
Price Regulation for approximately 70 | 
percent of the total dollar output of | 
the industry and it permits an increase 
of approximately 17 percent to manu- 
facturers accounting 8 the balance of 
the industry production. 

Between June 1950 and January 25, 
1951, the cost of raw materials used in 
these products increased substantially. 
However, most manufacturers main 
tained their selling prices at the June 
1950 level until December, when an 
increase approximating 23 percent was 
put into effect. On January 24, 1951, 
manufacturers accounting for 70 per- 
cent of the total sales volume increased 
their selling prices an additional 17 
percent while the balance of the in 
dustry made no change in their prices. 

Accordingly, a two level price struc- 
ture was reflected in industry ceiling 
prices established under GCPR and 
resulted in some distortion in the nor- 
mal production pattern of the prod- 
ucts involved. 

Today’s regulation will eliminate 
this abnormal dual price level and will 
give relief to those manufacturers who 
have been absorbing increases in raw 
material costs since December 1950. 

It is believed that this new regula 
tion will permit an over-all return for 
the industry sufficient, on the basis 
of present costs, to encourage the high 
rate of production required by our de- 
fense program, OPS officials said. 


NPA Issues Booklet 
On Plant Housekeeping 
Emphasizing that good “housekeep- 


ing” in any manufacturing plant 1s 
good business, the Office of Small 


| Business of the National Production 


Authority, U. S. Department of Com- 
merce, issued a two-page pamphlet 
which itemizes 69 points which should 
be checked periodically to maintain 
plant cleanliness, reduce accidents and 
increase productive efficiency. 

The bulletin, one of a series of de- 
fense production aids designed to help 
small manufacturers, points out that 
a well-lighted, clean and orderly plant 
generally has fewer accidents, better 
employee morale and a good produc- 
tion record. 

Free copies of “A Checklist for 
Small Plant Housekeeping” may be 
obtained from Printing Services, De- 
partment of Commerce, Washington 
25, D. C., or from any Department of 
Commerce field office. 
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Made ouly by 
CHAMPION 
DEARMENT 


And who wouldn't? For Channellock 
liers are the finest to be bought. . . or sold. 
Ghaaneiioets pliers have been known for years 
as a highest quality tool— made by Champion 
DeArment, long r gnized as 
with quality and craftsmanship. 
Check the features — Longer Wearing, 
Closely Spaced Adjustments, No Wear on the 
Joint lt, Self Cleaning—these plus the skill 
and experience of more than 65 years make 
Channellock Pliers outstanding. 
en your customer relies on your judg- 
mont you can r d Ch lock pliers 
proudly. Hand him Channellock and he'll buy. 
And remember, Y¥ Champion DeAr- 
ment makes Channellock. Send for Catalog 
DS today. 


CHAMPION DEARMENT TOOL CO. 
Meadville, Pa. 
Channellock pliers ave listed in the 
Yellow Pages of most Telephone 





y 








Bolt And Screw Committees 
Meet Third Time With OPA 


The Bolt, Nut and Solid Rivet In- 
dustry Advisory Committee and the 
Screw Manufacturers Industry Advis- 
ory Committee met for the third time 
recently with officials of the OPA to 
discuss a tailored pricing regulation. 

The two committees had met previ 
ously with OPS officials on May 11 
and May 23. 

A tentative proposed tailored pric 
ing regulation for the two industries 
had been prepared by OPS and each 
committee went over the draft of the 
proposed regulation paragraph by 
paragraph. Committee members made 
suggestions and recommendations for 
changes and clarification to make the 
regulation more workable. Generall\ 
speaking, both committees felt the 
proposed regulation offered a satisfac 
tory basis for pricing in these two 
industries. 

In general, the regulation would 
establish ceiling prices on the basis of 
published list prices in effect on Janu- 
ary 25, 1951. Provision would be 
made to take care of customary pric- 
ing situations. 

The meetings were conducted by 
Laurance L. Hurd, consultant, Metal 
Branch, OPS. 


wt LOVEJOY 


L-R FLEXIBLE COUPLINGS 





They have been engineered 
to give the maximum effi- 
ciency in the counteraction 
of misalignment, vibration, 
surge and backlash. No 
more excessive wear of bear- 
ings and shafts when you 
use these better couplings. 
Lovejoy Flexible Couplings 
nla - are equipped with free-float- 
CATALOG ing load cushions—available for every 
NubIne «duty from 1/6 to 2500 H.P. No shut- 


SELECTOR downs for changing .. . no lubrication. 
CHARTS 


LOVEJOY FLEXIBLE COUPLING CO. 


5079 W. Lake Street Chicago 44, IIlinois 
| Also mfrs. of Lovejoy Universal Joints and Lovejoy Variable Speed Transmissions 








THE MOST COMPLETE SOURCE 


>. ALL METALS: 


E BOLTS; 
VW wTs vi 


THREADED & 
PRODUCTS 


STAINLESS STEEL ‘anal 
NAVAL BRONZE - STEEL - BRASS 
ALUMINUM - MONEL - EVERDUR 

NICKEL ALLOY STEEL 
IMMEDIATE DELIVERY 
CATALOG ON REC 


KEYSTONE 
BOLT & NUT CORP 


135 CHURCH ST., N. Y. 7, N. Y. 
WoOrth 4-4600 








SWIFT 


LUBRICATOR CO., INC. 
24 Home Street Elmira, N.Y 
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Advertising men agree — to do a complete 
advertising job you need the double effect 
of both Display Advertising and Direct 
Mail. 


Display Advertising keeps your name 
before the public and builds prestige. 


Direct Mail supplements your display 
advertising. It pin-points your message 
right to the executive you want to reach — 
the person who buys or influences the 
purchases. 


More and more companies are constantly 
increasing their use of Direct Mail because 


We 
Mc GRAW-HILL 


DIRECT MAIL LIST SERVICE 


it does a job that no other form of adver- 
tising will do. 


McGraw-Hill has a special Direct Mail 
Service that permits the use of McGraw- 
Hill lists for mailings. Our names give com- 
plete coverage in all the industries served 
by McGraw-Hill publications — gives your 
message the undivided personal attention of 
the topnotch executives in the industrial 
firms. They put you in direct touch with the 
men who make policy decisions. 


Some people have a wrong conception of 
Direct Mail. There’s no hocus-pocus to it— 
there’s no secret formula—nor is there need 
for an extensive department to plan and 
execute your mailing program. You don’t 
even need your own mailing lists. 


Probably no other organization is as well 
equipped as McGraw-Hill to solve the com- 
plicated problem of list maintenance in in- 
dustrial personnel. Our lists are compiled 
from exclusive sources, based on hundreds 
of thousands of mail questionnaires and the 
reports of a nationwide field staff, and are 
maintained on a twenty-four hour basis. 


In view of present day difficulties in 
maintaining your own mailing lists, this ef- 
ficient personalized service is particularly 
important in securing the comprehensive 
market coverage you need and want. 


Ask for more detailed information today. 
You'll be surprised at the low over-all cost 
and the tested effectiveness of these hand- 
picked selections. 


McGRAW-HILL 
PUBLISHING COMPANY, INC. 


330 WEST 42nd STREET 


NEW YORK 18, N. Y 
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BLOOD DONORS at R. C. Neal Co., 
Buffalo, are listed on a bulletin board 
Each time one contributes a pint of 
blood, a notation is made in the form 
of a red drop of ink. Virginia Miller is 
checking the list 


R. C. Neal Co. Joins 
Blood Donors Program 


R. C. Neal Co., Buffalo, has joined 
the Red Cross Blood Donors Plan 
under which employees contribute 
blood regularly and, in return, they 
and their families are eligible to re- 
ceive blood without charge. 

The company signed up for the 
plan in January. Since then 23 em- 
ployees have contributed blood once, 
and seven have made two contribu- 
tions. The blood bank has been used 
by only one employee; his son be- 
came ill a few months ago and re- 
ceived 18 pints of blood. 


Brush Industry To Help 
Uncover M-18 Violators 


Cooperation of the paint brush in- 
dustry in uncovering violations of 
Order M-18, which governs the use of 
pig and hog bristles and bristle prod 
ucts, was pledged today to NPA. 

Order M-18 provides that brushes 
made of Chinese hog bristles may be 





obtained only on orders carrying de- | 


fense (DO) ratings. 


The Paint and Varnish Industry | 
Advisory Committee reported to NPA | 


several instances where brushes made 
of Chinese hog bristles were offered 
for sale in violation of M-18. NPA 


| 





MECHANICAL POWER 
TRANSMISSION EQUIPMENT 


For 72 years—a name famous for design perfection and mechanical dependability— 
for ability to solve every complicated mechanical power transmission problem. Medart 
—MOST COMPLETE LINE AVAILABLE—moves faster, sells easier, earns more profit! 
fack For ( [7] V-Belts & Sheaves (CD Speed Reducers 

< (J Power Transmission Equipment (CD Gears 
ATTACH THIS AD TO LETTERHEAD AND SIGN 





PERFECT SEAL 
EVEN WITH PIPE 
NOT IN 
PERFECT 
ALIGNMENT 


yitY 


WITHSTAND 
HIGHE 


a4 HA 

= GROUND SEATS 
4 REQUIRE NO 

WHEN YOU A PACKING 

RECOMMEND oe 

AND SELL 


CATAWISSA ends 
guesswork in union require- 
ments—at a price to compete 
with better grade malleable iron 
unions! SELL CATAWISSA HOT FORGED 
STEEL UNIONS and you sell cost-cutting satis- 
faction—sure-fire dependability that means 
profitable repeat business for you! 
WRITE FOR BULLETIN & COMPLETE ENGINEERING DATA 
- + standord and double extra heavy, male and female, orifice and spe- 
cials—screwed or socket weld, there's a CATAWISSA type for every usel 


ITTINGS CO. 


300 MILL ST. CATAWISSA, PENNSYLVANIA 
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The old reliable... 
Wm. H. Ottemiller Co., of course. 


» 


~o > 


Re K2 
Precision, milled-from-the-bar Cap Screws, 


Set Screws, Milled Studs and Coupling Bolts. 


Some numbers we can ship imme- 
EN diately—others—well, you know 
how it is—they'll take a little time » 
To build customer satis- 
F faction and those profit- 
able repeat sales—or- 


der from Ottemiller— 
the WHO of Who's Who in the precision screw 
machine products field. 


y co. 
Wa. H. 0 YORK, PA. 


The Ottemiller line is sold exclusively through 
Mill Supply houses and Industrial Distributors. 


DIET NIGHT WATCH 


a. Fee eo 





STRAIGHT-LINE, PENCIL BEAM IS 
VISIBLE FROM ALL ANGLES, NEARBY 
OR AT REALLY GREAT DISTANCES. 


Its exclusive fresnel globe is moulded 
with optically perfect prisms, designed 
to concentrate the light rays into a paral- 
lel, vertical beam of greatest possible 
The NIGHT WATCH is strongly _— intensity assuring a safety and warning 
made, finished in Contractors’ light of greatest visibility. The NIGHT 
Yellow; Ruby Fresnel Globe with WATCH is the best burning lantern of 
Peep-hole. Also accommodates its kind. 
Dietz Little Wizard and Little b , 
Giant Globes. Burns a generous Exclusive trip-lock 
100 hours. 8” high, 6%” diam- —-"eleases chimney for 
eter at non-tip base. easy lighting, etc. 


Write for circular. Self-locking. 


R. E. DIETZ COMPANY SYRACUSE 1I,.N. YT. 
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said it would investigate every such 
report. 

| The committee suggested that the 
chief reason for violations of M-18 is 
the difficulty of detection. 

Industry representatives said some 
brokers are promising delivery of pure 
Chinese hog bristle paint brushes to 

| dealers who do not have defense con- 
tracts. The brokers procure these 
brushes from manufacturers who vio- 

| late NPA orders, industry representa- 
tives said. The committee asked NPA 

| to take steps to protect the industry 
against this illegal competition. 

The committee recommended that 

| NPA ease restrictions on the use of 
hog bristles from India if they are less 
| than 44-in. long. This action would 
| permit manufacturers of floor brushes, 
| counter dusters, car washing brushes 
and similar devices to make more effi- 
cient, longer-lasting models, members 
said. 
| The committee also volunteered to 
| submit samples of brushes containing 
| 30 percent nylon and 70 percent hog 
bristles, and brushes with 30 percent 
horsehair and 70 percent bristles, for 
National Bureau of Standard tests to 
determine whether they are suitable 
for use on ships and other government 
equipment. 
A Navy Bureau of Ships representa- 
| tive reported previous tests on paint 
brushes containing 100 percent Chi- 
| nese hog bristles and other contain- 
ing 100 percent nylon have showr 
that brushes made of bristles proved 
most efficient, but that nylon brushes, 
though requiring a longer “break in” 
last longer. He also cited an industry 
test which indicated that brushes with 
30 percent horsehair and 70 percent 
bristles are only 10 percent less effi- 
cient than 100 percent Chinese bristle 
brushes. 
If Bureau of Standards tests on 
| bristle-nylon and bristle-horsehair com- 
bination show them to be successful, 
the committee suggested these brushes 
should be included in Federal speci- 
fications as acceptable for Govern- 
ment use. 

Raymond M. Brown, of NPA’s 
Consumer Durable Goods Division 
presided with the following committee 
members attending: 





Attending Members 
Harry Schulman, Baker Brush Co., 
Inc.; Franklin C. Maxwell, Elder & 
Jenks, Inc.; Edward Edelson, Edy 
Brush Co., Inc.; E. J. Schmidt, Gertis, 
Lumbard & Co.; Douglas K. Rose, 
| Paint Brush Corp.; J. H. Heroy, Jr., 
| Pittsburgh Plate Glass Co.; Elwood M. 
Jones, Jr., Rubberset Co.; Isador A. 
|; Rubin, Rubico Brush Mfg. Co., Inc.; 
E. Vines, Star Brush Mfg. Co., Inc.; 
and Stanley R. Welty, The Wooster 
Brush Co. 





{ 





NEW OFFICES of Chain Belt Co. in 
Milwaukee, are located directly across 
the street from the company’s West 
Milwaukee plants, and more than 
double office space. 


Chain Belt Co. Moves 
Milwaukee Sales Offices 


Chain Belt Co. has moved its Mil- 
waukee district sales offices to 4352 
West Greenfield Ave., directly across 
the street from Chain Belt Co.’s West 
Milwaukee Plants. 

The new office is approximately 
twice the size of the old office and 
has been open for business since 
Labor Day. 


Pneumatic Manufacturers 
Suffer Price Squeeze 


The Small Pneumatic Compressor 
Industry Advisory Committee met re- 
cently with officials of OPA to discuss 
industry pricing problems. Commit- 
teemen stated that the industry has 
not found it feasible to price under 
CPR 30. Also, that the industry gen- 
erally is selling at maximum prices 
permitted under GCPR, but even so 
some companies are suffering a serious 
price squeeze which is forcing them 
into other production. 

The industry is concerned with the 
production of small air compressors up 
to 15 horsepower, not including com- 
pressors used in connection with con- 
densing units. 

It was pointed out that small com- 
pressors are used as a vital and essen- 
tial common component in a very 
wide range of commercial and indus- 
trial applications, and in connection 
with military, naval and air force 
equipment and facilities. Many me- 
chanical devices and installations are 
absolutely dependent upon these com- 
pressors. They are also essential and 
vital to the operation and mainte- 


PRENTISS 


“BULL DOG” VISES 
Give YOU This 
Big Selling Point 


PRENTISS IMPROVED 
SWIVEL BASE 


The base is Machined to close 
tolerances to insure POSITIVE 
LOCK. 


The base plate is cast in one 

piece and slotted in the front. 

When the wrench is tightened, 

this base plate or split ring 

squcczes against the hub on the 

vise body, locking the vise to 

the base. The Complete Line 
Machinists @ Top Swivel Jaw 
Combination Pipe @ Hinge Pipe 

Sold 100% through distributors Woodworkers @ Utility 


PRENTISS VISE DIVISION, MERIDEN, CONN., U.S.A. 
° 


F THE CHARLES PARKER CO. 


MERCURY CLUTCHES 
4 Profitable Line for Distributors 


e Reasonably Priced 
¢ Generous Discounts 


Wherever you find an electric motor at work in 
the Replacement, Maintenance, or Service markets 
there is an opportunity to sell a Mercury Auto- 
matic Clutch. 


Installed on an electric motor, a Mercury Automatic 
Clutch cuts starting current demand one-half to two- 
thirds, provides full protection against burned-out 
windings, blown fuses, and fire hazards. Available 
for 1/6 HP to 15 HP motors plus a choice of de- 
mountable pulleys. 


A recent Mercury development is the Series ‘'E” 
Mercury Clutch Coupling. This is a complete unit 
consisting of a Series “E’ Mercury Clutch with pro- 
vision for mounting a standard flexible coupling be- 
tween it and the driven load. Designed for installa- 
tion on the shafts of integral horsepower electric 
motors up to 15 H.P. rating. See below. 
, Write for the Mercury Dis- 
tributor Discount Schedule 
and copy of Catalog A-7, 


AUTOMATIC” STEEL PRODUCTS. INC. P) 


CANTON 6, OHIO 
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THIS MAN WOULDN'T NEGLECT 


A MACHINE IN HIS PLANT 


..-yet he hasn't 
had a Chest 
X-Ray ! 


H. checks every piece of mechanical equipment he 
owns for wear, lubrication, efficiency. 
. 


Yet he fails to take the simple precaution of a Chest X-Ray to make sure 
he does not have tuberculosis. Not because he’s opposed to the X-Ray. 
Simply because he is not sufficiently informed—or just hasn’t taken the 
time and trouble, or does not realize the seriousness of the problem. 


A Chest X-Ray is the first step toward detecting tuberculosis in its early 
stages. And in its early stages it can be cured with the least loss of time 
from work. 


So, if you’re the man above, that one simple reason should make you 
get your Chest X-Ray—today. But listen, see how serious this really is: 


Between the ages of 15 and 34, tuberculosis leads all other diseases as 
a cause of death—although at no age are you safe from TB. Yet, if everyone 
does his part by getting a Chest X-Ray periodically, and the majority of 
cases thus discovered are followed up, we can eliminate TB entirely as a 
public health hazard! 


Will you do your part today? Get a Chest X-Ray. It may mean your life! 


Published in the public interest by: 


McGRAW-HILL PUBLICATIONS 
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Stock and Specify 


Prorit with the dependable OLD 
FAITHFUL line of industric! markers! 
Every item backed by over a Century 
of research and manufacturing experi- 
ence by crayon experts. 


All from one reliable source you can 
obtain a prestige line of industrial 
markers that meet the most r.gid re 
quirements. Developed to withstand 
rain, heat and cold, marking perfectly 
on every surface from kcttest metals 
to smoothest glass. 


Paintmarx is a weatherproof, water- 
proof marker for any surface that 
takes paint. As easy to use as a 
pencil, yet has all the advantages 
of paint. 


Send for the new INDUSTRIAL 
CRAYON GUIDE, illustrating the ex- 
tensive line of Old Faithful markers. 
Dept. ML-58 


WHEN IDENTIFICATION COUNTS— 
COUNT ON AMERICAN AND OLD 
FAITHFUL. 


MERICAN CRAYON company C3 


Shio- 


| nance of transportation by truck, rail, | 


water and air. 

Compressors are covered under the 
machinery ceiling price regulation 
(CPR 30), but the industry generally 
is currently pricing under the General 

| Ceiling Price Regulation (GCPR). 

| Members stated that pricing under 
|CPR 30 will not afford the necessary 
relief due to the depressed condition 


prevailing in the industry during the | 


| CPR 30 base period. 

Committeemen suggested that OPS 
establish dollars-and-cents ceiling 
prices for the industry based on a 
study of current industry production 
|costs, plus a fair and equitable profit 
markup. 

OPS officials pointed out the diff- 
culties of using such a pricing tech 
nique. However, it was agreed that 
industry cost and pricing data should 
be assembled and studied as an initial 
approach to the industry's pricing 
| problem As soon as such data has 
| been obtained and studied, the com 
|mittee will be asked to meet again 
| for a further discussion. 
| The committee asked OPS to recog 
nize the need of price relief to enable 
the industry to maintain and expand 
production to meet the vital and essen 
| tial requirements of the defense pro 
}gram and the civilian economy. 

The meeting was conducted bv 
Warren B. Leland, Auxiliary Machin 
erv Section. Machinery Branch, OPS 
Members of the industry advison 
committe ire 

C. A. Bening 
Air Compressor Co.; 
inghouse Air Brake 
Deutsch. The Electric 
Robert P 
Co.; W. T. Kelly, Jr.. 
American Brake Shoe Co: G. \ 
Leece, Gardner-Denver Co.; Roland 
Lehr, Ouincy Compressor Co.; John 
B. Pullen, Champion Pneumatic Ma 
chinery Co.; J. M. Robinson, The De- 
Vilbiss Co.: 
stone Compressor Co.; J. W. Thomas. 
| Brunner Mfg. Co.; and, F. J. Whelan, 
Worthington Pump 
Corp 


The United State 
\. J]. Bent, West 
Co. M. B 

Spravit Co.; 


Kellogg Div., 





Eninger, The Wayne Pump 


David R. B. Robson, Kev- 


& Machinerv 





A study of 690 U.S. firms in all lines 
of business reveals that more than 50 
types of non-wage benefits were paid 
to workers in 1949 and that they 
amounted to 16% of the total pay 
roll. Items included: employer con- 
tributions to pension and private in- 
surance plans, amounting to 4.4% of 
payrolls; paid vacations, 3.3%; paid 
rest and lunch periods, 1.4%; bonuses 
and special awards, 1%. In all, non- 
wage payments were equivalent to 
23.7¢ per hour worked, or $477 a year 
for ecch employee. 





xe” 


DEPENDABLE 


xtra 


PROFITABLE 


Roller Bearings 


Every product has to be ‘‘sold’”’—re- 
gardless—but when selling Shafer Roller 
Bearings, it simmers down to facing 
“substitute’’ competition — only — the 
easy avenue to sales and profits. 

For only Shafers offer your customers 
the unique ConCaVex design featuring 
integral self-alignment WITHIN THE 
BEARING ITSELF .. . full radial- 
thrust capacity . . . extreme shock load 
capacity . . . plus the exclusive Micro- 
Lock Bearing Adjustment and the ex- 
clusive self-centering ‘“‘Z”’ Housing Seal 
which keeps dirt OUT and grease IN 
under severest conditions. 

This—combined with Shafer’s profit- 
making franchise and a 33 year reputa- 
tion for top quality products—spells 
more sales . . . better profits for you. 
Let’s talk it over. 


SHAFER BEARING CORPORATION 


80! Burlington Ave., Downers Grove, Illinois 


Manufacturers of over 450 Standard Models 
covering all conventional mounted 
and unmounted bearings @ 
“Specials” @ Aircraft 
Control Bearings 
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Your Gest Protection 


FOR FLAMMABLE LIQUID 
GAS AND ELECTRICAL FIRES 


Ou + LP-GAS + NAPTHA 


ALCOHOL + LACQUER 
SOLVENTS ~ PAINTS, FTC 


\ 


rieeerningt we 
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BETTER 
HEAT-SHIELD 
PROTECTION 


Bev CHEMICAL 


FIRE EXTINGUISHER 


They's oon sot Yours of fae 
beacmres 





ANSUL ‘Nemtcat compan 
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That’s the record of the Ansul Chemical Co. in 
the past five years: a healthy sales gain every year. 


And as L. C. McKesson, Vice President, Sales, 
says, “That increase didn’t just happen.” Im- 
proved equipment ... increased sales and ad- 
vertising staffs . . . and expanded advertising ali 
combined to produce that outstanding record. 


Playing a major part in that advertising pro- 

gram is FACTORY MANAGEMENT AND MAINTE- 
LEONARD (. McKESSON, ‘Vice President Sales NANCE. FACTORY was selected to bring Ansul’s 
ANSUL CHEMICAL CO. story to the manufacturing industries. Says 
Mr. McKesson, “our decision has never been 
regretted.” 


Your Best Protection 

GAS AMD ELECTRICAL FIRES Take another look at the products you are han- 

dling and see how many are regularly advertised 

in FACToRY’s pages. They’re the ones that make 
your selling job “easier and more profitable.” 


ee I FACTORY 


FIRE EXTINGUI: 





=f teeter. MANAGEMENT AND MAINTENANCI 


A McGraw-Hill Publication, 330 West 42nd Street, New York 18, N.Y. 
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tell us 


Keckley 


2. Delivery 
3. Large Demand 


Pressure Regulators 
Temperature Regulators 
Diaphragm Valves 
Motor Valves 

Balanced Valves 

Float Valves 

Float Boxes 





1. Quality Products 


SATISIFIED DISTRIBUTORS 


why they stock and sell 


4. Simpiified Purchasing 
5. High Profit Margin 


: TYPE AA 
Pressure Reducing Valve 


We Manufacture a Complete Line (Steam, Air, Liquids) 


Level Controllers 

Pop Safety Valves 
Relief Valves 

Water Gauges 

Gauge Cocks 
Strainers 

*Write for Catalog 51 


Get the Service You Like To Give... 
1914 — Serving Industry for 37 Years — 1951 


0 Fal onan. @ 3 on. @ i Gone UU Bf 


400 W. MADISON STREET 


CHICAGO 6, ILLINOIS 





Rust - proof 
ES zine alloy, 
featuring 
GRC’s 


rior recessed- 


GRC gives you 
better 


WING 
NUTS 


ata 
bigger 


wing  finger- 
grip. All fin- 
ishes, all pop- 
ular thread 
sizes. Made to 


prices. 


DISTRIBUTORS: | 


Write Today for 
Samples and 
Sheets 
forma 


GRIES REPRODUCER CORP. 


10 Willow Ave., New York 54 * MOtt Haven 9-2476 | 
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supe- | 
! 


sell profitably | 
at lower 


spb iS 
HYDRAULIC LIFT 
HAND TRUCK 


FOR 
LOADING AND J 
UNLOADING AT 

TRAILER TAILGATE 

HEIGHT AND FOR 

STACKING DRUMS 

AND CASES. 


Blectric drive hydraulic 
system lifts 750 ibs. up 
to 55 inches in ao few 
seconds. One man can 

reise and stack 
heavy loads. 


GRAND LIFT STACKER MODEL 755 


Pallet or Fork Lift to suit your requirements. Maxi- 
mum Heights 54” to 94”. Uses Standard Auto Battery 
Built-in Battery Charger. Completely Portable. Low 
Cost. 

Other models include manually operated hydraulic 
lift hand trucks to suit many lifting, moving, and 
stacking operations. 


WRITE US OR ASK YOUR LOCAL MATERIALS 
HANDLING DEALER 








ApLJED MANUFACTURING & SALES CO. 


MATERIALS HANDLING DIVISION OF THE 
GRAND SPECIALTIES COMPANY 
3101 WEST GRAND AVENUE, CHICAGO 272, ILL. 
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NPA Says 1/3 Expansion 
Completed by October 


Preliminary estimates based on in- 
formation from firms holding certifi- 
cates of necessity show that more than 
one-third of proposed construction for 
the expansion of iron and steel facili- 
ties is expected to be completed by 
Oct. 1, the National Production Au- 
thority, U. S. Department of Com 
merce, announced recently. 

NPA bases its report on figures sub- 
mitted by 67 iron and steel companies 
vhich have certificates of necessity for 
rapid tax amortization to — expand 
their defense production. e figure 
shows that of nearly $2 billion in 
added facilities planned through 1953, 
more than $618,000,000 worth of con- 
struction will be in place by the end 
of this month, NPA said. 

At the end of the first quarter of 
this year, $378,000,000 we of con- 
struction was complete, the study 
shows. By the end of the second quar- 
ter this figure rose to $419,000,000. 
Preliminary estimates for the third 
quarter show the value of construction 
expected to be in place by Oct. 1 
is $618,000,000, or about one-third 
of the total program so far approved, 
NPA said. 


Fourth Quarter Goal 


NPA pointed out that the fourth 
quarter goal probably will not be 
reached because of restrictions on con- 
struction due to the scarcity of struc- 
tural steel. The iron and steel expan- 
sion program requires more than 174,- 
000 tons of structural steel during the 
fourth quarter. Only 89,000 tons, or 
51 percent of the requirements, have 
been allocated to the program, NPA 
said. 

Emphasizing that this progress data 
for the iron and steel program gener- 
ally refers to excavations, foundations 
and steel framework, NPA said that 
bottlenecks might occur when large- 
scale installations of machinery and 
equipment begin. This could cause a 
revision of actual production sched- 
ules which now are estimated at 118,- 
000,000 additional ingot tons during 
1953. 

NPA said that the aluminum expan- 
sion program, which started later than 
the steel program, is moving well but 
emphasis so far has been on steel. Of 
a total $501,000,000 proposed for the 
aluminum expansion program by the 
end of 1953, more than $72,000,000 
worth of construction is in place. Be- 
cause of the importance of the alu- 
minum program in relation to stepped- 
up aircraft production, all structural 
steel needed in the fourth quarter has 
been allocated, NPA said. 
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FRAME 


ozecdlil 


ELECTRIC HOISTS 


@ Safety, efficiency, adaptability, and rugged 
construction are the main qualities of these modern 
hoists, ideally balanced for hook suspension. 


Alloy steel gears, self-lubricating ball and 

roller bearings, preformed improved plow steel cable, 
grooved drum, rigid metal weatherproof wire conduits, 
silver contact controls . . . these are but a few of 

the features that mean long life and low maintenance of 
the finely balanced Wright Frame "'B” Speedway Hoists. 
Hook, lug, or trolley mountings permit use of the 


Frame “‘B’ Speedway in formerly unusable locations. 
Capacities from 250 lbs. to 1000 lbs. 





Ge et ready to answer inquiries and 
take orders from your customers. 

Write today for complete information on the 
Wright Frame ''B’’ Speedway. 


York, Pa., Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, 
Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 


WRIGHT HOIST DIVISION 
AMERICAN CHAIN & CABLE 


In Business for Your Safety 





